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A. REASONS 


-They mean money 


BETTER DISPLAY PACKAGING 


The MultiKopy Mi- 


wrapped pack won the 
honorary Wolf Award 
in the visible display 
division in New York 
in competition with al- 
most a hundred other 
packages. This—plus 
the five extra sales 
features of Micromet- 
ric—means more pro- 
fits for you! 











INTELLIGENT SERVICE 


The Webster salesman 
is qualified to help you 
sell more carbon pa- 
per. He is trained in 
merchandising. He will 
make available dealer 
aids which really sell. 
Remember this: A 
salesman is never any 
better than the lines 
he carries. Micromet- 
ric has 5 extra sales 
features. 








crometric‘*Cellophane”’ 






in YOUR pocket 


BETTER FACILITIES 





If you carry the Webster line, you always 
know you can satisfy your customers. Our 
modern equipment stands behind you. This 
means better products, faster service. 








CONSISTENT ADVERTISING 





A 





Year after year, we have built up a demand 
for Webster products through advertising. 
The Webster Company is the only carbon 
paper manufacturer consistently to do so. 





F.S. WEBSTER CO. 


13 Amherst Street. Cambridge, Mass 





YOFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercial 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 


No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 


questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 


OFFICE APPLIANCES 


(TO THE WORLD'S PRINCIPAL MARKETPLACES) 





ESTABLISHED 1904: with which is incorporated the American 
Stationer, established 1873: Business Equipment ——— estab- 
lished 1908: Office Outfitter, established 1908: and the original 
National Stationer, established 1909. 





Published on the first of every month by The Office 

Appliance Co., 417 South Dearborn St., Chicago, 

Illinois. Cable Address: Applico, Chicago. 
Telephone Harrison 3698 





OHN A. GILBERT, 


EVAN JOHNSON, President Business . 
Cc. F. Western Adv. Mgr. 


. F. MALATESTA, Treasurer . C. MT 
D. C. MILLER, Vice President 

OHN A. GILBERT, Secretary 
. W. MARTIN, Assoc. Editor OTTO KNEY, Asst. Editor 


W. S. LENNARTSON, Asst. Editor and Service Bureau Mgr. 
NEW YORK OFFICE: 1601 Pershing Square Blidg., 100 East 42d St., 
Telephone Ashland 4-8319 
Cc. H. EVERLY, Eastern Mgr. G. C. WHEELER, Asst. Eastern Mgr. 


Vol. 60 November, 1934 No. 5 








CONTENTS 


ARTICLES 
Out of the Record .. .. co -ae 
Start Next Year's Badges Newt Fred Merish ae 


Compulsory Quality Labeling—The Newest Deal—By 
Waldon Faweett.. .. ‘ - a 


Visible Records of Siniiiounl inti Written 
for Office Appliances by Paul M. LeBeuf .. .. 13 


Era of Fact Finding Arrives in Stationery—By E. ]. 
Cigy is. oe 


How Western Office A selene Dealer Makes Siniiieil 
Collection Calls for Twenty- oe Cents or eee 


John T. Bartlett .. .. 16 
My Most Difficult Sale—By W. H. Sudfeld ees 
Correct Business Practices—By F.P.Seymour .. .. 19 


Selling Without Price Cutting—By Cal Cameron .. 20 
Closing Office Appliance Sales—By Fred Merish .. 21 
Some Fundamentals in Handling Office Furniture .. 22 


Wood Desks vs. § teel—By W. Rea Myers... .. .. 24 
OUTSTANDING NEWS OF THE MONTH 

Wee York Duulndte: Saiki iis ci tiLades coin otis eee 26 
Direct Mail Association Meets in Boston... .... 0.00.0 0c ccc ccucae 32 
Canadian Business Show Held at Toronto............000-000ee 36 
Directors of Reorganized Globe-W ernicke Company Elect Officers... . . 37 
Bee TGA « Matmatiee Deke 6a scdidves iobwnl ththsJovdau 48 
Britt Appointed to Burroughs Directorate... .......600 0c c ce uee 54 
Lyon Appoints Heitkamp General Sales Manager........... 2.2.44. 54 
Business Furniture Code Amended... .. 2.2... 0. cc ccc cece u cue 69 
News Notes from Northwest Travelers—By Fred C. Schafer........ 102 

DEPARTMENTS CLASSIFIED NEWS 

ee re eer ae 9 Adding Machines ............ 154 
Pen Oe, DRM. «3s vantmnae 55 Busi re) on 
Meetings ‘peers Conventions 57 ES PPS + <5 0a 158 
Guest ‘Book - + wale Kila be ie 56 EY) Gircus creusans occa 157 

ew Machines and Devices.... 42 . 
News and Miscellany......... 54 Loose Leaf pM ee ey i hea 188 
Nat'l Stationers Ass’n...... 64 Marking Devices ............ 157 
Nat'l Typewriter and Office Other Machines ............. 154 

rrr aa 41 Pp 

ce Furniture, Wood and WE succedbes ae boc bibs obs 7 

° — ant’ be es das vieebalee 22 OD SC 

Se ee ree 106 : . 
Other Lands, In.............. 48 Ribbons and Costeus...... ++. 207 
Sem Mae ... n¢>canaaeies 89 TST ie owess See 
. erase esc 106 SE ws duties uns waduie 154 





3 


{ SUBSCRIPTION RATES 


in advance, 
nited States and its poe 
sessions and xico 


two $4 

all coun the 

Union, the equivalent of $3.00 
American gold for one year 
and $5.00 for two years. 


mittances may be made by 
au, drafts on 

‘ew York or Chicago, Post- 
office or Express Money 
Orders, or in A Post- 
age Stamps or currency, if 
sent by registered mail. 
— copies, twenty-five 


¢ CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses chan as 
often as desired. In ordering 
such changes it is necessa 

= ~~ old and new ad- 


Tcontaisurions in 
n upon any ic of in- 
terest to this Aa. 
ers gy meenuemniots ¥ will be 
or at space ra n- 
accepted manuscripts will not 
be returned unless pos 
enclosed by the sender. 
dents should give their 
names and addresses, which 
will be withheld from pub- 
lication if poumented. 
q ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment or 
ey related products 


$ Brtered as Second-Class 
Matter. July 8, 1905, at the 
Postoffice at Chi Ti., 
under Act of March "1879. 
q ‘*Office Appliances” is 
registered in the United 
States Patent Office, Wash- 


¢ COPYRIGHT. Cantente 
covered = Copyrigh 

by The Office App Rare 
Company. 

















THE ADVERTISEMENTS 





These advertisements present the products of the leading manu- 
facturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously can- 
not undertake to guarantee transactions between advertisers and 
They do, however, offer their service in resolving 


customers. 
any disagreements which result from relations established 
through the journal. 
Martens Type Cleaner 160 
Acco Products Ine 12s Meilicke Systems, In 155 
Ace Fastener Corp 140 Metalstand Co 160 
Acme Card System Co 160 Methodes 165 
Acme Staple Co 163 Metropolitan Furn. Serv 159 
Aigner, G. J., Co 160 Meyer & Wenthe...... 161 
Allen & Co 57 Miller-Bryant-Pierce Co...136 
Allen-Wales Add. Mech. Cp. $1 Mimeograph, The. : 65 
Alma Desk Co 151 Mittag & Volger, Inc .129 
American Can Co 118 Mohican Pencil Co. 142 
Amer. Number Mach, Co. .162 Monochrome Pen Co 160 
American Seating Co 157 Moore Push Pin Co. 162 
Amer. Writing Mach. Co.140 Munson Supply Co. 138 
Ames Supply Co 88 Myrtle Desk Co. 152 
Art Metal Construction Co.131 N 
Art Steel Co., Inc 152 Nagel-Chase Mfg. Co .. 70 
Autopoint Company - 86 National Blank Book Co...135 
Natl. FiberstoK Envelope 
tankers Box Co 80 CIN. “ke win oo Ob nO 0 9640 bees 97 
Barkley, C. L., & Co 150 Natl. Vulcanized Fibre Co.149 
Bassick Company 120 Neidich Process Company .102 
Bates Mfg. Co ’ 93 Neva-Clog Products, Inc.. 90 
Bickett, > M., Co we New Indiana Chair Co. .148 
Boorum & Pease Co V6 Niagara Duplicator Co. 100 
Bristow, Stanley R 163 Norwalk Mch. & Staple Co.159 
Browne-Morse Co 126 Nu-Way Tw. Fastener Co.161 
Buckeye Ribb. & Carb. Co 164 oO 
Bushnell, — Co 145 Oakville Company. gon 
P Old Dutch Carbon & Rib- 
Cameron Cal . 137 bon Co es . . ..102 
Carpenter, E. W., Mfg. Co.160 Oxford Filing Supply Co. .116 
Carter's Ink Co The 163 p 
Case Brothers, In 114 . ; , . ‘ 
~ : : = ° Pacific Cb. & Rib. Mfg. Co.121 
StinOn Corp: om tt Parrot Speed Fastener Cp. 95 
. 0 f ; - 
. e4 Peerless Key Co., Ine 73 
Codo Mfg. Corp 152 louse Mfe. Co. 3 
Columbia Rib. & Carb, ©o.127 Pelouze Mfg. Co. | 161 
Columbia Steel Eq. Co....123 Phillips Process Co tt 
Comptometer 96 Postindex ( o. eeece TMG 
Copy Devices. Inc 161 Pronto File Corp. : 124 
“mt 6. . oT writer a7 Pruitt, Ine. . : 154 
SOCCRR, ST POwEN ee es Sears Prym, William. of Amer. .132 
Corry-Jamestown Mfg. Cp.151 ' Q 
Coxhead, Ralph C., Corp 81 rl 
denen, , a -. Co 156 Quality Park Envy. Co. 122 
‘row t Carb. Co.130 
Crown missen & Cal Reliable Tw. & A. M. Corp.160 
, . * Remington Rand, Inc. ...111 
Dick A B., Co " ho P > = + 
a eee Cine = ¢ Rite-Rite Mfg. Co. .... .162 
eee Sales Corp 54 toberts, Weldon, Rub. Co.105 
. ‘ ‘- > ate . lar I . > 
Do/More Chair Co _ g2 Rox k we ll-Barnes Co -146 
Doppelt. Chas., & Co 162 Roosen, H. D., Co. 161 
Dewne) Cc "Co 156 Rotospeed Co., The 11” 
Dunham-Watson Co 159 Royal Typewriter Co 166 
ian Wes Co 155 Ruxton Products, Ine. 78 
Faton Paper Corp 134 Schwab Safe Co., The . 153 
Klliott-Fisher.71, Back Gover Security Steel Equip. Cp... .75 
Esterbrook Steel Pen Co.. 89 peagueses Self-Cl. Inkstd. _ 
0 . eeee ‘ 
, Shaw-Walker Co., T he : 79 
Faber. A. W., Inc 92 S , : 4 
¥ Sheaffer, W. A.. Pen Co 103 
F. B. Mfg. Co 162 : is ae 2 
. Fie ates Po Co ae Sheppard. C. E., Co. ... 30 
Felt « Tarrant Mfg. un + Sherman-Manson Mfg. Co.164 
Fibroin Stencil Corp 4 Shi - Ward Mfe. C 109 
Frankel Carb. & Ribb. Co.149 | Sippeha ay Mfg Co. 1147 
Fulton Specialty Co Bee Smith, Bradner & Co 55 
a 1 Electric C 108 Smith, L. C.. & C orona 
renera stectric © O q Typewriters. Inc. ...... 67 
General Fireproofing Co., : Speed Key Mfg. Co 162 
RS W ke C The 1A7 Stationers Mfg. Co a 158 
(7100e-Wernicke Co., ae : Stein Brothers Mfg. Co. ..142 
Graff, Geo. B., Co 138 St. Louis Typewriter Ex- 
Guide System & Supp. Co.112 7 chamee ~— ; a de 
. . : Storms, H. M., Co 144 
H. A. Ink Eradicator Co. .162 Sturgis Posture ¢ ‘hair Co.141 
Hanson Scale Co 150 Sundstrand..71, Black Covet 
Harding. Milo. Company 124 rT 
Harriman-Welts Prod. Co.158 Tenacity Mfe. C 15! 
eareee See. ae 99 Toledo Metal Furn. Co. . 1143 
Hever Corporation 167 Triner Scale & Mfg. Co 1b% 
Higgins. Chas, M & Co 2 Tubular Specialt vy Co P 158 
Hotchkiss Sales Co 104 Turner & Harrison Pen 
Mfg. Co 163 
Ideal School Supply Co. 156 
Imperial Desk Co 154 
Imperial Furniture Co 101 Underwood-E lliott-Fisher 
Imperial Methods Co 148 _C Lt. Back ¢ aves 
Imperial Mfe Co QR U. S. Tw. Rib Mfg. Co 19 
Indiana Desk Co, 148 / Vv 
x Vail Manufacturing Co. ..11% 
Jasper Chair Co 125 Varityper 81 
Jasper Desk Co 143 Victor Safe & Equipment = 
co 7 a) é 
Kilian Mfe. Corp 165 w 
Koh-I-Noor Pencil Co., Ine.133 Wagemaker Co 145 
L Warshaw Mfg. Co. .156 
Leatheroid 122 Weber Costello Co 137 
Little, A. P.. Ine 133. Webster. F. S.. Co. os 
Loose Leaf Metals Co 164 Weis Mfg. Co. ..83. 84. 85, 86 
Lutz & Sheinkman, Ine 159 A A sa: ey a7ee = r Co sai 
mM iggins John ee o . 61 
Majestic Lounge Co 147 Woodstock Typewriter Co.139 
Manifold Supplies Co 66 Y ; 
Markilo Co 161 Yawman & Erbe Mfg. Co.119 


For the benefit of the subscribers the lines advertised are here 


classified. 


Many of the requirements of the modern business 


office are represented. Should subscribers be interested in any 
article of office equipment not listed here, they are cordially in- 
wvited to commumcate with the service bureau, through which 
the information will be promptly and cheerfully furnished by 

letter, without obligation. 


Adding Machines 


Allen-Wales Add. Mach. Corp . 91 

Felt & Tarrant Mfg. Co . 6 

Remington Rand, Inc. 111 

Sundstrand ..... Tl. Back Cover 
Adding Machines, Rebuilt and Used 

Reliable Tw. & A. M. Corp 160 

Wholesale Typewriter Co neuen 
Adding Machine Rolls and Paper 

Rockwell-Barnes Co 146 

Smith, Bradner & Co 155 
Adding Typewriters 

Underwood E F 7l. Back Cover 
Addressing Machines, Used, Rebuilt 

Pruitt, Ine. . ° 154 
Adhesives 

(See Inks, Adhesives, etc.) 
Arch and Clipboards 

Globe-Wernicke Co 107 

Rockwell-Barnes Co 146 
Ash Trays, Office 

Nagel-Chase Mfg. Co 70 

Oakville Company 115 
Bankers’ Note Cases 

Art Steel Co 152 

General Fireproofing (« 68 

Globe-Wernicke Co 107 

Vietor Safe & Equip. Co 76, 77 
Billing Machines 

Remington Rand, Inc . lll 

Underwood E 71, Back “Cover 


Binders, Catalog and Pericdical 
Acco Products, In eéocne 
Aigner, G. J., Co 160 
Blackboards, Framed 
Weber Costello Co 137 
Blank Books 
Boorum & Pease Co 106 
Nat'l Blank Book Co 135 
Rockwell-Barnes Co 146 
Biue Print and Pian File Cabinets 
Art Metal Construction Co 13 
Browne-Morse Co 126 
Columbia Steel Equip. Co 12% 
General Fireproofing Co 68 
Globe-Wernicke Co 107 
Shaw-Walker Co. . 79 
Yawman and Erbe 119 
Bond Boxes 
Art Steel Co 152 
General Fireproofing Co -- 68 
Globe-Wernicke Co 107 
Book Cases 
Alma Desk Co 151 
Art Metal Construction Co oocmee 
Browne-Morse Co 126 
General Fireproofing Co HR 
Globe-Wernicke Co 107 
Weis Mfg. Co 83, S84, 85, 86 
Yawman and Erbe 119 
Book Rings 
Carpenter, E. W., Mfg. Co 160 
Oakville Company 115 


Bookkeeping Machines 


Underwood E F 71, Back Cover 
Box Letter Files 

Art Steel Co 152 

Globe-Wernicke Co 107 

Rockwell-Barnes Co 146 

Weis Mfg Co 83, 84, 85, 86 
Brief and Zipper Cases 

Doppelt, Chas., & Co 162 

Stein Bros. Mfg. Co ..142 


Bulletin Boards 
Weber Costello Co 0 187 
Calculating Devices 


Meilicke Systems, Inc 15 
Reliable Tw. & A. M. Corp 160 
Calculating Machines 
Allen-Wales Add. Mach. Corp.. 91 
Coxhead, Ralph C., Corp 81 
Felt & Tarrant Mfg. Co . 6 
Sundstrand . 71, Back Cover 
Calculating Machines, Used 
Reliable Tw. & A. M. Corp.. 160 
Wholesale Typewriter Co 144 
Carbon Papers 
(See Ribbons and Carbons) 
Card Index Boxes and Trays 
Art Metal Construction Co 131 
Art Steel Co 152 
Cameron, Cal 137 
Columbia Steel Equip. Co 128 
Corry-Jamestown Mfg. Corp 151 
General Electric Co 108 
Globe-Wernicke Co 107 
Guide System & Supply Co 112 
Imperial Methods Co 148 
Security Steel Equip. Corp 75 
Shaw-Walker Co 79 
Warshaw Mfg. Co 156 
Weis Mfg. Co 83, 84, 85, Re 
Yawman and Erbe 119 
Cash Boxes 
Art Steel Co., Ine 152 
General Fireproofing Co . 68 
Casters, Caster Bearings, Sitides 
Bassick Company 120 
Kilian Mfg. Cort 165 
Celluloid Envelopes 
Markilo Co 161 
Chair Mats 
Bickett, L. M.. Co 141 
Chairs 
American Seating Co 157 
Cameron, Cal 137 
Do/More Chair Co 82 
General Fireproofing Co ; 68 
Jasper Chair Co 125 
Majestic Lounge Co 147 
New Indiana Chair Co 148 
Sturgis Posture Chair Co 141 
Chairs (Posture) 
American Seating Co ve 157 
Do/More Chair Co 82 


General Fireproofing Co 


Harter Corp 


Sturgis Posture Chair 


Reliable Tw. & A. M 
Checks, Stamped Metal 
Meyer & Wenthe 
Clips, Paper (See 


‘ 

Toledo Metal Furniture (Co 
Check Protectors and Writers, 
Corp 


Paper Clips) 


Used 


Coin Bags, Trays and Wrappers 


Downey, C. L., Co 
Copyholders 

Aceo Products, Inc 
Crayon, Blackboard 


Weber Costello Co 
Cushions and Pads, Chair 

Bickett, L. M., Co 
Cuspidor Mats 

Bickett, L. M., Co 
Dating Stamps 

Amer. Number. Mach 


Fulton Specialty Co 

Meyer & Wenthe 
Desk Pads 

Aigner, G. J., Co 

Bickett, L. M., Co 


Desk Pending-Letters Holders 


Acco Products, Inc 
Desk Trays 
Aigner, G. J., Co 


Art Metal Construction Co 


Art Steel Co., Inc 


General Fireproofing Co 


Globe-Wernicke Co 
Imperial Methods Co 
Weis Mfg. Co. 83, 84, 
Desk Work Distributors 
Art Steel Co. 
Bristow, Stanley R 
Globe-Wernicke Co 
Sengbusch S. Cl. Inkst. Co 
Victor Safe & Equip. Co 
Desks 
Alma Desk Co 
Art Metal Construction Co 
Browne —— Co 
Cameron, Cal 
Columbia ‘Steet Equip. Co 
General Fireproofing Co 
Globe-Wernicke Co 
Imperial Desk Co 
Imperial Furniture Co 
Indiana Desk Co 
Jasper Desk Co 
Myrtle Desk Co 
Security Steel Equip. Corp 
Shaw-Walker Co 
Wagemaker Co 
Weis Mfg. Co RS. 84 
Yawman and Erte 
Dictation Machines, Mfrs. of 
Dictaphone Sales Corp 
Dictation Machines (Used) 
Pruitt, Ine 
Duplicating Machines 
Dick, A. B., Co 
Ditto, Inc . 
Harding, Milo, Co 
Heyer Corporation, The 
Mimeograph, The 
Niagara Duplicator Co 
Pruitt, Ine nee 
Rotospeed Co., The 
Smith, L. C., & Corona Tws 


Duplicating Machines (Used) 


Pruitt, Ine 


Duplicating Machine Supplies 


Columbia Ribb. & 
Dick, A. B., Co 
Ditto, Ine 
Dunham -Watson 
Dura Flex Co 
Fibroin Stencil Cort 
Frankel Carbon & 
Harding, Milo, Co 


Heyer Corporation. The 
Mittag & Volger, Inc 
Niagara Duplicator Co 
Pruitt, Ine 

Roosen, H. D., Co 
Rotospeed Co., The 


Smith, L. C., & 
Engraving, Copper Plate 


Wiggins, The John B., 
Envelopes 
Bushnell, Alvah, Co 


Globe-Wernicke Co 


Carb 


Corona 


cr 


iti bbon Co 


Tws 


i) 


Nat'l FiberstoK Envelope 
Co 


Quality Park Envelope 
Envelopes, Celluloid 
Markilo Co 
Envelope Openers 
Oakville Company 
Eradicators, Ink 
Carter's Ink Co., 
H. A 
Heyer Corporation, 
Erasers, Blackbeard 
Weber-Costello Co 
Erasers, Rubber 
Faber, A. W., Inc 
Koh-I-Noor Pencil Co 


The 


Oakville Company 

Roberts, Weldon, Rub 
Expense Books 

Oakville Company 
Eyelets 

Bates Mfg. Co 

Sibley, Edw. L., Mfg 
Fans, Electric 

General Electric Co 


Ink Eradicator Co 
The 


File Boxes, Collapsible Corrug. 


Bankers Box Co 
Barkley, C. L., & Co 


Globe-Wernicke (C¢ 


85, 


108 


an 
15 
107 
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Guide System & Supply Co 112 
Oxford Filing Supply Co 116 
Pronto File Corp 124 
Weis Mig. Co 83, 84, 85, 86 
File Boxes, Metal 
Art Metal Construction Co 131 
Art Steel Co 152 
Rockwell-Barnes Co 146 
Victor Safe & Equip. Co 77 
Filing Cab. Bali and Roller Bearinas 
Killan Mfg. Corp 165 


Filing Cabinets, Metal 


Art Metal Constrifttion Co 131 
Art Steel Co se 152 
Browne-Morse Co . 126 
Cameron, Cal 7 
Columbia Steel Equip. Co 123 
Corry-Jamestown Mfg. Corp 151 
General Fireproofing Co 68 
Globe-Wernicke Co 107 
Security Steel Equip. Cor; 75 
Shaw-Walker Co 79 
Victor Safe & Equip. Co 76, 77 
Yawman and Erbe lit 
Filing Cabinets. Wood 
Globe-Wernicke Co 107 
Imperial Methods (x 148 
Rockwell-Barnes Co 146 
Wagemaker Co. . 145 
Weis Mfg. Co. 83, 84, 85, 86 
Yawman and Erbe 119 
Filing Supplies 
Aceo Products, Inc 128 
Aigner, G. J., Co 160 
Art Metal ap yy Co 3 
Barkley, C. L., & 150 
Browne- Morse “Co 126 
Bushnell, Alvah, Co 145 
Cameron, Cal 137 
Corry-Jamestown Mfg. Corp 151 
General Fireproofing Co 68 
Globe-Wernicke Co 107 
Guide System & Supply Co 112 
Imperial Methods Co 148 
Nat'l FiberstoK Envelope Co 97 
Oxford Filing Supply Co 116 
Rockwell-Barnes Co 146 
Shaw-Walker Co 79 
Victor Safe & Equipment Co...76, 77 
Wagemaker Co 145 
Warshaw Mfg. Co 156 
Weis Mfg. Co 83, 84, 85, 86 
Yawman and Erbe Mfg. Co 119 
Finger Pads 
Parrot Speed Fastener Corp 95 
Folders (See Filing Supplies) 
Fountain Pens 
Autopoint Company 87 
Carter’s Ink Co., The 163 
Esterbrook Steel Pen (Co xu 
Monochrome Pen Co 160 
Sheaffer, W. A., Pen Co 103 
Furniture Handling Service 
Metropolitan Furn. Serv 159 
Globes, Geographical 
Cram, Geo. F., Co 156 
Weber Costello Co 137 
Gummed Cloth Rings 
Graff, Geo. B., Co 138 
Warshaw Mfg. Co 156 
index Card Signals 
Acme Card System Co 160 
Graff, George B., Co 138 
Moore Push Pin Co 1€2 
Victor Safe & Equip. Co 76, 77 
index Tabs 
Aigner, G. J., Co 160 
Barkley, C. L., & Co ; 150 
Globe Wernicke Co 107 
Guide System & Supply Co 112 
Markilo Co 161 
Parrot Speed Fastener Cor; 95 
Shaw-Walker Co 79 
Victor Safe & Equip. Co 76, 77 
Warshaw Mfg. Co 156 
inks, Adhesives, Ete. 
Carter's Ink Co., The 163 
Harriman-Welts Prod. Co .158 
Higgins, Chas. M., & Co 53 
Ruxton Products, Ine 78 
inkstands 
Sengbusch 8S. Cl. Inkst. Co 74 
Leads for Mechanical Pencils 
Autopoint Company ~ ae 
Faber, A. W., Ine 92 
Leather Goods 
Doppelt, Chas., & Co 162 
Stein Bros. Mfg. Co 142 
Leather Upholstered Furniture 
Jasper Chair Co 125 
Majestic Lounge Co 147 
Letter Trays (See Desk Trays) 
Lettcrheads 
Lutz & Sheinkman, Inc 159 
Stationers Manufacturing Co 158 
Wiggins, The John B.,. ¢ 161 
Library Equipment 
Art Steel Co. .. 152 
Corry-Jamestown Mfg. Co 151 
General Fireproofing (Co 6x 
Globe-Wernicke Co 107 
Security Steel Equip. Cor; 75 
Shaw-Walker Co 7 
Lockers and Storage Cabinets 
Art Metal Construction Co 131 
Art Steel Co : .152 
Browne-Morse Co 126 
Corry-Jamestown Mfg. Corp 151 
General Fireproofing Co., The 68 
Globe-Wernicke Co., The 107 
Security Steel Equip. Corp . 75 
Shaw-Walker Co 79 
Yawman and Erbe 119 
Loose Leaf Books and Systems 
Aigner, G. J., Co 160 
Boorum & Pease Co 1He 
F. B. Mfg. Co. . 162 
Nat'l Blank Book Co 135 
Sheppard, The C. E., Co 130 
Tenacity Mfg. Co .159 
Loose Leaf Envelopes, Celluloid 
Markilo Co. .. 161 
Loose Leaf Metals 
Carpenter, E. W., Mfg. Co .160 
Loose Leaf Metals Co 164 
Tenacity Mfg. Co. . 159 
Mail Distributors 
Bristow, Stanley R 163 
Globe-Wernicke Co 107 


Victor Safe & Equip. Co 76, 77 








Map Tacks Triner Scale & Mfg. Co. ...... 155 
Graff, George B., Co wu» eae 
Maps, Globes, Etc. Case Brothers, Ime, .............214 
Acme Card System Co aan Publishers 
Cram, Geo. F., Co. ee OED Sb See cubes ine sebet .165 
Weber Costello Co .137 Punches 
Matched Office Suites Acco Products, Inc. ...... .. 128 
Art Metal Construction Co 131 GENS TERE: GO. cages ccccacuccende 93 
General Fireproofing Co 63 Boorum & Pease Co. ........ . 108 
Globe-Wernicke Co 107 Globe-Wernicke Co. .............107 
Memorandum Books Nat'l Blank Book Co. ...........135 
Boorum & Pease Co 106 Push Pins 
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| THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of desirable agents and 
dealers in nearly every country, aids foreign dealers in 
securing U. S. A. lines, and in many other ways 

forms useful service, all without charge. Subscri 

in every land have made, and are making, good use 
of this bureau; manufacturers in every section of the 
field have had evidence of the service. Subscribers’ 
requests for catalogues to bring their files up to date, 
or to replace the file in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers, 
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WANTS A 


The rate for classified advertisements is 








SITUATIONS WANTED 


OFFICE SP EC IALTY salesman, collection and credit man desires execu- 
tive or traveling connection with manufacturer of quality merchandise 
that is established with the stationery trade. Twelve years with last firm 
Good producing record. Southeastern territory preferred. Address L-115, 
care Office Appliances, Chicago 


YORK AND EASTERN TERRITORY. There is 
available to an alert manufacturer an executive type sales representative 
experience in the stationery trade, selling in New 
He has successfully sold the depart- 
the commercial and contract 
valuable man to any concern 


AVAILABLE FOR NEW 


with over 15 years’ 
York City and the eastern territory 
ment store, wholesale and retail stationer, 
stationer, and the jeweler. He will make a 
desiring to improve its representation, or to one wishing to enter this 
and would make a good 
Cateage 


is a good salesman, 
care Office Appliances, 


market in a real way He 


sales manager. Address L-108, 


SALESMAN AND BUYER, 
in central west, especially experienced in loose leaf, 
tionery, filing cabinets and supplies, open for connection 
managing department or assisting store manager or proprietor 
Address L-112, care Office Appliances, Chicago 


young man, ten years with nedias stationer 
blank books, sta- 
Capable of 
Refer 
ences 


TRAVELING SALESMAN and executive acquainted with leading office 
appliance and stationery dealers in every section of U. 8. A., qualified 
to handle any meritorious line; successful in developing dealership or- 
ganization, desires opportunity to prove his ability. Address L-111, care 
Office Appliances, Chicago 

SITUATION WANTED —Veteran Chicago stationer with wide acquain- 
tance seeks office position as stationer for some large industrial concern, 
or as assistant to salesman who wishes to maintain a Chicago office in 
charge of a man who can handle routine work and telephone calls and 
orders. Operates typewriter, has pleasing personality. Address L-110, 
care Office Appliances, Chicago 





TYPEWRITER MECHANIC 
experience all makes; fast worker; can get results; 
dress L-109, care Office Appliances, Chicago 


12 years as working shop Foreman; 21 years’ 
desires change. Ad- 


SALESMEN WANTED 


SALESMAN Ww ANTED by large man- 


EXPERIENC ED EXECUTIVE TYPE 8S 
ufacturer of office equipment, supplies and stationers’ goods. Prefer man 
Missouri, lowa, Minnesota, Kansas, Nebraska, 
This is a hard job with real oppor- 
able to produce results 
information to Box 


well known to trade in 
North Dakota and South Dakota 
tunity for progress It requires a capable man, 


without close factory supervision Send complete 


Z-147, care Office Appliances, Chicago 


LARGE CHICAGO USED Office Furniture Dealer has opportunity for 
Office Device Man, who knows his business, who can repair and sell 
Salary on repairs, commission on sales. Also opportunity for experienced 
outside Office Furniture Salesman. Address Z-144, care Office Appliances, 
Chicago 


COMBINATION 
DIVISION MANAGER 
FOR SOUTHWEST 
To a man now actively supervising and appointing agents In Texas and 
Oklahoma for an allied line, we have an attractive over-ride proposition 
that can be handled in combination with present work. Product is na- 
tionally known, prominent and well introduced office machine. We have 
no supervisor in district now although we have a number of established 
franchise agents with exclusive Must 
know how to supervise and appoint agents who can and will produce 
desirable. 


territories, to whom we consign 


adding machines, cash registers, etc 
territory covered, and other de 
Address 


Experience in calculators, 
Reply in confidence, 
tails calculated to sell us on your ability to produce for us 
Z-142, care Office 


EXPERIENCED office equipment salesman wanted by established dealer 
in one of the smaller eastern cities. Lines carried include filing equip- 
ment, office furniture, loose leaf, typewriters, adding machines and check 
writers. Can offer attractive proposition to man qualified for outside 
work Send complete information, including experience, age and refer 
ences, to Z-143, care Office Appliances, Chicago, Illinois 


with qualifications, 
Appliances, Chicago 


EXP ERIE NCED SALESMEN to sell, in addition to other lines, our well 
known products to furniture and stationery dealers. Address Z-145, care 
Office Appliances, Chicago 

FIVE REPEATERS for men selling direct to offices. Specify lines now 
handled. Address Z-148, care Office Appliances, Chicago 





REPRESENTATIVES AVAILABLE 


WANTED—-exclusive agency of attractive office devices to add to our 
other established lines in New England and Northeastern United States 
Address L-114, care Office Appliances, Chicago 


CANADIAN SALES ORGANIZATION, well established with good con 
open to negotiate for meritorious lines on exclusive basis. Have 
pace in Toronto. Address L-113, care Office Ap 


nection, 
office and warehouse 
pliances 


Chicage 





OFFICE APPLIANCES 


ND TOR SALE 


eight cents a word, minimum charge, $1.60. 


REPRESENTATIVES WANTED 

M ANU F ACTU RER OF HIGH GRADE TYPEW RITER. SPECIALTY being 
sold internationally, and used by big Corporations, Banks, Governmental 
Departments, has territories available for men selling direct to offices. 
The merit, durability, and satisfaction given brings re-orders year after 
year. Liberal Commission, Protection given. Write for details Box Z-149 
care Office Appliances, Chicago. 
WE WILL HAVE several territories open after the first of the year, and 
are interested in receiving applications from reliable and successful men. 
When writing give full details as to past experience. Stein Bros. Mfg. 
Co., Inc., Manufacturers of quality zipper ring books, envelopes, brief 
cases and folios, 964 V W. Adams St., Chicago 


SALESMEN to take on a money making item in addition to regular line. 
A Standard rubber caster—needed in all offices—a proven repeat neces- 
sity. Exclusive territory for right man. Liberal commission. Address 8. 
Rosen Mfg. Co., Inc., Utica, N. Y. 


MANUFACTURERS’ REPRESENTATIVES wanted to sell dependable line 
of staples to dealers only. In reply mention territory, frequency of trips, 
and other lines now carried. An excellent sales proposition for two or 
three good salesmen now calling on the trade. Address Z-141, care Of- 
fice Appliances, 100 E. 42nd Street, New York, N. Y. 


MANUFAC TU RER OF COMPLETE STEEL office equipment line has ter- 
ritories open in the Southwest, Northwest and Pacific Coast—attractive 
proposition for commission men Address Z-146 care Office Appliances, 
Chicago. 



































ST I PRIC ED all metal stencil type post card duplicator retails $7.50 
maker. Bond Equipment Co., St. Louis. 





LOWE 
with supplies. Real money 





FOR SALE AND WANTED To BUY 





equipment, ail makes 
Inc., 80 Greenwich St., 


prices that will ae oa fot Visible filing 
bought and sold Hanover Office Equipment Co., 
New ‘w York City 


EDIPI HONE and Dictaphone equipment bought and sold 
tating Machine Co., 107 E. Pleasant St., Baltimore, Md. 


Baltimore Dic- 








DICTAP HONES , EDIPHONES—rough or re built spec ial prices to dealers. 
Increase your sales and profits—write us. American Dictating Machine 
Co., 1141 Broadway, New York City 


Dt PLIC ATING | SU P P L 1ES— stencils and inks for twenty-two styles of 
rotary duplicators. Sold on a positive money-back guarantee of satisfac- 
tion. Shale, Inc., 318 W Adams, Chicago. 


MULTIGRAPH RIBBONS re-manufactured 
service. Send us your old ribbons today 
ribbon fabric, with handy winder, a specialty 





Guaranteed work, quick 
144 yard reels of typewriter 
Also two grades of ex- 




















cellent duplic ator ink. Lewis Co., la N. 4th St., Milwaukee, Wis 
ADDRE SSOGRAP HS, MU LTIG RAP HS, COMPTOMETERS calculators, 
adding, bookkeeping machines, Dictaphones, Kardexes, Acmes, Post In 
dexes, desks, files, bought—-sold Brause, 404 Broadway, N. Y. C 
ADDRESSOG RAP HS, Multigraphs, Dictaphones, Folders, Sealers. Write 
us, save money Pruitt, 166 N LaSalle, Chicago 

WANTED: Kardex, Acme, Post Index Comptometers (Models F-H-J), 


Remington No. 23 Bookkeeping machines. Universal Office Equipment, 


396 Broadway, New York City 


KARDEX, cash registers, adding and bookkeeping mac hines q 
Ediphones, Addressographs, Multigraphs, Graphotypes, etc Perdue Of- 
fice Furniture ¢ Company, Jacksonville, Florida 


typewriters, 








Adding Machines all office 
434 Caswell Bidg., 


EL L OTT FISHE R MAC HINES, Typewriters, 
equipment, bought and sold. W. J. Crowley Company, 
Milwaukee, Wis 


ELLIOTT-FISHER MACHINES, typewriters, Adding Machines, all office 
equipment, bought and sold. Chicago Office Appliance Co., 533 So. Dear- 
born, Chie ago. 


BILLING AND BOOKKEEPING MACHINES, late models Elliott-Fisher, 
Underwood, Burroughs, etc. bought and sold. Maloney, Gilmore Co., 508 
S. Dearborn St., Chicago. 








ELLIOTT-FISHER billing and bookkeeping machines, also all office ma- 
chines, bought, sold and rebuilt Teeter-Warsh Co., 309 W. Kilbourn 
Ave., Milwaukee, Wisconsin 


W ANTED old platen cores for Royal Variable typewriter Bushnell Mfg 
Co., 125% W. Third Street, Los Angeles, Calif 





RE LI ABL E, rated office | e equipment company will pa pay cash, 1 remove prompt- 
ly, job lots, closeouts, seconds, in office equipment of any description, 
furniture, files, safes, cabinets, lockers, commercial stationery, etc 
State quantity available, price. Universal Business Equipment Co., Broad 
& John Sts., Bridgeport, Conn. 








FOUNTAIN PEN REPAIRING 
ALL MAKES FOUNTAIN | 
Standard Prices—regular trade discount 
service. Send all makes to one place 
trial package today Welty Pen & Repair Co., 


PENS REPAIRED for the ‘trade s since 1904 

All work guaranteed Prompt 
saves postage and time Send a 
38 S. State St., Chicago 





BUSINESS OPPORTUNITIES 





Proven articles of merit for stationery trade, . office and fac 
Exclusive royalty only Our progressive manufacturing and 
Address 





W ANTE D: 
tory use 
merchandising facilities established over ten years can help you 
Z-150, care Office Appliance es, Chic ago 

w ANTED STATIONERY STORE, Jersey, Pennsylvania, 
necticut, Rhode Island, income from $300.00 to $600.00 and up 
particulars to Z-151, care Office Appliances, Chicago 











New York, Con- 
Send 





NOVEMBER, 1934 

















PATENTS 


Copies of patents shown here can be obtaincd 
from the Commissioner of Patents, Washington, 
D. , for ten cents each in cash, postoffice 
money orders or euiiee check. Stamps and 
personal checks not accepted. 





93,400. Design for a typewriter. Rixferd U. Jen- 
nings, Buffalo, N. Application May |, 1934. 
Serial No. 51,614. 

1,974,442. Srpptes qgetiense stencil. Edward E 
Baldwin, New York, WN. Y. ssignor to Emil A. 
Hartman, New York, N. Y.). “Application Nov. 10, 
1931. Serial Ne. 574,208. 


Calculating machine with automatic multiplying 
means. August Kottmann, Semmerada, Germany (as- 
signor te Rheinische Metallwaaren-und Maschinen- 
fabrik Sommerada Aktiengeselischaft, Sommerada, 
+ @ Corporation of Germany). Application 
. 1932. Serial Ne. 627,512. In Germany Au- 
gust 24, 1931. 


1,974,515. Card filing folder. 
Sevenese. Application May 20, 
016. In Germany Oct. 10, 1932 
1,974,529. Register. Lee R. Brown, East Orange, 
N. J. a ag te Monroe Calculating Machine Com- 
pany, Orange, N. J., a corporation of Delaware). Ap- 
plication “april 20, 1931. Serial No. 531,274. 
1,974,560. Ring book assembling machine. Edward 
F. Buenger, Oak Park, Ill. (assigner to Wilson-Jones 
Company, Chicago, Ill., a corporation of Massachu- 
setts). Application Feb. !, 1934. Serial No. 709,317. 


1,974,754. Loose leaf binder. John Schade, Holyoke, 
Mass. (assignor to National Blank Book Company, 
Holyoke, Mass, a corporation of Massachusetts). 
plication July 29, 1932. Serial No. 625,664 

1,974,902. Visible index. William G. Taeger, 
Brooklyn, N. Y. (assignor te The & Cobb Com- 
pany. Brooklyn, N. Y., a corporation ef New York). 
Application March 3, 1934. Serial No. 713,808. 

1,975,004. Steel desk. Nell H. Jenkins, Chicago, 
itt. Application May 19, 1932. Serial No. 612,355. 

1,975,373. Method and means for binding sheets 
into books. Winfred Elmo Reavis and George Kirste, 
Los —, Calif. tgestopere te Pacific Library Bind- 


Otte Schinze, Cassel, 
1933. Serial No. 672.,- 


ing Compa Los geles, Calif., a corporation of 
Calltornia). yt April 22, 1933. Serial No. 
1,975,439. Photographic type composing. Edmond 
— a Germany (assignor to the firm, Uher- 
A ew Glarus, Switzerland). Application 
Feb. 2 1933. Serial No. 654,967. In Germany Feb. 
1,975,488. Duplicating device. Waldo Trull and 


Louis Clement, Cranford, N. J. Application April |, 


1932. Serial No. 602,449. 


1,975,512. Penholder for inkstands. Edmond J. 
Huott, New York, N. Application March 26, 
1934. Serial No. 717,297 

1,975,662. Index tab and guide. James H. Rand, 


(assicnor to Philrand, Inc., 
a corporation of Massachu- 


North Falmouth, Mass. 
North Falmouth, Mass., 


setts). Application April 5, 1933. Serial No. 664,591. 

1,975,707. Loose leaf binder. Frederick C. Bing- 
ham, New York, WN. Y. (eaoner te Boorum & Pease 
Company, Brooklyn, - corporation of New 
_— ‘Application April 1, 1933. Serial No. 664,- 
018. 

1,975,774. Plural counter computing machine. Wal- 
ter A. Anderson (assignor to derwood Elliott 
Fisher Company, New Yor a corporation of 
Delaware). Application March 7, “1930. Serial No. 
434,085. Renewed Dec. 16, 1932. 


1,975,775. 
more, Collingswood, , 
brook Steel Pen Manufacturing 
N. J., a corporation of New Jersey). 
| 1932. Serial No. 586 

975,788. Pencil. 
ascinaine April 13, 

1,975,806. Filin 
bel, Green Bay, Wis. 
Straubel, Green Bay, Wis., an 
Straubel, Youngstown, Ohio). 
ey Serial No. 554,605. 

1,975,807. Notation printing device. Oscar J. Sund- 
strand, Rockford, tll. (assignor te Underwood Elliett 
Fisher Company, New York, Y., a corporation of 
“9, 1930. Serial 


Pen and pencil clip. Leon Hehl Ash- 
N. J. (assignor to The Ester- 
Company, Camden, 
Application Jan. 
Cari C. Harris, Orange, Mass. 
1933. Serial No. 665,913 
drawer. Frederick L. G. Strau- 
(assignor of one-eighth to 0. C. 
d two-eighths te C. W. 
Application Aug. 3, 


New York). App.ication Oct. No. 
487,399. 

1,976,012. Index device. Felix R. Erbsioh, New 
York, N. Y. yr te Sainberg & Company, New 
York, N. Y., corporation of New vers. Applica- 
tion April 15, 1932. Serial Ne. 605,494 

1,976,198. Loose leaf binder. William J. Steenrod, 
Kalamazoo, Mich. (assignor to Remington Rand tnc., 
Buffale. N. Y.). Application March 6, 1931. Serial 
No. 520,643. 

1,976,249. Card filing device. James B. Stafford. 


Jr., Brighton, N. Y. (assignor to Cyclofile Corporation, 
Rochester, N. Y., a corporation of New York). Ap- 
plication Dec. 29, 1931. Serial No. 35. 


1,976,254. Hand stamp mount. James Cooke, 
Omaha, Nebr. Application Nov. 25, 1932. Serial Ne. 
644364. 

1,976,444. File safe. Kenneth J. Hollingshead, 
Yonkers, N. Y. Application May 9, 1933. Serial No. 
670, 163. 

1,976,615. Electric verifying machine. Fred Rol- 
land Jones, Des Moines, lowa (assignor to Interna- 
tional Business Machines Corporation, New York, N. 


Y.. a corporation of New York). Application March 
"a poe Serial No. 438,085. 

.976,666. Loose leaf shift binder. Walter Easter 
Haskin, Flushing, N. Y. (assignor to Pressed and 
Welded oan Products Company, inc., New York, 

» We poration of on York). Application Sept. 
4, 1931. Serta! No. 561,29 

1,976,747. Thumb 9 ” Jeceph Reuter, 
and Joseph Rothenbucher, Astoria, N. Y. 
Jan. 16, 1933. Serial No. 651,988. 


Brooklyn 
Application 


John G. L. Skar 
(assignors to 


1,976,810. Shelving and the like. 
and Carl A. 


Johnson, Jamestown, N. Y. 
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Art Metal Construction C N. Y.). 
Application May 6, 1933. 
1,977,000. Card cutting angersius. 
Rochester, N. Y. (assignor to Phot 
Providence, R. 1., a corporation of 
Application Oct. 10, 1932. Serial No. 636,967. 

1,977,016. Receipt mechanism. Herman F. Sadge- 
bury, Dayten, Ohio (assignor to Central United Na- 
tional Bank, Cleveland, Ohio, as trustee). Applica- 
tion April 6, 1932. Serial No. 603,594. 

1,977,042. Envelope. Charlies E. Cather, Worcester, 
Mass. (assignor to United States Envelope Company, 
Springfield, Mass., a corporation of Maine). Applica- 
tion Aug. 8, 1932. Serial No. 627,895. 

1,977,069. Cash register. Withelm Kropff, Bertin- 
Charlottenburg, Germany (assigner to The National 
Cash Register Company, Dayton, Ohio, a corporation 
of Maryland). Application Jan. 24, 1929. Serial No. 
334,792. 
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1,977,229. Machine for finger prints. 
Ernest E. Comstock, E! Centro, assignor of 
eight per cent to 7 D. Centre, 
Calif.) Application Aug. 6, | Serial No. 473,465. 

1,977,358. Safe poo A Bertram J. Ste- 
vens, Hollywood, if. Dec. 19, 1932. 


Serial No, 647,931. 


1.977, 507. yt Bake A Leroy Ed- 
wards, Stanley, N Siestion “March 21, 1933. 
Serial No. 661,9 June 8, 1934. 

1,977,527. me color fountain pen. Hermann 

Pohle, Stamford, Conn. Application June 28, 1934. 
Serial No. 732,900. 

1,977,531. Typewriter platen. John H. Sperry, 
Jamaica Plain, Mass. Application Nov. |, 1933. Se- 
rial No, 696,188, 








In the Spotlight at the 


New York Business Show 








wa Sf ee ee 


Above, at top: Dorothy Dow, World’s 
Champion School Typist Who Won First 
Place on a Woodstock Typewriter at A 
Century of Progress Exposition in 1933. 
At Miss Dow’s right is Miss Frances Rob- 
inson, secretary to former N. R. A. Ad- 
ministrator Hugh Johnson. 


Above, at bottom: Grace Phelan, Re- 

ferred to as the World’s Fastest Student 

Typist, Demonstrating on an Underwood. 

Miss Phelan’s record is 112 five-stroke 

words net per minute for fifteen minutes. 

Assisting is George L. Hossfield, world’s 
champion typist. 


At left, top: Mr. Snaggletooth and his 
Secretary, Miss Flinthandle, at the 
“Primeval Typewriter’ Featured in the 
Exhibit of the Royal Typewriter Company. 


At left, center: The Stenographer that 
Grandfather Might Have Had. The office 
styles of 1880 were exemplified by Miss 
Ona Munson, star of stage and screen as 
she stands beside one of the first “*stock”’ 
typewriters, an ancestor of the present 
Remington machine. 


At left, bottom: Princess Kropotkin of 

the Former Ruling Family in Russia Ex- 

amining a Burroughs Electric Carriage 

Typewriter. Behind the princess are 

Miss Ann McCarthy, Miss Eva Salerno 

and Fred Steffens of the Burroughs New 
York office. 


(See page 26) 


OFFICE 
APPLIANCES 


THE NEWS AND TECHNICAL 
TRADE JOURNAL OF 
OFFICE EQUIPMENT 





WE DO OUR PART 


EDITORIAL 


4S4Six important business shows from Vienna to New York, are reported in 
the present issue of Office Appliances. And it is hardly drawing the long how 
to say that more than a million people, perhaps double the number, visitec 
these expositions and took away lasting impressions of the valuable machines 
and devices which modern inventive genius has provided for the accomplish- 
ment of the many and complex tasks which make up the work of the modern 
office. 

sack in the forties and fifties of the last century and 


Business Shows Indicate Growing Interest in ¢ven down to the seventies, nobody thought of an expost- 


Office Aids 


Borers 


tion of office aids. Office equipment was simple—a high 

desk and stool for the bookkeeper, a set of canvas bound 
account books, ink and pens; a simple desk for the man of business; a swivel 
chair, some plain chairs, book-form files and a stack of pigeon holes; a copy- 
ing book in a heavy letter press with a brake wheel for compression strong 
enough to stop a freight train, etc. Such was the old-time office, 

The “Type-Writer” was an infant, and not a promising one, in 1867. By 
1873 the Remingtons had taken a long shot and started to make the machine. 
The Pratt machine was developing into the Hammond, within recent years to 
become the Varityper. Inventors were experimenting with the adding ma- 
chine. 

The first time within our knowledge that an office machine was shown at a 
public exposition was at the Philadelphia Centennial in 1876, where the Rem- 
ington typewriter was demonstrated, and a promising young inventor named 
Thomas A. Edison presented a peculiar device for recording human speech or 
other sounds on a crude cylinder covered with tinfoil. Small chance for an 
ofhce equipment show in those days! 

In 1904 a couple of energetic young men put over a business show in Madi- 
son Square Garden, New York. It was a good show, and being new and per- 
haps rather more show than business, it drew great crowds. The basic idea 
was sound and year by year has developed in this and other countries into an 
intelligent and valuable presentation of modern office devices and office prac- 
tice. 

Outside the metropolitan areas, the idea is occasionally adopted by dealers, 
who, with the cooperation of branch offices of important office equipment 
manufacturers, put on local shows of value to business and professional people 
unable to visit the larger events of the kind, 

Today it is our privilege to record in these pages important business shows 
in New York City; Berlin, Germany; Vienna, Austria; Zurich, Switzerland ; 
Manchester, England, and Toronto, Canada—the last held in conjunction with 
the Canadian National Exposition. The attendance at all these exhibitions 
was unusually large and indicates a growing interest in devices for the eco- 


nomieal expedition of business. 
e+ 


SES Phe borer is one of the insidious enemies of the flora of creation. He not 
only devours the fiber of the plant by tunneling to its core, but he robs it by 
releasing the fluid that gives it life. 

The corn borer inflicts incalculable damage. He works in secret, shut away 
from the light of day, and before the farmer knows of his presence he has dam- 
aged large areas of growing corn. The borer is the enemy of growing things. 











10 


OFFICE APPLIANCES 


He may be a beetle or a moth—the guise he assumes is unimportant except as 
it may bring recognition and retribution. 


There are human as well as insect borers. 


Probably every business enter- 


prise which attains any measure of success or prestige is subject to the “borer’s” 
Insinuation and innuendo are the tools employed—sometimes the 


attacks. 
damnation of faint praise. 


We can’t stop the borer, but when we hear his 


innuendos it is well for us to remember that it is only the borer at work. 


-o- 


@2 The duty of the salesman lies in the present. It is today when he must sell 


his goods, his machines, or whatever he has to dispose of. 
what the future may hold is fruitless. 


Discussion as to 


Tomorrow will come and bring its prob- 


lems ; but—‘Sufficient unto the day is the evil thereof.”. The man who does 
the best he can with the passing moments will find himself in the best possible 
position to cope with the future. 


There is no occasion for the salesman to be an amateur seer. 


Political and Industrial Prognostication Not 


For Salesmen 


tions the sooner he will fill his order book. 
No two people see events from the same angle. 


What Wall 


Street is doing—what the politicians, local and national- 


cern. 


are planning—are far from the salesman’s immediate con- 
he salesman has his opinions—so have we all— 


but the less_he says about politics and untoward condi- 


Remember that the most 


certain signs of collusion are identical reports from different witnesses. No 
two people see or hear alike, therefore discretion in handing out one’s opinions 
is necessary 1f one would avoid argument. 


his selling. 


Motion Picture Star Trains Voice 
For Mechanical Reproduction 
by Practice on a Dictaphone 


How a Hollywood actor rose to the 
top of his profession to command a 
four-figure weekly salary and the ac 
claim of his colleagues and competi- 
tors—and the part played by the Dic 
taphone in that success will soon be 
told in an exclusive story appearing 
in a nationally-circulated periodical 

It will be this 
Paul Muni, assigned a role in 
a forthcoming himself 
up from friends and the public. Dur 


ing this period he throws himself into 


related how actor, 
when 


picture, shuts 


character—tries to lose himself in the 


character in the story he is going to 
portray He eschews parties and so 
cial life other 

The keystone of this intensive train 


and distractions 
ing in pretense is the Dictaphone. He 


has a machine in his dressing-room 
on the “lot,” and another in the den 
of his home 

It is his custom to make a number 
of Dictaphone records of the lines he 
These he 
plays back to himself repeatedly so as 
diction, pro 

Also to en 


timing 


is to say in the photoplay 
to detect any flaws of 
nunciation or inflection 


sure a proper volume and 


The cue—the last word of the last 
speaker as indicated in the scenario 
before him—is registered on the wax 
to check this timing 

The “playbacks” Dicta 
phone records duplicate theatre condi 
Chus he 


from the 


tions in his own room hears 


his voice precisely as theatre audi 


There he knows his ground. 


Out of the Record 


ences everywhere will hear it 

By this means, Mr. Muni has been 
able to eliminate common slips and 
while rendering a 


slurs of speech 


screen performance that is letter and 
sound perfect. 


As a secondary and equally benefi 





Paul Muni Practices His Lines on a 
Dictaphone and Becomes His Own 
Critic as He “Listens Back” 


cial result, the oral rept tition of these 
records automatically familiarizes him 


with the lines and impress them on his 


He is a wise salesman who sticks to 
All else is quicksand. 


memory. It is a well known fact that 
Mr. Muni almost never fumbles a line 
during the rehearsals and 
“takes” 
this to his employers is clearly ap- 


parent when it is realized that motion 


many 


on the set. The advantage of 


picture studio “overhead” is reckoned 
at $2,000 per hour. 

From his early roéles in “I Am a 
Fugitive From a Chain Gang,” “Hi 
Nellie,” “The World Changes,” “Scar- 
to his current picture “Border 
Mr. Muni has diligently and 
improved his rendering of 


face” 
Town” 
brilliantly 
the rdles assigned him. 

Taking his work so seriously, it is 
that Paul 
leagues and competitors acclaim him 
as the most polished actor in the film 
capital —ABL 


no accident Muni’s col- 


~o-0 
Keep Smiling!! 

Under the above heading, a brother 

of G. A 


Gjessing, 


Gjessing of Jorgensen & 
Oslo, 
American made office utilities, 
been 


Nor- 


accom- 


Norway, agents for 
several 
composed a poem which has 
adopted as the motto of the 
wegian firm. Mr 
plished the difficult task of translat- 


without 


Gjessing 


ing the poem into English 


losing the poetic form and rhythm. 
The English version is given below: 
I 

Though the sky looms gray, and the 

wind blows chill, 

There’s a good time coming along! 

Though the road runs rough, and the 
way’s uphill, 


There’s a good time coming along! 








NOVEMBER, 1934 


Though the climb is steep, and the 
going’s slow, 

It’s a long lane has no end, and so 

Keep up your nose and cheerio— 


There's a good time coming along'! 


II 


Though the sea runs high, and the 
tide runs fast, 
There’s a good time coming along! 
And our ship called “Hope” will come 
home at last 
With the good time coming along! 
Don’t let rough weather do you in, 
Stand to the heim, and you’re bound 
to win, 
Get on with your job, my son, and 
grin— 
There’s a good time coming along! 
-o- 


Caravaning—New Style 
Setting a new efficiency standard in 
land yachts, W. C. 
new camp trailer equipped with late- 


Fields has had his 


model Dictaphone, a generous storage 
reserve of wax records and a portable 
typewriter. 

\ writer and a busy businessman 


with wide property interests as well 
as a beloved comedian with volumi- 





W. C. Fields and His Land Yacht. 

Above, Mr. Fields about to enter his 

movable office. Below, in the process 
of dictating. 


nous “fan mail” to answer, Mr. Fields 
has found the Dictaphone an inval- 
uable aid. On his constant travels, 
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at remote hunting and fishing resorts, 
or when commuting the many miles 
to his stationary office, the handy Dic- 
taphone facilities have not only in- 
creased his efficiency, he says, but 
added greatly to his leisure. 

The convenience is an especial boon 
during the hunting season, he adds, In 
far localities, away from the disturb- 
ing presence of employees or asso- 
ciates, he points out that one is thus 
able to imprison one’s best thoughts 
while they are “red hot.” 

When not on duty behind wheel of 
Mr. Fields’ land yacht, the comedian’s 
chauffeur-secretary transcribes his 
boss’ records on a portable type- 
writer. 

Besides its modern office appliances, 
the Fields’ conveyance contains din- 
ing room, kitchen, bath and buffet. 

Perambulating offices of this kind 
are typical of the many which are 
springing into favor since the lure of 
the small farm and the open road have 
made urban depopulation a fact. 

A new market for office appliances 
opens.—ABL 


START THINKING ABOUT NEXT YEAR’S BUDGET NOW 


By Fred Merish 





HETHER price fixing will become a perma- 
nent fixture in the NRA codes or not, the codi- 
fying of industry and retail business and increasing 
taxation make the necessity for budgetry control 
most urgent because greater profits will largely ac- 
crue from greater business economy, which means 
reducing overhead to minimum and overhead can- 
not be reduced unless on ever-watchful eye is kept 
upon expenses. This is why budgetry control is 
becoming of increasing importance to manufacturers 
and retailers alike and as budget-making time ap- 
proaches, it behooves the retailer of office appliances 
to consider the making of a budget for next year. 
What isa budget? A budget is a statement show- 
ing pre-estimated figures covering the operation of 
a business for the forthcoming year. Usually the 
budget is prepared during the last month of the cur- 
rent year to cover the next year. These budgetary 
estimates are subsequently checked against actual 
sales and expenses totaled during the year for which 
the budget applies. To arrive at reasonable bud- 
getary estimates one must use judgment and draw 
upon experience. Some budget-makers take previ- 
ous yearly totals on sales, purchases, capital expen- 
ditures and expenses, then prepare their budgetary 
estimates for the forthcoming year with these actual 
yearly totals as guides. Sometimes actual expenses 
are averaged for a number of years prior to the year 
for which the budget is being compiled, usually from 
three to five years. Budgetary estimates are gener- 


ally split up into monthly totals and checked against 
actual receipts, disbursements, sales, purchases and 
overhead month by month. 


This close attention to 


the details of a business is worth while even though 
large discrepancies are not disclosed. A budget sets 
one thinking about expenses and the other vitals of 
a business, which, in itself, is effective. One may 
even estimate the net profit by setting up a sales 
quota, estimating purchases, inventory and expen- 
ses, then compiling a profit and loss statement to be 
held until the end of the year for comparison with 
actual figures compiled after the year is over. 

The first budget compiled will probably offer 
room for improvement, but business men experi- 
enced with budget-making claim that after a year 
or two, one can come remarkably close to pre-deter- 
mining expenses for a forthcoming year. It is more 
difficult, they say, to forecast sales volume but this 
figure should be set up more as a goal—a mark to 
shoot at. This means that the pre-determined sales 
figure should be made high. If one sets up a sub- 
stantial sales quota and tries to make it, sales will 
most likely be higher than usual even though the 
quota is not made, Incidentally, the retailer of office 
appliances who imagines that a budgetary program 
is too complicated for his business or his business 
too complicated for a budget, should remember that 
many concerns that buy and sell many different 
items in many different sizes at many different 
prices, are utilizing budgetary control successfully, 
hence, it is a practical procedure for the office ap- 
pliance dealer. 

The best way to assure yourself profits for the 
coming year is to watch income and outgo with an 
eagle eye. Budgetary control will give you that 
eagle eye. 
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COMPULSORY QUALITY-LABELING-—THE NEWEST 


DEAL 


Written Expressly for Office Appliances 
By Waldon Fawcett 


HATEVER the ultimate fate of some of the 

experiments hatched by NRA, one of the last 
and least noticed promises to live and thrive. Per- 
haps because this fledgling scheme for merchandise 
grade standardization is so obviously constructive 
and so slightly controversial. At any rate the pro- 
gram that is unfolding has significance for office 
equipment dealers, not only because of its direct con- 
tacts, but likewise because the office equipment trade 
has activities that interlock with all other lines of 
commerce, 

The pet project of the Consumer annex of the 
NRA and the AAA is wholly new only in spots. 
Or, rather, in the breadth of its objective scope. 
For, lo these many years, plots have sprouted, about 
every so often, designed to better acquaint the buy- 
ers with quality gradations by means of symbolized 
or set boundaries, marking off the several steps or 
zones of merit. ‘The idea has been scrambled, in 
some instances with the twin dream of “formula 
labeling” or analytical labeling. And the Congress 
of the United States has, now and again, flirted with 
the proposition, via the Truth-in-Fabrics Bills, the 
“Honest Paint” Bill, “Genuine Leather” Bill, etc. 

What set the New Dealers on the scent, and what 
has given dignity from the outset to this latest quest, 
is the circumstance that it was sponsored by the 
National Association of Purchasing Agents. At its 
last convention the buyers’ union, by formal resolu- 
tion, went on record as favoring the marking or 
labeling of commodities in such manner “as to in- 
sure the purchaser against fraud or inferior quality.” 
To be sure, the N.A.P.A. was shooting specifically 
at two classes of blind-buys, i. e. private branded 
goods, and commodities in sealed containers. How- 
ever, the punch of the gesture came from the fact 
that here, at last, was a big national organization, 
speaking with all the authority of mass buying 
power, formally demanding subsc ription to the prin 
ciple that consumers be enabled “to purchase uni 
form quality at uniform prices.” 

The crusading purchasing agents, in what is 
known as the “Government Group,” gave to the 
NRA Consumers Advisory Board new slants in sev- 
eral of its cues. For one thing, it was recommended 
that the quality labeling be compulsory. This puts 
the present project in sharp contrast with all its 
forerunners. Because, in the industry-by-industry 
ventures of by-gone days voluntary cooperation in 
grade marking was all that was proposed and no 
machinery was provided to enforce 100 per cent 
compliance. For another thing, “severe penalties” 
are now recommended for violations. In other 
words teeth would be placed in the new device for 
guaranteeing quality. 

While it was the Purchasing Agents Association 
which shoved the compulsory quality labeling move- 
ment in the direction it has taken, the undertaking 
has already passed beyond the horizon fixed by the 
framers of the inciting Resolution. No sooner had 


the New Dealers entered with zest upon the program 
for confessional labeling than they discovered that, 
if they were to succeed they would need a standard 
vocabulary of quality expression. 


There’s this rea- 


For all that we have had no such institution 
as compulsory labeling of quality and no inter-in- 
dustrial operations in rating high, low, and interme- 
diate levels, individual industries and individual 
firms within the industries have been employing 
their own versions of grade marking. 

In this merry free-for-all there has been no model 
pattern for fixing the relationships of the several 
elevations of quality. Worse yet there has been 
nothing approaching a “universal language.” Lack 
of this has made it impracticable to apply the grade 
language of one commodity line to another line. 
Confusion has resulted wherever such interchange- 
ability has been attempted. And no wonder. For, 
whereas the grade “Fancy” is ace high in one line, in 
another “Fancy” is scaled below 
“A 1.” On the other hand, in yet a different line the 
“No. 1,” which to the uninitiated might appear to 
signal priority, is actually outranked as to quality by 
both the “A” and “AA” superiors, In certain lines 
an overdose of superlatives has made a muddle of 
quality-chart reading. Falling over one another are 
such seeming alternatives as “Choice” and “Select,” 
“Premier” and “Preferred,” “Super” and “Stand- 
ard.” 

Faced by this dilemma, the plotters at Washing 
ton have enlarged their program to include not 
merely compulsion in quality labeling but obligatory 
standardization of grade designations. Right at the 
go-off there developed differences of opinion which 
are not, at this writing, fully ironed out. Federal 
officials who are sitting in at the councils of war, are 
inclined to favor the adoption throughout industry 
of serial symbols as tokens of quality. Specifically 
“Grade A,” “Grade B,” and “Grade C.” Opposed 
to this set-up, are industrial groups whose members 
contend that the quality-denoting purpose would 
be better served, and a more intimate expression 
permitted, by the use of descriptive words. The 
difficulty here, of course, would be to find appropri- 
ate desc riptive words that would have the same sig- 
nificance in unrelated commodity lines. 

Meanwhile, private parties have hopped up with 
the suggestion that if standardization of grade in- 
dicia is to follow in the wake of compulsory labeling 
of qualities it would be just as well to come to an 
understanding on the selective routine of all means 
to this end. Especially is it urged that there is need 
of a standard sequence of colors in labeling and 
packaging. An agreement is wanted, settling, one 
way for every environment, the question of whether 
“Red Label” or “Blue Label” ranks highest. And 
determining whether Green or Yellow should rank 
third in the rungs of the quality ladder. The plan- 
ning of the standardization phases of the quality 
labeling program is in the best of hands. The Con- 
sumers Advisory Board has asked the American 
Standards Association to get busy on this problem. 
Meanwhile, business men are speculating as to the 
effect of systematic grade marking upon individual 
istic trade marking. The best guess is that brands 
will become more important than ever—as pledges 
of qualities, and characteristics incapable of stand- 
ardization. 


son. 


class of goods 








VISIBLE RECORDS OF PARAMOLAT 


IMPOR TANCE 


Proper Coverage by Manufacturers and Thorough 
Dealer Understanding Would Secure Tremen- 
dous Increase in Sales—Written for Of- 
fice Appliances by Paul M. LeBeuf 


os record keeping equipment is a posi 
tive reality. It IS replacing older and the more 
common accounting methods, but the general prog- 
ress falls short of its potentialities and the rapidity 
of distribution that it should rightfully attain dur- 
ing these days of new records and increasing busi- 
ness. 

During my experience in handling a number of 
outstanding office appliances and leading lines of 
stationer’s products, I have come to analyze the 
promotion methods of dealer sales by several of 
the larger manufacturers in varied lines and I find 
that only a very few are outstanding in their meth- 
ods and expenditures for this promotion. Conse- 
quently these few have become the leaders of their 
industries. Through their ever-increasing dealer 
sales they have stood the tests; through the past 
lean years their sales have mounted and their prod- 
ucts have constantly been replacing the older meth- 
ods. These manufacturers have ever been alert to 
the power of dealer organization, once such dealer 
has awakened to the possibilities of his business and 
strives to maintain departmental forces whose every 
effort is to surpass the monthly quotas set by the 
manufacturers. 

Manufacturers who, through personal contact, 
have carefully placed their appliance franchises with 
progressive stationers and who then follow these 
dealerships with a constant flow of bulletins, sales 
letters and house organs, having accomplished much 
for themselves by stimulating the enthusiasm of 
dealer’s salesmen—the vital force so imperative to 
surpass quotas, keep up the introduction of new 
appliances and the replacement of old. Those which 
are old or obsolete. 

Someone has stated that perhaps $50,000,000 has 
been added to the loose-leaf industry alone since 
the invention of visible equipment. T have no sta- 
tistics concerning the genuine visible card systems, 
but it is many times this amount, and from observa- 
tion both of obsolete record-keeping methods and 
the inactivity of the average stationer in connec- 
tion with the highly profitable card system installa- 
tions, there remains no question but that the dis- 
tribution of visible indexing equipment should be 
many times larger than it is. 

To reach its full sales potentialities territorial de- 
velopment in the visible equipment industry must 
not stop at the Allegheny mountains or the Mis- 
sissippi river, but one hundred per cent coverage 
should extend to the Gulf and over the Rockies, 
reaching every stationer with a program of visible 
equipment education. 


Suggestions to Manufacturers 


It is up to the manufacturers of visible card sys- 
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Mr. LeBeuf 





tems to develop within their executive organizations 
set-ups capable of securing the immense number of 
dealerships available in all parts of the United 
States; personally to instruct the dealer organiza- 
tions in the simplicity and genuine service per- 
formed by visible card systems, and to eliminate 
the too popular impression that visible equipment 
applications must be made by experts who have de- 
voted a lifetime to their study. In other words, re- 
call to them the proverb: “There are no limitations 
to the mind except those that are self-inflicted,” 
which might well be revised to read, “There are 
no limitations to the application of visible card rec- 
ords except those that are inflicted by the stationer.” 
The final step in territorial development should be 
perfected through a sales analysis department; set- 
ting and re-setting of quotas and constantly em- 
phasizing their importance, and last but far from 
least, the consistent function which spells success— 
the maintenance of a systems department for dealer 
cooperation. 

When the visible equipment industry permits a 
stationer who has been in business for twenty-six 
years and who has practically no competition in a 
city of 40,000, to confess that he uses some type of 
visible equipment in his own business, but that he 
and his organization do not know how to sell it 
it’s about time the manufacturers awaken to their 
opportunities. 

Frank Farrington says, “Plenty of business men 
tell the truth when they say they haven't time to 
read the trade journals of their field of business, 
but they are right only because they think of read- 
ing business literature only during business hours.” 
It is quite apparent that this also applies to the sub- 
ject of visible card record equipment. “Too busy,” 
and “We don’t feel like adding to our lines at this 
time,” are some of the most common excuses given 
by stationers whose fortune can be told by the way 
thev spend their spare time away from the office. 

Visible card systems are truly the stationer’s great 
opportunity and there is no time like the present 
to secure a franchise from any of the four or pos- 
sibly five large manufacturers of visible filing equip- 
ment who are in a position to render service through 
their systems departments, and who have built into 
their lines varied mechanical features that will cope 
with almost any record keeping situation. Once 
started, the stationer is certain to find a veritable 
field of repeat business, highly profitable and last- 
ing even unto posterity. 

It is my opinion that too many stationers be- 
come confused with just what visible card systems 
have to offer, by the capitalizing of the name “Vis- 
ible” by manufacturers who are applying such 
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names to products that have as much genuine visi- 
bility as a blind pig in a corn crib. It seems in- 
evitable that this condition will increase until the 
manufacturers of true visible equipment bring an 
educational program to every stationer large and 
small through personal contact and consistent fol- 
low-up. Elbert Hubbard says, “If you want work 
well done, select a busy man,” and as though he 
were speaking directly to the stationer, he says, “I 
believe in today and the work I am doing; 1n to- 
morrow and the work I hope to do, and in the sure 
reward which the future holds.” 


Sales Analysis Department Described 

Let us see just what a sales analysis department 
is, how it functions and how it would be of benefit 
to the visible equipment industry. Let us take as 
an example quotations from the Blank Typewriter 
Company’s method of furthering dealer's sales: 

“ .. The sales analysis department under the 
supervision of the general sales manager is doing 
exactly this: By the use of a combination of ac- 
curate indices, the potential typewriter sales in your 
territory are estimated and your quota is based on 
this estimate. Let it be emphasized that it is an 
eminently fair one; that it is compiled from the 
viewpoint of typewriter men rather than from that 
of impartial and possibly indifferent market re- 
searchers, and that a recognition of local conditions 
that may have a bearing on the final estimate is 
always kept in mind ” ‘The writer for the type 
writer company goes on to state that from the com- 
pany viewpoint, this department permits an ac- 
curate check upon the dealer’s work and assures the 
dealer of getting a fair opportunity to demonstrate 


“Logia Loca.” a Fishing and 
Hunting Lodge Built in the 
Trees Near Long Lake, Six 


Miles from Vicksburg, Miss., by 
Henry N. Levy, Underwood 
Elliott Fisher Sales Agent.-Mr. 
Levy challenges all comers to a 
contest in the art of fishing. He 
claims that he was “born with a 
fishing rod in hand.” The lodge 
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his sales ability. Further, it gives the dealer an ac- 
curate gauge of the conditions in his territory and 
sets a standard to go by. “. . . The Company sets 
you up in business by giving you a piece of land 
on which you can sell typewriters. Look upon 
your territory as a mine, a mine that you know con- 
tains gold and will give you that gold in the exact 
proportion in which you dig for it.” 

Now not unlike the method of 
equipment installations, is the processes required 
in selling installations of machines for duplicating 
work. Let us have a glimpse at the comprehensive 
methods of one of the largest manufacturers of such 
equipment. The dealer holding a franchise with 
this company is daily in receipt of selling sugges- 
tions, each of which bears on an entirely new appli- 
cation. This “Idea-gram” not only points out the 
need for the machine and supplies, but actually tells 
the dealer how to consummate an installation. 

Can we say that this procedure is too bold; that 
the manufacturer is trying to run our business or 
that we know better how to sell his product? No! 
Many times No! This manufacturer has a sales 
analysis department—regardless of what name he 
may call it—and this department has been so per- 
fected over a long term of years that it is above 
dealer criticism. It is obvious that the applications 
set forth in these “Idea-grams” and also the sales 
methods suggested, are practical and are proven by 
repeated test. These helps and the constant repeti- 
tion of information as to the scope of the process 
have enabled dealers to make the quotas set, and 
have made it possible for the manufacturer to enjoy 
the crown jewels of leadership. 


selling visible 





“Logia Loca” is a_ sightseers’ 
attraction in the vicinity of 
Vicksburg and is equipped with 
electricity, running water and 
other conveniences installed by 
Mr. Levy himself. Even a small 
bar is included. Mr. Levy is 
shown on the “front steps” of 
his home. (Photo by courtesy 
of the UEF News.) 
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ERA OF FACT FINDING ARRIVES IN STATIONERY 


By E. J. Clary 
(Retail Merchandising Consultant) 


N AFTER years, when things have resumed their 
' normal balance in business generally, the pres- 
ent time will be pretty generally known as the “fact 
finding era.” 

Perhaps this development—this seeking to base 
actions and policies on the facts rather than on 
hunches, guesses and assumptions—is a direct or in- 
direct result of the same trend which has manifested 
itself in Government. 

Nevertheless, led by large corporations, smaller 
businesses have, somewhat slowly, it is true, turned 
the spotlight on their own minor operations in a 
search for facts upon which to build business, pro- 
tect investments and meet the exigencies of the oc- 
casion. And never before has the merchant more 
vitally needed the facts! 

That this attitude has permeated the stationery 
business who can doubt? No one who has broad 
contacts with progressive retail stationers will fail 
to realize that they are, one and all, substituting 
facts for hunches, facts for assumptions, facts for 
tradition, and facts for guess work. 

Let me give a concrete example: 

Five years ago, the average stationer—even the 
progressive man—couldn’t give answers to a dozen 
primary and fundamental facts about his operations. 
He could not tell you what his rate of turnover 
might be on given items or lines; he had no accu- 
rate idea of the relationship of expenses to sales, 
movement expense, contact expense, unit of sale, 
Ci... Cee 

BUT NOW— 

Contrast this with the present time! 

My work having brought me into pretty close 
touch with stationers recently, I find that the ma- 
jority of them have these facts at their finger tips, 
that they use them in their day by day operations, 
and that they fully appreciate the value of them in 
keeping the business on an even keel. ; 

I note that this fact finding mania is particularly 
noticeable in: 

(a) Buying for the local consumer. 

(b) Ascertaining turnover by lines and items. 

(c) Recording performances of items of merchan- 
dise. 

A New York retail stationer said to this writer: 

“Up to a couple of years ago we kept an open or- 
der book in the rear of our store. Any clerk could, 
at any time, write down an order in the case of an 
‘out’ or a shortage, and the order went through with- 
out being questioned by the office. That was all 
very well in those times but today we give every 
such entry a careful audit. We must have the 
facts. Is that item selling as rapidly as it should, 
do we need or should we stock the quantity sug- 
gested? 

“Decision on every such stock order is made by 
the management with all the regulating facts at 
hand. It took time and trouble to organize in a way 


that the old time guess work might be supplanted 

by fact-finding and fact-using, but it was done.” 
Perhaps the stationery business has presented 

problems in buying which more seriously effect 


profits and volume than has almost any other retail 
business. In few others are facts so essential to a 
profitable operation. 

The lines are so varied, the turnover rate so varied, 
the depreciation factors so varied that the stationery 
store has suffered from overloading or lopsided, 
slipshod buying to a greater degree than has the 
drug store or the grocery. 

A good many stationers have balked at the labor 
and time involved in fact finding. After all, it is a 
business which is usually in a state of rush and 
hurry. Frequently, labor is not available to get at 
the facts in the right manner. But it has been done 
in sO many instances in the past few years, and if it 
can be done in one store it can be done in another. 

Running a stationery business on “hunches” is 
passé. The modern stationer has had his share of 
guess work. He has largely discarded instinct and 
“experience” as a guide in running his business, be- 
cause he has found that present day conditions call 
for something more substantial upon which to build 
policies and decisions. 

When inventory time comes the crimes of com- 
mission and omission are clearly revealed and then 
it is too late. 

Of course, in every retail business there are de- 
cisions to make and policies to decide which must to 
some degree depend upon the individual judgment 
of the management. But it is safe to say, as pointed 
out by a leading retailer in a recent address, that 
“fully seventy-five per cent of the decisions in any 
retail business can be based upon certain concrete 
facts if they are available.” 

A few years ago, the stationer purchased items 
to add to his stock which, he, personally, believed 
would sell in his locality. 

Today the progressive stationer, knowing how 
easily he may err in these changing times, has more 
to go on than that. He is willing to poll a percent- 
age of customers before he drops an item or a line, 
and he is willing to feel out his trade on a new line 
prior to stocking up. 

In the stationery business there is a constant 
stream of new and better substitutions coming along 
to win favor over the old. Perhaps not forty per 
cent of any up to date commercial stationery stock is 
absolutely standard from year to year. This fact, 
alone, presents a need for fact finding and for acting 
upon the facts that are found. 

As a stationer I know that my window costs me 
so much in rent and light as well as in dressing. 
But what I want are the facts—what kinds of dis- 
plays will best justify those set costs? What kind 
of displays will pull the most sales? 

I get the facts by keeping a record of sales on 
items displayed, and the sum total of this places the 
facts at my finger tips. 

And I find that my pet ideas which pleased me so 
much in times gone by are not sustained in their 
value by the results—that other windows, perhaps 
which I didn’t personally like, are bringing in the 
sales. And with the facts I can control the revenue 
which my windows produce. 
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HOW WESTERN OFFICE APPLIANCE DEALERS MAKE 
PERSONAL COLLECTION CALLS FOR TWENTY-FIVE 
CENTS OR LESS 
By John T. Bartlett 


Hk OFFICE apphance dealer extending credit 

has numerous situations in which he would like 
personally to contact at once a delinquent customer. 
For reasons not known, the customer ignores state- 
ments, reminders, and letters. If the office appliance 
dealer could contact the debtor personally he could 
perhaps secure an immediate payment, with skilful 
pressure. Unsuccessful in this, certainly he would 
obtain full information and, in most cases, a definite 
promise. 

However, it costs nearly all office appliance deal- 
ers a considerable amount to make a personal col- 
lection call, Their business is not large enough to 
warrant employment of a full-time collector. The 
time, and car expense involved by a personal visit 
by store proprietor, or an assistant, may easily count 
up to $1 to $3, or more. 

Because of these costs, most office appliance deal- 
ers limit personal collection calls to very urgent 
cases, and others which, for one reason or another 
can easily be made. 

Office appliance dealers in Boulder, Colo.; Port 
land, Ore., and several other Western communities, 
now are able to make, through the local credit 
bureau, personal calls at a cost of 25c¢ each, or less. 
The Boulder Credit Bureau charges $25.00 for the 
one hundred personal call collection cards covering 
that number of calls. The Portland Credit Bureau, 
first having tried out a scale of charges, 25c to 40c, 
depending on volume, over a period of many months, 
announced a flat 15c per call charge. 

The amount of service which the office appliance 
dealer can obtain for 25c, 15c, or other small amount, 
is sO great as to make the whole plan almost incred- 
ible; its e xpli ination, of course, is in the cooperative 
feature. The client business makes out a collection 
card form, giving name, address, and amount owed, 
for the account upon which personal call service is 
wanted. The field investigator, trained expert of the 
credit bureau, includes the account in his daily 
routing of calls. : 

Making the call, the investigator introduces him- 
self as a representative of the office appliance dealer. 
This is a fundamental feature of the plan; on no 
account must it appear that the account is placed in 
the Credit Bureau’s hands. The first effort is, of 
course, to obtain a payment, and often the investiga- 
tor, a highly skilled man, is successful. Otherwise, 
he obtains key information, as of sickness, unem- 
ployment, place where employed, new address. Al 
ways he attempts to secure a promise to pay or, 


FRANK FARRINGTON SAYS 


lacking that, a promise to call on the office appli- 
ance dealer for a talk. 

Suppose the field investigator does not find the 
delinquent at home. Then the store representative 
leaves a printed card form, whose blanks he has filled 
in. This reads that a representative from the store, 
which is named, called at a given hour and date. 
Then the request is made that the delinquent call 
Mr. Jenes at phone 560 “within 48 hours.” Of 
course, the name and phone number given are the 
particular ones which fit. 

What if the delinquent has a complaint to make? 
The field investigator is an expert in handling ad- 
justment situations. If the office appliance dealer 
has given him authority, he proceeds to arrive at a 
settlement. Everywhere he goes, the investigator 
preaches the doctrine that a debtor should give his 
cash business to the one to whom he owes money. 

Recognized by collection authorities is a principle 
that the sooner collection treatment begins on a de- 
linquent account, the better will be prospect of col- 
lection, and the sooner the account will be collected. 
It is far easier to collect in early delinquency than 
later. This credit bureau cooperative plan, there- 
fore, primarily is designed to get the collection proc- 
ess of office appliance dealers and other retail busi- 
ness concerns under way early in delinquency. It 
is a rule that only those accounts are eligible for the 
service upon which either a purchase or payment has 
been made within five months. 

The plan makes a great many immediate collec- 
there is no additional 
incentive to 


tions, for which, of course, 
charge. The Boulder Bureau, as an 
turn over doubtful accounts immediately for collec- 
tion, offers to refund the personal call charge on any 
collection made by it within 30 days. The operation 
of the plan almost infallibly speeds up an office ap 
Awad dealer’s collections, besides reducing their 
so 

Office appliance dealers throughout the United 
States, members of local retail credit bureaus, should 
go to their bureau managers and request that this 
revolutionary new plan, bringing extensive use of 
personal call technique within the ability of any 
store, be introduced at once. And upon its intro- 
duction, they should use the plan. No longer will 
it be necessary to “wonder” why a customer is neg- 
lecting to pay an account; there can be the quick, 
personal actions that get payment or promise at 


once, 


If an actor is to have a part in the cast of a motion picture, he must make himself look 


the part. 


A man ought to see that he looks the part when he poses as a business success. 


It scarcely seems possible that a man vill neglect to take credit for the success he has 


achieved, when it is only a matter of suitable dress. 


That other part of his appearance, his 


face and his figure, has probably taken care of itself, but he has to take care of the clothes. 


(All Rights Reserved 


Frank Farrington) 





HIS Story describes a 

sale which encoun- 
tered apparently insuper- 
able difficulties, but which, 
at the end of a long period 
of working and waiting, 
resulted in an order for 


twice the amount of the 
one originally sought 
How this was accom 


plished is related in the 
following factual narra- 
tive. Names only are ficti- 
tious. 

The principal office and 
several of the departments 
of a concern said to be the 
largest manufacturers of 
leather products in the 
world are situated in 
a mid-western metropolis. 
In the same city the writ- 
er was district manager 
tor one of the foremost 
manufacturers of visible 
indexing equipment. 

The records of the “All- 
Leather Company” were 
kept on cards in ten tub 


MY MOST 
DIFFICULT SALE 


How the Sale of an Important Visible 
Index Installation Was Accomplished 
by Persistence and Strategy 
By W. H. Sudfeld, Manager, Sudfeld 
Office Equipment Company, St.Louis, 
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elaborate was the array of 
colored signals, charting 
of sales, frequency of calls, 
etc. A proposal was sup- 
plied showing type of cab- 
inet recommended and its 
many exclusive features. 
In a few days came a 
telephone message from 
Mr. Charles requesting 
the All-Visible Index rep- 
resentative to call. I re- 
sponded at once, and Mr. 
Charles went into details 
with regard to the appli- 
cation of visible equip- 
ment for their order rec- 
ord. It appeared that the 
All-Visible system met 
every requirement save 
one—the recording of the 
order number on several 
copies of theorders and the 
order register card. This 
operation had been done 
very well on their exist- 
ing equipment by the use 
of a numbering machine. 
The operation of num- 








desks at headquarters, 
each housing 3,500 cards. 
The departmental offices 
were each similarly 
equipped, but with a less- 
er number of card filing 
appliances. No visible in- 
dexes were used. 

A salesman for one of the visible book type in- 
dexes had sold them a $350 outfit which had not 
met with favor as an instrument for the company’s 
peculiar type of record work. This made the com- 
pany inclined to any other visible 
system. 

Being district manager of the All-Visible Systems 
Company, I knew that our salesmen had been calling 
on the All-Leather Company for some time without 
result. Something had to be done. Record clerks 
had been talked to, department heads in charge of 
the work had been approached, and the salesmen 
had solicited the general manager and other officials. 
These people were courteous, but unresponsive. We 
had failed to impress them with the value of the 
visible index idea to their business. Knowing that 
our system would be a great convenience and econ- 
omy to them, I determined to convince them of the 
fact, and made a personal call to present our claims. 

Perhaps the earnestness engendered by repeated 
failure to impress him caused the prospect to listen 
with more than common attention. The result of 
the interview was favorable, but not conclusive. 
Mr. Charles, head of the company’s order depart- 
ment, examined the sample, put it through its paces, 
so to say, as the visible index man had done on 
previous occasions, and then called an assistant be- 
fore whom another demonstration was made. They 
looked at sample forms, then asked that a sample 
cabinet fitted with cards used by kindred leather 
companies be submitted. 

Elaborate samples were prepared, and even more 


less consider 


Mr. Sudfeld 


Twenty-Second Article in the 
‘*Difficult Sale’’ Series Appearing 
from Time to Time 


bering could be performed 
on the system of one of 
my competitors as it could 
on the existing equip 
ment of the All-Leather 
Company, but the con- 
struction of the All-Vis- 
ible equipment did not 
lend itself to this operation, . 

Up to this point the All-Visible equipment satis- 
fied every requirement. Time after time the All- 
Visible men had tried to overcome the numbering 
machine handicap, but to no avail, for only part of 
an order number would show, and it was impossible 
to get perfect registration. The All-Leather Com- 
pany insisted that the numbering of the orders was 
of such importance that they would have to sacrifice 
the proposed system, however excellent its other 
features. Competitors were making capital of the 
numbering feature, and Mr. Charles expressed regret 
that the All-Visible system was no longer in the 
race. This was a blow, and I had a vision of losing 
an order amounting to $5,000 for the one division. 
I constantly mulled over the question of how to over- 
come the difficulty. Even the home office could 
not solve it. Sparring for time, I recalled to the 
All-Leather executives how their first trial of visible 
books had been unsatisfactory and asked them if 
they wanted to gamble with $5,000 as they had with 
$350. I told them that All-Visible equipment was 
ideal for most records, but admitted that it fell short 
in this particular application. 

Just at this time I learned of a competitor’s in- 
stallation of a similar record that had been discarded, 
and used this fact in my argument. I used strategy 


by going through the motions of posting in their tub 
desk equipment and comparing it with the neces- 
sary positions in posting on a visible cabinet, show- 
ing that the tub equipment was the easier. 

The plan was to postpone the matter, giving time 
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to make certain changes so as to be better fortified 
when the next attack was made. The upshot was 
that All-Visible did not get the order at that time, 
nor did any of the competitors. 

For a time no direct contact was made with Mr. 
Charles, but 1 redoubled my efforts by contacting 
all branches. Mr. Charles had been made general 
manager. Contact was made with his successor and 
soon events began to happen. The new efforts were 
directed toward their sales records in all branches. 
Certain changes in order department clerks and 
heads had been made, and all of the new men seemed 
to be interested. Mr. Charles had been contacted 
occasionally, and now and then a few remarks were 
made about visible records. His duties as general 
manager kept him from looking into details, but his 
approval would be necessary. 

The operation of numbering the orders and the 
order register cards had been changed and the num- 
bering machine had been discarded. This did away 
with the reason for the refusal to order the All- 
Visible system. Under the new plan, order numbers 
were placed on the orders and cards with an indelible 
pencil. 

The big objection having been overcome, I went 
ahead to convince the new chief of the order depart- 
ment, which was not difficult to do. The general 
manager advised him to investigate the various types 
of visible equipment. 

Again samples were submitted, perfectly typed, 
completely signalled, all special features incorpo- 
rated in the sample and no detail overlooked. Prices 
and an elaborate proposal were fastened in a leather- 
ette cover and submitted. This included the AIll- 
Visible catalogue with special illustrations, under- 
scored remarks regarding exclusive features, etc. 

While this case was pending, contacts were made 
with the other two branches. In one of them, a 
school pal of mine was the assistant general man- 
ager. Realizing that it is more difficult sometimes 
to sell a friend than it is a stranger, I called and my 
friend, after seeing the demonstration and hearing 
the story, said: “Billy, you have a splendid system 
which has many good features, but frankly, I like 
Blank’s equipment better.” 

Something had to be done here, and there was no 
time to waste. The next day, having given the 
matter much thought, I called on an acquaintance 
who was in charge of order records for this branch 
of the All-Leather Company. I asked him to let me 
know when my school friend was away from the 
office so that contact could be made with the brother, 
F. Oliver, without seeming to go over the other 
brother’s head. 

Soon word came that my friend was away for the 
day. I immediately called, walked over to my 
friend’s desk and asked for him, laying down the 
samples on the desk in such a way that the brother 
could see them. The latter at once reached over 
and took up the samples and called to Mr. Walter, 
his assistant, to come and look them over. Presently 
Mr. Oliver gave the samples entirely into Mr. 
Walter’s hands with the injunction to examine the 
system and report. Mr. Walter became much in- 
terested and expressed approval of the system. 

After several days I called on S. Oliver, my school 
friend, and told about the other call, and how, find- 
ing him away, I had laid the samples on the desk 
where F. Oliver saw them and became interested. 


[ went on to relate how Mr. Charles, the general 
manager, felt toward the All-Visible equipment and 
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was considering its installation for the company 
records. This brought about little conferences of 
managers and department heads, and | soon learned 
that All-Visible was receiving favorable considera- 
tion. The third branch was next brought into line. 

Efforts were next directed toward the sales record 
in the largest of the three branches. Mr. Charles, 
who had become quite friendly, was eager to do 
something with the sales record by way of visible 
indexing. This record required about as much 
clerical work as the order record. They were not 
getting enough out of this record on six by eight 
cards, and | showed samples of what he could do 
with their sales record by using the All-Visible. 

I showed Mr. Charles that we could cover his 
sales records more completely with no more work 
than they were performing at present. When the 
sample tray containing some of my specially drawn- 
up forms together with the circular was submitted, 
Mr. Charles remarked to me: “This fits our prob- 
lem exactly.” Then he took the matter up with the 
sales department. He decided to buy one of our 
cabinets for his salesmen’s record. If this worked 
out, they would consider it for their other records. 

I was not particularly enthusiastic over this be- 
cause the sales card was big and unwieldy, measur- 
ing thirteen inches long by ten inches deep. I much 
preferred a smaller card, eight by five, six by four, 
or five by three. However, we overcame this diffi- 
cult problem. Everything possible was done to 
make this record work out. We nursed it along 
and in the meantime sold them some equipment for 
a pricing record. This proved so satisfactory that 
it was quickly adopted as standard for all branches. 
The large cards worked out very well and they asked 
us to supply them with three cabinets to try out on 
their order records. If these worked out, they would 
purchase them and enough additional to complete 
the installation. 

Our home office objected to the free trial of the 
cabinets and the suggestion was made that the AIll- 
Leather Company buy three cabinets and place one 
of their smallest, most active customer lists in them 
to prove that our statements of savings in clerical 
help, elimination of misplaced cards, etc., were true 
This they did. Cards were printed and in about a 
week the record was in operation. During this trial 
[ spent most of my time with the company, coach- 
ing the young lady so as to get the best results from 
the equipment. The matter had to be tactfully 
presented because some of the girls were prejudiced. 
Ten competitors wanted to put in trial equipment, 
but their efforts were in vain. 

Finally, the All-Leather representatives held a 
meeting of twenty-five men from all branches, where 
they discussed the advisability of visualizing several 
of their records. A few days later I was told that 
my equipment had been adopted and that an order 
would be forthcoming in a short time. One branch 
had decided to try it on their order record and an- 
other on their sales. We printed a hundred thou- 
sand cards which had to be indexed and in about six 
weeks we were ready. We took away a $10,000 
order that a year before might have gone to a com- 
petitor for a possible $5,000. After a year, this order 
grew to over $20,000. 

My friend, Mr. Oliver, who had been sold on our 
competitor’s system, has told me several times since 
that I did a fine job and had given them a much im- 
proved system that saved them valuable floor space 
and paid for itself in eight months, 





CORRECT BUSINESS PRACTICES 


By Fred P. Seymour, Vice-President, 
Horder’s, Inc., Chicago 
Reprinted from The Gyrator, Published Weekly 
by the Rotary Club of Chicago 


Notre.—Though addressed directly to Chicago Rota- 
rians, Mr. Seymour's comments upon Business Prac- 
tices have a significance for business men everywhere. 
Because of his connection with the commercial station- 
ery industry, the subjoined article is particularly ap pro- 
priate for consideration by dealers in office utilities. 


HE need of today is the sifting of the best things 
of which any of us have known, or practiced in 
business life, over the period of our business lives 
and applying them to our respective businesses or 
protessions. 
“The Old School” 

I dare say that there are many members of this 
Club who were not in business life previous to 1914 
and still others who were without the heavy re- 
sponsibilities up to that year. Men who have come 
into the responsibilities of the business world since 
1914 have had little opportunity to actually deal 
with the practices of what I call Normal times, ex- 
cepting those good and fair practices which have 
persisted through the years in many of the older 
establishments. Although I do not discredit the 
newer practices of the last twenty years I must con- 
fess my belief that they are not of the same high 
average standard of the former period. 

Personally I have been engaged in business in 
this country and abroad for thirty-eight years. I 
would divide those years into two periods—those 
before 1914 and those since then. In the first group 
of years there was a stability, soundness, and de- 
velopment that will always remain with me as the 
refreshing part of my experience in business. 

Then, still in retrospect, I want to refer to the 
years that followed 1914— 

1.—The War Period 

during which man-power was scarce and con- 
sumption generally exceeded production. Few 
things were normal in production or distribution in 
those days and artificialities led to many incon- 
sistencies in the Industrial World. 

2.—The Post-War Period 

one in which there was a reabsorption of man- 
power into commercial life and which developed 
into heavy production and all of the high-pressure 
salesmanship and exploitation that could be organ- 
ized by both manufacturers and distributors, dur- 
ing which period practices came into business life 
which were unhealthy and eventually destructive, 
and led up to the Period which we recognize as our 

4, Years of Depression 

In this period there has, of course, been the strug- 
gle for business existence with little indeed of cor- 
rective effort made upon the business practices of 
the previous period. 

Here I would quote from Cervantes (“Don 
Quixote”)—“An honest man’s word is as good as 
his bond” but this great writer knew not of the 
periods to follow his age. Both honesty and bonds 


have suffered considerable depreciation. 


Mr. Seymour 





New Era Dawning 

It is my feeling now, however, that a new era is 
upon us. That operations under Codes of Fair 
Practice are leading in the right direction and that 
the outcome of the Era of Codes, whether they con- 
tinue in existence or not, will be a return to the 
more sound fundamentals of earlier day business 
practices and gradual and sound improvement of 
American Business and ethical procedure. 

Good will means perhaps more to American peo- 
ple today than it ever did, but try to find any value 
attached to Goodwill in business reports or balance 
sheets in late years. 

[ am told by a leading authority that Goodwill is 
mentioned in only about one out of every hundred 
balance sheets nowadays, merely because it has no 
tangible value. I rather believe that Blue Eagles 
were created to display, as an evidence of Goodwill 
and further predict that, even when Blue Eagles 
may disappear again from the general picture, that 
there will be a peculiar continuity of the old value 
of building Goodwill for individual businesses in a 
community. If it is Regimentation we are to have 
—let it be of Ideals and high standards of business 
practice, 

I want to see more business done like that of the 
seed merchant. In his catalogue he shows beautiful 
flowers and thriving plants. When you go to him 
to buy, what you get is only seed, and you believe 
in him that what he delivers to you will grow and 
develop into what he has pictured and what you 
want. (Unless he gets his pumpkin seed mixed up 
with the Hollyhocks.) 

In conclusion I would leave these my present 
thoughts with the Men of Rotary :— 

When I think of the days that are before us and 
the better things that a few years of real progress 
must surely bring—the fuller fruition of certain 
general tendencies for good springing up; the higher 
ideals and standards as to the moral and aesthetic 
phases of business life; the gravitation of more ra- 
tional men towards the control of individual affairs ; 
the uprooting of biased theories which warped the 
judgment and misguided men and organizations ; 
the increase in the spirit which welcomes construc- 
tive criticism and the broad minded cooperation in 
efforts that make for the common good—lI cannot 
but feel that the outlook is cheering and that the 
moments are all too few in which to fully prepare 
ourselves to intelligently appreciate and take a 
worthy part in the setting up of the highest standard 
of business and professional practice and in the 
sound enjoyments of that time. 











SELLING WITHOUT PRICE CUTTING 


Cal Cameron of New York City Draws 

from a Rich Experience to Provide 

Evidence that Price Cutting as a 

Sales Policy Can Be Eliminated to 

the Profit of the Dealer in Office 
Equipment 


ECENTLY I walked down Fifth Avenue in 

New York and found Tiffany’s still open and 
doing business. In a way this was something of a 
shock, for, after spending some years traveling 
through the northeastern states calling on stationers 
and office equipment dealers, I had begun to believe 
that practically all business was done on the theory 
that the seller must furnish the same material for 
less than his competitor. 

This method of selling has been pretty well tried 
out by most dealers, and, with the possible exception 
of one or two who apparently have no intention of 
paying the manufacturer for what they buy anyway, 
the general opinion seems to be that the greatest 
flaw in it is the lack of a law that will really keep 
that fellow down the street from retaliating by drop- 
ping his prices, thereby forcing the first dealer to 
further drop his prices and so on, till finally the 
point is reached where the dealer is actually paying 
for the privilege of making a sale. 

Everyone admits that something must be done, 
yet no one takes the initiative. Very few even at- 
tempt to be concretely constructive. The attitude 
seems to be, “Let George do it.” The idea of really 
fighting their way out of the morass seems not to 
have occurred to many. 

It seems to me that there is a very direct way out 
of this. I wish to emphasize that statement by say- 
ing that the way is direct rather than easy. From 
observation made during nearly two decades of of 
fice equipment selling experience, most of it retail, 
there are, in my opinion, two things to be done by 
the dealer who would make profits on his sales. 

First, he should go over his stock, carefully, item 
by item, and determine which lines, if any, would 
present a definite advantage if he could obtain ex- 
clusive distribution of them. If other dealers are 
handling the same brand, he should replace that 
brand or, if his volume warrants it, discuss with the 
manufacturer the possibility of being appointed the 
exclusive distributor for his district. 

Just so long as others handle the same brand, the 
dealer is constantly faced with the probability of one 
of his competitors cutting prices. If the competitor 
offers a trademarked article for $1.00 the other dealer 
having the same brand is going to sell it for one 
dollar or less even though it may have cost him one 
dollar and ten cents. Unless he meets the price he 
is not going to sell much. Furthermore an attempt 
to sell the article for one dollar and fifty cents not 
only cuts down the potential volume of sales but 
builds up for the dealer a reputation of being a mod- 
ern Jesse James. Just a little reflection along this 


line should indicate quite conclusively the fallacy of 
handling a line handled by others in the same ter 
ritory. 

Of course, exclusive arrangements cannot be made 
on every line, but by adopting the policy of pushing 
the items that are handled on such a basis and carry 
ing all others simply as an accommodation to cus 


tomers, a start, at least, has been made towards black 
ink operation. 

Incidentally those things that come in Tiffany 
boxes can’t be bought anywhere else although imita- 
tions of them are sold in all stores from \Woolworth’s 
up. 

The second and most difficult thing that a dealer 


Classifying Prospects Increases Sales 


Harold B. Allen, office equipment dealer, 320 Market 
Street, Paterson, N. J., says, ‘‘We find that prospects 
for office appliances group themselves into three 
general types and by fitting the sales presentation 
to the type we are able to minimize sales resistance 
and effect more sales. These three types are: 


1..-The Know-It-All prospect. He acts the part. 
He knows it all. You can’t tell HIM anything about 
an adding machine or check protector. Often this 
type prospect knows little or nothing about the 
product but makes believe he does to raise a barrier 
against the statements of the salesman. We have 
found that the best way to get on the right side of 
this prospect is to agree with him and then trail the 
agreement with our own opinions, which stress the 
worth of our offerings. Flatter the Know-It-All 
prospect by tactfully agreeing with him that he 
knows it all and he usually takes to it like a hungry 
fish to a worm. 


2._-The Poker-Face prospect. He is most difficult 
to fathom. He doesn’t say much. It’s always hard 
to figure the taciturn. Every salesman meets this 
type occasionally. The salesman does all the talking. 
The Poker-Face all the listening. It is hard to de- 
termine whether he is impressed with the values 
offered or convinced that he should buy elsewhere. 
This prospect hears everything you say and sees 
everything. What he lacks in talkativeness, he 
makes up in mental alertness. We usually get this 
prospect to talk by asking him something point- 
blank about an office appliance that demands a re- 
ply. He must answer ‘Yes’ or ‘No.’ Either that 
or the salesman does something that indicates he 
considers the sale closed such as asking for shipping 
instructions or taking out his order book. This is 
sure to make the Poker-Face prospect show his 
hand one way or the other and his comments will 
usually disclose the direction in which he is thinking 
so that the salesman is better able to gauge his selling 
talk from then on. 


3..-The Grasshopper prospect. He is hard to pin 
down to a decision. Just when you think you have 
him sold, he jumps away. His indecision is due to 
lack of confidence. With other types, sales pressure 
may prove a boomerang but with the Grasshopper 
prospect it is often successful. Be assertive and 
positive in all statements. We find that the best 
selling formula is to focus the sales talk on one 
product. Scattering the sales talk over an assort- 
ment of office appliances and equipment creates 
only more indecision and confusion in the mind of 
the Grasshopper prospect. 

“By classifying prospects in these three main types 


and selling them along the lines prescribed, we make 
more sales and experience less sales resistance.”’ 
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Selling With Lemon Aid 


‘“‘Whenever a prospect tells me how much cheaper 
he can buy office appliances than we sell them, 
I always counter with a story, which, in many in- 
stances, closes the sale,’’ said A. J. Holm, of A. J. 
Holm Company, Inc., office appliance dealers, East 
Orange, N. J. 

‘**Two little boys opened lemonade stands at a picnic. 
A prospect asked one of them, ‘What do you charge 
for your lemonade?’ ‘Five cents a glass,’ replied the 
youthful merchandiser. ‘And what do you charge 
for your lemonade?’, the same prospect asked the 
young competitor. “Two cents a glass,’ was the 
reply. 

**After the purchaser had drunk the two-cent lemon- 
ade, he asked the seller, ‘How can you afford to sell 
your lemonade for two cents a glass when the other 
boy across the road wants five cents for the same 
size glass?’ 

***Well, mister,’ replied the youthful price-cutter, 
‘the cat fell in my pail!’ 

“I point out to the bargain-hunting prospect,’’ con- 
tinued Mr. Holm, ‘“‘that the lemonade tasted good 
until the purchaser learned the reason for the price 
cut, then any price would have seemed high. Like- 
wise, with office appliances. There is usually a rea- 
son behind the low prices and drastic price cuts in 
this field and the office appliance dealer who keeps 
a close check on competitive prices, in most in- 
stances, can show that the cat fell in the pail some- 
where along the line.’’-F. M. 





should do is to become thoroughly informed about 
the lines he handles. Having secured, let us say, 
the distribution of a good line of filing supplies or 
desks, the next step is to visit the factory and see 
them made, or, if that is not immediately possible, at 
least the dealer should have the manufacturer send a 
man who can answer all the questions that a dealer 
can ask plus a few more that anyone unfamiliar with 
the product would not ask. All the information thus 
obtained should be thoroughly assimilated by the 
dealer, a process which will undoubtedly require the 
use of time outside of regular business hours. 

In other words, the dealer should make it his busi- 
ness to know about the articles he is selling. He 
should have such an intimate, accurate knowledge 
that he can transmit information instantly to the 
chap who has indicated a desire to buy. 

Here is one thing a dealer can never afford to for 
get. If a man wants a thing badly enough, he'll buy 
it. There are no qualifications to that statement 
The problem is to make the prospect want the equip- 
ment badly enough. That is where the art of selling 
comes in. Libraries everywhere have volumes and 
volumes on psychology and selling. Most of these, 
it is true, were written before the recent “I’ll-sell-it- 
for-less” type of selling inundated the land. Yet the 
basic facts upon which these books were written are 
as true today as when the books were originally 
composed, 

If a dealer knows enough about his product and 
can present it to his prospect in such a way as to 
make him want it more than he wants what a com 
petitor has to offer, a sale is made. An odd thing 
about this type of selling is, that, given any article 
of practical commercial value, it is possible to dis- 
cover somewhere, qualities in it not found in any 
other similar article. Frankly, it must be admitted 
at times these “exclusive advantages” are of some 


what limited practical use on careful analysis, but, 
the very 


human nature being what it is, fact that 
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the article offered possesses some qualities not found 
in the other under consideration, makes it more de- 
sirable in the eyes of the buyer. 

A pause to investigate carefully will reveal amaz- 
ing differences that actually exist in things designed 
to do the same work. For instance, in so simple a 
thing as a metal tabbed letter guide that I sell, | 
can find five things to stress in my campaign to make 
it more desirable than other guides in the eyes of my 
prospects. Yet, there is nothing radically different 
about this guide of mine. 

Certainly a stationer must know his goods. The 
average dealer probably sells more paper products 
than anything else, yet how many have been through 
a paper mill and really seen paper made? How 
many office equipment salesmen really know all the 
fine points about leathers, their origin, tanning, fin- 
ishing and consequent w earing qualities? Ifa dealer 
doesn’t know what he is selling from the point of 
origin right down to the finished product, he can 
seldom create sufficient desire on the part of a pros- 
pect, who consequently buys on price. And why 
shouldn’t he? If two things are the same it is silly 
to pay more for one than for the other; but if two 
things appear to be the same but the seller can 
graphically show that there is a vast difference be- 
tween them when actually put in use, then price is 
regarded in an entirely different light. 

Just take time to ponder. As an office equipment 
dealer you are handling a commodity that is abso- 
lutely essential if business is to be carried on and yet 
the number of dealers who must buy on a cash with 
order basis is appalling—and they got that way 
simply by selling goods at prices that were so low 
that the profit was insufficient to run their business. 
Let’s worry less about price and more about real 
selling. 


A Few Lines on Salesmanship 


By Elliott W. Haddon, Manager 
Stationery & Office Supply Company 
Los Angeles, Calif. 


Many words and much paper have been devoted to 
the subject of selling. Almost invariably the sug- 
gestions are an attempt to mechanize the process 
by the establishment of relatively rigid rules on 
“*Approach,”’ “‘Closing,"’ etc. Functioning like an 
automaton, however, rarely results in a high average 
of success. Reduced to simple essentials, the out- 
side salesman must 


*1. Always tell the truth. 
2. Know his merchandise thoroughly. 


3. Keep all promises to the letter or make a per- 
sonal explanation if an unforeseen circumstance 
arises to prevent keeping the promise. 


4. Make calls with regularity. 


5. Keep sober, avoid telling stories of a question- 
able nature, and shun controversial topics such 
as religion and politics. 


6. Make the call- get the order get out. 
*Most important. 
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SOME FUNDAMENTALS IN HANDLING OFFICE 
FURNITURE 


Several Successful Dealers Tell of Policies Which Have 
Stood the Test of Time and Daily Application 


Note—The following suggestions on the principles 
employed in handling office furniture are not new in 
themselves, but some of them offer a different slant or 
angle applied to an old subject. R. P. Lewis of the R. P. 
Lewis Company, Flint, Mich., advocates concentration 
on @ few first class lines, instead of handling them as a 
department of a general stationery stock. Stanley O. 
Coe of the Berndt Printing Company, Fond du Lac, 
Wis., finds that his company’s printing department of 
fers a capital feeder for the office furniture lines, re- 
versing the usually accepted process. Filing equipment 
and supplies, he says are their most profitable lines. 
William E. O’Connor, Office Service & Supply Com- 
pany, Boston, finds that desks yield better returns than 
)f the office furniture stock, while George 

»f the Davidson & Pearsall Company, 
Aurora, lil., " desks and chairs as the 
real hread and butte Some stock floor cover- 
ings and drapes, while others refer such lines to houses 
) them 


other items 
V. Davidson 
minates stock 

items 
Twihich Spe laiice m 
HE statement of Mr. Lewis may possibly be a 
forerunner of argument. 
ful establishment on a plan which differs from that 
of the commercial stationery house which handles 
office furniture as a part of its lines. He does not 
operate a store in the usual sense, but carries on the 
business from an office at Flint and a smaller branch 
in Lansing. His company distributes Shaw-Walker 
and Mastercraft lines, and certain other equipment 
for offices, doing very little of what would be classed 
as retail merchandising. “By retail business,’ he 
“I mean that of people dropping in and carry- 
ing away their purchases. I operate on practically 
the same basis as I did when I was a direct sales 
agent for the Mastercraft Corporation and the Shaw- 
Walker Company, except that now I do the billing 
myself and operate under my name. ‘There 
ther dealers operate on a similar 
ident that their problems difter 


He conducts a success 
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own 
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in some respects from the problems, sales promotion 
methods, etc., that the usual type of stationery store 
must wrestle with. 


Dealer Operating Limited Number of Lines 
Does Best 

“I have an impression that a dealer operating as | 
do has a certain advantage over the commercial sta- 
tionery dealer, who handles so many lines and tries 
to sell so much that his store becomes inevitably a 
commodity organization. I believe that the organ- 
ization which sells a few specialties and a limited 
number of the essential merchandise lines can do 
the better job. 

“In the first nine months of this year we did 
slightly over $40,000 worth of business at a fixed 
overhead cost of $250 a month or less. The over- 
head of a stationery store doing a like amount of 
business would be much more. 

“Many large office machine and equipment manu- 
facturers maintain direct selling branches because, 
to produce the volume of business which the coun- 
try ought to produce, they must maintain a corps of 
competent men who concentrate and specialize. 
However, many such branch offices do not pay. The 
expense of maintaining them is out of proportion to 
the profit which can be realized, in many cases. I 
believe that a dealer representation giving the manu- 
facturer’s products the same concentrated selling ef- 
fort they would realize through the work of branch 
office salesmen, at the same time eliminating the 
difficulties involved in the long-distance handling of 
credits and accounts, brarich office overhead and 
other expenses, is the real solution of the manufac- 
turers’ selling problem.” 

Note.—Mr. Lewis would like to see expressions 
of opinion from others who have had experience in 
selling concentrated lines of office furniture. The 


query persists: Why may not a stationer who de- 


partmentizes his office furniture do as well in point 
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of concentration as one who handles only a few 


lines? 
* * * 


Good displays of office furniture seldom fail to re- 
sult in sales of the goods shown and of additional re- 
lated and unrelated items. The well-arranged office 
equipment store is always an interesting place to wsit. 


* * x 


Finds Direct Mail Advertising Best 

Mr. Coe, who is manager of the office equipment 
and supply department of the Berndt Printing Com- 
pany at Fond du Lac, says that their office supplies, 
commercial stationery, etc., are shown on one side 
of their store and the office furniture on the other. 
This arrangement works out satisfactorily. “Drapes, 
rugs and curtains are not stocked, but when inquiries 
are received or a complete office installation is or- 
dered, the orders are turned over to a rug and 
drapery house on a discount or commission basis,” 
says Mr. Coe. 

“Instead of our office furniture department bring- 
ing orders for collateral lines,” he continues, “we 
find that our printing department is exceedingly 
valuable in bringing in many office furniture cus- 
tomers. 

“After the customer has made the purchase he in- 
tended to make, our salesmen are instructed to in- 
troduce him to related lines. In very many such 
cases we find that the customer responds with an- 
other order. 

“We encourage our salespeople, particularly those 
whose interest lies in office furniture, to improve 
their understanding of the principles of harmony in 
arrangement, color, design, etc., and try to assist 
them in acquiring some knowledge of period fur- 
niture, so that they may be able to explain, if desir- 
able, that this desk or that chair has some of the 
features of such-and-such a period. This may not 
sell the article, but the customer takes away the im- 
pression that here is a man who knows the founda- 
tions of his business. Most sincere men develop per- 
sonality along with ripening knowledge, and return- 
ing customers appreciate being served by salesper- 
sons who have served them well theretofore. One 
of the foundation stones of the average business is 
friendship, pessimists to the contrary notwithstand- 
ing. ; 
“Filing equipment and supplies yield better re- 
turns than anything else in the office furniture de- 
partment. Practically all offices are continuous users 
of such necessities, many concerns buying something 
every month. 

“We encounter no difficulty in disposing of used 
office furniture. We put it in condition to be sold to 
a list of persons we almost always have who wish to 
buy such goods. We do not over-persuade such cus- 
tomers to buy new furniture. There is usually a rea- 
son for their attitude. We would rather have their 
friendship than to sell them something they can’t 
afford. 

“We advocate direct mail advertising. It has 
brought us good results. A well-planned campaign 


more than pays for itself; but it must be kept up-—- 
the returns will be small unless the mailings are 
maintained with variations month by month or oft- 
ener. We send out imprinted blotters among other 
mail material. Recently we sent blotters advertising 
the Shaw-Walker line of light, fireproof cabinets and 
four drawer steel files. 


The blotter carried an invi- 
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tation to the recipient to visit the store and examine 
the newest items in up-to-date office equipment. 

“After we have consummated a sale, the customer 
is not permitted to forget us. If he is a new custo- 
mer his name and address are put on our regular 
calling and mailing list. He is contacted at least 
once every ten days, and, of course, receives our ad- 
vertising matter regularly. 

“Whenever our truck driver delivers a piece of 
office furniture we have a salesman on hand at the 
customer’s office to make sure that it is received in 
perfect condition, and help, perhaps, to put it in 
place. In many cases the salesman is able to sug- 
gest other things the customer needs or will need 
that the latter would not think of until confronted 
with the immediate necessity for their use. Thus 
the salesman is often able to serve the customer and 
bring back a satisfactory order besides.” 

ww. 2 


A man entered a dealer’s store the other day to col- 
lect a small bill. He came out with the money, a foun- 
tain pen of the newest type, a small card file for the 
desk, a leather zipper case for papers and documents, a 
loose leaf memo book, a mechanical pencil and a box of 
stationery for his wife. 

e's 


Regards Telephone Directory as Best Advertising 

“The Office Service & Supply Company of Bos- 
ton,” said Mr. O’Connor, “departmentizes its office 
furniture stock. The company does not handle 
drapes, curtains and floor coverings directly, but 
when an installation order is taken that includes such 
goods they are obtained from a department store on 
a commission basis. The department store takes 
over this part of the work and is glad to do so. 

“One of the features of the office furniture depart- 
ment that is of much value is the power of the office 
furniture to draw collateral business. After the cus- 
tomer has made his intended purchase the salesper- 
son, following our established rule, endeavors to 
show related lines and convenient accessories. This 
is a service to the customer as well as a good thing 
for the store. Few customers realize what they will 
almost immediately need as soon as they have in- 
stalled a new desk or filing cabinet—at any rate, 
there is a considerable percentage of absent-minded- 
ness in this respect. A complete order saves time all 
around ; furthermore, the sale offers opportunity to 
show new devices with which the customer is unac- 
quainted. 

“As to the office furniture salesman, he is either a 
good salesman or a poor one. Unless he knows what 
is and is not harmonious and suitable in the outfit- 
ting of an office he is likely not to be of much use; 
and unless he does know something of color, design, 
office furniture styles, etc., he cannot have that en- 
thusiasm he should have, for enthusiasm is born of 
knowledge. 

“Desks yield the best returns of all the items in 
our office furniture stock. We regard the telephone 
directory as our most successful form of advertising, 
and when the goods are sold we always try to main- 
tain contact with the customer—this also is good ad- 
vertising.” 

* * * 

The sale is not a closed incident—follow it up and 
made friendly calls occasionally. There is no telling 
what may turn up when one is on hand at the psycho- 
logical moment. The writer once < :7v a $1,500 supple- 
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mentary order given a dealer because he was in the 
purchasing agent's office at the moment the additional 
equipment was decided upon. Several other dealers 
had a hand in the installation and any one of them 
might have got the order if this dealer hadn’t been on 
hand. 

* * 

Mr. Davidson of Aurora, 
his organization is not large 
space occupying one floor only, nevertheless office 
furniture is set apart in one division. “Our records,’ 
he says, “are departmentized so that furniture and 
allied equipment are taken care of on a very definite 
separate basis. 

“Drapes and floor coverings are 
with factories and mills. 

Different Approach to Related Lines 

“We are all active in the attempt to sell related 
lines. Such lines are introduced at the time our orig- 
inal submission and layout are made. In other 
words, we incorporate in our original proposal, 
where we have the opportunity to get on a job and 
work on it in its earliest stages, everything that 
should go into the installation to make a complete 
and finished picture. 

“We are fortunate in having associated ourselves 
with a group of factories that are able to cooperate 
with us in the preparation of complete submissions. 


Illinois, says that, while 
, the display and office 


handled direct 








Mr. Myers 








om the past twelve years I have been selling 
wood desks and equipment in the fair city of 
Long Beach (population about 150,000 people) and 
can point with pride to nearly all wood equipment. 
There is only one firm using steel desks, and its 
purchases are made on a national contract, so any 
effort on the part of the local branch to change trom 
steel to wood would be futile. 

I have taken the points stressed by the steel man- 
ufacturers and tried to make a fair analysis of their 
major selling points. 

Fire Protection—A wood desk, 
standpoint, is as fire-proof as steel. We all know 
how difficult it is to burn a piece of oak or other 
hardwood in an open fireplace and yet we have 
merely to watch our eggs and bacon being prepared 
to realize how quickly steel can become hot and re 
tain that heat for a long period of time. Try hold- 
ing a lighted match to a piece of steel with your 
finger on the other side and you will promptly un 
derstand what I mean, Heat sufficient to burn a 
wood desk would heat a steel desk to such tempera 
ture that its contents would be a mass of charred 
remnants and the desk itself a warped and twisted 





from a practical 


wreck. 
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OFFICE APPLIANCES 


As a typical example, we recently made our submis- 
sion and sold a complete stage equipment job, in- 
cluding draw curtain, cyclorama and furniture. In 
addition to making our layout, we made the definite 
statement that we would make at that time no rec- 
ommendations as to colors, finish of furniture or 
fabrics used. Taking due consideration of the colors 
of the floor, the motif of the general design, the 
woodwork and the proscenium arch of the stage, we 
then suggested and submitted for consideration a 
definite shade of materials. After that had been de- 
termined, we made the selection of the furniture, the 
material for the stage curtain, and the fabrics used 
in connection with it. The results were satisfactory 
to everyone concerned, 

“Stock desks and chairs are and have always been 
the bread and butter items of the furniture depart- 
ment. The other units, such as costumers, trays, 
lamps, desk sets, etc., are the accessories which nat- 
urally go along with the main equipment. 

“We do not handle used office furniture except 
that which it is necessary to take in trade. Our mar- 
ket does not offer a large outlet for that type of 
equipment. 

‘After the goods are sold we make a personal fol- 
low-up to make sure that the merchandise is giving 
complete satisfaction. Any adjustments that may 
be necessary are immediately taken care of.” 


DESKS VS. STEEL 


A Discussion of One Side of a Subject of Special 
Interest to Office Furniture Dealers—By W. 

Rea Myers, 

Furniture Company, Long Beach, 


Manager, Western Office 


Calif. 


Strength and Durability—I can point to many 
wood desk installations sold ten years ago that are 
just as serviceable today as the day they were sold. 
Refurbished with a little polish they would pass for 
new. Any desk in service ten years or longer cer- 
tainly owes its user nothing. What more could 
steel desk do? 

Finish—Any wood desk can be completely refin- 
ished for a very nominal sum. Steel desks have an 
olive green or a grained finish which does not pene- 
trate the metal but merely lies on the surface and 
a bump of any kind will chip off the finish. Show 
me a local finisher in your community who can patch 
up a grained metal surface to match the remaining 
finish without causing its user great expense? 
Equally expensive and difficult to remove are the 
dents in the panels of a steel desk made by the 
bumping of chairs. 

Low Upkeep—I do not know what is meant by 
the upkeep of an office desk unless it be the depre- 
ciation and the interest on the investment. Upkeep 
on a steel desk on that basis would be greater than 
on a wood desk because of its higher selling price. 

Noise—The backers of steel desks never mention 
noise. In these days of jangled nerves (with apol- 
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ogies to a brand of cigarettes) 
we certainly have enough noise 
without the clanging of steel 
desk drawers. 
Health—Nothing is men- 
tioned regarding the health 
phase. Metal coming into con- 
stant contact with the body is 
certainly not healthful. We all 
remember the well-known gar 
ter manufacturer who used the 
“No metal can touch 
you.” If the weather is hot the 
steel desk will retain and re- 
flect the heat. If it is cold the 
metal will feel cold and damp. 
We find that wood desks are 
practically unaffected by the 
changes of temperature, It 
might be well to mention the 
fact that backers of steel desks 
tell us that filing cabinets are 
all made of steel where years 
ago they were made of wood. 
They use that as a parallel to 
show the trend and logic of 
steel desks. Let me say that 
files made of steel have advan- 
tages that do not hold true in 
the question of steel desks. 
Steel files saved floor space 
over wood files, but desks of 
steel still have the same meas- 
urements. So the point of floor 
saving is out. True, a steel file 


slogan 


“Bad check” laws have been passed in several of the American states. 


HO, 
STEEL 
DESK 
ADVO- 
CATES! 


yf4 EL. 
nes 
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Fair field and no favor. 


A challenge. 
Mr. W. Rae Myers of Long Beach, 
Calif., wielding a shining lance here en- 


ters the lists for desks of wood. 

We call for a dealer champion for steel 
to appear in the succeeding number. 

In poetic phrase, Mr. Myers presents 
some of the romance of the sturdy hard- 
woods and the beauty of their natural 
grains. 

What about the charm of grain design- 
ing on steel achieved by the artistry of 
the finisher? 

Who will volunteer to enter the lists 
with steel’s pennon on his lance? 

Note.—In fairness to Mr. Myers, who is at the dis 


advantage of presenting his argument first, he will be 
given opportunity for rebuttal. 


WATCH YOUR STEP 
By M. L. Hayward 


The “Bad Check” Law 
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will carry its load easier than a 
wood file, but who ever saw a 
desk drawer loaded the weight 
of a file drawer? The file and 
desk each have a different sery- 
ice to perform, and cannot be 
used as fair comparisons. 

Beauty—A wood desk is a 
thing of beauty with its lovely 
burls and figures, highlights 
and warmth. It was created 
from a thing of beauty—a tree. 
Ultimate product of the growth 
of centuries in the purity and 
peace of the forest primeval, 
challenged by the storms of 
winter, caressed by the summer 
sun, bathed in the translucent 
beauty of the moonlight and 
redolent with that elusive odor 
of nature’s perfume, it retains 
something of them all, haunt- 
ing and evanescent but very 
real. Clammy metal, cold steel ? 
Who can enjoy intimate con- 
tact with that? 

Yes, I know there are a lot 
of steel desks in use but it will 
usually be found that the ex- 
ecutive bought them for some 
one else to use. And do not be 
surprised, on taking a peek into 
his office, to find a handsome 
wood suite. 


In Texas, for 


instance, any person who obtains property by giving a check without funds, and without 

reason to believe that the check will be paid when presented in the ordinary course of 

business, is guilty of “swindling” and liable to the pains and penalties of the law. 
Suppose, now, that A delivers a Texas check to an office appliance dealer, and says: 
“I haven’t sufficient funds in the bank right now, so don’t present the check until day 


after tomorrow.” 


“That'll be all right,” the dealer agrees, walks straight to the bank, presents the check, 
finds there were no funds, and has A arrested under the Texas law against swindling 


This point came before the Texas courts in a case reported in 255 S. E. 


court ruled in A’s favor 


785, where the 


“Under the uncontroverted evidence, there was no express or implied representation 


that there were funds or arrangements giving the assurance that the check would be 


paid upon presentation in the ordinary course of business. 


In the judgment of this 
court, the evidence does not show the commission of the offense charged,” said the 
Texas Court of Civil Appeals. 











THIRTY-FIRST ANNUAL BUSINESS SHOW DRAWS 
CROWDS 


Throngs of Interested People View Demonstrations of 
Newest Office Equipment, Machines and Appliances 


ES; we went to the Business Show. It 

was in Commerce Hall in the Port Au- 

thority building, New York, this year, last- 

ing the whole week beginning the fifteenth 

of October. Wednesday was a typical day 

yet one with emphasis on the executives 
of business It was like this: 

We arrived within the doors of the hall 
just in time to have our attention directed 
to the office of Snaggletooth & Company, 
dealers in dinosaur skins. Had the business 
show gone native? You ought to have seen 
Snaggletooth! There he was, ready to start 
the day’s work; but 
What, 


yet? Oh, yes, there she comes, Miss Flint- 


where was Tillie, the 


steno? nine o’clock and not here 


handle, with excuses for being a few minutes 
late 

“To work,” growled old Snaggletooth, and to work they 
went. With many gestures and directions, Mr. Snaggle- 
tooth dictated the latest code quotations on dried skins 
and Miss Flinthandle operated the crude but ingenious con- 
And, 


writer! Nevertheless, they did seem to get along to their 


ception of the primeval typewriter what a type 
entire satisfaction and soon the day’s work was finished 
As we watched we had almost to pinch ourselves to make 
sure thai after all we weren't back in the Stone Age in 
stead of the twentieth century. Registering gladness that 
we did not have to employ the imagined ways of the Stone 
Age, we decided to see something of the more modern ex- 
hibits. 

So, we stepped out into the main aisle and were we im 
pressed? Such a galaxy of color, harmony at one hand 
and contrast at the other, but everywhere the impression 
that the mind of a master had planned the whole—that 
much time and effort had been expended to produce the 
vigorous and pleasing effects. We could not recall ever 
having seen a business show like this before, and we have 
been to more of them than we sometimes care to admit 
are astonished at the progress of the 


Well, 


it is the same old stuff and we have learned of all the new 


Year after vear we 


preceding twelve months. True, we go, thinking 


features beforehand, but seeing them all together always 
rather staggers us 


In these times when minimum working hours are the 


order of the day, every movement, every minute, every 


operation becomes the vital concern of good management 


Accuracy and speed of control are essential. The fact that 


business in general is alive to this new order and is keen 
for a more watchful and accurate control, is evidenced by 


the increased attendance at the show. This year more 


than 100 per cent more people streamed through the turn 


stiles than were in attendance last vear. 


\ careful study of the exhibits at the show indicates 


that the office equipment industry is fully prepared to meet 


this new and more exacting demand with machinery and 


systems that leave little to the hazards of manual opera 


tion. To illustrate, we sat behind a young lady at a con 


trol board made up of dials similar in appearance to the 
well known telephone switchboard, and witnessed the r« 


with hundreds of indi- 


entire plant 


mote control t an 





Frank E. Tupper 


Here was a job being 
formerly 


vidual operations. 
performed by one person which 
required the concerted efforts of many in- 
dividuals. And so on, ad infinitum—almost! 
There was a new spirit at the show this 
that atmos- 
of determination, a spirit that 
One could feel it the 


year—a spirit permeated the 
phere, a spirit 
betokened confidence. 
minute one entered the hall. It was infec- 
tious. 

Many novel and interesting features char- 
each of which at- 


interest of the 


acterized the exhibits, 


tracted its share of the 
crowds. One such was the Progress Show 
of the Underwood Elliott Fisher exhibit. 
The optical illusions created right before the 
eves depicting the evolution of letter-writ- 
intense interest by thousands of 


viewed with 


The amazing ease with which one tableau dis- 


Ing were 
people 
solved and was transformed into another left the watcher 
pondering the mystery. 

The dexterity, speed and skill of a score of champion 
typists featured every typewriter exhibit and were a source 
of wonder both to operators and executives. We suspect 
that many an executive who watched the flying fingers 
wondered why some of his own office staff couldn't attain 
approximate speed. And, a little later on, we thought we 
observed typists on the sidelines wistfully wondering the 
same thing. 

The speed and accuracy contests sponsored and con- 
ducted by the Dictaphone Sales Corporation during the 
week were always a center of interest whenever they were 
The judges of the competition were appointed 
by the The winners 
of the competition were: First, Theresa Eckert of The 
second, E. Van Vloten of the Royal In- 
surance Company; third, Carol Fuller of Topics Publishing 


A full report of the contest appears in “Round 


in progress 
American Management Association. 


Barrett Company; 
Company. 


About the 
The Royal talking typewriter again mystified the visitors 


Susiness Show” which appears on another page. 


with its seemingly uncanny faculty for sorting an indi- 
vidual out of the crowd with a rapid fire line of chatter. It 
was always a source of amusement to everyone and gen- 
erally of confusion to its victims. The office of Snaggle- 


tooth & Company which we have already described was 
also a conspicuous feature of the exhibit of the Royal Type- 
writer Company. 

Few were the visitors who could suppress the urge to 
listen to the “calling all cars,” over the short-wave radio 
system of a police car in the booth of the New York police 
department. Here was a fine exhibit of police equipment 
designed to encourage and promote safety and protection. 

Che comprehensive range of office and factory equipment 
booth of Remington Inc., 


and machines at the Rand, 


claimed the attention of visitors for long periods. 

Che new Silent L. C. Smith in both the portable and 
standard models proved one of the main attractions of the 
show. It had been widely heralded and appeared to satisfy 
the expectations. 

The remarkable speed, quietness and efficiency developed 
in office machines of all kinds found their exemplar in the 
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lightning-like operation of the new Marchant calculating 


machines. 


Besides the exhibits of office machines there were other 


important lines. A New York 
retail stationer presented a 
complete stationery store. 
Several well known manufac- 
turers showed lines of filing 
supplies, and a leading pencil 
manufacturer presented an in- 
teresting exhibit 

And so on down the line 
through the entire show. 
Every exhibit had much to 
interest the serious-minded. 
Every exhibit was manned by 
competent and courteous 
demonstrators. This was at- 
tested by the remarks of an 
important buying executive 
of one of New York’s largest 
users of office equipment, who 
in his hurried departure at 
the end of the day said, 
“Here I spent practically the 
whole day at one booth. I 
must make the rounds tomor- 
row.” 

Here was the ideal set-up 
an exhibition hall of tremen- 
dous floor capacity, where 
every convenience and com- 
fort for exhibitors and visit- 
ors was to be had. Centrally 
located, with surprising ease 
of access to every point in the 
metropolitan area, Commerce 
Hall lent an air of appropri- 
ateness, dignity and efficiency 
to this, the greatest business 
show in years. Here were the 
pep, vim and vigor of yester- 
year Here was none of 
the half-hearted, perfunctory, 
“Well, we've got to do it” at- 
titude, but decidedly the con- 
trary. We wish 
connected with this industry 


everyone 


could have been there 

Space taken by exhibitors 
at the show was more than 
double that of last year. Most 
of the exhibitors took larger 
space than heretofore. 

The show was given good 
publicity by brief newspaper 
stories in the New York Sun, 
Herald-Tribune and the New 
York Times, particularly the 
latter, which devoted nearly 
a column to a report of the 
show The papers empha- 
sized speedier operation of 
office machines, suggestions 
of impending price increases 
and control of factory output 
by means of a mechanical op 
erator. 

Arrangements were made 
for handling 150,000 visitors 
to the business show and to 














Indications of Business Show Interest.—Top, the crowd 
filling a wide aisle. 
Second, a few of more than 400 who participated in the 
Dictaphone transcribing contest, with a large audience. 
Third, visitors filling the Woodstock booth and the aisle 
in front. To the right of center is Miss Reecie Hodgson, 
demonstrator, who also distributed roses to the ladies. 
Bottom, messengers on wheels. Because of the extensive 
floor area, messenger boys, who were in frequent demand, 
used roller skates. They are shown taking notes from 
the booth of Robert Yarnell Ritchie, the official photog- 
rapher, to distant destinations. 
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the traveling exhibit of the Direct Mail Advertising Asso 
ciation in the same room. 
The lines were characterized by bright and cheerful 


colors; at the same time the 
chrome and black geometric 
severity of the modern idea 
found a more liberal expres- 
sion than heretofore. 

Mr. Tupper, president of 
the show company, says that 
this year the optimism of the 
office equipment industry was 
mirrored in the fact that the 
exhibits totaled in acreage 
forty per cent more than in 
1921, the previous 
year, and nearly one hundred 
per cent more than last year. 
The exhibits were larger and 
more elaborate and required 
less effort on the exhibitors’ 
part to direct the business 
world’s attention to the ad- 


largest 


vances in design and efficien- 
cy which have been achieved 
through increased experi- 
ment and research. The in- 
fluence of the NRA has short- 
ened hours and increased 
wages to a certain extent and 
therefore it is necessary that 
business equipment deliver 
the utmost in speed, accuracy 
and economy. Again, great- 
er business activity in the im- 
mediate future will require 
not only more business equip- 
ment, and finally, poor busi- 
ness in the past few years has 
caused so many potential 
buyers to defer replacements 
that an appreciable market 
lies in these requirements 
alone. 

To present a show of this 
magnitude this year was 
deemed impossible a few 
months ago. 

Nor would the record be 
complete without giving 
credit to the foresight, cour- 
age, energy and enthusiasm 
of Frank E. Tupper and his 
associates, who, with the co- 
operation of every exhibitor, 
put the show over. In the 
enthusiasm of exhibitors who 
found their efforts well re- 
warded, and in the compli- 
mentary remarks of the vis- 
itors will Mr. Tupper and his 
associates find recompense 
for their efforts. 

In closing we hope we have 
left with the reader some in- 
formation of the renewed en- 
thusiasm we found every- 
where we went, up and down 
the aisles, during the week. 

Nearly all of the pictures 
which illustrate much of the 
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Left: Dictaphone Sales Corpo- 
ration. 
Right: Marchant Calculating 
Machine Company. 


Left: Powers Division Rem 
Rand. 
Right: Remington Rand Furni- 
ture. 


Left: Woodstock Typewriter 
Company. 
Right: Burroughs Adding Ma- 
chine Company. 


Left: Addressograph-Multi- 
graph. 
Right: Oxford Filing Supply 
Company. 
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Left: Rectigraph Company. Lead 


Right: Accesso Desk Tray i 
Agency. 
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Left: Underwood Elliott Fisher 
Company. 
Right: Underwood Elliott 
Fisher Company. 





Left: International Business 
Machines Corporation. 
Right: International Business 
Machines Corporation. 


Left: Standard Mailing Ma- 
chines Company. 

Right: L. C. Smith & Corona 
Typewriters Ine. 












Left: Ralph C. Coxhead Cor- 
poration. 
Right: Visible Records Equip- 
ment Company. 


Left: Recordak Corporation. 
Right: Guide System & Supply 
Company. 
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story of the show were provided by Robert Y. Ritchie of To the 
40 East Fifty-first street, New York, whose cooperation 
and assistance we hereby acknowledge. 


Rx yal 


Typewriter 
Rand, Inc., we express our appreciation for the equipment 





OFFICE APPLIANCES 


Company and Remington 


which they loaned us during the week. 


ROUND ABOUT THE BUSINESS SHOW 


[The National Business Show Com- 
pany has decided that at future shows 
This 
decision was arrived at because of dif- 
ficulties encountered at the New York 
Saturday, October 20, to- 


gether with experiences at other busi- 


Students’ Day will be omitted 


Show on 


ness shows heretofore conducted by 
the company The conclusion has 
been reached that many students fail 
that the 


serious 


to realize the fact Business 


Show is conducted for 
The difficulty 


a large crowd of juveniles 


pur- 
poses encountered in 
handling 
overshadows the doubtful benefits that 
may accrue to the industry by reason 
of their presence 


* + * 


The Dictaphone Sales Corporation 
throughout the 


Stowell 


conducted a contest 
week and, with President L. C 
awarded prizes consisting 


Saturday 


in charge, 
of cash and medals night 
Che contest was conducted at the Dic- 
nine 
The 
total number of contestants was in ex- 
four 


taphone exhibit with seven to 


operators competing every hour. 


four hundred, including 
Foun- 


cess oft 
blind girls from the American 


Blind 


consisting of a gold medal with a dia 


dation for the The first prize, 


mond inset and $25 in cash went to 
Cheresa Eckert of The Barrett Com- 
pany, who transcribed from the Dicta- 
phone at the net rate of 373.56 lines 
second prize, a gold 


Van 


per hour. The 
medal and $15 cash, went to E 


Viloten of the Royal Insurance Com- 
pany, Ltd., who transcribed at the 
rate of 357.42 lines per hour. The 
third prize, a silver medal and $10 
cash, was won by Carol Fuller of 


Her rec- 
The 
wrote at the 


Topics Publishing Company 
ord was 348.96 lines per hour 
following, all of whom 


rate of three hundred or more lines 
medals 
Steel & 


Ruth Bates of Geiger 


per hour, received bronze 


Lydia Belz of the Conver 


\W ire 


Brothers; 


Company; 
and 
City 
Com- 


Margaret Venners 
Judd of the National 
Holm of Barrett 


Jordan, Oxford Filing 


Amanda 
tank: 


pany; 


Anna 

Frances 
Supply Company; Shirley Portnoi, 
Selrite, Inc.; Mrs. H. J Du- 
Pont Cellophane Company, Inc.; Vir 


Cromie, 


ginia Dreyer of Continental Insurance 


Company; Mabel Murphy, McCall 
Company; Helen Cordts, Shell East- 
ern Petroleum Products, In« Mary 
Kelley, Francis H. Leggett & Com 
pany; Bessie Cunningham, Bethlehem 
Steel Company Rose Turken, Kren- 
rich-Britten Company, Inc (Anne 
Koller, Alexander Hamilton: stelle 


Wilson of the National Association of 
Schools and Publishers; Ethel Silcock, 
Bankers Trust Company; Elsa Daw- 
ley of the Bethiehem Steel Company; 
Mary Hannaway, Commercial Casual- 
ty Insurance Company; Bertha Bech- 
tel of Hazard Advertising Corpora- 
tion; Elsie Jungclause of Dannemiller 
Coffee Company; Ruth G. Keller of 
Barry, Wainwright, Thacher & Sym- 
mers; Grace Morley of Shell Eastern 
Products, Inc.; Helen 
Young of Muirson Label Company, 
Inc.; Dorothy Green of Robinson Clay 
Product Company of New York; Alice 
Citti of Alexander Hamilton. 
Each girl, after receiving a 
was handed an American beauty rose 
by Miss Ruth Homberg, who was win- 
ner of the dictating machine event in 
School 


Petroleum 


prize, 


the International Commercial 
Contest at A Century of Progress in 
Chicago. 

When the prizes were awarded, the 
large booth of the Dictaphone Sales 
Corporation and the aisle in front of 
it were packed. A microphone and 
loud speaker system carried the voices 
of those who participated, so that all 
who were interested could hear. L. C 
Stowell, company, 
presided, and made the opening re- 
marks. He introduced C. U. Staple- 
ton of Canadian National Railways, 
who is president of the National Office 
Management Association; also J. W. 
Riedell, president of the New York 
Chapter of the National Office Man- 
Association and a member 
of the committee of judges. At Mr. 
Stowell’s Riedell intro- 
duced the other judges, J E. Weeks, 
i Pennicke, 
vice-president, treasurer and secretary 
respectively of the New York chapter 
of the As a preliminary 
to the main part of the program, Nor- 


president of the 


agement 
request, Mr 


Crowther and H. C 


Ass ciation, 


man Saksvig, who is connected with 
Home 


was 


the Federal Loan Corporation 


in Chicago, introduced as the 
fastest professional Dictaphone oper- 
ator. He gave some remarkable dem- 


onstrations of speed in transcribing 


dictating machine to the 


Throughout the business 


from the 
typewriter. 
speed demon- 


show, he giving 


strations on both standard and por- 


was 


table machines at the exhibit of L. C 
Smith & Corona Typewriters Inc 

Mr. Stowell expresed his apprecia- 
tion of the interest shown by all the 
contestants and of their excellent per- 
formance. He personally read off the 
names of all the winners and handed 


each one her prize, 


Two former business show officials 
were calling on old friends. One was 
L. H. Mory, who managed the shows 
for two years before the company was 
taken over by its present owners. The 
other was James F. Tate, who for a 
long time with Mr. 


Tupper in the show management. 


was associated 
* * * 

something of the Cali- 
fornia atmosphere at the southwest 
corner of the exhibition hall. At the 
Underwood exhibit was Fred Wright, 
general sales manager, who for many 


There was 


years was connected with the Elliott- 
Fisher Company and then Underwood 
Elliott Fisher Company in San Fran- 
cisco. Across the aisle in the Mar- 
chant exhibit were Edgar B. Jessup, 
president and general manager of the 
Marchant Calculating Machine Com- 
pany, who makes his headquarters at 
the home office in Oakland, and for 
located in the San 
With him was 


years has been 
Francisco Bay region 
John Conway, who established some 
remarkable records as Marchant sales 
agent in Los Angeles and more re- 
cently has been doing good work in 
charge of the company’s office in New 
Y ork. 
= k 

Wednesday evening a group of the 
New York typewriter dealers went to 
dinner and then to the business show. 
eighteen in the party. 
decided that one eve- 


There were 
Most of them 
ning was not enough to see the show 
and came back another day. They ex- 


pressed considerable interest in the 


typewriter exhibits particularly, as 
well as in many others. 


ae 

M. S. 
derwood Elliott Fisher Company, re- 
turned from Europe during show week 
the show 


Eylar, vice-president of Un- 


in time for a brief visit to 
* * * 


Hazen Ames and E. J. Sheehan of 
the Ames Supply Company, Chicago, 
were visitors at the show. They called 


York, includ- 


visits. 


elsewhere while in New 


ing the Ames branch in their 
Hazen, who had his family with him, 
went on from New York fora deferred 


vacation 


* * * 
The Woodstock exhibit drew 
crowds Demonstrations were made 


by Dorothy Dow, winner of the high 
school open championship in the In- 
ternational Commercial Schools Con- 
test held at A Century 
in 1933: Reecie Hodgson, champion 


of Progress 
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Marie 


school 


business college typist and 
Thiem, world’s champion 
typist, both of whom won their laurels 
in the International Commercial 
Schools Contest held at A Century of 
Progress in 1934. Besides demonstrat- 
ing, Miss Dow also had the pleasure 
of handing out roses to visitors to the 
booth at intervals between demonstra- 
tions. 
* + * 

Some’ exhibitors skeptical 
about the location being one which 
would attract They 
were convinced shortly after the show 
opened. The actual show 
more than 
last year. 


were 
enough pec yple. 


records 
twice the attendance of 


S wus 


William Penn’s statement about 
method in business found its exempli- 
fication in the machines and system 
exhibited at the National Business 
Show. The Quaker - said, 
“Method goes far to prevent trouble 


in business, for it makes the task easy, 


great 


hinders confusion, saves abundance of 


time and instructs those who have 
business depending, what to do and 
what to hope.” 


+. * * 
Three police cars and a battallion of 
Saturday 
afternoon of show week to keep in 


police were required on 
line the crowds of students who strove 
for admittance to the Business Show. 
Several times the doors were closed 
so that the crowd could thin out be- 
fore more students were admitted. 
+ * + 

Vice President and General Sales 
Manager James M. Hackney of the 
Woodstock Typewriter Company, 
found the 
ideas for making 
stock. 
to the point. 


fountain of 
friends for Wood- 


show a new 


His statements were terse and 


* * + 
S. H. Ensinger, advertising manager 
of Remington Rand, Inc. and creator 
of their 
ceived many compliments on the ap- 
and arrangement of this 
broad line of equipment and partic- 


comprehensive display, re- 
pearance 


ularly as to securing a full measure of 
cooperation between those at the 
booth and those attending the show 
to the end of educating the public re- 
garding the advantages of the differ- 
ent products. 

* * * 

One of the busiest and most inter- 
that well-known 
dealer in office appliances at Charles- 
ton, W. Va., Thomas O. Laird. As a 
result of the visit, he took home with 


ested visitors was 


him the representation of several new 
lines. 
* * * 


Business Machines 


International 


Corporation booth added a military air 
to their display through the use of a 
bugler blowing calls whenever there 
important demonstration in 
It never failed to cause them 


was an 
order. 
to “come a runnin’” 

2 ae 

W. T. Powell of the Myrtle Desk 
Company of High Point, N. C., and 
D. R. Parker of the Alma Desk Com- 
pany of the same city, were interested 
visitors. Tom and Ralph insist that 
the correct pronunciation of “Caro- 
lina” is the true test of a native son. 

* * * 

Uri Doolittle, well known stationer 
of Syracuse, N. Y., was among those 
present. He declined to admit that 
the business show was the prime con- 
sideration of his trip to New York, 
but insisted that a new grand-daughter 
should receive most of the credit. 

* * * 

One of the pleasant incidents of the 
week was a visit from Mrs. Jessie 
Taylor of the Globe Typewriter Com- 
pany of New York and her charming 
daughter. They visited the show with 
a group of typewriter dealers on 
Wednesday evening and again later in 
the week. 

* * * 

Gordon Laurence, well known in 
connection with typewriters and their 
advertising, has now branched out as 
an inventor and manufacturer. He 
spent a busy week at the show dis- 
playing his latest desk accessories, and 
renewing old friendships. 

+ + + 

Speed in service was demonstrated 
by Western Union boys on roller 
skates delivering messages at the 
show. Their activity was quite differ- 
ent from the old fashioned idea of 
slow messenger boys. 

* * * 
Business 
worried 


Hunter of the 
was a bit 


Charlie 
Show Company 
throughout the week as to whether he 
could get away from the show prompt- 
ly after it closed. It was not his love 
for Chicago that moved him, but a de- 
sire to be back in time to celebrate a 
wedding anniversary. 

* + * 

The death of Addison Campbell of 
Underwood Elliott Fisher Company 
during the week was a matter of ex- 
treme regret to his many friends and 
a great shock as well. 

* * * 

The Office Appliances trophy for 
speed and accuracy was one of the 
features of the Underwood speed 
demonstrations as it 
pedestal back of the speed operators. 


rested on its 


* + * 
R. M. Tussing, president of The 
Victor Safe & Equipment Company 
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of North Tonawanda, N. Y., took 
time out for a brief visit to the show. 
He is still driving along on the idea 
that success is not made up altogether 
of orders. It is made up of re-orders, 
according to his plan, and he gets ‘em. 
> * + 
H. R. Russell, head of the Powers 
Division of Remington Rand Inc., was 
on duty early and late. The listening 
ear heard much of the nature of rec- 
ords, the objects of records and the 
compilation of records as well as their 
use. The difference between the old 
and modern principles of getting 
statistical results was clearly pointed 
out to inquirers. 
* * + 


L. J. Harrington of L. C. Smith and 
Corona Typewriters Inc., and Harry 
J. Humphrey, now of New York and 
Florida, but known to typewriter men 
for other reasons than his place of 
residence, have reached a decision as 
to what constitutes salesmanship. As 
a result of conferences throughout the 
week the definition is, “A real sales- 
man is one part talk and nine parts 
judgment, and he uses the nine parts 
of judgment to tell him when to use 
the one part of talk.” 

+ * + 

The show, taking the week as a 
whole, could properly be described as 
a dynamo of business energy. 

* + * 

A. S. Bundy, the well-known type- 
writer dealer of Philadelphia, found 
much of interest at the Show. Seldom 
does one find a man more keenly alive 
to opportunity. It did not require the 
counsel of a bank president to con- 
vince him he was glad he came. 

* * * 

C. F. Price, vice-president of Rem- 
ington Rand Inc., paid the show a visit 
during the week. So far as he could 
see, the business show was “Main 
Street” that week, and what he saw 
evidenced the fact that folks who said 
“it can’t be done” were being inter- 
rupted by people who did it. 

* * * 

Arthur Palmer Brooks, well known 
in previous years to those in the in- 
dustry, renewed old friendships. He 
commented thus: “The genius minds 
in the industry are still performing 
miracles.” A number of years ago the 
lumber business took Mr. Brooks out 
of this field, but the “call” is still in 
evidence. 

* a * 

Norman Saksvig, the World’s 
Fair professional speed demonstrator, 
brought added attention to the L. C. 
Smith and Corona typewriters booth 
during the week. One of his interest- 
ing demonstrations was to prove he 
could write faster than a person could 
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talk 


requested to repeat the alphabet aloud 


Some one in the audience was 


as rapidly as possible while he wrote 
it on the typewriter as rapidly as h« 
could. The 


a lady who reached the letter H when 


best record was made by 


he had finished the entire alphabet 


His speed demonstrations on the New 
Silent Smith were a source of great 
interest. One minute of straight copy 


work showed a total of one hundred 
forty-one words, and one minute of a 
memorized 


hundred 


produced one 
tests 


sentence 
eighty-seven words in 
made while ye was at the 
booth J. W 


ager ot the 


of the 


reporter 


Kiplinger, sales man 


standard machine division 
company, was “all smiles.” 
: = > 


R H Like wellyn of 
N. H., one of the 


Manchester, 
best known dealers 


in New England, just could not stay 
away, he reported 
. * . 


J. S. Sprott, recently elected presi- 
The Globe-Wernicke Com 
pany, furnished one of the bright spots 
of the 


dent of 


week by his visit. “Jerry” is 


building men to build equipment as a 


part of his measure of responsibility, 


yet he ever finds time to prove he will 


never be an example of the suprem« 


danger of business life—indifference 


* * * 


Marcus Harwitz of the Regal Typ 


writer Company, while still applying 


the speed limit in going the rounds, 


ACCESSO DESK TRAY 


showing of the new Y and E Accesso 
and combinations 
was in charge, assisted by the selling staff of 


Yawman and Erbe Manufacturing Company 


ACME CARD SYSTEM COMPANY, Chicago, 


N. ¥ Visible equipment with many improvements in both design and 


construction was shown 

Atlas exhibited for the first time 

was im charge 
ADDRESSOGRAPH-MULTIGRAPH 


} 


many machines tor 


embossed, embossed metal plates, and fine 
heets rolled paper-thin 
ground picturing the many 


equipment 


nereasing sales and profits both in large and small businesses 


sentative line { machines, 
ing 
Model 6343 Graphotype 
bossing Addressograph plates 
Model 1700 
chine of speed, capacity and versatility 


Model 2725 


matic teed, with many 


Addressograph, an electrically 


attachments. 


Model 3700 Addressograph—an automatic form 


used by public service concerns and others 
Multigraph No 59 
i type int 
Model 86 

through a ribbon or with printers’ ink 
Model 108 Noiseless 


printing drums 


Multigrap! a large 


folds 9, ) ece an hour and handles all the 
ju red 
Model 8 Multilit in automatic, 
eration by the lay : Machine does remarkable 
rawings natttone f tograp! printing, et< 
I se in charge t the exhibit were I | 


AGENCY, New York, N. ¥ 
steel desk 
Allan Fraser, sales agent and inventor of this device, W. K 
the New York branch of 


tray im various finishes 


Especially featured was the new Acme Visible 
District Manager E. ( Norrington 


CORPORATION, 
Postofiice, Cleveland, Ohio, and New York, N. Y 


offset work from copper 
These machines were arranged before a back 
ways in which Addressograph-Multigrap! 
serves to save time and labor, reduce 
accessories and supplies was shown, includ 
standard keyboard, electric 
driven, ribbon print ma 
Addressograph, electric drive, heavy 
a typesetter providing for the rapid composition 
machine 


double-duty 


Folder—an electrically driven machine whicl 


types of fold usually re 


three cylinder offset press for op 


Ferris, 


stopped long enough to give the show 
the “once over” and says “howdy” to 
the fraternity He still holds that 
rivalry and enthusiasm are the two 
most powerful forces for accomplish- 
ment in the business world 

* * * 


H. W. Smith, 


Smith and Corona 


president of L. C. 
[Typewriters Inc., 
was one of the exhibitors who reaped 
gratification in large measure. In ad- 


dition to the reception of their full 
line on display, the acceptance of the 
New Silent Smith by possible custom- 
ers and prospects brought a cheerful- 
him to reflect: We 
are glad to “push forward,” not 


back.” 


ness that caused 


“stand 


” k 


Gustave Fischer of Hartford, Conn., 


was one of the leading out of town 


dealers present 
* * * 
Mr. Jeffers of Burt & Jeffers, dealers 
The 


good by 


of Hartford, was also present 


dealer representation was 
comparison with other years 


* * . 
At the booth on Saturday 


evening Roy Atwell, prominent radio 


Royal 


and stage star, staggered and stuttered 
in his best known style when he was 
presented to “Mr. Snaggletooth” and 
his “secretary,” “Miss Flinthandle,” in 
front of the primeval “office” of 
“Snaggletooth & Co. 


humorous 


Atwell’s spe- 


confusion of 


The Exhibits 


First public 


cialty is a 


manager for the 


Page and J. S 


Ill., and New York, 


models RK. C 
Euclid 
Featured here were York, N. Y 


were given to assist 
personnel under the 
operating costs and ty 
seli, and Messrs. H 


Underwood and J S 


A repre 


manager for the Addressograph; W. H 
Multigraph, and L. §S 


new electric Model E, ten key 
culating machine with 
when used for addition and subtraction; semi-automatic division; 
ing levers placed side by 


Here also was the new 


alphabetical index for both large and small organizations 
the solution 
direction of 
Amberg was in charge, assisted by Misses A, F 

Considine, C, P. Cronin, A. J 
Westerhoff 
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words uttered in a halting manner. 
“Snaggletooth & Co.” had a stone age 
office where records were inscribed on 
stone by main strength, contrasting 
with its ease 
Another 


features of the 


with the modern office 


and swift record-making 
one among the many 
Royal booth was a talking typewriter 
that mysteriously answered questions 
Royal 
Show 


News, an illustrated daily full of in- 


This was no end of fun. The 


issued The Royal Business 


formation of current interest. 
+ * * 

Mr. and Mrs. W. H. Wolowitz of 
Washington, D. C., who included the 
typewriter convention at Los Angeles 
a few months ago as part of their hon- 
visitors At the 


show they encountered friends whom 


eymoon, were show 


they had met on their western jour- 
ney. Mr 
is United Typewriter and Adding Ma- 


W olowitz, whose company 


chine Company, Inc., is a director of 
the National Office 
Machine Dealers Association and was 


Typewriter and 


largely instrumental in having Wash- 
ington selected for next year’s conven- 
tion 
* « + 
W. H. Kurth, of The 


poration, Chicago, was an interested 


Heyer Cor- 
visitor. He is an expert on duplicating 
equipment and supplies, having spent 
thirty-two years in that business, and 
visited with other duplicator men in 


the show 


Roquemore, New York branch 


Crone, special representative 


Duncan were also in attendance 
ALLEN CALCULATORS, INC., 


the business world the 


introduced to 


New York, N. ¥ 


Facit adding-cal 


automatic clearance of the setting up register, 


clear 


side for simultaneous operation by one hand 


model 66 Add-Index adding machine with other 
Allen, president, was in attendance 

AMBERG BUSINESS EQUIPMENT CORPORATION, A. J., New 
Designers and manufacturers of indexing and filing sup 
addressing and duplicating work from metal strips plies, they featured actual set-ups of their new simplified Stream-Line 


Suggestions 
of filing problems by experienced 
President Arthur J 
Patton and S. Rus 


Amberg Paul 


Roudreau, O. G 


BECK DUPLICATOR COMPANY, New York, N. ¥ rhe com 


drive, for em pany’s complete line 


Speedograph 


Fecher, general manager ; 


duty, hand or auto 


printer and addresser 


Rotary, 


Speedograph flat bed 


automatic feed and 


models This 


Speedograph products was shown, including 
hand-feed machimes, and 
exhibit was in charge of F. F 


Cc. A. Kenworthy, Theodore Danheiser, S. J 


Brown and Owen Morris. 
BONNAR-VAWTER FANFORM 
Ohio, and New York, N. Y., explained the various applications of this 


COMPANY, INC., 


Cleveland, 


company's continuous and carbon interleaved fan-forms on present day 


in charge 
which prints 


BRUNSVIGA 


manifolding machimery. 
During the week F. A 


Mrs. H. O 
Ross, 


tonnar, New York manager, was 


vice-president from the Cleve 


land headquarters, spent some time in the booth 

CALCULATING MACHINE 

Ralph C. Coxhead Corporation.) 
BURROUGHS ADDING MACHINE 


DIVISION, (see 


COMPANY, Detroit, Mich 


Electric carriage typewriters, electric duplex calculators, cash registering 


machines, as well as 


work in reproducing 


plies including carbon paper, rubber cushion key tops, 


New York brancl 


standard typewriters, accounting machines, adding 


machines and posture chairs were displayed, as were also machine sup 


adding machine 


paper, typewriter and adding machine ribbons and machine stands. One 
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hundred and fifteen individual machines were shown. Especially featured 
was a new adding machine with two accumulating registers, each con 
trolled by its own motor bar. In the accounting machine display 


were presented many new developments including a new machine for 
posting accounts receivable, making original records of both the ledger 
and the statement. This portion of the display also included an im- 
proved typewriter bookkeeping machine to handle the complete account 


ing routine of the average sized firm where the volume does not warrant 


a specialized machine for each phase of accounting. In one section of 
the exhibit was a map of the United States on which small lights 
indicated the location of Burroughs mechanical service centers. Com- 
petent demonstrators were in attendance Visitors from the home 
office were Standish Backus, president; L. V. Britt, general sales man 


ager, J. P. Doughty of the sales department, and Mrs. Doughty. 


CORDLEY & HAYES, New York, N. Y 
Cordley water coolers were here displayed, and their merits expounded 
by G 


Various models of the 


Young who was in charge of the exhibit, and his associates 


COXHEAD CORPORATION, RALPH C., New York, N. Y., 
demonstrated the Varityper which writes in over two hundred different 
styles of type rhe Varityper, it is stated, is especially adaptable for 


writing stencils on the Mimeograph, for composing copy for reproduc 


tion by photo-offset, as well as the condensation of statements. Also 


shown is the Mathematon automatic electric calculating machine, which 


in addition to automatic f multiplication and division, has 
both dials F 


sales manager of the Varityper division, had charge of that exhibit, while 


features ¢ 


automatic clearance of keyboard and Eugene Ulsh, 


4m '2ud 
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Criswell, sales manager of the Mathematon division was supet 
and Stuart Cox 


W. T 
vising that display. Also in attendance were Ralph C 
head 

DEFIANCE MANUFACTURING COMPANY 
culating Machine Company.) 

DICTAPHONE SALES CORPORATION, New York, N. Y. Dic 
demonstrated, including new 
There were special 


(See Monroe Cal 


tating machines and accessories were 
models which have been developed during the year. 
exhibits showing the operation and function of Dictaphone equipment, 
which are interesting and instructive. C. R. Fox and Carol Lyttle, 
branch managers for New York City, were in charge assisted by the 
executive and sales staff. 

DICTOGRAPH PRODUCTS COMPANY, INC., New York, N. Y., 
exhibited Dictograph loud speaking communication system and demon 
strated its practical use by booths equipped with the system. New York 
District Sales Manager R. E. Owen was in charge. 

DITTO INCORPORATED, Chicago, Ill. and New York, N. Y.. 
showed for the first time the new Ditto Systems Rotary, a machine de 
signed primarily for billing and shipping systems, production systems, 
purchasing systems, etc. This new machine is said to entirely eliminate 
hand action except in feeding the sheets. A foot pedal does practically 
all the manual operation. Each sheet of paper is handled but once. 
Other equipment shown included Models 9F5, 14F5, 18F5, the hand 
rotary, the electric rotary and the Ditto portable. Roy L. LeMoyne, 
manager of the national accounts division; E, E. Gundaker, New York 


(Turn to page 129, please) 


Some or THE Atrractive Exuispits at THE Business SHow 


Tor, Lert: Ormig Corporation. 


Tor, Ricut: 


Monroe Calculating Machine Company, 


Seconp From Top, Lerr anp Ricut: National Cash 
Register Company. The photographer had to make 
two shots because of the extreme width of the booth. 


Seconp From Bottom, Lert: John S. Swift Company, 
Ine. 

Seconp From Bortom, Ricnr: 
Company, Ine. 

Bottom, Lert: 


Bottom, Ricnt: 


Dictograph Products 


The Standard Register Company. 
The McCasky Register Company. 











Direct Mail Association Meets in Boston 
Reported by Marian De Neef, Assistant to Leonard J. 
Raymond, Dickie-Raymond, Inc., Boston, Mass. 


Che seventeenth annual conference and exposition of 
the Direct Mail Advertising Association held October 9, 
10, 11 and 12 at Hotel Statler in Boston, served to re-open 
the series of regional meetings which were staged in major 
cities all over the country last Spring and early Summer 


It is believed to be to a large extent owing 
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pany, addressing and duplicating machines; Spiral Binding, 
who, incidentally, were responsible for the binding on the 
Seventeenth Annual Conference programs; Munising Pa- 
per Company; Tileston & Hollingsworth Company, which 
exhibited the manufacture of a special handmade paper; 
the Commonwealth Press, exhibiting their smallest book 
in the world—so tiny that it takes a baker’s dozen of them 
to fill a thimble! 
Entertainment Features 


Entertainment was unusual, featuring the N.R.D. (never 
runs dry) Sacred Cow. Milkmaids were in 





to those regional meetings that the annual 
meeting brought such a large percentage of 


its attendance from outside of New Eng- 
land—delegates pouring into the Statler 
from Houston, Texas: Atlanta, Georgia; 


Kansas City, Chicago, Cleveland, Knoxville, 
Milwaukee, and Toronto and 
these and other cities 


Tennessee; 
other cities in Canada 
claiming fully fifty per cent of the regis- 
trants! And bringing attendance totals well 
over last year at the meeting in Chicago! 
These regional meetings are part of the 
new plan developed by the association dur- 
ing the last year to keep alive for the entire 
fifty-two weeks in the year the interest 
aroused in direct mail advertising during the 
week of its annual meeting, and to give op- 
portunity not only to one city, but to a dozen or more 
major cities throughout the country, to stage a similar 
“revival,” and obtain the educational benefits which are 
possible from a conference and exposition of this kind. 
The regional meetings held earlier in the year were 
backgrounded by the now famous “49 Ways to Use Direct 
Mail” exhibit. The exposition just held in Boston showed 
for the first new educational exhibit—‘“Direct 
Mail in 27 Industries”—erected to take the place of—but 
the “49 Ways” exhibit, for each piece 
displayed in the “27 Industries” is keyed by number to 
correspond with whichever of the “49 Ways” that par 


Each classification of the educa- 


time the 


definitely tied into 


ticular piece represents 
tional exhibit features a special photographic moving disc 
which, at properly timed intervals, tells the story of the 
direct mail dollar—what it has bought, and what it should 
buy! 

In addition to the premier showing of the new “Direct 
Mail-in 27 Industries” exhibit, the Fifty Direct Mail Lead- 
ers for 1934—the 50 best campaigns for this year—were 
shown for the first time. Like the other exhibits, the lead- 
ers will be displayed and available for study by interested 
advertising men and students in all the major cities in the 

sometime during the year 
Commercial Exhibits Differently Arranged 

The} commercial exhibits this year departed from the 
old “booth” style of layout, being constructed with a back- 


country 


ground ‘panel for display of sample material and graphic 
description of the individual story, including, of course, 
tables and space for equipment display, and offering a con- 
tinuous and uninterrupted exhibit—a commercial story in- 
terspersed with educational ones—like the pages of one’s 
favorite magazine! 

Every inch of available space was utilized by nearly a 
hundred different exhibitors—local printers, letter people, 
paper houses, equipment firms, as well as those national 
concerns—with a national market—already in the so-called 
“Road Show” exhibiting in an extended itinerary of cities. 

Machinery and Paper Exhibits 

Some of those with the most interesting displays were 
The Postage Meter Company, makers of indicia equip- 
ment for metered mail; The A. B. Dick Company, Mimeo- 


Addressograph-Multigraph Com- 


graphs and equipment; 





Eliot L. Wight 


evidence and rapidly dispensed the milk-less 
fluid, while the cow herself nodded her head 
and ogled at the crowd, “contented” to be 
the one female bovine in history which did 
Novelties, skits, etc., were 
Postmaster 


not “give milk”! 
many, but the appearance of 
General Farley created the furor, only to 
have the crowd sigh in disappointment, for 
it was not the famous P.M.G. who ex- 
pounded his ideas of Direct Mail in general 
and particular, but Clem 
Stodder, who looks a “dead ringer” for Mr. 
Farley! 

It was at the annual banquet and enter- 
tainment that the first public announcement 
was made of the new president of the Di- 
rect Mail Advertising Association to suc- 
ceed Eliot L. Wight, advertising manager of the United 
States Envelope Company, who has served the association 
The new president is 


Boston’s local 





admirably for the last two years. 
Leonard J. Raymond, president of Dickie-Raymond, Bos- 
ton. Mr. Raymond has for the last three years been a 
member of the Board of Governors of the association, 
and, as general chairman of the conference just held in 
Boston, is responsible in a large measure for its success! 


Business Meetings 

The annual business meeting was held on Tuesday after- 
noon after the opening general session of the conference. 
New members of the board were elected to take the place 
of those whose terms were expiring. Donald Rein, of The 
Rein Company, Houston, Texas, was elected the new mem- 
ber from the printing industry; Percy Cherry, of Might 
Directories, Ltd., Toronto, the new Canadian member; and, 
Arthur Brayton, Marshall Field & Co., Chicago, and J. S. 
Roberts, Retail Credit Company, Atlanta, Ga., the two new 
“user” members. Mr. Rein is also the new vice-president 
to succeed Mr. Pittsford, of Chicago, and Mr. Cherry, the 
Canadian vice-president succeeds Mr. Watson of Toronto. 
Dunbar of Crocker-McElwain Company, Hol- 
yoke, was re-elected treasurer, with a which 
showed eight times the surplus of a year ago—thus prov- 
ing the association has made remarkable strides during the 
past year, and indicating that the new regional plan will 
be not only an educational, but a financial success. Henry 
Reed Hoke, who has directed and staged all of the regional 
meetings, was re-elected executive manager. 

The feature of the opening session Tuesday afternoon 
was an able address on, “The National Advertiser Looks 
at Direct Mail,” by Allyn B. McIntire, vice-president, Pep- 
perell Manufacturing Company, Boston, and president of 
the Association of National Advertisers, Inc. 


Edson 
treasury 


The Conference Program 
John A. Smith, Jr., Frank E. Davis Fish Company, chair- 
man of the program committee, gathered together one of 
the finest groups of speakers ever assembled on a Direct 
Mail Advertising Roy Dickinson, 
president of Printers’ Ink, the opening luncheon speaker, 
Talk,” and told why. Arthur 


Association program. 


said, “It’s Time for Plain 








NOVEMBER, 1934 


Brayton of Marshall Field & Company, told what they ex- 
pect from their advertising and how they go about securing 
these results. Clifford Ball of Kansas City told how Skelly 
Oil Company secured “A 73% Increase in Business.” Allyn 
McIntire, vice-president of Pepperell Manufacturing Com- 
pany, as president of the Association of National Adver- 
tisers, told how “The National Advertiser Looks at Direct 
Mail.” 

At the Media Session the other four forms of advertis- 
ing told how they co-ordinated and supplemented their 
advertising efforts with the use of direct mail. E. P. H. 
} National Broadcasting Company; Spencer 
Huffman, The Baltimore News-Post-American; C. C. 
Lawry, Outdoor Advertising, and Frank Herbert, Popular 
Science Monthly, spoke respectively for radio, newspaper, 
outdoor, and magazine advertising. 

The Departmental Sessions were a fund of information 


James of the 


and education in themselves to those basically interested in 
the classification features. The Industrial Session featured 
men from General Electric Company, Converse Rubber, 
and National Carbon, Direct Selling, Forbes Magazine, 
McCall’s, MacFadden, McGraw-Hill, etc., and Monk Salis- 
bury and Cliff Ball, both of Kansas City, staged their fa- 
mous debate, “That All Direct Mail Advertising Can Be 
Successfully Tested”! and proved it! The House Organ 
Session was an open Forum type meeting with ten house 
magazine editors participating. The Social Service Ses- 
sion, staged first in New York at the convention two years 
ago, was repeated this year because the Social Service peo- 
ple wanted it and found much good in it, and met with a 
success similar to that encountered in New York. 

James Mangan, advertising manager of the Mills Nov- 
elty Company, Chicago, gave his famous talk on “The 
Unknown Sales Formula,” and brought down the house. 
He approached an old story from an entirely new angle 


and his speech is a hit! The Better Letters Session, un- 
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like other years, this year was a general meeting so that 
nothing interfered with this popular session. Henry G. 
Weaver, General Motors, spoke on “The Human Element 
in Letters”; D. F. Raihle, Hardware Mutual in Minneapolis, 
“Current Experiences with Sales Letters,” and J. C. Aspley, 
president of Dartnell and Printed Salesmanship, “New 
Trends in Business Letters.” 

The program was made possible to a large degree be- 
cause, owing to the regional meetings, the association was 
able to select the “star” speaker from each of the regional 
cities! 

Each morning of the conference a Conference Daily was 
issued by the Printing Magazine reporting the events of 
the previous day, with articles, pictures, discussions, pro- 
gram for the current day, etc. This daily was a fine piece 
of work, reflecting much credit on its sponsors. 

Immediately after the banquet the Boston Daily Record, 
a picture newspaper, distributed copies showing associa- 
tion officers and banquet speakers in action, making a front 
page feature of the event. 

From Boston the new Show again went “on the road,” 
first to New York, to re-open at the Port Authority Com- 
merce building at a meeting and exposition combined with 
the National Business Show—and with every indication of 
a record attendance to learn about Direct Mail. Man- 
gan repeated his “Unknown Sales Formula” message to 
the New York audience. 

After New York, the D.M.A.A. Traveling Road Show— 
still directed and guided over the country by the Associa- 
tion’s Executive Manager, Henry Reed Hoke—went to 
Philadelphia, and thence to Cincinnati, Detroit, and finally 
to Chicago, to close the tour for 1934 with a brilliant rec- 
ord of performance—in attendance, interest and achieve- 
ment, with Boston’s successful meeting shining just a lit- 
tle more luminously than the other 14 “star” cities of the 
fifteen Regional Plan itinerary! 


mail are described and illustrated in the New Machines and 


{ Several of the important new machines used in handling direct 


Devices section of the present issue of Orrice APPLIANCES. 


Direct Mail Traveling Exhibit Featured at Business 
Show 

The popularity of the Direct Mail Advertising Associa- 
tion’s Traveling Exhibit featuring examples of hundreds of 
pieces of direct mail advertising which have wrought happy 
results for their sponsors was attested by the crowds which 
thronged the display, which was located as a separate unit 
in the northeast corner of Commerce Hall, Port Authority 
building, New York, where the Annual Business Show put 
on its exhibition last month. 

The Direct Mail exhibit was under the personal direction 
of Henry Hoke, executive manager of the D. M. A. A. It 
was a colorful affair intended to show how direct mail ad- 
vertising has been used to advantage by twenty-seven ma- 
jor classifications of industry—automotive, beverages, 
building materials, business service, community, construc- 
tion, department stores, educational, financial, food prod- 
ucts, fuel and heating, general retailing, home furnishing, 
insurance, paint and varnish, personal services, petroleum, 
pharmaceutical, public utilities, publishing, real estate, 
recreational and hotel, social service, textile, transporta- 
tion, machinery and general, and wearing apparel. 

The mailing pieces were mounted on attractive panels 
cross-indexed and subdivided to forty-nine direct mail ad- 
vertising applications, providing easy references for spe- 
cific uses. The applications were many, and each exhibit 
had points of compelling interest. 


Among the exhibitors were mechanical equipment man- 
paper companies who had 


ufacturers and a number of 


their own exhibits in connection with examples of direct 
mail advertising. 

Thousands of business men and women visited the show- 
ing of direct mail advertising and kindred exhibits while 
taking in the rest of the business show. 

A recent issue of the Typothetae Bulletin says that a 
survey of specimens of promotional literature submitted 
for consideration in connection with the Traveling Exhibit 
of the D. M. A. A., reveals a definite trend toward cut-out 
effects, especially for consumer literature. * * * The 
Educational Committee, it was said, would immediately 
circularize a list of concerns in the twenty-seven major in- 
dustries asking for examples of their direct mail advertis- 
ing work for possible use in connection with the traveling 
exhibit. The Typothetae Bulletin said that the former 
U. T. A. Marketing Committee felt that too few printers 
interested themselves in the uses to which their products 
are put, especially by advertisers, wherefore the printers 
lack the degree of control over their markets that they 
might possess if they made a more diligent study of direct 
advertising. “The D. M. A. A. and its unique instructive 
Traveling Exhibit,” says the Bulletin, “is doing vastly more 
to extend the market for printing then are the printers 
themselves.” 

Just before the Business Show the Direct Mail Advertis- 
ing Association sent out a striking folder—an “Invitation 
to the Eye—Tonic for the Mind—Suggestions for Profit”— 
the inside spread presenting a cordial invitation to attend 
the Direct Mail and Graphic Arts Exhibition at the Show. 
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At the bottom and down the left hand margin are fine ci 
cular halftones illustrating the twenty-seven major classi 
fications of business which find profit in the consistent use 
of direct mail advertising. The Exhibition of Direct Mail 
work extended clear around the room in which it was held, 
beginning with Automotive and ending with Wearing Ap 
parel 

The Direct Mail 
arranged after the manner described in the account of the 
\., immediately pre- 


Exhibition at the Business Show was 


Boston convention of the D. M. A 


ceding this report 
—__<—— 


Hand Painted Mimeograph Letters 
Mimeographed letters decorated with hand-painted bor 
der designs may be the next advertising novelty to enter 


the mails, for Lynn Farnol, aggressive promotional di 
rector of the Sam Goldwyn movie studios has just intro 
duced such an illuminated form letter with striking result 

Mr. Farnol had been using a plain black-and-white bor- 
der ornament for some time—etched in the stencil and 
boldly indented into the news text, the attention-value of 
the letter was considerably stepped up. Eventually, how- 
ever, these began to lose much of their early “punch.” 

And when plans were afoot to exploit the company’s 
latest girl epic—*“‘Kid Millions,” Mr. Farnol turned to color 
Since the film was being produced in Technicolor by a 
new three-tone color process, it was rightly believed that 
colored Mimeographing would be a logical tie-in 

Using ordinary Mimeograph paper stock, etched draw 
ings were made of some of the typical sets in the picture 
a phantasy. When the impressions were made, the sheets 
were turned over to Miss Virginia Glenn, an employee ot 
the wardrobe department who possesses considerable ar 
tistic talent 

She was given a free hand as to color. Asa result each 
design was delicately water-colored in accordance with her 
No two letters 


interpretation of the moods of the scenes 


were colored the same 
Che first fifty hand painted letters which she completed 
“retail outlets”—a list of fifty of 


were de spatched to the 


newspapers and magazines in 


The object of this publicity 


the most important “key” 
this and foreign countries 


release was to secure editorial notices of the film in these 
publications 

Returns from the clipping bureaus provided an accuraté 
check. It was found that the letters attained 


twenty per cent more notices than the plain Mimeograph- 


colored 


ing formerly employed. The work was done at an insig 


nificant increase in cost. The young artist said the work 
was nevertheless rewarded with a gratuity 


which Mr 
result of 


was “fun.” She 


for her vital part in the successful canvass, 


Farnol says will become a fixture following the 


the test batch 


“Less tangible, though more important, the many flat 


tering comments we have received from almost everyon 
to whom these letters were sent are evidence that thes« 
few dabs of paint built unprecedented goodwill for our 


product—‘Kid Millions.’ 


“Giving an impressive Mimeograph variety, it is cer 
tainly a happy combination of machine-age methods with 
the hand craftsmanship of old ABL 

oo 
Saxton Talks on War-Time Secret Service 


Remington 


Alec E 


Rand, In« 


Saxton, Indianapolis manager of the 
, recently gave an interesting talk on the activi 
ties of the secret service during the World War before the 
Knights of ( 


British army and after 


lumbus. He was an infantryman in the 


being wounded three times was 


transferred to the intelligence department where he served 


nths EB 


hiteen me 
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New Method of Selling Carbon Paper 
For several years the Imperial Manufacturing Compan) 


of Newark, N. 


popular priced line of carbon papers and typewriter rib- 


J., has been known as the producer of a 
bons. A number of months ago they made a close analysis 
of dealers’ sales methods in different parts of the coun 
try and became convinced that a standardized method of 
making carbon paper sell more easily was desirable in 
connection with some sort of a system to simplify and 


stock numbers of carbon paper carried by the 


reduce the 


average dealer. Accordingly, the company has devised the 
Imperial Carbon Paper Merchandiser on which they have 
applied for a patent. This includes a special portfolio or 
envelope type of book containing pockets in which sam- 
ples of the most used types of carbon paper are inserted 


Closely coordinated with the arrangement and presenta 
tion of these samples is selling information of a type which 
is claimed to be so simple and brief that even the most 
uninformed salesperson can quickly refer to the correct 
type of paper for the customers’ requirements and give 
full information as to price, writing strength, and other 
characteristics. 

The portfolio will answer all usual questions asked by 
the customer and contains an interesting analysis of car- 
bon paper stock. It simplifies and reduces the number of 
stock. and it is said materially in- 
creases sales and profit. Full 
sales proposition may be obtained from The Imperial Man- 


Mulberry street, Newark, N. J 


grades required for 
particulars, samples and 
ufacturing Company, 401 
intact 
Esterbrook Steel Pen Manufacturing Company Not 
Among Exhibitors at A Century of Progress 
Esterbrook Steel Pen Manufacturing Com- 
J., comes word to the effect that an ex- 


From the 
pany, Camden, N. 
hibitor at A Century 
this year used the name Esterbrook and claimed that he 
represented the Esterbrook Pen Company It is stated 
that a sign over the exhibit carried the words “Esterbrook 


of Progress Exposition in Chicago 


Pens.” 

The exhibitor is in no way connected with the Ester- 
brook Steel Pen Manufacturing 
Robert N. Wood, sales manager. Mr 


that his company did not have any exhibit at 


Company, according to 
Wood states further 
\ Century 
of Progress and wishes to call this fact to the attention of 
dealers who may have visited the Fair and been misled by 
the signs and the sales talk of the exhibitor who used the 
name “Esterbrook.” 

In referring to the “Esterbrook” exhibitor, Mr. Wood 
says, “As soon as we were informed of his presence, we 
took legal steps and had the misrepresentation stopped im- 
nediately by the administration of A Century of Progress.” 

eH 
Sheaffer’s Pre-Holiday Advertising 

Che Fall and Christmas advertising of the W. A. Sheaf 
fer Pen Company features one-stroke filling, the “feather- 
touch” point, and, since the magazine advertisements are 
in four colors, the latest color creations the company has 
introduced 

The October Saturday Evening Post advertisement pic- 
tures a racing skater as symbolical of the idea that one’s 
because the pen’s 
flow of 


writing cannot outrace “feathertouch,” 


platinum channel accurately gauges the writing 
fluid according to the writer’s style of penmanship 
that all Sheaffer 


visible-barrel type, fill, 


The advertising brings out the fact 


pens, whether of the lever or the 
clean and empty with one stroke 

The Sheaffer advertising appears each month on the in- 
side front cover of The Saturday Evening Post, and on the 
back covers of fourteen other magazines. The magazine 


campaign is supplemented by substantial space in more 


than fifty newspapers, and comprehensive dealer helps. 
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Fred A. Schmitz 
Vice-President in 
Charge of Production 


Directors of Reorganized Globe-Wer- 
nicke Company Elect Officers 
Subsequent to the complete reorganiza 
tion of the Globe-Wernicke Company, Cin- 
cinnati, Ohio, the directors elected the fol 
lowing officers: J. S. Sprott, president and 
Wittstein, vice 
of sales; D. B. Morrow, 
A. Schmitz, 


of production, and 


general manager; H. H 
president in charge 
vice-president and secretary; F. 
vice-president in chargé 
J. E. Blaine, treasurer 

The assets and operation of the old con- 
cern were taken over by the new company 
on October 1 


change in 


It is stated there will be no 
the company’s policies and the 
active management remains in the hands of 
who were 


the men responsible for its re 


cent fine showing 
For more than half 


W ernicke 


le ading 


a century, the Globe 
Company has been one of the 
manufacturers of office equipment 
More than 4,000 office utilities 
are included in its lines 
sold by thousands of dealers in the United 


States and abroad 


and supplies. 


Its products are 


Through the years were 
builded traditions of fine craftsmanship and 
forward-looking efficiency. By constructive 


enterprise, the company has gained high 


prestige not only in the domestic field but 
also in the principal markets of the world 

A series of business reverses eventuated in the establish 
The 
Wilkerson, ap- 


ment of a receivership for the company in July, 1932 
Frank H. Kunkel and O. A, 


S. Sprott general manager 


receivers, 
pointed J 

During the past two years, personnel changes and other 
factors contributed materially to the progress made under 
the present management. About a year ago, the tide defi 
nitely confidence of dealers was re- 


11, 1934, application 


turned upward, the 
stored, sales increased, and on July 
was made for lifting the This was granted 
by Judge 
Frank H 


Zation could be 


receivership 
Nevin of the U. S 
Kunkel was appointed trustee until a reorgani- 
effected 
It is understood The 


Robert R District Court and 


Globe -\W ernk ke 


Company is the 








J. S. Sprott 


President 





D. B. Morrow 


Vice-President and 
Secretary 





J. E. Blaine 


Treasurer 





H. H. Wittstein 
Vice-President in 
Charge of Sales 


first large concern to be reorganized under 
77-B of the 
Reorganization Act adopted by Congress at 


Section Federal Corporation 
its last session 

A statement to dealers by the new presi- 
dent, J. S. Sprott, says, “We face the future 
with courage and optimism and are grateful 
for the loyalty of 
throughout the country during the trying 
times that are past. We can assure you a 
to sell through 


thousands of dealers 


continuance of our policy 
dealers instead of competing with them. 

“For over fifty years, the name ‘Globe 
Wernicke’ has stood for dependable mer- 
chandise and fair dealing. We will do our 
utmost to maintain our good reputation and 
the high standard of quality. Our resources 
are now ample to permit us to meet any 
obligations that may be incurred and ex- 
pand our activities. 

“We have put our house in order and 
know that our policies are based on princi- 
ples that will benefit our dealers and em- 
ployees, as well as the company.” 

Mr. Sprott has devoted his entire business 
career to the office equipment industry and 
is generally recognized as one of the out 
standing executives of this field. He is presi- 
dent of the National Association of Wood 
Desk and Table Manufacturers. 

According to Mr. Sprott, the executive personnel will 
remain intact. H. H. Wittstein, who continues as vice- 
president in charge of sales, has held this position for 
many years and is one of the best known men in the in- 
dustry. D. B. Morrow, vice-president and secretary, be- 
came a member of the Globe-Wernicke organization about 
He has had wide experience with important 
Fred A. Schmitz, 
vice-president in charge of production, joined the com- 
For the past twenty years he 
has been engaged in production work in large industrial 
plants. J. E. Blaine, treasurer, has occupied this position 
with The Globe-Wernicke Company for many years. C. 
W. Hamilton is sales promotion and advertising manager. 


a year ago 
concerns in the office equipment field. 


pany about two years ago. 
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CANADIAN BUSINESS SHOW HELD 






IN CONJUNCTION WITH THE CAN- 






ADIAN NATIONAL EXHIBITION 







[The fourth annual Ca- 
nadian National Business 
Show was held in the Gen- 







eral Exhibits building of 
the Canadian National Ex- 
hibition in Toronto trom 
Friday, August 24, to Sat- 


urday, September 8, 1934. 









The throngs that were in 






constant evidence at the 





Business Show indicated 






that a large proportion ol 





the more than one million 






five hundred thousand who 






paid an entrance tee to at- 






tend the Canadian Na 






tional Exhibition were in- 






terested in the displays d« 






voted exclusively to ofhce 






equipment and appliance es 






The Business Show 






proved to be the most suc 






cessful one ever held under 






the auspices of the Cana- 





dian Business Equipment 





Manufacturers Associ 






ation Actual results in 






the form of sales and leads 





were highly satisfactory 





Che exhibitors are all con 






fident that the great inter 





est evinced by executives 










1: Burroughs Adding Ma- 
chine Company 

2: Mimeograph; Hay Sta- 
tionery Co., Ltd. 

3: International Business 
Machines Corporation 

4: Fridén Calculating Ma- 
chine Company 

5: Remington Rand 
Typewriters and Adding Ma- 
chines 

6: Underwood Elliott 
Fisher Company—Account- 
ing and Adding Machine 



























Display 

7: Underwood Elliott 
Fisher Company Corre- 
spondence and Portable 
Lines 






8: International Business 
Machines Corporation 

9: Addressograph - Multi- 
graph 

10: Remington Rand 
General 
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GESTETNER DUPLICATOR 





and business men and 
women will eventuate in 
profitable business during 
the next few months. 

An interesting side light 
is that despite the poorest 
weather conditions experi- 
enced in years, the Cana- 
dian National Exhibition 
increased its paid attend- 
ance by 93,000 people. 

An entire wing of the 
General Exhibits building 
was devoted to the Busi- 
ness Show. Located only 
a short distance from the 
main gate of the exhibition 
grounds, the General Ex- 
hibits building was in the 
path of the majority of 
visitors. A brilliantly il- 
luminated sign reading 
“National Business Show” 
over the entrance to the 





































wing housing the office ap- 
pliance exhibit helped to 
evoke interest. 

The nineteen exhibitors 
at the show used a total of 
over fifty thousand square 
feet of floor space to dis- 
play their products. A 
standardized open type of 
display which did not hin- 
der exhibitors from ex- 
pressing originality in ar- 
rangement of their dis- 
plays tended to make the 
general effect of the show 


Fire Protection impressive. 





The committee respon- 
sible for the success of the 
show are as follows: R. A. 
MacDougall, chair- 
man, The National Cash 
Register Company of Can- 
ada, Ltd.; G. F. Morris, 
International Business Ma- 
chines Company, Ltd.; D. 
E. Bissell, secretary, Ad- 
dressograph-Multigraph of 
Canada, Ltd.: F. McGinn, 
Underwood Elliott Fisher 
Company; and A. T. Hunt, 






Is Canadian Postage Meters & Machines Co., Ltd. D. Gestetner Company 
2: Ellams Duplicators ‘ y 
3: Burt Business Forms (Canada), Ltd. 

4: J. & J. Taylor This committee is al- 
5: The National Cash Register Company ready thinking about the 
6: Gestetner Duplicators ~ 1935 show and expressed a 
7: Felt & Tarrant “Comptometer belj ° 

8: Error—No Copyholder velief that it can be made 
9: Mitchell & McGill the finest thing of its kind 
10: Monroe and Ditto, Leonard A. Phillip & Co. in North America. 
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National Exhi 
bition included one newspaper announcement devoted ex 
National The advertise 


heading 


In its weneral advertising, the Canadian 


Business Show. 
Markets” and in 


clusively to the 


ment carried the “Exploring 
pungent phrases called attention to the value of including 
National Business Show while on the grounds 


National 


success of the 


a visit to the 
of the 
In celebration of the 


Canadian Exhibition. 
Business Show, the 


Canadian Business Equipment Manufacturers Association 


held a banquet in the Crystal Ballroom of the King Ed- 
ward Hotel, 71 The banquet was a 


happy affair with a menu unique in that each item was fol 


yrronto, on October 1 


a parenthetical expression referring to an offics 
as International cocktail, Ad 
dressograph-Multigraph National Register 
steak, Postage Meter Peas, Remington Rand Delight, Un- 


lowed by 
machine manufacturer such 


salad, Cash 


derwood Elliott Fisher Assortment and Mitchell-McGill 
variety 

The program included three addresses by G. Morris, 
R. A. MacDougall and D. E. Bissell. The delightful enter 


\. MacDougall. 
Addresso 


tainment program was in charge of R 


were as follows: 


Limited: Burroughs Adding 


Che exhibitors at the show 
ot 4 anada, 
Burt Business Forms, Limited; Cana 


graph-Multigraph 
Machine Company; 
dian Postage Meters & Machines Company, Limited; Felt 
& Tarrant, 


pany 


Limited (Comptometer); D. Gestetner Com 


(Canada), Limited; International Business Machines 
Mimeograph Company, Limited; 
McDowell (Friden Calculators); 
Register Co. of Canada, Limited; National 
Stationers, Limited (Ellams Duplicators); Office Supplies, 
Limited: Peerless Carbon & Ribbon Company, Limited; L 
\. Philip & Company Ditto); Remington 
Rand, Limited; Howard Smith Paper Mills, Limited; J. & 
J. Taylor, Limited; Underwood Elliott Fisher, Limited. 


Company, Limited; The 
Mitchell and MeGill: Jos 
National Cash 


(Monroe and 


sstitiieesilaidiand 
A New “Diehl” in Office Equipment at Columbus 
As an appropriate method of celebrating his twenty-fifth 
in business, W. R. Diehl, Sr., president of the 
Equipment Company, Columbus, Ohio, took 
Diehl, Jr., into the Diehl, Jr., 
esident of the Diehl Office Equipment Com 


anniversary 
Diehl Office 
nm, W.R 


is now Vict pr 


his se business. Mr 


pany 

Upon graduating from Bexley High School in Colum 
bus, the younger Mr. Diehl attended Mercersburg Acad 
emy and subsequently received a B. Sc. degree at Ohio 
State University where he specialized in Business Admin 


scholastic attainments, the 


field of athletics by earn 


istration In addition to his 


ved himself in the 


youne man pt 


When a Blast Oc- 
curred in a Pow- 
der Works at 
Fords Prairie, 
Wash. Eleven 
Were Killed and 
Property Damage 
Totaling $75,000 
Was Done.—-The 
office shown here, 
located 150 feet 
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ing his letter on the Varsity Football team, and the swim- 
ming Delta 


fraternity and active in Columbus Junior Chamber of Com- 


team. He is a member of Phi Gamma 


merce He has entered his father’s business in the sales 
department 
W. R. Diehl, Sr., 


and stationery field because of the fine business establish- 


widely known in the office equipment 
ment he has built and because of his service to the indus- 

anent the 
At the pres- 


try in association work, expresses confidence 
future of the commercial stationery business 
has more employees than at any 


The 


owns and occupies the entire 


ent time his company 


other period during its history. company was or- 
ganized in 1909 and today 
building at 43 East Gay street, using 15,000 square feet in 
the downtown district of Columbus just one half block from 
1930 Mr. Diehl 
Fifth District of the National Stationers 
\ssociation and last year was elected District 


of Rotary International for the Twenty-Second District of 


the state capitol. In served as regional 
governor of the 
Governor 
southern Ohio. He has just been elected president of the 


Columbus Stationers Association. Among his other extra- 


Diehl includes membership in the 


business activities, Mr 














W. R. Diehl, Jr. 
Aladdin Shrine, Athletic Club of Columbus, 
Faculty Club 
Che Diehl family includes two daughters— 
(\nne, Diehl Office Equip- 
ment Company, and Mary, now attending Rollins College 
at Winter Park, Florida 


Othce Appliances welcomes “Bill” Jr., to the 


W. R. Diehl, Sr. 
Scottish Rite, 
Ohio State 
Country Club 


University and the Columbus 


who is also connected with the 


ranks of the 


office equipment industry where he will find many opportu- 
His dad’s 


achievements in the field will afford him inspiration 


nities to apply his initiative and enterprise 


from the explo- 
sion, was wrecked. 
The Underwood 
typewriter, how- 
ever, sustained no 
more impairment 
than an unwound 
ribbon. Leo E. 
Barton at Tacoma 
obtained the pic- 
ture. 
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Display of C. L. Downey Company Coin Handling Equipment at the American Transit Asso- 
ciation Exposition Held Recently in the Municipal Exhibition Hall, Cleveland, Ohio. 


Downey Coin Handling Machines Displayed at 
Cleveland Exposition 

One of the popular exhibits at the American Transit 

Exposition held in Cleveland, Ohio, the last week of Sep 

tember, was that of the C. L. Downey Company, Cincin- 

nati, Ohio. The exposition was held in the large Munici- 


pal Exhibition Hall in Cleveland. The Downey display 


was outstanding in attraction and interest appeal. It was 
the only exhibit of coin auditing equipment in the ex- 
position. 

As will be 


display consisted of five 


the left is a Model 10-P portable coin counting machine, 


noted in the accompanying illustration, the 


machines. The first machine at 
said to be the smallest hand operated adjustable machine 


on the market It weighs only 9% pounds and yet has 


facilities permitting the counting and packaging of pen- 
nies, nickels, dimes, quarters and half dollars. Its rigid 
construction, simplicity of operation and convenience in 


carrying, together with its low retail price, makes this 
machine of particular interest to vending machine opera- 
tors and small stores. 

The machine second from the left is a Downey Model 
20-PH hand-driven coin counting machine. It weighs 19% 
pounds and with its seven-inch disc and tray storage ca 
pacity for 2,500 coins meets the requirements of any in- 
stitution or organization whose needs have not quite re- 
quired an electrically driven machine. The high speed 
drive of disc conveying coins past an automatically regu- 
lated deflector has produced a uniform flow of coins as 
smooth as water flowing from a faucet Che aluminum top 
and base with scratch brush finish, and a sheet steel jacket 
heavily enameled in black, present an attractive appearance 
Chis moderately priced machine finds a market among 
banks, department stores, bus companies, amusement re 
sorts, large restaurants and hotels 

he third machine from the left is Model B-42, a me 
chanical coin teller It is the most recently designed 
model of what is said to be the first machine placed on the 
\merican market for sorting and counting coins in a sin 
1923 and 


since that time has been in regular production and distri- 


ele unit [The machine was first displayed in 


bution throughout America as well as many foreign coun 
tries \ unique feature of the machine involves a me- 
chanical principle of forced separation which wholly elimi- 
nates reliance on or use of gravity. Thus coins are cor- 
rectly separated and counted even though they are slightly 
bent, have burrs on the edges or are coated with lint, grease 


or dirt. The machine is equipped with a series of proving 


boxes imposed between delivery rails and the large storage 
boxes, permitting an instant re-check where a deposit slip 
differs from the reading on the machine. 

The fourth machine from the left is a Model 5-M elec 
trically driven coin counting machine with bench type 
crimping equipment attached to a table just to the left of 
the coin counting mechanism. This machine has a nine 
inch disc and operates at an wnusually 
straight counting of coins. In a test, machines of this 
type have attained a speed of correctly counting 2,900 


high speed in 


dimes in a single minute. The packaging of coins by use 
of the Downey fast filler shutter stems is greatly facili- 
tated through crimping of ends of wrapper by the crimping 
attachment mentioned previously. The machine is con- 
structed of the finest material to insure accuracy and long 
wear. Its weight ready for operation is only thirty-eight 
pounds. 

The remaining machine shown in the display is a Model 
5-M coin counting machine mounted on a tubular stand 
with crimping attachment as part of the equipment. In 
this form the machine is operated most advantageously 
by the operator standing directly in front of the machine 
and using both hands for loading wrappers and crimping 
because the lock trip is foot operated. This model has a 
high speed motor drive for counting and an independent 
motor drive for the crimping equipment. Through the 
use of this machine operators have been able to attain a 
speed of wrapping fourteen packages of nickels and crimp- 
ing the ends completely in a single minute, using tubular 
coin wrappers. 

That portion of the Downey display not included in the 
accompanying picture was devoted to tubular and auto- 
matic coin wrappers, bill straps, coin trays, etc. 

re vee 

Paddock Joins Wilson-Jones’ New England Staff 

As Office Appliances was about to go to press the re- 
port comes that Lee Paddock, well known in this field, has 
joined the New England sales staff of the Wilson-Jones 
Company, Chicago and New York, and will work with Dis- 


trict Manager Arthur Shearman in pushing De Luxe 
products 

auisniiaiiniads 
Louisville Concern Adds Fountain Pen Repair Unit 


The Leet Typewriter and Equipment Company, 425 
West Walnut street, has established in Louisville, Ken- 
tucky, a new department for the servicing of fountain pens 
\ complete line of parts for repairs of several of the no- 


table makes is carried in stock—CG 
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Allen-Wales Announces New Electric Desk Models 

W. J. Pickering, president of the Allen-Wales Adding 
Machine Company, 515 Madison avenue, New York, N. Y., 
has announced the advent of the new No. 8 electric and 
No. 10 electric portable desk models, 


These machines are the same weight and size as the 





Allen-Wales Model 8-E, Portable Adding 

Machine. 
hand operated models of like capacity. They embody all 
the features and advantages of previous models plus elec 
trical operation, and they have been designed with the same 
that has made such a fine record for these 


scientific care 


machines in the past 
It is stated that further important additions to the line 
will be made in the near future, and that the adding of new 


models from time to time is in line with the company’s 
policy of continued expansion for the purpose of provid- 
ing their dealer organization with a complete line of ma- 
chines sufficiently broad to meet any need of modern busi 
sales opportunities 


ness and also materially to increase 


for their representatives 


—__—__~— 


Prym Announces Sonomor Gem Clips 
One of the interesting members of the William Prym 
line is the Sonomor Gem clip which is made of selected 
steel wire, uniform, handsomely finished and properly pack- 
aged. It is said to be a superior product of the wire form- 


ing art This is the newest addition to the original Sono- 


mor Green Box line. Other additions include Banjo clips, 
improved Gems and other clip items. 


William Prym of Long Island City, N. Y., 


also manufactures high-grade lines of bank pins, T pins, 


America, Inc., 


thumb tacks, frozen wire staples and other 
all known under the name, the Green 


wedg« pins, 


metalware sundries, 


Box line, which offers an attractive set-up to franchise 


de ale rs 
———_—_>_____ 


“Blue Diamond” Loose Leaf Line 


Che Stationery Trades Review (London) reports that 


the National Loose Leaf Company, Ltd., London, England, 


offers the new “Blue Diamond” loose leaf binder with a 
metal back. Pressure on a small stud releases the leaves, 
yet there is no danger that the mechanism will slip open. 
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A Versatile Stencil Duplicator 

The Niagara A. F. electric stencil duplicator now being 
marketed by The Niagara Duplicator Company, Oakland, 
Calif., is made with automatic feed and four-speed electric 
drive, and is said to be extremely versatile in performance. 
The speed is instantly variable. All Niagara machines, it is 
said, are first class in their output, with accurate regis- 
tration. 

The machine pictured will feed stock of any size, froma 
visiting card to sheets of legal size, and any weight of stock 
from onion skin to cardboard. Two and three-color runs, 


forms, graphs, etc., are done with precision. For working 


on non-absorbent stock, a new Niagara slip-sheet is pro- 


vided, which automatically inserts a non-smearing sheet 
between each two sheets at any speed 

The automatic elevator self-adjusting feed tray handles 
five hundred sheets at a time. An automatic roller release 
moves the roller into printing position only when the paper 
is passing through the machine. A printing range adjuster 
with a range of nine inches enables the operator to place 
the work practically sheet. A _ reset 


counter is provided operating only when stock is imprinted. 


anywhere on the 


A selective inking device supplies ink to any section of the 
drum. If the hand feed is desired, a small trigger discon- 
nects the automatic feed 


The Niagara duplicator can be purchased without electric 





The Niagara A. F. Electric Duplicator 


drive and slipsheeter, which additions may be supplied at 


any time. Other models of the Niagara line are available 


and the company will be glad to answer all inquiries 
———— 
Mickey Mouse Immortalized in Rubber 
Having proved the popularity of Walt Disney’s Three 
Little Pigs and Little Red Riding Hood in rubber, The 


requested from 
his famous 


Fulton Specialty Company, Elizabeth, N. J., 
Mr. Disney an exclusive license to reproduce 
Mickey and Minnie Mouse characters and their associates 
in Arti-Stamp printing and coloring sets for which The 
Fulton Company has been well known for a long time. 
The application was granted by Mr. Disney and the com 
pany is now producing the Mickey Mouse stamping and 
coloring set in a popular retail number to sell at $1.00. 
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The 
is known 


This set will be ready for fall and holiday delivery 
slogan, “Stamp the Outline—Color the Picture” 
to the trade as descriptive of the educational character of 
these Fulton stamping and coloring sets. Other popular 
numbers include besides Three Little Pigs and Little Red 
Riding Hood, the Fulton Circus, Our Army, Farm and 
Jungle, Wild West 

Included in the new Mickey Mouse sets are the following 
Horace Pluto, the Clara- 


Animal stamps and Moto stamps. 


characters: Horsecollar, dog, 


bella, the cow, and others. 


camila 
New Size Oxford Heavy Duty Files 

Oxford announces the addition of a new size to their 

line of heavy duty files. The new file, No. 55A, has inside 

dimensions of 1134 inches high, 834 inches wide and 18 

While primarily designed for the filing of 

11x8% machine bookkeeping forms, it will also appeal to 


inches deep. 


No. 55A Oxford Heavy Duty File 


trafic managers as a low cost means for filing tariffs. 


These two additional market opportunities are now open 
to dealers 

The new size file is identical in construction details and 
features with all other Oxford heavy duty files, now widely 
used. The construction is of corrugated board reinforced 


with heavy furniture steel columns. They are shipped 


knock-down 


which may 


Individual units may be formed into a solid 
battery be built up to ceiling height without 
fear of warping. Further information on these files may 
writing the Oxford Filing Supply Company, 


Brooklyn, N. Y. 


be had by 
340 Morgan avenue, 


oscmanliiiaiaa 
Koh-I-Noor Pencils for Commercial and School Use 

Recently the Koh-I-Noor Pencil Company, 373 Fourth 
Ave., New York, N. Y., added nine new pencils to its lines. 





Some New Pencils in the Koh-I-Noor Line 


The new pencils, all manufactured in this country to retail 
from a penny to five cents each, are offered particularly for 
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commercial and school use. According to the manufac- 
turer’s announcement, the new pencils are made from care- 
fully chosen materials of good quality. 

Included in the new line are the Navigator, Elf, Elf Hex- 
agon, Blue Ribbon, Gold Seal, Buffalo and Acme pencils 
for general use. The American Press, a thick black lead 
pencil, is offered for editorial work or checking. The Zulu 
is an extra large pencil with a thick, soft black lead recom- 
mended for school beginners. 

Se 
“Feuchtikus” Envelope Sealer 

Hans Jarke, Berlin SW 168, Kochstrasse 5, Berlin, Ger- 
many, has world distribution for “Feuchtikus,” an envelope 
sealer. This device is simple, and is said to be effective in 
both large and small offices. It consists of a metal frame 
provided with a guide which catches the envelope flap and 
brings the gummed surface in contact with the moistening 
attachment. The distributor claims that this device is easy 
to operate, and is capable of doing rapid work, up to 2,000 
envelopes an hour. Three sizes are made, accommodating 
standard “official” envelopes. 

> 
A New DoppCraft Zipper Envelope 

Charles Doppelt & Company, 412-20 Orleans street, Chi- 
cago, IIL, is now marketing its line of leather goods under 
the trade name of DoppCraft. Among the new members in 
the line is the No. 39 under arm zipper envelope. This en- 
velope is top and side opening, is lined and has an inner 
An added convenience is a leather loop for hold- 
It is made of a good weight and quality 
It is offered in three sizes, 


pocket, 
ing a pencil. 
shark grained split cowhide. 
13x10%, 15x12 and 16x11. 

A new catalogue illustrating and describing the Dopp- 
Craft line has just been put into circulation by Charles 
Doppelt & Company. An interesting preface to the cata- 





The No. 39 DoppCraft Top and Side Opening 
Underarm Zip Envelope 


logue refers to three factors that are basic influences inthe 
production and distribution of DoppCraft leather cases. 
The three factors referred to are quality, design and price. 
Copies of the new catalogue are available to dealers on 
request 
——————— 
“Ready Back” Eraser Shield 

The Webush Specialty Company, 137 West Arbor Vitae, 
Inglewood, Calif., manufactures a novel type of eraser 
shield, the “Ready Back.” This is a strip of pyroxylin six- 
teen inches long and 1% inches wide, folded to a length of 
The outer surface is punched with openings 
of various forms and sizes. When in use the shield is in- 
serted in the work being manifolded, the top on the original 
sheet, and the bottom below the carbon paper. This device 
facilitates erasing, and permits neat work. 


eight inches. 
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Sheaffer “Ebonized Pearl” Fountain Pen 


“Ebonized Pearl,” Sheaffer's Newest Color in Pens 

The 1934 color creation of the W. A. Sheaffer Pen Com- 
pany, Fort Madison, lowa, is known as “ebonized pearl.” 
These pens have pieces of natural pearl inlaid by hand in 
the holders and covered by a transparent sheet of radite, 
which protects them from discoloration, loss or breakag« 
The basic black color is further set off by rich gold fittings, 
surroundings. 


making a writing instrument suited to any 


The brilliance and sparkle of the natural pearl add dis- 


tinctive character to each pen, no two of which can be 


exactly alike, because pearl is a natural product subject 
to infimite variations. 

The W. A. Sheaffer Pen Company states that dealer re- 
ports show the Ebonized Pearl pen is meeting with ex 
cellent acceptance 

—— 
New Electric Comptometer 
The new Model K electric Comptometer has recently 


been announced by Felt & Tarrant Manufacturing Com 
pany, Chicago 

Along 
this new adding-calculating machine is equipped with the 
“Controlled-Key”—a 


from fumbled or incomplete key 


with other characteristic Comptometer features, 


device which acts automatically to 


prevent errors strokes 
It will not permit such faulty operation to register an error 
short key stroke of the 


Due to the electric this control is 


especially necessary to accuracy during high-speed oper- 
ation 
Also built into the 


the Simplex lock and the Keyboard lock. The 


new electric are two new operating 


safeguards, 
Simplex lock, because of its positive action, makes it im 
possible for an operator to depress more than one key in 
a column at a time. 


The Keyboard lock 


keyboard inoperative as soon as the current is switched 


automatically renders the entire 


off. This prevents anyone from idly pressing down on 


or more keys, which, were it not for this lock, might be 





Model K Electric Comptometer 


added in unnoticed by the operator upon turning on the 


current 


[The symmetry of the case design and the rich deep 


art-metal finish trimmed in gold, present a pleasing 


brown 


} 


appearanc | machine is substantially built yet light, 


compact, and can be carried easily from one desk to an 
other. It is manufactured in three standard sizes: 8, 10 
and 12 columns. 

his is the 
Comptometer line, the Supertotalizer model having been 


The Model J 


manufactured as usual 


second new model added recently to the 


announced several months ago. standard 
Comptometer will continue to be 
———_g—_—_—_ 


New Period Line Offered by Indiana Desk Co. 


Che new Georgian suite of the Indiana Desk Company, 
Jasper, Indiana, is a fine example of the spirit which dis- 
tinguished the beautiful artistry of the Eighteenth Century 
Che suite is known as No. 5000 
beauty of line, strength and virility 
The tops of the 


It is characterized by 
-attributes which ap- 
which are 


peal to men Georgian desks 





4 Member of the Georgian Suite, Presented by Indiana 
Desk Company. 


back and 


figured American four- 


made, by the way, in four sizes—and the sides, 
of finely 


Matching the desks and complet- 


drawer fronts are mad 
joint butt black walnut 
ing the suite are table, costumer, waste basket, etc., all 
worthy to grace the finest office 

Further details of construction, finish, price and deliv- 
eries will be promptly supplied on inquiry addressed to the 
company at Jasper, Ind. 


—<-— 


Handy Helper for Stenographers and Others 

Mrs. Thelma E. Haven, head of the stenographic depart- 
ment in the St. Louis offices of one of that city’s larger 
manufacturers, has received a patent on a type of equip- 
ment for the elimination of unnecessary strain and fatigue 
Helper It 
eliminate the use of 


[his article is known as the Haven Handy 


was designed in the beginning to 
paper weights and to protect invoices, clippings, etc., from 
wind while 


The device has proved to be of 


being blown about by the information was 
being taken from them. 
greater utility than was at first expected. 

The Haven Handy Helper systematizes work. It will 
hold about three hundred invoices and needs to be loaded 
and emptied only two or three times in the course of the 
day’s work, depending on the volume of business. The 
device keeps the work entrusted to it in perfect order. It 
promotes correct body posture and relieves eyestrain by 
holding invoices, sales slips, etc., at such an angle as to 


The Haven Handy Helper 


eliminate light glare on paper 
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has a transparent front which makes every part of the 


invoice or slip visible so that the operator does not have 


to lean forward and to the side nor tilt the slip with her 


hand to view the data from which she is taking her in 


formation 


consists of two compartments hinged so that 


The device 
by means of a fastening appliance on one side they may 


be held at any desired angle. The front compartment is 


covered with transparent pyralin so made as to facilitate 


transferring the work as it is finished to the back com- 





The Haven Handy Helper, a Rack for Invoices, 
Clippings, etc. 


partment which lies at the proper angle to permit the slips 
to fall in order as they are thrown in. The rear compart- 
ment completely protects the finished work so that it can- 
not be displaced until it is removed intentionally. A sec- 
joins another portion of the rack to the back. 


ond hinge 


When: folded and not in use, this lidlike portion protects 


the pyralin front from being marred or cracked. The box 


folds in such a manner that unfinished work may be left 


in it for the following morning. 


The device was originated by Mrs. Haven in 1931 and 
some examples of it have been under practical test of us¢ 
by typists and bookkeepers in the offices where Mrs. 


Haven is employed. She says that at a conservative esti- 


mate her invention eliminates unnecessary annoyance and 
fatigue, saving approximately fifteen per cent in the time 
involved in doing certain operations. She is of the opinion 


that the average device will pay for itself in about two 


We are informed that it can be made to sell for 


Mrs 


organization 


weeks 
less than $5 Haven is desirous of getting in touch 
through which her invention can 


1401 Arcade building, St 


with some 


be distributed Her address 1s 


Louis, Mo 
~~ 


Oakville Kwik Wire Staples an Entirely New Line 
of Office Appliances 
appeared a descriptive Oakville 
line of Kwik wire staples made by the Oakville Company 
division of the Scovill Manufacturing Company, Water- 
The first paragraph of the item implied that 
Oakville 
paragraph 


On page 26 of the October issue 


item in reference to the 


bury, Conn 
the new addition to a line of 
K wik The 
should have indicated that the new staples were an addi 
general line of Oakville thumb 
flat-head 
third paragraph of the item it 


staples were an 


wire staples already in existence 


tion to the pins, clips, 
tacks, steel 

In the 
each box holds thirty-four strips and each carton ten boxes, 


The quantity in 


washers. 
stated that 


round and fasteners and 


was 


making a total of fifty thousand staples 
each box is twenty-four instead of thirty-four strips. 
We tender our 


These inadvertent errors are regretted 


apologies to the Oakville Company and the trade. 


Further word has come from the Oakville Company to 
the effect that Kwik wire staples are now offered in an ad 
packing; No. 2-S, packed 105 staples to a strip, 


a box, and ten boxes to 


ditional 


forty-eight strips to a carton 
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Shaw-Walker Tabulating Card File with Sales 
Features 

The Shaw-Walker Company, Muskegon, Mich., has 
produced a filing cabinet for tabulating machine cards, 
which embodies many improvements which contribute to 
more effective machine operation, 

The New “Built Like a Skyscraper” Cabinet No. 1498 
has been designed to provide maximum card capacity and 
highly efficient use of floor space, easy operation and easy 
and simple reference. The cabinet contains twelve draw- 
ers, twenty-four removable trays. 

Speed of handling tabulating cards depends so largely on 
the follower block that Shaw-Walker spent thousands of 
dollars in the perfection of the unusually simple, positive 
and easy operating new follower block with which each 
removable tray of the new cabinet is equipped. The re- 
sulting easy, even, positive compression of the cards is a 
tremendous help to machine users. 

The drawers of the new cabinet operate on free coasting, 
heavy-duty slides, which pull clear of the case to permit 
easy removal of the trays. There is a comfortable grip at 
each end of the tray, which can be carried with either one 
Naturally these trays weigh less than a 
drawer of equal capacity. The trays are interchangeable; 
are full sided to permit stacking to avoid injury to the 
cards, are flat on both ends (without protruding handles) 
so that trays can be stood on one end while removing 


or two hands. 
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Shaw-Walker Tabulating Machine Card Cabinet No. 1498 


cards; and stood on the other end while cards are being 
returned. 

The removable trays of the new cabinet also provide that 
dust protection so essential to trouble-free machine opera- 


tion. When a tray is removed the drawer is closed; cards 
in adjoining trays are protected from dirt. 
The appreciation of tabulating machine users of the 
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many advantages presented in the new cabinet has already 
been evidenced by numerous installations made by Shaw- 
Walker dealers in various parts of the country. 
Sn 
New Addressograph-Multigraph Products 
The Addressograph-Multigraph Euclid 
Post Office, Cleveland, Ohio, is putting special emphasis 


Corporation, 





New Class 1700 Addressograph 


upon the sale of the new Class 1700 Addressograph and the 
Multilith 

The Multilith, here illustrated, reproduces typewriting, 
pen writing, pencil writing, crayon or brush work, carbon 
paper and even photographs which are transferred upon a 
grained zinc printing plate from which copies are litho- 
graphed at speeds up to five thousand an hour, The process 
is photographic and exact, enabling the user to transfer 
forms, advertisements and photographs to a Multilith sen- 
sitized plate in less than thirty minutes, ready to produce 
rich-looking copies lithographed in black or color. 

Che Model 296 Multilith has three cylinders and will re- 
produce anything including line copy plus half tone illus- 
trations up to one hundred thirty-three screen. 

The new Class 1700 Addressograph, while basically un- 
changed from other Addressograph models, is declared to 





Model 296 Multilith 


be greatly improved. The company claims that it expresses 


in appearance, workmanship and function the spirit of the 


times—an office device that does more, earns more and 
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more. This machine is said to be applicable to 
eighty-five per cent of the known usage for Addressograph 
equipment. 


The new electric Addressograph, Class 1700, provides 


Saves 


features and attachments and embodies new improvements 
which top more than a third of a century’s specialized 
knowledge and ingenuity. 
tility, sells at a new low price, soon repaid by the savings 
it brings about. 

The machine is electrically operated and has a ribbon 


The machine, despite its versa- 


print. It provides speed, capacity and versatility for offices 
where name and data requirements are too great for hand 
operated machines, yet not heavy enough to demand a 
larger model. Models in Class 1700 will print from 1500 
to 2500 forms per hour, or do addressing at equal speed 
Equipped with a listing attachment, this machine will list 
names or data on sheets and will make carbon copies equal 
to the best typewriter production. Other optional attach- 
ments include a counter, automatic form ejector, a skipper 
for selection or passing of classified typing units, number- 
ing device, dater, label feed, check lister and easily shifted 
mechanism for duplicating, triplicating, quadruplicating, 
quintuplicating and repeating. 
ane eee 
Swivel Bank Stool Offered by Sturgis 

The No. 40 Sturgis bank stool has just been placed on 

the market by the Sturgis Posture Chair Company, Stur- 





No. 40 Sturgis Bank Stool 


gis, Mich. The 
round coiled spring, swivel seat, upholstered in genuine 
leather over curled hair. 

The new stool has a vertical adjustment of twenty-six 


distinctive feature of the new stool is its 


Its rigid base of one-inch tubing and 
malleable iron has all joints neatly welded. Foot rests are 
than 
crease the comfort of the occupant 


to thirty inches 


of straight sections rather curved in order to in- 
The stool has a screw 
guard to cover the threaded spindle, eliminating the possi- 
bility of grease or oil getting on the user’s shoes or cloth- 
ing. Casters are of 15¢-inch hard rubber. 

The new stool is offered in a choice of olive green, wal- 
nut, mahogany or black enamel and brown, blue, green or 


red genuine leathers. 


-_ - ~~ | — 


Two Models of Cram Globes 


Cram’s twelve-inch de luxe globes are hand made. 


The 
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No. 97, shown 
in the illustration, has a movable meridian and the metal 
Height 
inches and weight, twenty-six pounds. 

similar construction is No. 


cradle is of modern chrome plated material. 


work is all heavy chrome plate. is thirty-one 
Another globe of 100. It 
is somewhat heavier than No, 97 but is of the same height. 
Metal parts are heavy chrome plate. 
Both globes are beautifully colored, with maps that are 


up-to-date in every respect. 





No. 97 Cram Globe 


Both globes are beautifully colored, with maps that are 


date in respect. They are among the many 


globes illustrated and described in a new globe catalogue 


up to every 


No. 35 issued by the George F. Cram Company, 32 East 
Ind. 


alogue listings are new mountings for Cram’s twelve-inch, 


Georgia street, Indianapolis, Included in the cat- 
nine-inch and seven-inch De Luxe, Economy and Dura- 
mold globes retailing at $0.75 to $50.00. Style No. 97, here 


illustrated, is priced at $45.00. 


éannnsitilittitaainnitia 
New Ace Staple Remover 

The Ace Fastener Corporation, 3415 North Ashland ave- 

nue, Chicago, Ill., have recently perfected a staple remover 

of new and unique design and efficient action. It removes 

the staples with a slight pressure and is easy, quick acting, 

safe, and sure, and is so made that the withdrawn staples 





Sketching Showing Method of Operating the 
Ace Staple Remover. 


cling to the jaw and automatically feed back, thereby elim- 
inating the danger of flying staples. 

Che remover is made of the best suitable steel, carefully 
hardened and heat treated, finished in chrome plate, neatly 
polished, and is in keeping with the high grade stapling 
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machines known as the “Ace,” “Pilot” and “Cadet,” made 
by the same company. 

The manufacturer reports that this new device has 
proven successful and is in considerable demand, and that 
the factory is now in a position to make immediate de- 
liveries, 

— 
A New Rotary Stencil Duplicator 

The Post-O-Graf Spartan Chief is the name of an effi- 
cient duplicator said to be a capital value at the price at 
which it is offered. The machine has an automatic inking 
feature which is declared to operate with much satisfaction 
to the user, the last copy having the same evenness as the 
first. The machine does not leak, we are told, and is clean 
and efficient at all times. 

There is an automatic paper feeding arrangement that 
feeds one sheet at a time at every turn of the handle. The 
machine runs easily, quickly and quietly and possesses ac- 


curate registration. A postal card feeding attachment is in- 





The Spartan Rotary Stencil Duplicator 


cluded with the regular equipment and an instant reset 
counting device is also provided. 

The Spartan Chief comes to the user completely equipped 
with supplies and is guaranteed for five years against de- 
fective materials and workmanship. 

The machine is manufactured by Post-O-Graf Inc., Post 
Office Box 190, Wilkes-Barre, Penna. 

i oe 

New Finish May Be Had on Pelouze Postal Scales 

The Pelouze Manufacturing Company, 232-242 East Ohio 
street, Chicago, announces that the Pelouze postal or parcel 
post scale can now be had in the new green bronze finish, 
which gives the effect of green with a fleck of gold in it, 
harmonizing with the finish of office furnishings in mahog- 
any, walnut, oak, green or other finishes. 

Several models of Pelouze postal scales are also available 
in gold bronze. This attractive finish is warranted not to 
tarnish, and therefore retains its luster permanently. 

$e 
Meilink Brings Out New Devices 

During the period of depression The Meilink Steel Safe 
Company of Toledo, O., developed a number of new ideas 
which are being released as rapidly as the sales depart- 
ment can accommodate them. Among the new merchan- 
dise items to be announced are two steel trays for home 
and office use, one a plain tray and the other a cash tray. 
Each is formed of light steel lined with a newly developed 
Felt Flox finish which is sprayed directly on the metal, 
giving a soft, felt-like texture and eliminating danger of 
scratching jewelry or highly polished objects. It is said 
that this new finish is superior to paints or lacquers in 
wearing quality. 

The cash tray has four curved front coin compartments 
and four bill spaces. The Felt Flox finish allows coins to 
glide easily and facilitates change-making operations. Me- 
tallic sounds are almost completely deadened. This tray 

(Turn to page 121, please) 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 
offices of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 
and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 


St. and Park Ave > New Y ork, will be happy to be of any possible sé vice. 


are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 
to cultivate the British market. In subscription matters, 
Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, ts the 


authorized representative 


British Isles. 


1934 


as I sit down to type this letter the 


London, October 8. 
Just 
radio announcer is giving the general news 


bulletin. First in importance in the news 
comes the announcement that 63,000 more 
people are in employment in Great Britain 
This actually means there are more in work 
than at any time since the boom period in 
1929 and over 350,000 more than a year ago 

Good news like this ought to come first 
[The more people employed, the busier of- 
fices will be. So is increased the demand 
for ofhce appliances 

I have received an interesting photograph 
and details of the British sales convention 
and outing of Adrema, Ltd 


Following their usual custom—it appears to be 


(addressing ma 


chines ) 
modeled on the lines of so many of your sales conventions 
they held a two 


head office at Regent street and on the third day they had 


an outing to 
200 employees of the company in all 


days’ summer sales convention at thei 


Bognor on the south coast of England—over 
Altogether they 
seem to have enjoyed themselves, as the accompanying 
photograph shows 
Mr. Joseph Halsby 
has made Mr. Sydney Love, 
of the company of J. Halsby & ( 


well, has rendered Mr 


(Protectograph) tells me that he 
his senior salesman, a director 
o., Ltd. Mr. Love, whom 
I know quite Halsby yeoman serv- 
ice for fifteen years and his increasing business has cer- 
tainly merited his promotion to the board. Mr. Love is 
apparently making quite good headway with the Protecto 
graph cheque-signing machines. Apart from the fact that 
appliance of this kind has a limited market, 


in this 


obviously an 


nsiderable amount of prejudice 


he is up against 





Sydney Love 
oot 


While the facilities at New York 
of Office Appliances in the 
country It therefore does Mr. Love great 


credit that he is definitely making very good 
headway in this direction 

The great event in the diary of the office 
trades this month is, of course, 
Exhibition at Man 
which is organised by the Office 
Association of Great Brit 


appliance 
the Business Efficiency 
chester, 
Appliance Trade 
ain and Ireland. Over fifty members of the 
trade exhibited, and under the efficient man- 
agement of Mr. A. C. McLellan, exhibition 
director to the O. A. T. A., the 
Hall at Manchester 


tractive appearance 





Free Trad 
presented a very at 


(W e are, 


nately, in this country, rather short of really 


unfortu 


exhibition halls as a matter of fact.) 


Che exhibitors were as follows 


Addressall Machine Co International Time Recording 
Addressograph-Multigraph Ltd Co, Ltd, 
Adrema Ltd Jones, Percy (Twinlock), Ltd 
Art Metal Construction Co, Kalamazoo (Sales) Ltd 
Bar-Lock (1925) Co. Kaye's Rotaprint Agency Ltd 
Block & Anderson Ltd Lamson Paragon Supply Co 
British Tabulating Machine C« Ltd 
Ltd Lang, Clayden, Ltd 
Burroughs Adding Machine Ltd Library Bureau Ltd 
Carbon Paper Supply Co, Ltd Lion Typewriter Supplies Co 
Carter-Parratt Ltd Ltd 
Cave, C. W., & Co., Ltd Michaelis, K. H.. & Co., Ltd 
Chatwood Sate Co. Ltd Moore’s Modern Methods Ltd 
Columbia Ribbon & Carbon Muldivo Calculating Machine 
Manufacturing Co. Ltd Co, Ltd 
Comptometer Felt & Tarrant National Cash Register Co. Ltd 
Ltd.) National Loose-Leaf Co. Ltd 
Copeland-Chatterson Co. Ltd New Era Time & Telephone 
Cosmos Typewriter Co, Ltd Systems Ltd 
Dictaphone Co, Ltd Powers-Samas Accounting Ma 
Dictograph Telephones Ltd chines Ltd 
Edison, Thos. A Ltd Reliance Telephone ( Ltd 
Eery Ltd Remington Typewriter Co. Ltd 
Ellams Duplicator Co. Ltd Smith, L C, & Corona Type 
Fanfold Ltd writers Ltd 
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Staff of Adrema, Ltd., on Outing at Bognor, on the South Coast of England 


Tan-Sad Chair Co, (1931) Ltd. 

Gledhill, G. H., & Sons, Ltd Tollitt & Harvey Ltd 

Gledhill-Brook Time Recorders Underwood Elliott Fisher Ltd. 
Ltd Universal Postal Frankers Ltd 


Gestetner, D., Ltd 


Halsby & Co. Ltd. (Protecto- Vick, Ashworth & Co., Ltd. 
graph) Wood, Gilbert (Arithmetical 
Hayward Company (Addressing Machines), Ltd 
Machines) Ltd Woodstock Typewriter Co, Ltd 
Imperial Typewriter Co. Ltd 


The official William Clare 
Lees, O.B.E., J.P., whilst the chairman of the Office Ap- 
pliance Trade Association, Mr. W. Desborough, O.B.E., 
presided. Mr. Halsby (the Hon. Secretary of the O. A. 
T. A.) tells me that both Sir William Clare Lees and Mr. 


Desborough were in fine form and made excellent opening 


opening was made by Sir 


spec ches. 

For two very good reasons I was unable to get up to 
Manchester myself. First, there were still quite a num- 
ber of my colleagues on holiday at business and, secondly, 
I moved my residence that week-end. From all I hear, 
however, exhibitors were pleased with the attendance. 

One does not expect vast crowds at Business Efficiency 
Exhibitions. As a matter of fact, it is not the quantity 
but the quality which counts, and they certainly had some 
We in Lon- 


don have not felt the falling off of trade in the past two 
Similarly, 


very good quality at the Manchester Show. 


years to the same extent as the Provinces. 


London trade started on the upgrade before any other 
parts of the country, but Manchester was definitely inter- 
ested in modern office equipment for the good times that 


are in front of us. 





The Business Efficiency Exhibition at Manchester, England. 


Some excellent lectures had been arranged for each 
night of the exhibition. The lecturers were important men 
in their particular sphere, as you will see from the follow- 
ing list of addresses: 

“Sales Management—The Future—What Is in Store for 
the Clerk,” by Sir Francis Joseph, C.B.E., D.L., J.P. Ar- 
ranged by The Incorporated Sales Managers’ Association. 

“Modern Retail Selling Methods,” by Sidney F. Wicks, 
Esq. 

“The Human Factor in Office Mechanization,” by Dr. 
G. H. Miles, director of the National Institute of Indus- 
trial Psychology. 

“Modern Trends in Management Statistics,” by Harold 
Wilmot, Esq., F.C.W.A., F.S.S., F.R., Econ.S., Member 
of the Council of the Institute of Costs and Works Ac- 
countants., 

Here are a few titbits taken out from the reports of the 
various lectures: 

Sir Francis Joseph—‘Inefficiency in business is almost 
certain to lead to an introduction to the official receiver. 
There is no use bringing your production up to date un- 
less you perfect your office organisation. Applied science 
has revolutionised industry, but the greatest changes have 
taken place in the clerical or office side of business.” 

Mr. Sidney F. Wicks—‘“Shops should be equipped with 
every modern and mechanical aid to efficiency because the 
public like a shop that is equipped with the latest gadgets.” 


(This seems to be quite a new selling point!—VEJ) 





Pictured is a position of the principal exhibit hall 


showing such products of American origin as Underwood-Elliott-Fisher-Sundstrand, Dictaphone, International Busi- 
ness Machines, Kardex Visible, Safe Cabinets, and at the left partially obscured, Smith-Corona, National Cash 
Register and Addressograph-Multigraph. 
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“Do not try to be a salesman; be a man, and sell some 
thing. Just love everybody who comes into your shop.” 

I was really very sorry not to have joined my many 
friends in the trade at this show However, at the next 
trade luncheon I shall probably get some interesting tit- 
bits of news from those who were actually up there —VEJ 

SAE Se 
IBA, 1934, Berlin, a Remarkable Show 

It is by no means an exaggerated expression to call this 
year’s IBA International Biro-Ausstellung, Berlin, the 
champion of exhibitions in this line. Two hundred fifty 
exhibitors occupied the space in the two great exhibition 
halls on the Witzleben ground floors, Kaiserdamm, Berlin 
Many of these occupied large space 

Among the principal exhibitors were the following 


Griimewalds Registrator Co. A. G., 
Berlin-Neukolln 


Adlerwerke vorm Heinric! 
Kleyer, Frankfort a/n 


l. Wanderer - Werke, 
Chemnitz-Sa. 

2. Astrawerke A. G., 
Chemnitz-Sa. 

3. Portion of Booth of 
A. G. vorm. Seidel & 
Naumann, Dresden. The 
exhibit consisted of sev- 
eral windows showing dif- 
ferent steps in the manu- 
facture of typewriter 
parts. 


4. Rheinische Metall- 
waren-u. Maschinenfabrik 
A. G., Sémmerda-Erfurt. 


5. Addressograph-Multi- 
graph G.m.b.H., Berlin, 
w. 8. 


6. Deutsche Burroughs. 
Rechenmaschinen A. G.. 


Berlin. 


7. F. Soennecken, Bonn, 
a/ Rhein. 


8. Mercedes-Werke, Zel- 
la-Mehlis, Thiir. 


9. Rotaprint, A. G., Ber- 
lin, 


10. Triumph Werke A. 
G., Niirnberg. 


ll. Exhibit of CG. F. 
Grosser, Markersdorf Sa., 
Manufacturer of the New 
German Typewriter 
“Groma.” 


12. Adler-Werke vorm. 
Heinrich Kleyer, Frank- 
furt a.M. 


13. Deutsche Hollerith 
Maschinen G.m.b.H.. Ber- 
lin-Lichterfelde-Ost. 


Adrena Maschinenbaugesellschaft 
m. b. H., Berlin 

Addressograph-Multigraph G. m., 
b. H., Berlin 

Aktiengesellschaft vorm. Seidel & 
Naumann, Dresden 

Astrawerke A. G., Chemnitz 

Brunsviga Rechenmaschinenwerke, 
Braunschweig. 
Definitiv Kontrollbuchhaltung G, 
m. b. H., Berlin-Weissensee 
Deutsche Burroughs Rechenma 
schinen A. G., Berlin 

Deutsche Hollerith Maschinen 
Gesellschaft m. b. H., Lich- 
terfelde-Ost 

Deutsche Post-und Eisenhahn. 
Cerkehrswesen A. G., Berlin- 
Staaken 

Deutsche Telephonwerke und Ka 
belindustrie, A. G., Berlin. 

Deutsche Underwood Elliott 
Fisher G. m. b. H., Berlin 

Europa Schreibmaschinen A. G., 
Erturt 

Francotyp-Gesellschaft m. b. H., 
Berlin 


Geha-A. G., Hannover 
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Hinz-Fabrik G. m. b. H., Berlin 
Mariendorf 
Iris-Type G. n b. H., Berlin 


Schoneberg 

Kardex A, G., Berlir 

Louis Leitz, Feuerbach-Stuttgart 

Mauser-Werke A. G., Oberndorf 
Wurtt 

Mercedes Biiromaschinenwerke A 
G., Zella-Mehlis 

National - Krupp  Registriekassen 
G. m, b. H., Berlin-Neukolln 

Wolf Netter & Jacobiwerke K 
G., Berlin 

Powers G. m. b. H., Berlin 

Alfred Ransmayer & Albert Ro 
drian, Berlin 

Rheinische Metalwaren-und Mas 
chinenfabrik, Sommerda A. G., 
Sommerda-Erfurt 

Rotaprint A. G., Berlin 

Siemens & Halske, Siemensstadt 
Berlin. 

F. Soennecken, Bonn a/ Rhein 

Adolf Steinhagen, Berlin - Mann 
heim 

Torpedo-Werke A. G., Frankfurt 
Rodelsheim 


ECKEN! 
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A New Calculator Shown by Cordt-Universal-Rechenmaschinen, 
G.m.b.H., Berlin, W. 62. 





Top: Exhibit of Geha-A. G., Hannover, Manufacturers 
of Ribbons, Carbons, Duplicators, ete. Center: Display 
presented by Complex & Company, G.m.b.H., Beuel 
a/Rhein, Specialists in Filing. Bottom: Adrema Mas- 
chinenbau G.m.b.H., Berlin, NW. 87. 
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Gesellschaft fiir Organisation, Triumph-Werke, Nurnberg. 

_ Berlin. ; Gunther Wagner, Hannover. 
Gestetner A. G., Berlin Wanderer-Werke, Schonau-Chem- 
Greif-Werke A, G., Goslar a. nitz. 

_ Harz. Zeiss-Ikon A. G, Goerzwerk, Zeh- 
G,. F. Grosser, Markersdorf lendorf- Berlin. 


Such a gathering of responsible firms in such large halls 
has seldom or never before been observed. There was 
space enough to show all articles and enough for the visi- 
tors to see and examine them. Some of the larger exhibi- 
tors had nicely arranged offices to receive preferred visitors 
and those wishing to discuss business matters. The ar- 
rangement of the exhibition offered the utmost facilities 
for showing each line. As regards success in business, it 
is reported that one of the foremost exhibitors booked 
orders up to one million Reichsmarks shortly after the 
opening of the exhibition. Another exhibitor booked an 
order for two thousand gross of pencil sharpeners, Most 
of the exhibitors reported satisfactory results. 

New Things 

Many new devices, machines, etc., were to be seen. The 
great variety of typewriters was interesting. The first Ger- 
man noiseless typewriter, “Continental Silenta”, created 
much interest. Two German firms showed a type of 
portable at RM 109.50. They reported a very good sale 
which exceeded four figures, In connection with the aim 
to create a real German typewriter, i. e., a typewriter writ- 
ing German (Gothic) types, the type manufacturers 
showed new types. One of the typewriter manufacturers 
produced a three-phase spacing typewriter. This is to 
bring the typewriting near to the spacing of printing 
types, i. e., a small space for “i”, a larger space for “‘n”, the 
largest space for “m”, etc. The levers of the different 
types have been curved in such way as to regulate the 
spacing in accordance with the type. 

Very interesting constructions were shown in connection 
with bookkeeping machines. 

A great variety of filing systems and visible records, etc., 
were observed. This is one of the greatest German lines 
in connection with office equipment. The most ingenious 
and radical constructions in this line are offered by German 
manufacturers, and there are big concerns which occupy 
themselves with the manufacture and sale of these goods, 

Steel furniture is coming more and more into use. Sev- 
eral manufacturers of these articles were represented. 

Duplicators of the greatest variety were shown and in 
connection with them all supplies necessary. 

Another line was stapling machines which were examined 
with interest, 

Mercedes Btrromaschinenwerke A. G. arranged to show 
to the visitors the manipulation of scientific metal control 
for metals used for building typewriters and calculators. 
Scientifically constructed apparatus was shown to control 
the wear and tear of metal parts. Typewriters for the blind 
were demonstrated. They are constructed on the Braille 
system. One type of machine is arranged to impress the 
types by finger touch; another one to write from finger 
touch, generally using pica letters. A special construction 
allows short writing similar to shorthand.—ERB 

atinsiaititasininbis 

Australian Dealer Changes Name and Expands 

Business 

C. V. Ell Typewriter & Office Equipment Company, New- 
castle, Australia, is now known simply as Ell’s and is es- 
tablished at 95 Hunter street. The business was formerly 
confined to office appliances and equipment but is now or- 
ganized to handle school equipment and supplies as well. 

REP E  A 
Italian Book Printed on Tin 

Papier Zeitung (Berlin) reported that the Italian pub- 
lishing house of Lito-Latta in Savona recently published 
“Stories from Marinetti,” on tin, with colored illustrations. 
The edition consisted of 110 copies. 








The Zurich Business Show 
Page 157 of the October 
Appliances of a business show held at Zu 


Brief mention was made on 
Issuc of Once 
It was known as the Bu 


and held in the Tonhalle (Town Hall) 


rich, Switzerland September 20-23 


rofach Austellung, 


Manufacturers of various countries were displayed through 
Swiss representatives, and leading American manufacturers 


had representation Chis business show was held under 


the auspices of the Schweiz. Buro-Fachsverband, of which 


Mr. Albert Ruegg, Bahnhofstrasse 22, Zurich, is president 


Che information embodied here was supplied through the 


courtesy of Mr. Ruegg 


rhe following were included among the exhibitors: 


Addressing Machines, Ltd Address 
Graphotype, Speedaumat 

Additions & Rechenmaschinen A. G 
chines, including Mada 


Adrema A. G 


graph, Cardograph, Dupligraph, 
Adding and calculating ma 
, Gardner, Barrett, Millionaire and Ekaha 
Adrema adding and calculating machines, printing 
and addressing machines and automatic duplicating machines 

August Baggenstos—-Hermes standard typewriter, Hermes portable 
typewriter and Victor adding machine 

Julius Brendle Electromatic typewriter and Barr typewriter 

“Biro und Verkauf.""—Trade paper for business men. 

Burroughs Rechenmaschinen, A. G.—Adding, calculating, bookkeep 
ing, invoicing and typewriting machines, and cash registers 

Karl Endrich, A. G Underwood and Ellott-Fisher bookkeeping and 
mvoring machine Sundstrand adding machines, bookkeeping machines 
and cash registers; Adler invoicing and bookkeeping machines, and Bull 
tabulating machines 

Europa Schreibmaschinen, A. G 
models for all purpose 


Olympia standard typewriters, office 
Olympia portable typewriters; Olympia-Pluro 
typ, tor writing stencils and wax matrices 

Rudolph Furrer Sohne Standard visible systems, steel and wood 
hice equipment mad seating loose leaf devices, com trays and com 
olling devices 

Geshaftsbucher-Fabrik Uster Kalamazoo loose leaf devices, Ustera 
manifolding bookkeeping systems, visible card systems and washable 
Wt 


aps 

I 

Wilh. Girsberger Stuhlfiabrik 
ty B. Guijoni Add cle 

ten key calc 


Standard chairs and swivel chairs 
kkeeping machines and Facit 


ith and bx 


ulating mac nes 
©. Hartmann & Cie Othee forms and printing, manifolding and 
b wokkeeping 
W. Hausler-Zepf Aps« pencil sharpeners, Erika and Ideal type 
writers 
Hausmann & Co., A, G Fotokopist reproduction devices 


Fridolin Hefti & Ci Urania office typewriters, Urania-Piccola port 
ible typewriter, portable with tabulator, bookkeeping machines; Tim 
und Unitas calculating machines; office machines 

R. Huppertsberg & Cie rriumph correspondence and Perfekt port 


ible typewriters; roll forms for manifolding 

Ernst Jost Brunsviga calculating machines, “Metal” invoicing, key 
calculating machines, adding machines; “Ormig” duplicator; Egry 
Paragon control registers, Rena addressing system 


“ Kardex visible card systems and registers, 
Forta™ steel furniture and hanging maps 
Kobler & Company Copyholders for 


Kardex Systen A. G 


typewriters, Platen renewer, 


carbon systems |! writing machines, envelope moisteners, stapling 
machine 

Kristelegraphendirektion IV Telegraphic typewriters; representative 
{ Bell Telephone Manufacturing Company 

Mico, A. G., vorm. Henry Michel & Company Adrex addressing 
machine, Edison-Dick Mimeograph, Ordex visible card systems; Stand 
urd duplicator, Telordex telephone register 

Multigrap A. G Multigraph duplicators, folding machines, Multi 


hth duplheators, Printator envelope printers, Brandt automatic cashiers 
achinen, W Kaegi & Cie National book 
keeping, statistical, control and invoice machines 

Ing. ¢ Olivetti & Company, ( W 
calculating machines, visible card systems, 


National-Buchungsn 


Schnyder Olivetti typewriters, 
Add-Index adding machines 
ind Protectiv msured wall safe and cashier safe 

Ordo Verlag Manifolding bookkeeping devices, visible card systems, 
Continental typewriter and bookkeeping machines 

Phster-Leut ld A G 
(resteprint | togrTra 

A. Porkeit \ut itic envelope sealers 


Rechenmaschinen-Vertriebs, A. G 


(sestetner duplicating machines, duroprint, 


stencils) 


Hasler postal franking machines, 


Original Odhner adding achimne and calculating machines; Archimedes 
calculator, Addometer, Comptator small adding machine 

Roneo, A. G Type duplicating machines for printing from ribbon or 
roller, addressing, letter copying, machines, filing systems, steel cas) 
boxes, miscellaneous rniture, including chairs: Roneo-Dex visible card 
systems 

Ruiewe-Naeweli & Cie A. G Celloblic register maps, Dictaphone, 
Egra steel office furniture, Federdreh chairs, Fermafix binding machines, 
Ideal duplicat Normiorm office printing, Quail-Sicuro check pro 
tectors, R-N_ diverse fhic irticles, Safeguard check writer, Simplex 
card books, Uno manifolding bookkeeping, Unocont manifolding book 
<eeping machine, Viscard visible systems. for wall or panel, Viscard 
Egra visible records, Visoclass register maps; office furniture of wood 

Edgar Rut user Print-Fix duplicating machines, Junior, Stand 
urd, Expres ind supplies for duplicating 

Ruf-Buchaltunge A G Manifolding bookkeeping systems, card sys 
tems, diverse bookkeeping materials, bookkeeping and correspondence 
machines, bookkeeping and work desks, wood or steel, registers 

Gebriider Scholl, A. G Stenophon and Kosmograph dictating ma 
chines, Matter rn uplicators, Geha-Regent duplicator, wood or steel 
tice furmiture, Oso b kkeeping for hand and machine, adjustable 

Richard Spoerndl Elliott addressing machine for hand or electri 
peratior tencil cabinets of wood or steel, postcard duplicating ma 
chi . 

}. H. Waser Flat and rotary duplicators, Massag rotary duplicators, 
Stima calculating machine, Rebus reinforcer for punched holes, Veloma 
Piccola reinforcer for punched holes, Real schedule cabinet, Schlayand 

urd holder Jupiter pencil sharpener, stapling machine 

Wenger & Cix Ediphone and Telediphone, 
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Otto Wolfensberger & Company Cabinets of various types for office 
use 
Verlag Organisator, A. G 


An attractive catalogue of the displays at the Burofach 
Zurich business show. 


Newspapers 


\ustellung was distributed at the 
In addition to a convenient floor plan, many of the descrip- 
tions of the exhibits were accompanied by illustrations of 
some of the machines on display. 
Ca aes 
New Year’s International Fair at Brussels 


Special Correspondence to Office Appliances 


— —- 


Ihe Brussels International Exhibition of 1935 is being 


made ready rapidly and the Belgian section of the fair 
structures is far advanced, while the foreign sections are 
well under way. The plans for the exhibition were quietly 
formulated and not much was said about it at first. But 
as time goes on these plans are beginning to show elabo- 
ration, and increasing demands for ground space are being 
made by foreign countries. At first, the number of for- 
eign adherents was small, but the number has gradually 
increased until the total is quite imposing. All this argues 
ultimate success of the exhibition, for it has 
that 


prove failures, while those which commence quietly often 


well for the 


been observed grandly heralded shows sometimes 


prove substantially successful. 
Considerable space has already been reserved for ex- 
hibits of office appliances, and although business is suffer- 
ing badly from the crisis, there is nevertheless a steady 
demand for anything that will eliminate labor and the loss 
of time involved in complying with the various require- 
ments of the social laws and the labor unions. 

\ device for photographing documents at low cost comes 
from Germany and is regarded as a means of dispensing 
with several typists, leaving one to do the work of all. 
of the leading firms have separated their typing 
Rows of boxes like tele- 


Some 
departments from their offices. 
phone booths have been arranged. Each contains a Dicta- 
phone and the employees wait their turn to dictate letters 
just as they wait their turn to telephone. The records are 
then sent to another office to be transcribed, or in some 
cases when confidential matter is dictated into the Dicta- 
phone, the records are sent to typists who work only for the 
firm and are bound to secrecy. 

There is a new Dictaphone model that looks like a hand- 
some piece of furniture which has just made its appear- 
ance in Belgium and is greatly admired by persons who 
wish to use their offices as part of a series of rooms in the 
evening for entertainment purposes 

Anything in the way of ornamental or unobtrusive office 
furniture is appreciated in these days when it is necessary 
to economize space.—LR 

~~ 
Typing Facilities for Rent in Germany 
Buro-Bedarf Rundschau, Berlin, devoted a page of text 
and illustrations showing various kinds of typing facilities 
available to the 


public in Germany These several types 


were displayed at the International Buro Austellung, 
Berlin, in September 

In each type the typewriter provided is equipped with a 
coin prepayment device, which permits the typewriter to be 
used for a specified period, after which the control mech 
anism locks, and if the user requires additional service from 
his machine, he must insert additional coins in the slot 
Stationery supplies are vended through a slot device hes 
in Germany. 


United 


installations are called “typewriter automats” 
This idea was tried out years ago in the 
Bates, 


Company, installing such units in hotel rooms, et 


many 
of the [ypewriter 


The 


and given insufficient sup- 


States by Harry Underwood 


idea was years ahead of its time, 
port by the general public. 
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Vienna Fall Show of Office Equipment 
held at 
displayed a wide variety of office machines. 
[he active factors of the field 
brought modern business methods to the attention of many 
The listed in the 
Schreibmashinen-Burobedarf-Zeitung, manufac- 


In September a business show was Vienna at 


which were 


Austrian office equipment 


business men. exhibitors, as Tenger 


were all 


turers of Vienna, or local representatives of equipment 
produced elsewhere 
Brunsviga Maschinen-Ges. n b. h. displayed improved models ol 


Brunsviga calculating machines 

Francotyp-Gesellschaft displayed models of postal franking machine 
_D. Gestetner Rotary, G. m. b. h., showed stencil duplicating ma 
chines, including hand and power driven 

Koloman Handler had various types of ring books on display 

The Hebona-Organisation displayed visible card systems and mani 
folding bookkeeping systems 

Johann Heissmann demonstrated office furniture of modern types 

Emil Hitschmann offered visible card systems and manifolding book 
Keeping systems 


Hortingers Nachf, demonstrated four models of the “Remo” dupli 
cating machines for hand and electric drive 
Firma Max Huppert showed Underwood typewriters, both corre 


spondence and portable; a full line of office furniture was to be seen 
Monroe calculating machines were demonstrated—Firma Max Huppert 
is representative of the Monroe line 

Jahoda & Bergmann demonstrated a full line of technical drawing 
equipment and supplies 

Hugo Kampf had the “Prakticus” stencil duplicator on display. 

Firma Alois Knotz has an assortment of cash registers on view 

[The Kantor-Einrichtungs-Gesellschaft offered the wide range of 
lorpedo-Werke office machines, such as a bookkeeping typewriter with 
counting registers; correspondence and portable typewriters, calculat 
ing machines, and stencil duplicators 

F. Lahner & Ing. R. Schorr demonstrated the ‘‘Nova”’ 
cator, bookkeeping equipment and visible card systems 

Johann Mader-Stefan Ravasz had on display Rheinmetall calculating 
and adding machines, both electrically and hand operated 

Karl Howanietz showed the “Mefa” stencil duplicator 

The Mercedes Biiromaschinen Gesellschaft m. b. h. had a full line 
of typewriting, calculating and bookkeeping machines on view 

Franz Mittelberger showed the “Agrippa” manifolding visible card 
systems and “Osmia” fountain pens 

The National Registierkassen displayed 
chines 

Nestler & Roesler demonstrated the “Floris” stapling devices 

Phe Odhner-Rechenenmaschinen-Vertriebsgesellschaft offered the com 
plete range of Odhner calculating machines 

Rechenenmaschinen-Werk “Austria,”’ Hertzstark & Company, showed 
bookkeeping machines and calculating machines. 
demonstrated the L. C. Smith & Corona type 
machines, the “Facit” calculating machine, 
driven machine for phototypographic and 
also the Edison-Dick Mimeograph 
the various models of this 


stencil dupli 


National bookkeeping ma 


automat 

The Rex Company 
writers, Gardner adding 
the “‘Varityper” electrically 
stencil duplicator service; 

Rotoprint-Generalreprasentanz displayed 
office offset duplicating machine 

The Royal-Schriebmaschinen Vertriebes made a fine showing with its 
newest model correspondence machine; also the latest Royal portable 

The Ruf-Buchaltung Ges. m. b. h. offered its manifolding bookkeep 
ing devices 

Schott & Donnath demonstrated Ideal and Erika typewriters, and the 
Erika bookkeeping machine 

The Sensator-Gesellschaft showed a stencil duplicator 

Ing. Ludwig Spitz & Company had a display of calculating machines, 
including the new Mauser, Lipsa-Model, Tim, Barrett, Unitas and the 
Multirex calculators 

Firma Richard Stern, showed the Tempo-Sparstift fountain pen 

The Taylorix-Buchaltung offered manifolding bookkeeping devices 
ind visible card systems. 

The World Typewriter Company displayed 
supplies, both hand and automatic machines, 
writers and office machine ribbons 


duplicators and 
ortable type 


stencil 


stapler s, 


machine interests of Vienna are to be con- 


extent and magnitude of the displays 


The office 
vratulated on the 
offered for the education of Austrian business men in the 


increased use of mechanical devices for office work 
io 


Manchester Movie House Offers Stationery 

Che Stationery Trade Review (London) commented ona 
moving picture theater which offers its patrons a writing 
room, with writing supplies and post cards. The material 
furnished carries advertising matter of the theater. 


—_ ~<g—__— 


Japanese Loose Leaf Books in South Africa 
Che South African Printer and Stationer reported on the 
receipt in that colony of Japanese loose leaf books, photo 
albums, cash boxes, bookends, inkstands and drawing sup- 
plies. These are invoiced to sell at extremely low prices 
a 


Antiquity of Card Systems 

commented on the interesting 
Werner Ritter, 
Organization. He 


Sparwirtschaft (Vienna) 


systems made by 


Zeitschrift fur 


historic card 


study of 
Berlin, reported in the 


53 


traced the development of card systems and visible refer- 
ence systems, which anticipated their use in libraries. In 
the cloister library of Saint Gallen in Saiilen was discov- 
ered a card system made up of tablets which bore on the 
Notes were pasted within 
The container of 


upper margin small projections. 
indicating a possible age of 150 years. 
this card system was an open, polished cabinet, the back 
Within was a toothed rack on which rode 
follower block. The 


cut on a bevel. 


the forerunner of a modern 


memoranda were mounted on linen strips in sequence. 
—_—__—_<g————— 





An Artist’s Conception of the Royal Typewriters on Board 
One of the New Streamlined Trains Being Used by the Belgian 


Railroads in New Experiments.—Because the American House 

(J. Tondelier), representatives of the Royal Typewriter Com- 

pany in Brussels, Belgium, recently received a large order 

from the Belgium National Railways, an artist was called upon 
to draw the picture shown above. 

—>___ - 

“Netherland India” Preferred by Officials 


Commerce Reports states that a Netherland: official in 


Java is authority for the statement that “Netherland In- 
is the correct name for colonial possessions of the 





dia” 
Netherlands in southeastern Asia—comprising Java, Suma- 
tra, Celebes, Netherland Borneo, etc.—as being the official 
translation of the title, “Nederlandisch Indie,” and that no 
other term can be correctly used. 

Although this title was designated officially in 1922, when 
the constitution of the Netherlands (Holland) was last re 
vised, a very general use of such names as Netherland 
East Indies, Netherlands East Indies, Netherlands Indies 
and Dutch East Indies has persisted. This applies not 
only to English speaking countries but also among the 
officials and citizens of the mother country residing in 
Netherland India. There is, however, a strong feeling 
throughout the colonies that the official designation should 
be standardized and no other used. The term “Dutch East 
Indies” is regarded as being particularly undesirable. 

So 
Empire Preference on Typewriters for Australia 

Commerce Reports indicates that typewriters, including 
covers, exported to Australia beginning January 1, 1935, 
from all countries entitled to tariff preference must repre- 
sent at least fifty per cent labor and/or materials of that 
country and/or Australia to receive that preference. For 
cargoes exported prior to that date the minimum content 
will continue at twenty-five per cent. 

OH 
British Art Metal Co. Erecting Building 

Anglo-American News, the monthly publication of the 
\merican Chamber of Commerce in London, reports that 
the Art Metal Construction Company has placed a contract 
for the construction of a large factory building at Ebury 
Bridge Road, Westminster. 
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Britt Promoted to Burroughs Directorate tion problems at home and abroad, and his acquaintance 
L. V. Britt, for twelve and a half years general sales with industrial problems, make him a valuable addition to 
r the Board of Directors, which now has eight members. 








[I | 








manager of the Burroughs Adding Machine Company, De- 
troit, has recently been made a member of that company’s 
Board of Directors in recognition of nearly twenty-five 


Mr. Britt and his family have resided in Detroit since 


1922. 


——— 


years of consistently meritorious service as salesman, 


district manager and director of sales. 


Lyon Appoints Heitkamp General Sales Manager 

Frederick B. Heitkamp has been appointed general sales 
manager of Lyon Metal Products, Inc., Aurora, Ill. The 
announcement was made by Earl D. Power, vice-president 


agency manager, 
The announcement of Mr. Britt’s election to the company’s 


directorate was made by President Standish Backus. 


Mr. Britt was born in DuBois, Penna., and while he was 


still a child the family removed to Pittsburgh, where he and general manager. 


attended school. After graduation he held several posi Mr. Heitkamp was formerly general sales manager of 
tions which gave him valuable experience in accounting the Cincinnati Milling Machine Company and Cincinnati 

He joined the Burroughs organization at San Francisco 
in 1910, and handled the work assigned him with such in- 
dustry and intelligence that he soon qualified himself to 
sell the entire Burroughs line. In 1913 he was sent east 
to be a salesman at the Pittsburgh office. Later he was 
made agency manager successively at Erie, Penna., Buf- 
falo, N. Y., and Baltimore, Md. In 1920 he received the 


appointment of district manager in New York City. 

In 1922, recognizing his eminent fitness for the posi 
tion, the company made Mr. Britt general sales manager 
Since then he has directed all sales operations both in 
domestic and foreign fields. Under his direction Burroughs 
agencies throughout the world have introduced and dis- 
tributed an increasing line of business machines and al- 
lied products to larger and larger markets 


Mr. Britt’s insight into character and his experience in 





F. B. Heitkamp 


Grinders, Inc., resigning that position in July to becom 
associated with the Lyon executive staff. Mr. Heitkamp 
was at various times with the American Management As- 
American Marketing Society and the Na 


sociation, the 
He has spoken frequently 


tional Advertising Association 
at meetings of these organizations throughout the country. 

Mr. Heitkamp will have supervision of all sales activity, 
including advertising and sales promotion, and will be 
assisted by a complete selling organization covering four 
major divisions of company activities. 

P. F. Arnfield is manager of the Lyon store fixture 
division, covering the sale of store fixtures in steel to food, 





hardware and general merchandise stores, as well as in 
L. V. Britt other fields. 
A. H. Rose is assistant manager in charge of independent 


store sales. 


have won for his company the name ol 
The steel furniture division, covering the sale of Steel- 


de aling with men 


having one of the best trained sales organizations in the 


United States. His ready knowledge of sales and distribu- Art bridge tables to department stores and office cabinets 
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to office equipment stores, is under the management of 
L. J. Conger, with A. C. Atkins as assistant manager, 

Mr. Heitkamp’s immediate duties in addition to those 
already mentioned, will include the management of the 
steel equipment division, marketing steel lockers, shelving, 
boxes, and other factory and institutional equipment. 

T. R. Conklin is assistant manager in charge of the 
general office division, and the advertising and sales pro- 
motion manager is L. B. Rhodes, with E. V. Westmeyer as 
assistant manager. 

— 
Remington Rand Quarterly Report 

The following digest of the quarterly report of Reming- 
ton Rand, Inc., was published in the Herald-Tribune of 
New York City on October 18: 

Remington and subsidiaries report for the 
quarter ended September 30 net profit of $224,573 after 
equal to $1.43 
156,950 shares of 7 per cent cumulative first 


Rand, Inc., 


depreciation, interest, Federal taxes, etc., 
a share on 
preferred stock, on which there are accumulated unpaid 
dividends. This compares with $165,027, or $1.05 a share 
on the first preferred stock, in the preceding quarter and to 
$203,656, or $1.30 a share on the same class of stock in the 
September quarter of 1933. For six months net profit was 
$389,600 after charges and taxes, equal to $2.48 a share on 
the first preferred, compared with $109,556, or 70 cents a 
share on the first preferred, for the six months ended 
September 30, 1933. Sales, both foreign and domestic, for 
six months ended September 30, were $15,695,838, against 
$11,547,073 for the same period in 1933, an increase of 35.9 
per cent. Profits for September were $169,695, after all 
charges, compared with $89,761 for the same month last 
year. Volume of business for the month was the best for 
any September since 1930. 
ee 


U. E. F. Company’s Quarterly Report 

The New York Herald of October 20 gave the following 
digest of the report of the Underwood Elliott Fisher Com- 
pany for the third quarter of this year: 

“Underwood Elliott Fisher and consolidated subsidiaries 
show for the quarter to September 30 net profit of $458,- 
046 after charges, depreciation and Federal taxes, equal 
after dividend requirements on the 7 per cent preferred 
stock to 61 cents a share on 666,448 no-par shares of com- 
mon stock. This compares with $685,810, or 96 cents a 
share on the common, in the preceding quarter, and $539,- 
954, or 73 cents a share, in the September quarter of 1933 
For nine months net profit was $1,850,137 after charges 
and taxes, equal to $2.56 a common share, compared with 
$840,056, or $1.04 a share, in the first nine months of 1933, 
Earnings of non-consolidated subsidiaries are not in- 
cluded.” 

——— 
Woodstock Reports Progress in Present Year 
The Woodstock 


first eight months of 1934 the best net results in the history 


['ypewriter Company reports for the 


of the company. 

J. M. Hackney, vice-president in charge of sales, has just 
returned to the general offices in Chicago after a trip that 
took him to many parts of the country. He reports a spirit 
of optimism among the company’s branches which is jus- 
tified because of the results achieved. 

a ee 


Mr. Seely Receives Promotion 
In a recent issue of Office Appliances the announcement 
was made that Clem. W. Seely had been appointed sales 
manager of the Tisch-Hine Company of Grand Rapids, 
Mich. 
president of the company, stating that Mr. Seely has been 


Now comes a further announcement by Jay Oom, 


made general manager. 
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Mr. Seely says that considerable changes have been made 
recently in the Grand Rapids store, which has been re- 


arranged and improved, Alterations have been made in 





Clem W. Seely 


the store at Jackson, Mich., also with a view to improve- 
ment. 

A number of new lines have been added at all three of 
the Tisch-Hine stores—Grand Rapids, Jackson and Mus- 


kegon—and business, says Mr. Seely, is improving, 








EXCUSE US, PREARE 


Mr. Brainard’s Name Misspelled 
On page 35 of the October issue of Office Appliances 
appeared an interview with George C. Brainard, president 
of The General Fireproofing Company, concerning the lat- 
ter’s purchase of the aluminum chair department of the 








George C. Brainard 


Aluminum Company of America. In the article Mr, Brain- 
ard’s name was spelled with an “e” instead of an “a” and 
in one place his middle initial was referred to as “S” and 
in another as “F” instead of “C.” 

The errors are sincerely regretted. To Mr. Brainard 
we tender our apologies and to the trade we call attention 
to the correct spelling of the name George C. Brainard. 


—— 

Old “Idem Sonans” Trips Us Up 
What the lawyers call “idem sonans’”—meaning that two 
words have the same or nearly the same sound—was re- 
sponsible last month for an error in naming the head- 
quarters of the Nichols Products Company at Morristown 
instead of Moorestown, N. J. Remember—the address is 


Moorestown. 

The error occurred in an item on page 27 of the October 
issue bearing an illustrated description of the newest Tri- 
Point mechanical pencils. 

Our apologies. 





| 
| 
| 
| 
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The Guest Book 


Mr. Emil Lowenstein of the firm of Lowenstein & Kop 
pel, wholesale paper merchants of Berlin, Germany, and 
his daughter, Dr. Edith Lowenstein, gave us the pleasure 
of a visit on September 29. The principal object of Mr 
Lowenstein’s visit to this country was for observation of 
general business conditions, to visit some of the larger 
paper mills and paper specialty manufacturers, with th« 
expectation of making arrangements to secure agencies 
for some things that may have been especially adapted to 
the German market. The Lowensteins motored through 
parts of New England, New York state, across Canada to 
Detroit, thence to Chicago. 

Dr. Edith Lowenstein, who had spent a year or so at 


ne of the eastern universities, remained in Chicag 





take up sonie special work at the University of Chicago. 


O. J. Timberman, manager of the Joplin Metal Division 
Che Eagle-Picher Sales Company of Joplin, Mo., and Mrs. 
Timberman, in Chicago to see the great Fair, called upon 
us on October 1 Mr. Timberman, now past his tenth 
vear with the “Eagle-Picher” Company, was long con 
nected with the loose leaf division of the office equipment 
industry, having been a member of the sales organization 
f several leading companies. While in Chicago the Tim 
bermans renewed acquaintance with many friends made 
during their residence here. They were much impressed 
with the Exposition 

E. G. Harpold of Dameron-Pierson Company, New Or 
leans, La., called on October 4, accompanied by the well 
known father and son team, Joe Hildreth and Bill Smith. 
The purpose of Mr. Harpold’s trip was a vacation and a 
visit to A Century of Progress, but while in Chicago he 
took time to call upon some of the office supply manu 
facturers He reported that business was unusually good 
in New Or 

H. S. Walcott of The Harter Corporation, Sturgis, Mich., 
signed The Guest Book on the fifth. He was in town on 


eans and throughout the southern territory 


business, but took half an hour out of a busy day for a 
visit at the office of this journal. He was optimistic over 


the immediate business outlook 

G. P. Deitz, an alderman of the city of Milwaukee, siened 
Che Guest Book October 6. Mr. Deitz is well known among 
ypewriter men because of his activities in collecting vari 


sus makes and models of typewriters which he has gathered 


from many sources and turned over to the Milwaukee Pub 
lic Museun He was in Chicago for the purpose of en 
larging the collection to which he has given much time and 


considerable expense during the vear His idea came from 


the fact that Carlos Glidden and ( Latham Sholes in 
vented the rst commercially successful typewriter, later 
known as the Remington, in Milwaukee. They were Mil 
waukee men and many of their friends and descendants 
live in that ity 

Kenneth J. McArdle, managing editor of Canadian Busi 
ness, the magazine of the Canadian Chamber of Com 
merce, complimented us with a call on October 8 It was 


the writer’s misfortune to be away that day and thus be 


deprived of the pleasure of making personal acquaintanc: 
with Mr. McArdle and of the opportunity to get an ex 
pression of his views of general business conditions in 
Canada 

We consider “Canadian Business” one of the best edited 
journals whicl ymes to our desk The selection of it 
general articles and its presentation of current events in 
the realn f commerce reflect Mr. McArdle’s studious 
bservations and convincing interpretations 


Irving M. Levy of Art Steel Company, Inc., New York, 
YY \ signed The Guest Book October 9, taking a few 


inutes fron ting of manufacturers to pull our latch 
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string. He was accompanied by Elmer Krumwiede, his 
representative for the middle western states Although 
business developments necessitated a return by air, Mr 
Levy found time to see A Century of Progress. 

H. G. Frankel of Frankel Carbon & Ribbon Manufactur 
ing Company, Denver, called at the office of this journal 
October 10, accompanied by J. M. Lader and affixed his 
signature to The Guest Book. He expressed satisfaction 
over the increased volume of business his company was en- 
joying 

William Tonkin of Los Angeles, western sales manager 
of the Victor Adding Machine Company, looked in upon 
us on October 17. Coming to Chicago for a conference 
at headquarters, he had the satisfaction of bringing an 
order for two hundred forty-three Victors sold to one of 
the important western store chains, in the booking of 
which Winn D. Phillips, Victor agent in Oakland, took 
an important part. 

Mr. Tonkin’s Pacific Coast division includes the three 
coast states, and Idaho, Wyoming, Montana, Arizona, Utah 
and Nevada. Recent agent appointments in the territory 
are Royal B. Huntley for San Bernardino; Oral Tucker 
for Tucson, and Harry Tomkinson for San Francisco 
[wo new salesmen have been added to the force in Los 
Angeles, James Layton and Harry Miviayma, the latter 
a Japanese 

Mr. Tonkin reports a substantial increase in Victor busi 


ness and an encouraging outlook for the new year 


Oscar L. Gagg of San Francisco, more than twenty-five 
years ago treasurer of the Elliott-Fisher Company and 
later manager of the company’s office at New York, looked 
in upon us on October 17. It was a pleasure to renew the 
pleasant acquaintance of so long ago. For many years 
Mr. Gage has been connected with the banking business in 
San Francisco and is now employed by the San Francisco 
sank. In days gone by, Mr. Gagg possessed what was 
perhaps the finest and most comprehensive collection of 
fishing tackle and equipment, which we once had the pleas 
ure of seeing. There were cabinets of “flies,” reproduc- 
tions of insects which hover over some of the trout streams 


in this country, in England and in Japan. Amazing crea- 


tions of color and design. There were leather cases of 
jointed rods for all conditions of trout fishing, and all of 
the other accoutrement. There were great steel rods for 
wcean fishing. There were the rubber suit and “sou’west 


ers” for the open boat in the mulkellunge chase in foul 
weather. A drawer of knives for preparing fish and even 
two revolvers to end the career of the captive at the boat’s 
side. There were reels of many models and twists of lines 
made of many different fibres. Hooks and “patent” bait 

f many descriptions. 

The collection has now been scattered, but we recall 
some of the pleasure which Mr. Gagg had in getting it 
together, which is the chief satisfaction of all collectors 
if whatever thing. 

The principal object of Mr. Gagg’s trip east was to have 
1 visit with his brother in Milwaukee and to see the fair 
with which he has been very much impressed 

Fred C. Schaefer of St. Paul, salesman for the north 
west territory of the Sanford Manufacturing Company, 
signed The Guest Book on October 19 Mr. Schaefer was 


yn his way northwest from a swing around his territory 
which reaches as far south as Oklahoma, and things are 
looking quite a bit better. There is a willingness to mak 
the orders a little larger There is less dissatisfaction 
Many of the dealers have made substantial increases in 
their business and most of them are looking ahead with 
»ptimism, 

James E. Moir of The Brown Brothers, Ltd., wholesal 
and manufacturing stationers at Toronto, Canada, looked 
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in upon us on October 23. Mr. Moir brought a note of 


good cheer about general business conditions in Canada 
The stationery and office equipment business has been 


There 


past several months, while a look ahead 


given quite a bit of impulse. have been substantial 
gains within the 
stimulates hope for something still better to come. 

Mr. Moir’s trip to Chicago this time was in interest of 
general commercial stationers’ catalogue which is 
Ltd., and 


commercial 


a new 
now being formulated by The Brown Brothers, 
which it is expected will be adopted by the 
stationery trade throughout Canada. The catalogue will 
lines of the entire j 
Moir 


manufacturers who desire to cultivate the Canadian market 


standard range oft 


that 


embrace selected 


office utilities and equipment. Mr suggests 


may be interested in learning something of what is com 
prehended in the plan. Mr. Moir will be pleased to furnish 


the information to inquirers. 


John M. Lund of the 


pany, Oakland, Calif., 


Friden Calculating Machine Com 
Book Octobe r 27. He 
an extended business trip which was to take in 


signed the 
Was on 
many of the principal cities of the country. He was grati- 
fied by the reception accorded the Friden machines wher 


ever agencies have been established 
William R. Diehl of Th: 


Ohio, 
Octobe r 


Diehl Office Equipment Com 
pulled our latchstring on the 
The football 
Ohio State university at 
Evanston on the twenty-seventh lured Mr. Diehl from the 
job and Mrs. Diehl from her social and domestic activities. 
Ohio State, twenty-eight—Northwestern, six. Oh, 
The 


satisfactory 


pany, Columbus, 


twenty-ninth of game between 


Northwestern university and 


score, 
you Buckeyes! Strained vocal cords for the Diehls 
next day Mr. and Mrs. Diehl had a specially 
day at the great fair. Previous visits to the exposition had 
been as members of a party. On this trip they saw the 
particular things in» which they were interested and quite 
aside from the exhfbits, were tremendously impressed with 
On Monday, Mr. Diehl looked in 


upon some of hrs*old friends in the trade. 


Mr. Karl Lang of 


pleasure of a call on October 30. 


the general spe ctack. 


Kulinbach, Germany, gave us the 
Mr. Lang is a counselor 
of education in the Third Reich and is also chief or leader 
of the German Stenographic Association, the headquarters 
of which are in Kulinbach, with local societies in many of 
the cities throughout Germany and with a total member 
hip of 200,000 

Mr. Lang came over particularly to call upon some of 
the manufacturers of typewriters, adding machines and 
bookkeeping machines, with the idea of a brief study of 
the application of the various mechanisms to systems of 
accounting and to make some observations of general of 
fice practice and procedure, all in connection with his edu- 
cational work. He also visited a number of commercial 
Most of Mr 


schools Lang’s three weeks here were spent 


in New York. He had three days in Chicago, where he 
called upon the local branch of the Underwood Elliott 
Fisher Company and also visited A Century of Progress 
The ride west was broken by a stop at Niagara Falls. The 


return trip afforded a few days in Washington. 
Mr. Lang gave an interesting interpretation of the new 


order in Germany, which he said neither German indi 


viduals nor the German government recommend for adop 
The new philosophy, out of 


tion in any other country. 


which the new order has come, has its rootage, says Mr 
Lang, in German solidarity. One of its chief effects has 
been to eliminate class distinction once so strong in that 
country Industry in all of its divisions from agriculture 
up has been given new standing and a new spirit, reflected 
by all who participate in whatever capacity has been en 


Asa result of the new system, Mr. Lang visions 


ea nde r¢ d. 
Germany making even greater contribution to the cultural, 


57 
scientific and economic forces of the world than it has 
made in the past. Mr. Lang gave fine expression to what 
he considered the ideal of his country, 

Mr. Lang’s call was made the day the last form of the 
journal was put to press—too late for a portrait which 
will be presented next month. 

—_———_ 


Sketches of Two Acco Men 


On page thirty-five of last month's issue, brief announce 
ment was made of the appointment of Grenville Davis as 
sales manager of Acco Products, Inc., Long Island City, 
N. Y., and of William J. ( Bill) Boyd, for five years an 
\cco salesman in the New York metropolitan district, as 
district manager of the Middle-Western territory, with 
headquarters in Chicago. 

Mr. Davis graduated from the University of Chicago 


in 1923, and for a year traveled in Japan, China and other 























William J. Boyd 


Grenville Davis 


countries of the Orient, returning to Chicago in 1924 and 
Middle-Western 
In 1927 he joined the Acco sales force and has 


commencing work as a salesman in the 
territory. 
been with that company ever since, having been instru- 
mental in building its fine business in Chicago and sur- 
rounding territory. He made his headquarters in Chicago 
until called East on October 1 to take charge of the sales 
department. 

Mr. Davis is married and has two children. The family 
moved to New York as soon as the recent appointment 
was announced, 

Mr. Boyd, a'graduate of New’ York University, Class 
of 1927, joined the Acco sales force on leaving the uni- 
versity. For a time he had charge of Acco sales work 
in the Philadelphia territory, but since 1929 he has cov- 
New York metropolitan district. He was re- 
He is well known and liked in New York, 
and will be an able successor to Mr. Davis in the Middle- 


ered the 
cently married. 


Western territory. 

Office Appliances extends its sincere good wishes to 
both gentlemen, and expresses the belief that they will 
realize their expectations in their new positions, 

—__——1-— 
Trussell Manufacturing Company Adds to Plant 


The Trussell Manufacturing Company of Poughkeepsie, 
N. Y., has started the erection of an addition to the plant. 
The addition will cover an area of sixteen thousand squar« 
feet. 

The company is working nights now on account of in- 
creased volume of business generally and the rapid ac- 
ceptance of Wire-O, a wire-bound note book described 
on page twenty-eight of the October issue of this journal 

The addition will have modern equipment and will give 
the plant better and greater facilities for handling the 


business. 











MEE TINGS—CONVENT IONS—DINNERS 


Fifth District Stationers Meet 
The first 1934 meeting of the stationers of the fifth dis- 
trict of the National Association occurred on September 
14. The district comprises the states of Indiana, Mich- 
igan, Ohio, West Virginia and Kentucky. Sessions were 





C. W. Roth 


held at the Deshler hotel, Columbus, Ohio. At this meet 
ing fifty stationers from various parts of the district were 
present. The first event was a statement by Mr. Page ol 
the Central Ohio Paper Company with regard to their 
policies in merchandising. This is a wholesale paper house 
The discussion resulted in an appointment with John 
Ritchie of the Central Paper Association and the governor 
and lieutenant governors of the fifth district who will try 
to reconcile the different elements of the problem to the 


satisfaction of all concerned. 


Benjamin Kulp, president of the Wilson-Jones Company, 


gave a talk on the policies of his organization. He laid 
emphasis on the proposition that each large city in the 
district should form local associations and establish their 
resale prices. Each city has its own selling problems and 
no two may be alike. He stressed the fact that each large 
city should organize its own association first and then get 
the better of their individual problems 

On motion of Gus Weil of Woodrow-Weil-Stanage Com 
pany of Cincinnati, seconded by Harold Hampton of the 
Indianapolis Office Supply Company, it was unanimously 
resolved to organize an association to be known as the 
Fifth District Association of Stationers and Office Out 
fitters of Michigan, Ohio, Indiana, Kentucky and West 
Virginia; this association to have the present governor 


and leutenant governors as a board of directors \ mo 
tion was made to employ a paid secretary. This motion 
also was carried unanimously Each member of the dis 


trict association will be assessed $10 to carry on the work. 
On motion of Harry Koehn of Gregory, Mayer & Thom 
Company, duly seconded, all manufacturers and their rep- 
resentatives were excluded from the present and all future 
meetings 

The afternoon session was attended only by stationers 
and office outfitters 

E. H. Sell of Columbus stated that a safe company had 
changed its discount to thirty-five per cent f. o. b. destina- 
tion The convention was given to understand that all 
safe manufacturers were going to use the same discount. 
On motion, it was unanimously resolved that this discount 
will not be acceptable to the dealers who attended the 
meeting. Dealers are requested to write to their manu- 


facturers refusing to accept this discount. Dealers are re- 
quested to send copies of their letters to Governor C. W. 
Roth, 113 East Third street, Dayton, Ohio. 


A Milwaukee house manufacturing a well-known line of 
stationers’ specialties has set its discounts at forty per 
cent. The dealers at the fifth district meeting resolved 
unanimously that this discount would not be accepted. 

The filing supplies situation was next brought up for 
discussion. It was stated that these manufacturers early 
in August met in Buffalo and decided to allow stationers 
and office outfitters thirty-five per cent on all supplies 
f. o. b. destination. The fifth district stationers unani- 
mously voted that this discount would not be accepted, 
The district sent five representatives to the Buffalo meeting 
of supply manufacturers held on September 19 to protest 
against any such discount. 

Sulletin X48, which allows government, state, county 
and city offices to buy pencils and accessories at ten per 
cent above dealers’ cost was discussed and it was resolved 
that the dealers of the fifth district would not accept this 
business because it meant handling transactions at a loss. 

It was announced that the dealers will receive copy of a 
form to fill out from National headquarters on the cost of 


doing business 


Chicago Typewriter Dealers Elect Officers 
The annual meeting of the Chicago Typewriter Dealers 
\ssociation was held at the Medinah Michigan Avenue 
Club, Tuesday October 9. President Arthur B. Froehlich 





L. M. Albright 


turned the meeting over to J. P. Ward, Sr., who acted as 
chairman until the newly elected president took office. 

Following the discharge of certain routine business mat- 
ters, Nathan Rubenstein of the Addressing Machine and 
Equipment Company, New York, N. Y., was introduced. 
Mr. Rubenstein commented briefly on business conditions 
as he has found them in his travels about the country. 

\ committee appointed to prepare plans involving the 
revision of the constitution and by-laws of the organization 
presented its report in the form of a suggestion that the 
only change be a reduction of annual dues from fifteen dol- 
lars to ten dollars. No official action was taken on this 
suggestion 

Following a lively discussion on a price situation that 
had arisen in Chicago, a discussion which terminated in 
the appointment of a committee to make further investiga- 
tion and act in accordance with its findings, officers for the 
ensuing year were elected. L. M. Albright of Holbrook 
& Gibson, Inc., was enthusiastically elected president. T. 
J. Stack of the Stack Typewriter Company and Sam Har- 
ley of the Illinois Typewriter Company were unanimously 
re-elected vice president and treasurer, respectively. S. E. 
Harris of Peter Paul Mechanical Service was elected sec- 
retary. Subsequently Mr. Harley and Mr. Harris resigned. 
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Temporarily, W. W 
change, is serving as secretary and Elmer L. Young, Young 


Beutler, Typewriter Service & Ex- 


Office Equipment Company, is acting as treasurer. 
Immediately the Mr. Albright as- 

sumed the chair and led a discussion on the unionization of 

The discussion even- 


following election, 
office machine mechanics in Chicago. 
tuated in the passage of a motion to table the matter tem- 
porarily. This action was followed by formal approval of 
a letter sent to the business agent of the mechanics union 
by A. B. Froehlich prior to the meeting to the effect that 
the association could not take action until the typewriter 
manufacturers had done so. 

Albright called for 
Froehlich 


Just before adjournment, President 
a rising vote of thanks to Past President A. B 
for his excellent and untiring service to the association 


during his tenure of office. 


<nestissiahilttecaad 
Rhode Island Stationers Meet 

At the annual meeting of the Rhode 
Association held at Providence on October 3, 
Dolliver was re-elected president. Mr. Dolliver is 
ciated with the Providence Paper Company. Walter Wil- 
son of the Preston & Rounds Company, Providence, was 
Agronick of the Capitol 


elected secretary 


Stationers 


Walter R. 


Island 


asso- 


elected vice-president, and Al. 


Stationery Company, Providence, was 
and treasurer. 

The retiring vice-president, H. R 
member of the National 


Association, and Benjamin 


Spooner, has been ap 


pointed a Policy Board of the 
National 
retiring secretary and treasurer, is chairman of the Code 
Authority for Rhode Island and Southern Massachusetts 

The members of the 


more social get-together meetings this year than hereto 


Stationers Agronick, 


association have decided to have 


fore 


—~— 
Stationers Square Club Celebrates Members’ 
Birthdays 


regular monthly meeting of the Stationers Square 


The 


Club, New York, was held on Thursday night, October 18. 
follow- 


\ feature of the meeting was a celebration for the 
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ing members whose birthdays occur in October: Ben Kohl, 
Paul Buckwalter, Bent T. Sandner, Louis Levy, Irving M. 
Levy, Samuel Sandman. 


——_.g——— 
Philadelphia Office Managers Meet 
The Philadelphia Chapter of the National Office Manage- 
ment Association held its first monthly meeting of the 
1934-35 season on the evening of October 11 at the Hotel 
Adelphia. Many members and guests were present. 
Morris E. Leeds, president of Leeds & Northrup Com- 
pany, spoke on Reserves for Unemployment. 


——  ———_—_--— 
Globe-Wernicke Sales Executives Participate in a 
Three Day Conference 

Globe-Wernicke sales executives from all parts of the 
United States gathered in Cincinnati for an important con- 
vention conducted at the factory October 5, 6 and 7. The 
conference permitted managers of the various wholesale 
branches and territories an opportunity to meet the new 
directors and officers of the recently reorganized Globe- 
Wernicke Company. 

At the meetings the men learned of the splendid progress 
made during the past year, of improvements in products, 
and heard plans for a considerable enlargement of the 
company’s activities during the remainder of 1934 and in 
1935. 

A dinner was given in honor of the sales force by the 
new directors. J. J. Rowe, president of the Fifth-Third 
Union Trust Company, P. E. Kline, vice-president, First 
National Bank, and other directors gave optimistic talks 
about the future for the rehabilitated Globe-Wernicke Com- 
pany. They assured the organization that the new man- 
agement, which had made such a splendid showing the 
past two years, would be given a free hand and ample 
financial resources to carry out a program for enlarging 
sales activities. 

A feature of the dinner was the presentation of testi- 
monials from sales and factory executives to F. H. Kunkel, 
former receiver and trustee, who is also a director of the 
new company, and to J. S. Sprott, president. 





Giope-WERNICKE WHOLESALE Brancu MANAceRS AND Territory Sates Executives in Conven- 
TION AT CINCINNATI, OcToper 5, 6 AND 7, 1934, 


Left to right, front row: C. W. Hoover; 
Claud Allen; D. B. Morrow, vice-president; 
J. S. Sprott, president; H. H. Wittstein, vice- 
president; F. A. Schmitz, vice-president, and 
H. J. Warnock. 

Second row: G. J. Handorf, W. S. Plant, 
J. B. Hibbard, D. T. Ryce, T. O. Cole, J. Cal- 


lanan, and J. T. McLaughlin. 

Third row: P. D. Carr, G. S. Long, A. S. 
Wright, J. E. Blaine, Jr., J. N. Roberts, Jr. 
and Donald Walker. 

Back row: A. R. Frey, W. F. Gammage, C. 
Yeager, L. Haas, C. W. Hamilton, J. Van Natta, 
H. C. Anderson, M. O. Dure, and G. Vosmer. 
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Chicago Office 


The annual ing of the Office 
Association t cag was held at 
Avenue Club or riday evening, Ox 
pleasant participation in libations in 


the members 


assembled partook of 


the 


Appliance Managers Elect Officers 


\ppliance Managers 

Medinah Michigan 
tober 12. Following 
honor of Ganymede, 


a delicious meal prior 


to the official opening of the meeting by A. E. Blackstone 
at 8&8 o'clock 

As his “Swan Song” as retiring president, Mr. Black 
stone briefly reviewed the work of the association during 
the past yea 

Che following slate of officers, nominated by the board 
of control of tl issociation, was unanimously approved 

President, J. B. Ward, Addressograph Division of the 
\ddressograph-Multigraph Corporation; vice-president, 
W. D. Lawrence, Felt & Tarrant Manufacturing Com 
pany; secretary-treasurer, H. E. Shifflette, Marchant Cal 
culating Machine Company, and members of the board of 





ymcluded by 





H. E. Shifflette 





ne Sales ( orporation 


ann Company 
made a vraceful little 


Suggesting a 


J. B. Ward 
ntrol, A. I Blackstone, Dictay 
and William Eismann, Nelson-Eisn 
Mr. Ward assumed the chair and 
speech of acceptance. He c 
round of applause for Mr. Blackston« 
Mr. Lawrence and Mr. Shifflette | 


to Mr. Ward's invitations to make 
I Mr. War 


Under the uidance of 


woth responded briefly 


a few remarks 


d, a lively discussion 


ensued in w many subjects of importance to members 
of the ass ition were mentioned More than enough 
ideas for the entire program for the coming year were 
iffered 

} B | pre sident and general manager of the 
Marchant Calculating Machine Company graced the meet 
ine with |} presence Mr. Jessup, who was in Chicago 
for a short time while enroute to the New York Business 
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Show, had 


the 


proved himself a master of the art of repartes 


during earlier part of the evening. He was called on 


by President Ward near the close of the meeting and 
offered some wise counsel from his fund of experience in 
the office appliance industry. 

Just before adjournment, all those present responded 
enthusiastically to a suggestion that William Eismann, 


retiring secretary-treasurer, be accorded a round of ap 


plause as a token of the esteem of his fellow members 


ae 
Stationers Golf Association Holds Annual Meeting 

The New York Stationers Golf Association completed a 
season of activity at the Richmond County ( Club, 
Dongan hills, Staten Island, on October 9, when they held 


ountry 


their eighteenth annual meeting and the final tournament 
of the The 
luncheon, the various groups got off to play in 


for the 


Following 
the 


season turn-out was very large 


final 


competition season’s cups, returning for dinner at 


six o'clock at the club. 

The winners were: Class A, Eberhard Faber cup, Lou 
Carll; Class B, the president’s cup, D. Davies; Class C, 
Harry Yager’s cup, Joe Hillebrand. 

Che following officers were re-elected for 1935: Presi 
dent, A. Bainbridge; vice-president, L. H. Tavernier; 
secretary-treasurer, Fred G. Huber. Directors: Eberhard 
Faber, chairman of the board; J. E. Neary, W. G. Whitte 
more, R. J. Urmston, Julius Kahn, L. Schmidt, R. Weissen 
born, J. Kemp and Donald McLeod 


- oe = 
“Silent Smith” Lauded by L. C. Smith Salesmen 
| he 


rganization of L. ¢ 


new “Silent” L. C. Smith was introduced to the sales 
Smith & 


held in 


Inc . 
the 


on 


Corona Typewriters, 
meetings various centers throughout 
At the Commodore hotel, New York ¢ 


Hurlbut W. Smith, president, and Elwyn L 


through 
country ity, 


September 15, 


Smith, assistant to the president, unveiled the new Silent 
Model L. C. Smith typewriter to the gaze of the New York 
and Newark salesmen. The introduction of the new model 
was preceded by a luncheon 

President Smith outlined the company’s plans for the 


Model Smith 


shown to the 


yroduction and advertising of the new Silent 


and of the Silent Corona portable heretofor« 


organization 


Elwyn L. Smith described at some length the construc 


tion and mechanical features embodied in the new machine, 
the operation of which is expressed in the words, “Silence 


without sacrifice.” 


The members of the sales organizations represented at 
the meeting expressed enthusiastic approval of the new 
machine 

Branch Managers Francis E. Van Buskirk of the New 





Smith-Corona New York and 


Newark Sales Staffs at 


a Meeting at the Hotel Commodore, New York, September 


15.—Among those who attended this unveiling of the “Silent Smith” typewriter were President Hurlbut W. Smith, 


and Assistant to the President 





Elwyn L. 
kirk of the New York office; Manager L. L. 


Smith from the home office of the company; Manager Francis E. VanBus- 
Allen of the Newark branch, and Field Representative T. D. DeWitt 


of New y ork. 
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Group oF DistripuToR SALESMEN ATTENDING A TEN Day INTENSIVE TRAINING COURSE IN THE 
MANUFACTURE AND SALE OF YAWMAN AND Erste Systems, SYSTEM Service aNp Orrice Equipment 


aT Rocuester. A Brier 


ArnticLe REGARDING THIS Course AppEARED ON Pace 118 oF tHe Ocro- 


BER Issue or Orrice APPLIANCES. 


Front Row—G. E. Maybury, Barnsdale Print- 
ing Company, Bradfold, Penna.; Paul Kirby, 
Pfleeger Business Equipment Company, Utica, 
N. Y.; Ted Fritsch, 5. G. Adams Company, 
St. Louis, Mo.; J. W. Barton, Young & Selden 
Company, Baltimore, Md.; A. Farrell, Charles 
Ritter Company, Mansfield, Ohio. 
Second Row—L. Snyder, “Y and E”; T. W. 
Yaple, Harry L. Morgan Company, Columbus, 
Ohio; F. Baker, “Y and E”; T. O. Harvey, E. 
Szafir & Son, Beaumont, Texas; Wm. Shaw, 
Young & Selden Company, Baltimore, Md.; 
S. J. Cox, R. H. Hill Company, Troy, N. Y.; 
M. C. Bair, Office Supply & Equipment Com- 
pany, South Bend, Ind: R. Hopko, Gambles 
Office Supply Company, Waukesha, Wis. 
Third Row—R. B. Williams, “Y and E”; C. F. 
Myers, Jr.. Myers Office Furniture Company, 
Kansas City, Mo.; Paul Hooker, Decker Bros., 
LaFayette, Ind.; A. H. Pembroke, Pembroke 


Allen of the Newark office, re 


in business during the first 


York City office, and L. L 
ported an appreciabl 
half of 


increas¢ 


September and predicted large sales of the new 


machine, 
~~ 
J. S. Staedtler, Inc. Advertising Plan Wins Award 
\ board of judges chosen by the direct Mail Advertising 
\ssociation has selected the direct mail advertising cam 
S. Staedtler, Inc., 
York City, as one 


ing direct mail campaigns of 1934. 


pencil manufacturers, 
of the 50 lead 


paign used by J 
53-55 Worth street, New 


\ certificate of award will be presented to R. J. Urm 


ston, president of J. S. Staedtler, Inc 


Staedtler’s campaign was subdivided into several sep 


arate programs, one reaching their customers, another 
their inactive accounts, another prospective customers and 
still a fourth, to help their dealers sell their pencils 

Chis campaign, together with those of several leading in 
dustrial concerns, automobile manufacturers, a life insur 
ance company and other winners, was first displayed at the 
recent Direct Mail 


becomes an integral part of a series of regional conventions 


Advertising Conventions in Boston, and 


displayed by every 
United States 
talks on 


business 


to be held in fifteen cities. It will be 


advertising club in the major cities of the 


and Canada, and will be used to illustrate sales 


promotion in colleges, universities and schools 


throughout the country 
> 
Joe Hildreth Back from Alaska 


Joe H. Hildreth of the Esterbrook Steel Pen 


turing Company, Camden, N. J., recently returned from an 


Manufac 


celebrate his seventy-first birthday 
trip by his brother, Walter 


\laska trip in time to 


He was accompanied on the 


Company, Salt Lake City, Utah; R. R. Baird, 
L. W. Holley & Sons Company, Des Moines, 
lowa; K. H. Hersey, Decker Bros., Anderson, 
Ind.; L. F. Cosgrove, J. S. Barnett, Waco, 
Texas; J. H. Cude, Stewart Office Supply Com- 
pany, Dallas, Texas; G. B. Boatwright, Baugh- 
man Stationery Company, Richmond, Va.; B. 
W. Stephens, Paxton Typewriter Company, 
Bloomington, IIL. 
Fourth Row—W. Cassady, “Y and E”; E. A. 
Barley, Jr.. Chas. Rosner Company, New- 
burgh, N. Y.; David W. Duffield, Manager of 
Educational and Advertising Departments, 
“Y and E”; Harvey P. Rockwell, Manager 
Agency-Dealer Department, “Y and E”; B. 
Kittrell, Columbia Office Supply Company, 
Columbia, S. C.; Bill Goff, Madison, Wis.; A. 
McGinty, Godwin Stationery Company, Bir- 
mingham, Ala.; W. Weihe, 8. G. Adams Com- 
pany, St. Louis, Mo. 


Hildreth, of the Keuffel & Esser Company. They wasted 
no time, as is evidenced by the fact that they 


6,991 miles from the day they left Chicago on August 3 to 


covered 


their return on September 10 

They wonderful country. That it 
once known as “Seward’s Folly” is today amusing, because 
when Secretary of State William H. Seward paid Russia 
Uncle Sam’s dollars, the im 


rediscovered a was 


seven and a half million of 
mense tract was thought to be a land of snow and ice 
inhabited by Eskimos and to be of little value. How many 
times Alaska has since repaid her purchase price has never 
Gold by the millions comes from Alaska 
there are incredible amounts of canned salmon, 
Lack of space forbids 
form 


been estimated. 
every year; 
fish oil and many other products 
their enumeration. Cattle and agricultural products 
no small part of the territory’s wealth 

The Hildreth brothers Ketchiken, 
Wrangel, Juneau, Skagway, White Horse, Dawson, Fort 
Arctic Circle; Fairbanks, 


visited Archangel, 
Yukon, seven miles north of the 
Anchorage and Seward, then back to Seattle and home. 
They had a wonderful time and brought many pictures 
Incidentally, twenty-five cents is the standard minimum 
coin, we are told, and the prices on restaurant menus read 
like a New Dealer's happy dream. 
~>— 
Pearson to Manage Muncie Branch for Royal 
D.V 


the Muncie (Ind.) factory branch salesrooms of the Royal 
Neely 


Pearson has been a resident of Muncie 


Pearson, formerly of Des Moines, la., will manage 


Typewriter recently established in the 
building there. Mr 


having been connected with the sales de 


Company 


for some time, 


partment of another company.—EB 
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Belote Managing Dan Mohr Business 

The management of the office supply business of the late 
Dan Mohr at Ada, Ohio, has been undertaken by Dyoll Be- 
lote, formerly of Ashland. This business was continued by 
the family after Mr. Mohr’s demise, but since his passing 
there has been no traveling representative. Mr. Belote is 
now the sole representative of the Mohr business in the 
field, covering the large territory formerly traveled by Mr 
Miss Ruth 
charge of the Ada business, as office clerk and bookkeeper 
in the Mohr store 

Mr. and Mrs. Belote have moved from Ashland to Ada, 
making their home at the Mohr residence, 505 North Gil- 
Mrs. Belote is a sister of Mrs. Dan Mohr, and 
with her husband was often a vacation visitor at the Mohr 


Mohr, as well as other sections Hursh is in 


bert street 


home 
—__<g———_ 





Impressive Display of Carter Drawing Materials in a Window of 


One of the Horder Stores in Chicago..-Among the many items 
shown were inks, brushes, pens, cover papers, mat board and 
other supplies. The principal background of the display con- 
sisted of a large card with wings featuring a color chart in the 


shape of a fan. 
——— ~<o> - 

Trade Interested in Indiana Tax Reduction 
Indications that the entire Indiana trade is to become 
interested in a tax reduction program at the coming session 
of the Indiana legislature are seen in preliminary moves by 
This is about the trade as a whol 


leaders first time the 


has become interested specifically in tax reduction meas 


ures. Leaders contend the Indiana situation has reached 
a point when a lot of other legislative moves must become 
subservient to tax reduction. As it stands now taxes col 
lected annually, of which the trade pays a substantial part, 
are twice what they were during the war 

Che general movement provides the unity of all tax re 
duction groups behind a single state-wide tax revision pro- 
that $1.50 tax 


repeal the gross income tax entirely and enact a new tax 


gram would strengthen the rate limit law, 


to raise revenues for the state general fund and the school 


system 
Che trade is being asked to support wholeheartedly bills 
now being prepared for introduction in the General As 


sembly covering the following points: 


1. An absolute limit on property tax rates of $1 on each 


$100 valuation in rural sections and $1.50 in cities and 


towns, with the proviso that these limits could be exceeded 
only for payment of interest or principal of public debts 
already contracted, or by 


2 Repeal I the 


a majority vote of all taxpayers 


Indiana gross income tax law 


of 1 per 
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cent for all retailers and one-fourth of 1 per cent for all 
jobbers and manufacturers. 

3. Enactment of a 3 per cent consumers’ tax on all prod- 
ucts except foods, fuel, ice and gasoline. 

4. Reduction of the state’s 4-cent a gallon gasoline tax 
to 2 cents, which would make a total of 3 cents a gallon, 
including the l-cent Federal tax. 

5. Reduction of automobile licenses to a flat $3 rate a 
year.—EB 


—_——<>__ 


Mrs. Mitchell and the Big Fish 
The illustrated yarn of Mrs. Charles L. Mitchell's expe- 
riences in hunting trout with musky bait in Colorado last 
summer, appearing not long ago, is stoutly defended by the 
wife of the governor's aide. 
“One never knows what lurks on the bottom of a lake,” 
Mrs. Mitchell says. 


were rowing on 


“A few years ago my husband and | 
Pine lake in Wisconsin 
was trolling a line and spinner 


Just for fun | 
Never expected to snag 
anything but the pole, line and bait were a 
rowboat equipment. All of a 


part of the 
sudden | felt a tug I 
pulled in. The hook was caught on something I couldn't 
budge. I thought it was a sunken log and asked Charles to 
turn the boat around and see what could be done about 
it. In a few moments the ‘log’ began to move, and then 
| knew I 


northern pike about thirty-six inches long. 


had something. It turned out to be a great 


We had no 
knife or gaff or gun, so we dragged him in over the side 
of the boat. Then the big scramble began. Charles nearly 
knocked the bottom out of the boat trying to kill that fish. 
Finally I sat on him—the fish, not Charles. It was the 
It all goes to show that one 
Who knows 


but what a wall-eye pike or a tuna might snap at the bait 


biggest fish we ever caught. 
must be prepared—even in a trout stream 
out there in the mountains? Funnier things have hap 
pened,” 

All of which goes to prove that lucky is the husband 
Ethel Mitchell! 


Topeka Daily State Journal, October 7, 


who has a wife like Under the Whisper- 


ing Willow, The 


1933 
—_>-— 
New Store in Hoquiam, Wash. 
George Stirling has recently moved his Stirling’s Sta- 


tionery Store to new headquarters in the Grayport Build- 


ing, 721 Simpson avenue, Hoquiam, in Gray’s Harbor, 


Washington. Expanding business at the previous location 


on 8th street, and confidence in the continued upward 
trend, made it necessary to move to larger quarters, where 
more office supplies, stationery and allied lines are fea- 
tured.—_CML 


a ee 


A New Book of Useful Formulas 


\ little book, coat-pocket size, containing sixteen pages 


exclusive of manila covers, Conver 


Tables.” 


be converted into pounds, shillings and pence, and 


is entitled, “Hawley 
sion By the use of these tables, dollars and cents 
may 
vice versa; kilos may be converted into pounds and pounds 
into kilos; and pounds avoirdupois may be converted into 
long tons and back again. There is a chapter on general 
information which gives much useful data about distances 
from various places to other places. The counties of Great 
listed 


available on the subject of populations 


information is 
The book is in- 
tended to retail at fifty cents per copy and is now on sale 


Sritain and Ireland are and much 


at ten of the principal stationery stores below Cortlandt 


street in New York City. It may be ordered from the 
copyrighter, H. W. Hawley, 692 Ridge street, Newark, 
N. J 
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W. J. Ruys Managing Director Ruys’ 


Handelsvereeniging 
Word comes from The Hague that W. J. Ruys has been 
elected managing director of Ruys’ Handelsvereeniging. 


Mr. Ruys recently returned from Netherland Indies, where 


for many years he had been manager of the associated 
concern, Ruys’ Handelsvereeniging voor Indié. 

The managing directors of the parent company are now 
\. W. van der Heiden, J. A. Ruys and W, J They 
managing directors of the East Indian company. 

0 
Tear Gas in Imitation Fountain Pens 


Bandits, with imitation fountain pens filled with tear gas 


Ruys. 


are also 


instead of ink, were the subject of a warning uttered late 
in October by the police of Seattle, Wash. 

That the practice of carrying tear gas in imitation foun- 
tain pens that cannot be distinguished on sight from the 
real article, is becoming common among certain types of 


Police Inspector Ralph W. 


Department, who has issued 


criminals, was pointed out by 
Olmstead of the Seattle Police 
orders to all his men not to consider a prisoner disarmed 
until his fountain pen has been examined. 

The use of tear gas at close quarters is always a source 
of much pain, and permanent blindness sometimes follows 

CML ———_.—_—__—_ 

Kress Store Enlarges Space 

Representing a large retail outlet for stationery, inks, 
and a large amount of smaller office 
plies, the S. H 


Seattle, 


lines and school sup- 
Pike 


has augmented its space and stocks, holding a pub- 


Kress store at Third and streets. 


lic reception with music and demonstrations late in Oc- 


tober, at the completion of an extensive remodeling and 


enlargement which furthers the prestige of the 


establishment.—CML 


program 


~ 

Hotel Red Book Lists Chain Hotels 

Che Hotel Red Bo 
hotels All 


listed, with name of principal executive 


1k has just issued its annual list of 


chain groups of hotels of two or more are 


officer and head- 
quarters location. The chain systems listed this year num- 
ber 88 as compared with 94 in the 1933 edition. 


ber of hotels listed is 698 as compared with 692 in 1933. 


Total num- 


This would seem to show a trend in favor of fewer hotel 


systems with a larger number of connected units. 


(24 a —— 


Room in the Chamber of Commerce of Barcelona, Spain, During the Recent Speed Typing Contest 
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The American Hotels Corporation leads the list in num- 
ber of units with 42, followed by the Knott Hotel Corpora- 
tion with 32 units. There are 8 Chains with 20 or more 
hotels. 

The publication is available at $1 per copy from the Hotel 
Red Book, 221 West Fifty-seventh street, New York, N. Y. 
a 
St. Louis Stationers Meet at Belleville, Ill. 

The Stationers Association of Greater St. Louis met re- 
cently at Belleville, where dinner was served in the Elks’ 
Club, followed by a regular monthly meeting in the grill 
Western Brewery Company. Twenty-six 
members were present. M. T. Weingaertner was a com- 


room of the 


petent master of ceremonies. He is associated with the 
Egyptian Stationery Company. 

This was the first meeting the St. Louis stationers has 
held outside the city for many years 

a er 
Bartens Injured in Auto Wreck 

A. J. Bartens of the Shallcross Printing and Stationery 
Company, St. Louis, was painfully injured in an automo- 
Mrs. Bartens, who is 
convalescing in a hospital from a severe illness. Both are 


bile accident while en route to visit 


recovering nicely, 
-- --  ———- —— 
Underwoods Prove Speed in Spain 

A few months ago a typewriter company in Spain or- 
ganized a speed competition for stenographers, giving it 
wide publicity. The highest speed attained by any con- 
testant, namely, seventy-nine words a minute, was espe- 
cially advertised. 

In response to this challenge, Guillermo Truniger, Un- 
derwood dealer for eastern Spain, arranged another con- 
test to be held in Barcelona during a “Contest Week” in 
that city. Prizes of more than 1100 pesetas and good pub- 
licity drew so many entrants that, even though the Cham- 
ber of Commerce donated the use of its large banquet hall, 
the event had to be run in The winner, 
Senorita Carmen Alonso, an Underwood operator, made a 
net score of ninety-three words per minute, while the win- 
ner of fourth prize equaled the best speed of the other 
contest, 

Several other Underwood users made fine records. 


four sections. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Stationers Association 








OFFICERS: 
Harry A. Morgan, Stationers Corporation, Los Angeles, Calif., president; R. A. Maish, Dennison Manufacturing Company, 


Framingham, Mass., vice-president and chairman, manufacturers’ division; B. ]. Bristoll, Koch Brothers, Des Moines, lowa, vice- 
president and chairman, office furniture and office outfitters’ division; R. C. Moore, Columbia Ribbon @ Carbon Manufacturing 
Company, Kansas City, Mo., vice-president and chairman, field division; ]. O. Davis, Miller-Davis Company, Minneapolis, Minn., 
vice-president and chairman, manufacturing stationers division; Edward Wobber, Wobbers’, San Francisco, Calif., vice-president 
and chairman, distributors’ and wholesalers’ division; William E. Stockett, ]r., Stockett-Fiske Company, Inc., Washington, D. C.. 
treasurer; Woodson P. Waddy, Everett Waddey Company, Richmond, Va., auditor; C. P. Garvin, Washington, D. C., secretary 

and general manager. 


Regional Governors and Retail Directors 


No. 1. A. F. Rebhan, Blake pany, Dayton, Ohio, Gov- 
& Rebhan Company, Bos ernor. 
ton, Sass. Governor. No. 5. Edwin I. Baer, 

No. 2. . E. Van Natta, Baers’, Canton, Ohio, Re- 
Ithaca, N. Y., Governor. tail Director. 

No. 3. John A. Brown, J. No. 6. D. S. Hansen, Carl- 


son Brothers, Moline, IIl., 
Governor. 


R. Weldin Company, Pitts- 
burgh, Penna., Governor. 


No. 3. J. P. Moriarity, E. No. 6. M. A. Bredesen, 
Morrison Paper Company, Bredesen Brothers, Beloit, 
Washington, D. C., Retail Wisc., Retail Director. 

) ° 
sane No. 7. L. W. Hamm, The 
No. 4. G. P. Campbell, T. Pierce Company, Fargo, 


H. Payne Company, Chat- N. D., Governor. 


tanooga, Tenn., Governor. 


No. 7. G. W. Trapp, Curtis 
No. 5 Cc. W. Roth, Roth 1000, Inc., St. Paul, Minn., 
Office Equipment C om - Retail Director. 


General Offices and Information Bureau 


First Regional District Meets 
The meeting of Regional District No. 1 of the 
Association was held October 15 at the 


National 
Stationers Hotel 
Kenmore, Boston 

At 11:00 A. M., the New England code committee held 
a meeting with members of Maine, Merrimac Valley, Wor 
cester county, Rhode Island, Connecticut Valley and Bos 


with George Pratt as chairman 








ton code committees, 
\fter luncheon, the meeting opened for business with 
4. F. Rebhan 
an address of welcome by A. F. Rebhan, governor of the 


first district 
Pratt, president of the 
Chur 


ociation, presented 


Georg Boston Stationers Asso 
Bengston, president of the Connecticut 
Pratt out 


committees, and 


ciation, and 
Valley Ass 
lined the 


greetings Mr. 
activities proposed by the code 
was followed by Charles P. Garvin, general manager of 


the National Association, who spoke on the 
subject, What to Expect from the Codes 

H. Brooks Crosby of the Thorp & Martin ¢ 
presented A Plan to Increase Profits. Then fol 


an hour of open discussion, at the end of 


Stationers 


ompany 


Detinite 


»wed which 


i 





No. 8. C. M. Meyer, Bur- No. 11. James S. Ball, Kil 
ag Inc., Kansas ham Stationery & Printing 
City, o., Governor. Company, Portland, Ore., 

Governor. 

No. 8 John Ford, Jr., 


Peterson Litho & Printing No. 12. W. F. Johnston, 
Company, Omaha, Neb., Schwabacher-Frey Com- 
Retail Director. pany, Los Angeles, Calif., 


Governor. 
No. 9. P. T. Pearce, The 
Cargill Company, Houston, No. 13. J. S. Luckett, Luck- 
Tex., Governor. ett Loose Leaf, Ltd., To- 
ronto, Canada, Governor. 
No. 9. W. C. Northern, 


Stafford-Lowden Company, No. 14. A. J. Kerin, Tower 
Ft. Worth, Tex., etail Brothers, New York, 
Director. Y., Governor. 


No. 10. E. Frank Winfield, No. 14. Henry Frank, Henry 
Winfield’s, Grand Junction, Frank, Inc., New York, 
Colo., Governor. N. Y., Retail Director. 


525 Investment Building, Washington, D. C. 


the subject, Value of “Dealer With Dealer” Cooperation 


was presented by Robert Saltmarsh of the Hutchinson 
Book Store, New Bedford, Mass.; Elmer Pape, Adkins 
Printing Company, New Britain, Conn.; Walter Dolliver, 


Providence Paper Company, Providence, R. LL, and R. P 


Todd, Thorp & Martin Company, Boston 


Wallace Lovett, president of the Standard Diary Com 
pany, told How the Manufacturer Can Help the Dealer. 

Fred Salmen, manufacturers’ representative, spoke on 
The Manufacturers Salesman’s Cooperation, and Waldo 


Rice, president of Adams, Cushing & Foster, discussed 
What Cooperation the Wholesaler Can Offer 


The question, Does the Dealer Have Cooperation from 


the Manufacturer and Wholesaler, was covered by John 
F. Molloy of Meriden, Conn 
Che last subject on the program was How the Dealer 


Salesman Can Increase the Profits. This was presented 


by R. P. Packard of Groom's, Boston, 


At the dinner, which began at 6:30 P Rob 


Hon 
Middlesex 


M., the 


ert T. Bushnell, former district attorney ol 
County, spoke on Democracy in Danger. Charles P. Gar- 
vin, general manager, gave a rousing address 

It will be noted that the foregoing addresses were 


largely devoted to the subject of cooperation 
that have found in the 


it is within the 


Governor Rebhan states they 


first district that power of the traveling 


salesmen to correct many of the shortcomings of the 


dealers in the district, which is thoroughly 
is working toward a degree of cooperation which will make 


rrvanized and 


it one of the strongest organizations in the industry 
Sub-code 


sections and through the cooperation of all of these groups 
Individ 


committees have been formed in six or seven 


it is expected to correct many unfair practices 


little, but with the 


ually the dealer can accomplish very 


group organized, it should be possible to 
district over the 


accomplish much 
progress 
work ot 


numbers 


Mr. Garvin congratulated the 


it has made Mr. Pratt was instrumental in the 


group which 


organizing the code committee, 


about forty-five to fifty members 
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Because of its three great economies, the 
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Hensiestts | Mimeograph process has won its place in 




























































| the world. (1) Economy of speed, (2) econ- 
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manship—these three things have made the 
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Mimeograph a truly important factor in busi- 


























ness and educational advancement. It serves 









































because it saves. And it does finest duplication 
































of all kinds of forms, letters, charts, bulletins, 



































eraphs, ete., when its most modern improve- 






























ments are used to their full capacity. The same 





























wizardry that produced the Mimeograph itself 










































produced also the stencil paper and the ink. Get 



























latest information concerning improvements in all 


three. Write A. B. Dick Company, Chicago, or see 












PSeseeeeseces 
pene 


peeeeeearen: 
+ pees 


eT. 
eeeeeeenes 

PSSSSESES SS SSES Ee 

PSeSeeeeeeeses 






a - «seeeeeet 
i. 


your classified telephone directory for local address. 


SN 

= MINEQGRAP TI 
$44 + 4 + that te 
eee 















































Hicns®. 


ESAS AAA ASEAN AAA AAAAAAA4 ot tht th thetic teeter 
SO SE SOS SS EOE ES SONS 6 OS 6 88 8 505085 O88 5888 SESS Ses ® 


+ 
s 
ss 
+4 















































BARES H AEH EEE E4 4 EHH + tt EEE EEE + +4444-+4-4-+4 64 +444 6 +4 44 +444 








IS SSSS STS SESS ES Ses: 





66 












JUST AS A MAN 


utterly sure of his record 
wouldn’t be afraid, if nec- 
essary, to identify himself 
so individually, so 











* we do not fear 
to watermark each 


PANAMA 


non-fading 


CARBON 


and to emboss each 


PANAMA 


harmonizing 


RIBBON 





We are proud of the 

responsibility : you'll 

be tickled at the results. 
MANIFOLD SUPPLIES CO. 


188-190 Third Avenue 
BROOKLYN, N. Y. 
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Code for the Adhesive and Ink Industry 

The Code of Fair Competition for the Adhesive and Ink 
Industry was approved on September 19, 1934. As defined 
in the Code, the Industry includes the Adhesive Division 
engaged primarily in the manufacture of bulk adhesives 
other than animal glue for industrial use, and the Ink Divi- 
sion engaged in the manufacture of small packaged adhe- 
sives as well as of writing inks. A considerable part of the 
adhesive division is closely connected with the tapioca dry 
products industry; another part is related to the corn starch 
and corn dextrine industry. 

The code establishes an eight-hour day and a forty-hour 
week. Employees are permitted to work overtime not to 
exceed sixty-four hours in any twenty-six week period. 
Time and a third must be paid for hours worked over the 
eight-hour day or the forty-hour week. Exceptions to the 
maximum hours noted occur in emergency 
Managers, executives, tech- 


maintenance 
or emergency repair work 
nical men, etc., earning not less than $35 per week are also 
excepted. The exceptions include outside salesmen and 
watchmen, the latter having a basic work week of fifty-six 
hours. A minimum wage of forty cents an hour is estab- 
lished for all employees except those engaged in light and 
non-hazardous occupations, who shall receive thirty-two 
and one-half cents an hour. Office and clerical employees 
shall receive a minimum of fourteen dollars and office boys, 
laboratory boys and messengers shall receive a minimum 
of twelve dollars a week. 

Article I states the purposes of the Code Article II 
gives definitions, including inks and small packaged adhe- 
sives sold for use on desks, in homes or schools—not for 
Marking devices and printing inks 
The other sections of Article 


industrial purposes. 
are excluded from the cod 
II define “Member of the Industry,” 
ployer,” and “Act,” “Administrator,” and 
Article III defines maximum hours of labor and exceptions 


thereto as already given, adding firemen and engineers, 


“employee,” “em- 


“President.” 


whose maximum is forty-four hours per week, with time 
and a third for overtime, and chauffeurs and delivery men, 
Article IV contains 
substance of which has been given. Fe- 
male employees must be paid the same as males. Persons 
handicapped by light work at 
wages less than those established, the employer to obtain 
permission State Authority designated by the 
U. S. Department of Labor. Each employer shall file a 
monthly list of all persons so employed, the amounts paid 
\ minimum rate of pay 


whose maximum is forty-eight hours 


six sections, the 
disabilities may be given 


from the 


them, and their hours of labor. 


applies irrespective of whether an employee is actually 


compensated on a time rate, piecework, or other basis. 
Employers shall not reduce the pay of those whose rates 
are now in excess of the minimum, and where an employer 
has not increased the rates of wages for such employees 
prior to the effective date of this code by an equitable 
shall adjust such rates 


readjustment of all wage rates, he 


accordingly. (See Par. 7 of the President’s re-employment 
agreement.) 

Article V deals with child labor, right to 
bargain collectively, reclassification of employees to defeat 
Act, standards of safety and health, 


organize and 


the purposes of the 
obedience to state laws, posting labor provisions of the 
code, et No employee shall be dismissed or demoted by 
reason of making a complaint or giving evidence with re- 
spect to an alleged violation of this code. 

Article VI defines the organization, powers and duties 
of the Code Authority. 

Article VII defines trade 


accurate; 


rules. Invoice state- 


shall not be 


pract ice 
marked, 


ments must be goods 


branded or packed so as to deceive; must not publish in- 
accurate or deceptive advertising; must not publish threats 


of legal proceedings tending to harass competitors; must 
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CORONA’S ADVERTISING AND 


— FOR THE ALERT DEALER WHO TAKES 


ADVANTAGE OF 
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YES, THERE /S A SANTA CLAUS 





(All prices subject to revision.) 
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*Sayatutte:wonder 
so many folkswwant 
CORONAS! 


““GOODNESS ME, here are these 
clever Corona people making a silent 
portable. It hardly makes asound! And, 
my galloping reindeers, that famous float- 
ing Smith-shift and that grand velvety 
piano-key action. All for $64.50! ... 

*“And if a family doesn’t care about 
the silent feature, | can give them all 
the other fixings in the Corona Sterling 
for $60. That same floating Smith- 
shift. And all the other de luxe things! 

*" But a lot of folks are going to want 
a $60 machine for $45. Many a Corona 
Four have I delivered for $60 in years 
gone by. And nowit's all moderned up 
and it's only $45, and it has everything, 
and by that I mean everything! 

‘But some folks want an ‘in-be- 
tween’ machine that kids can bang on, 
that father can peck-and-hunt on, that 
sister can do her professional touch stuff 
on. And that's the Junior, for $33.50. 

““And here's that grand old Corona 


CORONA FOUR. 
Originally $60.00. 
Fully equipped. In- 
dividual touch ad- 
justment. $45.00 


CORONA STERLING. 
Peer of portables. 
Interchangeable 
platen. Floating 
Smith-shift. $60.00 





CORONA SILENT(Above). Peer of port- 
~\ 7 ables made silent! Standard, trouble- 
free. Interchangeable platen. $64.50 


Three that made my reputation as a 
portable typewriter gift-giver. Some say 
its a three bank machine and | say 
what of it! 600,000 people know it and 
use itand you can't beat that. And look 
what it has— lightest weight, two-color 
ribbon, back spacer, capitals, small 
letters — and fame! 

*“Five Coronas to choose from... ! 
And easy payments. Well, maybe that 
explains that cloudburst of coupons | 
got up North”... Coupon? Here! 


——<———<—<— <— — oS eEeeeearr-_>-r—™~r—_v0OoOreeeeeess@sr@rwr>Owrrewww"7q7 


L C SMITH & CORONA TYPEWRITERS INC 


$ 715 E. Washington St., Syracuse, New York. 


Gentlemen: Please send us literature about 
the Silent Corona and the entire line. 














Name 
' Address ) 
) ? 
——~~ sss... ~~" — wd 
CORONA JUNIOR. CORONA THREE. 


Grand “in-between 600,000 sold at 
buy.” Capitals and $50. Lightest port- 
small letters; boll- able. Does full- 
bearings. $33.50 sized job. $24.50 
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ALUMINUM 


CHAIRS 

















ANNOUNCEMENT 








@ Five years ago this month, a new factory for the manufacture of Aluminum- 
Alloy Chairs was completed by The General Fireproofing Company. Steadily,. 
since that date and during a period of business subnormalcy, the new product 
has grown in favor and volume. 


@ Today GF makes another announcement equally far-reaching in its impor- 
tance. With the purchase of the chair manufacturing equipment of Aluminum 
Company of America and the consolidation of the two chair plants under one 
roof, The General Fireproofing Company again demonstrates its faith in the future 
of the Aluminum Chair. 


@ In this consolidation of manufacturing facilities, engineering talent and experi- 
enced craftsmanship, the Company will continue to supply the trade not only 
with those chairs which are exclusively of its own design, but also with those 
which were developed and marketed by Aluminum Company of America under 
the trade-name Alcoa. 


@ Under the new arrangement, those chairs which have been marketed under 
the GF trade-mark will continue to be sold by GF dealers exclusively. Those 
chairs which were marketed by Aluminum Company of America through its own 
appointed dealers will become available for sale through all dealers who make 


the necessary arrangements. 


@ In addition to these two lines of strictly office chairs, The General Fireproofing 
Company will continue the manufacture of the line of institutional chairs which 
were developed by Aluminum Company of America, making additions to the 
line as conditions may direct. 


@ Office Equipment dealers wishing to avail themselves of the unquestioned 
opportunities that are promised by the Aluminum-Alloy Chair should communi- 
cate at once with 


THE GENERAL FIREPROOFING COMPANY 








eteus rat ore 


YOUNGSTOWN, OHIO 





SAN 
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not give anything of value to influence the representative 
of another concern; must not attempt to induce the breach 
of an existing contract; must not require the purchase or 
of 
other goods; 
tomer machinery or equipment for use in mixing dry prod- 
ucts of any kind, except that faucets, barrels or drums for 


goods as a prerequisite to the purchase of 


must not sell, give, rent or loan to any cus- 


lease any 


customer accommodation may be sold at not less than the 


individual cost. Goods must not be shipped on 


recognized exclusive selling agents 


seller's 
consignment except to 
It is forbidden to give rebates or 


in exclusive territories 


allowances to one customer that are not given to all in the 
same class 
Article VIII 
prices and terms, ete., 
Article IX provides for code modifications. 
Article X forbids monopolies or monopolistic practices. 
Article XI states the effective date of the code’s opera- 
the second Monday after its approval by the Presi- 
the second Monday after September 19 


that the code provisions as to 


shall not apply to export trade. 


provides 


tion 


dent, viz., 
a ae 

Business Furniture Code Amended 

On September 21, the NRA approved an amendment to 

the Code of Fair Competition for the Business Furniture, 

Industry. Follow- 


Storage Equipment and Filing Supply 


ing is the text of the amendment: 
Article IV of the Code of Fair Competition for the Busi- 
ness Furniture, Storage Equipment and Filing supply In- 


dustry, shall be and the same is hereby amended by strik- 
ing out Paragraph 4 and inserting in lieu thereof the fol- 
lowing 

It being found necessary, in order to support the admin- 
istration of this Code to the 
fair competition established by this Code and to effectuate 


and maintain standards of 


the policy of the Act, the National Emergency Committec 
is authorized 

(a) To incur such reasonable obligations as are neces- 
sary and proper for the foregoing purposes and to meet 


such obligations out of funds which may be raised as here- 
inafter provided and which shall be held in trust for the 


purposes of the Code 


(b) To submit to the Administrator for his approval, 
subject to such notice and opportunity to be heard as he 
may deem necessary, (1) an itemized budget of its esti- 
mated expenses for the foregoing purposes, and (2) an 


equitable basis upon which the funds necessary to support 


such budget shall be contributed by members of the In- 


dustry 


After such budget and basis of contribution have 


been approved by the Administrator, to determine and se- 


(Cc) 


cure equitable contribution as above set forth, by all mem- 
bers of the Industry, and to that end, if necessary, to in- 
stitute legal proceedings therefor in its own name 

(d) Each member of the industry shall pay his or its 
equitable contribution to the expenses of the maintenance 
of the National Emergency Committee, determined as here- 


inabove provided, and subject to rules and regulations 
pertaining thereto issued by the Administrator. Only 
members of the industry complying with the Code and 


contributing to the expenses of its administration as here- 
inabove provided (unless duly excepted from making such 
shall be the 
of 


entitled to participate in selec- 
the National 


or to receive the benefits of any of its voluntary activities 


contribution) 


tion of members Emergency Committee 


or to make use of any emblem or insignia of the National 


Recovery Administration. 


(e) The National Emergency Committee shall neither 


incur nor pay any obligation substantially in excess of 


the amount thereof as estimated in its approved budget, 


and shall in no event exceed the total amount contained 


| 


| 
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Doubles Your Ability to Get Things Done 

















As always, the search for 
beauty leads to new efficiency 





O MAKE the new Cabinet Dictaphone as 
"ot looking as it was efficient seemed like 
asking a lot of our designer. 

But, as we expected, the search for beauty 
was a veritable gold mine of improvement in 
dictating machine design. A dozen or more new 
mechanical features resulted—all of them 
making it easier for Dictaphone to double your 
ability to get things done. 

So here, for your inspection, is the cabinet 
model that sets new standards of appearance, 
and helps you get things done with an easy, 
time-saving smoothness (sometimes called 
efficiency). 

To any interested executive we will gladly 
furnish information and photographs. 


DICTAPHONE 


DICTAPHONE SALES CORPORATION 
207 Graybar Building, New York, N. Y. 


I would like to see photos of the new Cabinet Dictaphone. 


COMER s < 0c ccce6c cnet cece occe|sh toot en es on ests ShREESRD OGRE 
RBAGGED: ooo 0:0 0b 000040060456 60 66 0ccksesnsteccenc en eeneneaeene 








*The word DICTAPHONE is the registered Trade Mark of Dictaphone 
Corporation, makers of Dictating achines and Accessories to which 
said Trade Mark is Applied. 
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ASH-AWAY 


Reg U.S Pat. Off.—Patent Granted 


SMOKE STANDS 


| isi ms =f 














Make Ideal Christmas Gifts 


~ Gar > 






Servatray 
$5.00 
List 







Victory $2.00 
List 


Empire $7.50 
List 


Wide Range of Designs 


ASH-AWAYS are as suitable for the home as in busi- 
ness places. Their use is rapidly increasing. The 
holiday demand will be extraordinarily large. Take 
advantage of this near-at-hand market by selecting suit- 
able designs now. There’s a style for every taste; made 
to retail from 75¢ to $12.50. Ash-Aways are tremen- 
dously popular because they eliminate fumes and 
messiness and are exceedingly attractive, efficient and 


economical. Send for illustrated literature. 


The Nagel-Chase Mfg. Co. 
2813 N. Ashland Avenue Chicago, U.S. A. 
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in the approved budget, except upon approval of the Ad- 
ministrator; and no subsequent budget shall contain any 
deficiency item for expenditures in excess of prior budget 
estimates except those which the Administrator shall have 
sO approved 
—————— 
NRA Studies Eraser Imports 

The following release No. 8159 from the National Re- 
covery Association is dated Oct. 9, 1934: 

A complaint against increasing imports of rubber erasers 
from Japan is being studied by the Import Section of the 
National Recovery Administration, it was announced to- 
day. 

Directed against imports of all types of rubber erasers, 
the complaint has been filed by A. L. Viles, Chairman of 
the Code Authority for the Rubber Manufacturing Indus- 
try whose membership represents 100 per cent of the do- 
mestic production of erasers. 

Situated largely within the New York metropolitan dis- 
trict, domestic manufacturers interested in the complaint 
are American Lead Pencil Company, Hoboken, N. J.; Jo- 
seph Dixon Crucible Co., Jersey City, N. J.; A. W. Faber, 
Inc.; Eberhard Faber Rubber Co., and Weldon Roberts 
Rubber Co., Newark, N. J.; Laurel Co., Garfield, N. J.; 
Eagle Pencil Co., New York City, and B. F. Goodrich Co., 
Akron, Ohio 

The principal port of entry for erasers shipped from 
Japan is New York. 

Owing to the rising cost of rubber and higher labor 
costs under the Blue Eagle, imports of erasers are being 
made in an increasing proportion to domestic production, 
the manufacturers claim. It is stated that Japanese erasers 
of larger size than those acre <5 domestically are 
being bought for the same prices by the buying public. 

Upon advice of the National Recovery Administration, 
following preliminary study of the situation, the President 
under Section 3 (e) of the Recovery Act may order an 
investigation by the Tariff Commission of comp laints made 
by industries that imports in increasing quantities are en 
dangering the operation of any code. After investigation 
by the Tariff Commission, the President may take action 
to protect code operation. 

> 


Tenth District Code Appointments 

The regional code authority for the tenth district of the 
National Stationers Association has been appointed and 
consists of the following gentlemen: L. R. Kendrick, 
Kendrick & Bellamy Stationery Company, Denver; Earle 
Kistler, W. H. Kistler Stationery Company, Denver; J. L. 
Gillespie, Mills-Jackson Company, Sheridan Wyo.; Adrian 
Pembroke, The Pembroke Company, Salt Lake City, Utah; 
E. B. Healy, Santa Fe Book & Stationery Company, Santa 
Fe, N. M.; Jack Harper, General Supply Company, Albu- 
querque, N. M., and E. Frank Winfield of Winfield’s, Grand 
Junction, Colo. 

Governor E. Frank Winfield states that the district is 
rather wide in point of mileage and light in point of popu- 
lation. With a population density of about 1.7 per mile, 
the work is at a disadvantage with regard to frequent 
meetings. The generally accepted idea among stationers 
of the district is that the code will be helpful if it can be 
applied properly. Mr. Winfield believes that the industry 
will of itself through national and local groups work more 
closely together to accomplish better things in the trade 

a 

Modernistic Furniture at A Century of Progress 

The closing of A Century of Progress at Chicago, Oc 
tober 1 threw on the market quantities of office furniture 
used by concessionaires and national and state exhibits 
Many typewriters were also put back into more prosaic 
occupation 

Commander H. D. Nuber, assistant to the general man- 
ager in charge of sales, commented on the fact that much 
interest was shown in the modernistic furniture used in 


many exhibits. The fair management possessed only those 


pieces used in the Trustees’ Lounge. 





oe 
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The New UNDERWOOD 


CHAMP! 


... with 
CHAMPION 


KEYBOARD 


NDER WOOD'S newest Portable is the world’s 
Eyscne ieee with famous Champion 
Keyboard ...Speedy...Easy to Operate... Durable 
...and QUIET. National Advertising in the De- 
cember issues of Saturday Evening Post, Collier's 
and Time Magazine will stimulate Christmas sales. 
Stock the Champion now! 


Typewriter Division 


UNDERWOOD ELLIOTT FISHER COMPANY 


Typewriters... Accounting. Machines... Adding Machines 
Carbon Paper, Ribbons and other Supplies 


342 Madison Avenue, New York, N. Y. 


Sales and Service Everywhere 


PORTABLE 











FOURTEEN NEW FEATURES 
AND IMPROVEMENTS 


1. Champion Keyboard — 
standard equipment. 


2. Chromium plating. 


3. Extremely quiet oper- 
ation. 

4. Handsome, long line 
Space Lever. 

5. Improved Paper Table. 

6. Paper Table Centering 
Scale. 

7. Adjustable Lateral Paper 
Guide. 


8. Much improved touch 
and operating appeal. 


9. Enlarged Cylinder 
Kaobs. 


10. Improved and easily vis- 
ible Front Scale. 


11. Open face Type Guide. 


12. New left hand Carriage 
Release — right hand re- 
lease also. 


13. Large vacuum rubber 
feet. 


14. New handsome walrus- 
grain Carrying Case— 
double lock—all chrom- 
ium plated hardware — 
strong, all leather handle. 





Every Underwood Portable is backed by nation-wide Underwood service 
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The Cudahy Packing Co. saves 50% on billing and 
shipping paperwork — with DITTO 


EFORE Ditto came on the job, the Kansas City 

plant of The Cudahy Packing Company used a 
carbon manifolding system for writing up its orders. 
It was a laborious job—two girls copying salesmen’s 
orders, one girl checking, and one girl at a tag ad- 
dressing machine. 


Now, two boys and Ditto do the whole job, releas- 
ing the girls for more important work. With Ditto 
there is no recopying of salesmen’s orders, no address- 
ing of labels and tags, and most important of all— 
Absolute Accuracy. The elimination of errors provides 
an even greater saving than the reduction of labor. 


By the Ditto method, each salesman carries a Ditto 
pencil with which he writes up his orders. From this 
first writing Ditto makes all of the 21 copies necessary 
to fill and bill the order, as well as any tags or labels 


DITTO INCORPORATED, OA-1034 
Chicago, Ill. 
Gentlemen: Please give me full facts about Ditto. .. 


| 
| 
| 
How it cuts costs in Billing and Shipping . . . also its | 
many other uses. No obligation, of course. | 
| 
l 
1 
! 
! 
! 


Name Title 
Concern 
Address 
— State 





required. The salesman is sure that each order will 
be handled, and even the shipping tag made out, 
exactly as he writes it. The same system is now in use 
in all of the larger Cudahy plants. 


sand 





Wherever copies are used or ought to be used 
Ditto saves money, because it eliminates rewriting and 
rechecking. From one original—which may be written 
with pencil, pen and ink, or typewriter—Ditto makes 
100 or more clean copies. It’s easy, quick, error-proof. 
No type to set—no stencils to cut. 


In every line of business, small concerns and large 
show how Ditto has saved them many times its 
cost—in the first year. Write today for information 
on how Ditto can help you in your business. It costs 
nothing and may mean substantial savings for you. 


Ditto 


INCORPORATED 


2243 WEST HARRISON STREET 
CHICAGO, ILLINOIS 
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Underwood Machines Perform at Old Fort Niagara 
Celebration 

The corps of newspaper correspondents who gathered 
some weeks ago at old Fort Niagara, N. Y., to cover the 
ceremonies of the four-nation celebration, were much im- 
pressed by the press room provided for their convenience. 
Several of them wrote special stories about it and nearly 
all of them mentioned it in their dispatches. 

To mark the completed restoration of Old Fort Niag- 
ot 
romantic patriotism, and to commemorate over a century 
of exemplary peace along the 4,000-mile Canadian-Amer- 
ican frontier, were the joint purposes of the celebration 
in which Great Britain, France, Canada and the United 
States officially participated. 

What was described as “the most unique of press head- 
was placed by Lee Trenholm, celebration pub- 


ara, one America’s foremost shrines of history and 


quarters” 





The Press Room at the Old Fort Niagara Celebration, 
Equipped with Underwood Typewriters 


licity director and sometime public relations counsel for 
the Underwood Elliott Fisher Company, in the guard 
room of one of the British block houses of 1770 which 
guard either end of the old fort’s famous parade ground. 

Here, on a battery of Underwoods supplied by W. J. 
Fitchett, Underwood Elliott Fisher Niagara Falls manager, 
the minions of the fourth estate ground out their “stories” 
amid the shades of now silent regiments of British red- 


coats who lived, played and fought in that same room 
over a century ago An historic flavor colored all the 
reports 


First founded by the French in 1768, captured by the 
British in 1759 and surrendered to the Americans in 1796, 
Old Fort Niagara played in the winning and settlement 
of the West a military, commercial, political and religious 
part unmatched by any other martial stronghold on the 
North American continent. Its influence arose primarily 
from the strategy of its location at the confluence of the 
Niagara river with Lake Ontario, a position from which 
its guns exercised control over all commerce and travel 
westward through the Great Lakes. 

—__<g— 
Elden Meek Establishes New Business 

A new office supplies and equipment business has been 
organized by Elden Meek in East Palestine, Ohio. For 
seven years prior to his new venture Mr. Meek was con- 
nected with the News Printing Company of Newton, Iowa. 
He asks that trade literature be sent him by manufacturers 

winnaiiliiias 
Business Equipment Company Moves 
Company, formerly at 321 
moved on October 1 


The Business Equipment 
South Church street, Charlotte, N. C., 
to 316-318 South Tryon street. 

The company carries business machines for every pur- 


pose. 
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What the 


PEERLESS SECU RI TY FEATURE 


Means to Your RUBBER KEY Business! 


OU’LL agree that the merchandise that sells best 

is the merchandise with the most features. And if 
you do agree with that you certainly ought to be 
pushing PEERLESS RUBBER TYPEWRITER KEYS 
—for there is no competition against the Peerless 
“SECURITY” feature—it’s exclusive with Peerless. 


This Peerless “SECURITY” Key means that the key 
top can never turn or loosen in the base— it is held 
permanently by a hard rubber collar fused to the soft 
rubber key top—and it also prevents the rubber key 
from adhering to or discoloring the rim of the type- 
writer key. Together with the all around quality of 
Peerless Keys the Security feature means easier sell- 
ing—faster turnover—more profits. 





Get the facts on the Complete Peerless line and ask 
especially about 


PEERLESS TWIRLER RINGS TO ADVERTISE 
YOUR NAME 

You can have your own name 
moulded into a typewriter twirler 
ring by Peerless as an advertise- 
ment for your business. Constantly 
in use, constantly before your best 
prospects, your good will and your 
sales are sure to increase if you 
build them with Peerless. Send 
the coupon and get busy. 


Peerless Key 
Company, Ine. 


Manufacturers of the Only Complete Line Sold Through Dealers 
176 Falten St. New York, N. Y. 


EERLESS 
RUBBER 


‘| YPEWRITER KEYS 


PEERLESS KEY CO., INC., 176 Fulton St.. New York City 


Please send full details of the Peerless line, a sample Peerless 
Security Key and your proposition on Twirler Rings with 
moulded dealer’s name. 
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171 DESK SET 
$4.50 & $7.00 





PYRAMID 50c 


SOCKETOP 
$1.00 a $1.50 























SENGBUSCH OFFICE ITEMS 
are distinctly commercial sta- 
tionery—positively time saving 
and logically profitable ..... 


Truly identified as office stationery, these items 
> seen in stationery stores and stationery de 
partments almost exclusively. Every stationer 
should carry them because of their excellent 
quality and service. They can be handled very 
profitably where business people come in search | 
of business office equipment. 





ire 


The modern pen socket is an important time and thought 


mservator for business, of which the Sengbusch line in- 
cludes several well designed developments. PYRAMID 
is a good example—a pen placer for Dipaday or for pocket 
tountain pens used at the desk. And SOCKETOP is the 
: d that keeps the pen always ready for use. Efficiency, 


1 satisfaction obtained at low cost with Socketop 
Inkwell and Dipaday Pens. And Sengbusch 171 Desk Set 


gives finest service especially in places where the pen is 
ised at regular intervals. It includes the Self Closing 


Inkstand which contains a large supply, which readily 


inks the pen as long as any ink remains, which prevents 

evaporation and thickening by dust, with 

DIPADAY Dipaday, the pen that takes enough ink for 

COMPLETE several pages of letter size w riting and holds 
50c S. S. PENS it secure from blots 


Make the most of your opportunity i 
Sengbusch ofhce items. Full information 


; * as 
details, prices, sales’ helps—await your 


35¢ per doz 


STAINLESS STEEL 
WEOGE 





a request 
(eee 
HARD RUBBER FEED 
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SELF-CLOSING INKSTAND CO. 
515 Sengbusch Bldg., Milwaukee, Wis. 
Manufacturer ‘ the Self-Closing Inkstand Kleradesk 


Dipaday D Sets Ideal Sanitary Moistener 


L 
No-Over-Flo Sponge Cup 
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Buffalo Concern Takes Larger Quarters 

[The Dictating Machine Service Company, 319 Main 
street, Buffalo, N. Y., has taken larger quarters in the 
same building on account of a considerable increase in 
business. The company was started by Ralph E. Bell in 
1930 and has enlarged its premises twice since it started. 
The company serves several of the larger concerns in the 
Buffalo territory They sell used and hundred per cent 


rebuilt dictating machines. 


——— 





“Wesbanco” Windows During the Oklahoma State Fair.—Taking 
advantage of the fact that Oklahoma City would be thronged 
with visitors during the week of September 24 when the Okla- 
homa State Fair was to be in progress, the Western Bank and 
Office Supply Company put the displays shown above in its 
windows. The illustration at the top depicts an inclusive dis- 
play of A. B. Dick Mimeographs and supplies. “Wesbanco” is 
exclusive agent for the A. B. Dick Company in Oklahoma City. 
The other display of county record books and equipment made 
in the “Wesbanco” manufacturing plant was of particular in- 
terest because a county officers’ convention was held concur- 
rently with the State Fair in Oklahoma City. The county off- 
cers quite naturally found it convenient to examine the window 
and made inquiry as to cost and application. The display in- 
cluded every item that goes into the makeup of county records 
including glue, paste and raw materials. 


an 


New Staedtler Representative in the Far West 

According to a recent announcement from E. H. Gorton, 
sales manager of J. S. Staedtler, Inc., James L. Jeffrey, 
10507 Ilona avenue, Los Angeles, Calif., has been appointed 
exclusive Staedtler representative in the state of California 
Another appointment is that of Joseph T. Carew, 300 West- 
lake avenue North, Seattle, Wash., who will call on Staedt- 
ler dealers in the states of Washington, Oregon and Idaho. 


ee 
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H very Shelving Need 


0 
STORAGE secuity SHELVING 


Here is the “Security” Steel Selling Plan 
to Increase Your Steel Shelving Business 


An attractive Direct by Mail Circular in color, with your 
own imprint, that will create a user demand and secure 
inquiries for you — is now ready for mailing. 


An eight page Booklet that helps the salesman sell and 

2? assist the user in selecting the correct type of steel shelv- 
ing for his particular storage or display requirements — 
is now ready for use. 


A large stock of standardized “SECURITY” steel shelv- 

3 ing parts, such as uprights, shelves, backs, partitions, 
and dividers, is carried in our shelving warehouse—ready 
for immediate shipment. 


These three pertinent selling factors will secure for the dealer 
more inquiries, increased sales, larger profits, and satisfied 
customers. 


Write for this Steel Shelving Sales Campaign today. 
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RAND 


MAK-UR-OWN 


ALL TRANSPARENT 


INDEX TABS 





are now priced the same as Linen Reinforced 
Mak-ur-own Tabs at 40 cents a foot list 
(Formerly 50c a foot) 





All Transparent Shield Tabs and Printed 


Insert Tabs are also reduced to the same 


price as Linen Reinforced Mak-ur-own 





THE VICTOR SAFE & EQUIPMENT COMPANY, Inc. 


North Tonawanda New York 
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ALL TRANSPARENT 
MAK-UR-OWN INDEX TABS 


now on a competitive price basis with ordinary linen skirt index tabs. 

This new, improved Mak-ur-own Index Tab offers increased opportunities 

for SALES: thousands bought it at the old price: at the new price of 
40c it will outsell anything in your experience 


(Formerly 50c a foot) 


The folded skirts of the All 
Transparent Mak-ur-own 
Index Tabs are of CLEAR 


Transparent’ celluloid. 





Cannot hide any informa- 
tion they may cover. Fold 
forms stop automatically 
assuring correct extension 
of tab. Attach to price 
books, rate books, record 
cards, etc., where printing 








or writing comes close to 
edge of sheet—no blank 
index sheets or cards nec- 


essary. 


The skirts of All 
Transparent Mak-ur- 
own are FLEXIBLE 
and bend easily when 
page is turned. No 
stiff, hard edge to 
shear the tab off may 
be used safely on thin 


paper. 


























Write for samples of All Transparent Mak-ur-own Index Tabs —6-in. Strips; Shield Tabs; 
Printed Insert Tabs; also complete NEW LOW PRICES and DEALER DISCOUNTS. 








THE VICTOR SAFE & EQUIPMENT COMPANY, Inc. 


North Tonawanda New York 




















The SALE with 
100 PROFITS 





How many names on your books are those 
of steady customers? 


Buyers, consciously or subconsciously, look 
for four basic elements in their purchases: 
(1) Honest value; (2) Satisfaction in perform- 
ance; (3) Pride in use, and (4) Confidence in 
the Seller. 


Embodied full measure in the Ruxetone 
line are answers to the first three of these 
essentials. The fourth is yours to create, 


This beautiful line of strict quality prod- 
ucts can be yours—exclusively yours in your 
city. Let them say, by appearance and per- 
formance, the things you want your customers 
to think about you. 


Rux-tone 
CARBONS - RIBBONS -: INKS 
ADHESIVES - POSTER COLORS 


TODAY! 


Write for details of Ruxton Plan. 
This line is fast being placed 
tomorrow may be too late. 


Ruxton Products, Inc. 
430 New Street. Cincinnati, Ohio 
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Christmas Seals Command a Premium 

In preparing for the annual sale of Christmas seals, the 
National Tuberculosis Association, 50 West Fiftieth street, 
New York, N. Y., comments on the fact that a number of 
issues command a premium. Each year, between Thanks- 
giving and Christmas, these seals are sold for one cent 
each by the 2,000 societies affiliated with the national body 
In the course of time certain issues have acquired collector 
values far beyond the price at the time of issue 

The most valuable seal is that of 1911, which was made 
up in rolls for use in automatic vending machines. Stamp 


Buy Christmas Seals 


SEASONS GREETINGS 
1934 






Help Fight Tuberculosis 


catalogues list this issue at $25.00. Certain designs of 1908 
and 1918 are worth $5.00 each; a design of 1910 is worth 
$3.00; a 1912 issue is worth $1.00. A society has been 
organized to promote collections of Christmas seals 
These seals have been instrumental in saving thousands of 
lives through the programs of the tuberculosis prevention 
campaigns which they support. The proceeds go for educa- 
tion, nursing service, tuberculin testing, X-rays, open air 
schools and summer camps, rehabilitation and research 
work 

The fight against tuberculosis is still on. This ailment 
kills more persons between fifteen and forty-five years of 
age than any other disease. Today, more than ever, money 
is needed to combat it. Tuberculosis seals are on sale in 
practically every community in the United States. Their 
use is a token of the public spirit of every citizen who deco- 
rates his letters and Christmas packages with this cheering 
insignia 

et pe 
“Raise Your Sights” 

Remington Rand News editorialized on salesmanship 
under the title, “Raise Your Sights!” This is a military 
version of “Aim High,” which the salesman learns is the 
only way to approach a prospect. “It is time to correct 
your range—to adjust your thinking to the changed condi- 
tions—to lift your expectations to a higher plane.” De- 
pressive influences are moving farther away; the “enemy” 
is in retreat; you're winning! Don’t waste good ammuni- 
tion on unworthy goals.” 

lp —_ 
C. E. Worley Says Prospects Are Bright 

C. E. Worley, who has been affiliated with the office 
equipment and supply industry for over fourteen years, ex- 
presses confidence in the future. He says that prospects 
look very promising for the office machine lines he is now 


handling in the business he established in Goldsboro, N. C., 
in 1930 
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GHAW- WALKER 
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Every dealer wants to handle all of these lines. The 
Shaw-Walker dealer—alone—has them all, and all 
from one source. He avoids confusion in terms and 
practices. He is assured of the product leadership 
that has established Shaw-Walker as the largest ex- 
clusive maker of office furniture and filing equipment 
in the world. Behind his efforts is the national prestige 
of the famous Jumping Man trade-mark. 


If you feel thal your present efforts are handicapped by the 
lack of such advantages as these, why not immediately address 
Shaw-Walker, Muskegon, Mich. Your city may still be open. 





























In Making Sales Today, Are 
You Also Building Business 


for Tomorrow? 


HERE isn’t any doubt about the repeat 
business that comes when you _ sell 


LIBERTY Storage Boxes. For more 
than 16 years they have been giving users 
satisfaction. Many of the banks and firms 
that began to use LIBERTY Boxes the first 
year they were put on the market are still 
users. A careful check shows that they are as 
satisfied today as ever and that they have 
nothing as efficient and economical for storage 
filing as these boxes. The most exacting tests, 
made over and over by large firms, show that 
LIBERTY Boxes are 
in actual fact, not 
merely in claims made 
by the manufacturers, 


the best solution of the lease do so. 


uild sales. 


Our new 1934-35 sales folder is ready. 
dealers have commented very favorably on 
its attractiveness and sales punch. 
have not ordered your supply, imprinted, 
This new folder will help you 


storage filing problem. They are best quality, 
right sizes, free from weaknesses, and in day 
by day and year by year use, for large firms or 
small, the lowest-cost, safe, systematic way to 
store old records and papers. That's why 
they lead their field—why they mean repeat 
business. Recently a LIBERTY dealer wrote 
us, ““LIBERTY Boxes have proven them- 
selves to be just about the most stable thing 
we handle during these hectic times.” The 
point is, LIBERTY Boxes not only mean im- 
mediate profits for sales effort, but in making 
sales today you are 
assuring other sales 
tomorrow that will 
come with all the less 
effort. 


Many 
If you 


BANKERS BOX COMPANY, INC. 


536-538 S. Clark Street, Chicago, Il. 


Established 1918 








Are you selling LIBERTY String Binders? 
They are a live line. 
steadily every month. 
and our sales proposition. 


Sales are growing 
Write for samples 
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An Interesting House Organ 

Office Appliances congratulates the Bankers Box Com- 
pany, Chicago, makers of Liberty boxes, on their interest- 
ing house organ entitled, “Liberty Slants.” This house 
organ is published to give Liberty distributors and their 
salesmen the latest slants on creating Liberty box sales. 
It is edited by Sales Director D. R. Pinney 

In the October issue, the leading article is on the making 
of corrugated board the Liberty way. This is an interest 
ing article which brings out the modern way of making 
this highly useful product. The quality demanded by the 
Bankers Box Company is of the best both in material and 
in construction An interesting point is brought out to 
the effect that the idea of corrugated board is practically 
the same as an idea used by the ancient Romans in 80 
\. D. in the construction of the famous Coliseum, which 
was built in the year named by prisoners taken at the 
siege and fall of Jerusalem. For nearly twenty centuries 
the majority of its hundreds of arches have withstood “the 
tooth of time.” 

On December 19, 1871, A. L. Jones took out a patent 
protecting his rights as inventor of corrugated paper for 
packing. No mention was made of backing or facing 
sheets. The patent was assigned a few years later to the 
Thompson & Norris Company of Brooklyn, N. Y., who, 
with the Robert Gair Company of the same place, began 
and for a number of years continued the manufacture of 
corrugated board. Presently one face and then two faces 
were attached to the corrugated sheet and the development 
of special machinery for making present day corrugated 
board was undertaken. A number of concerns entered the 
industry and there was a rapid development of corrugated 
boxes for express shipments on account of the lightness 
and strength of the board. Additional improvements were 
made and in 1918 Liberty storage boxes came into being. 
This led to the development of a corrugated board of much 
greater strength and flexibility than previous usage had 
demanded. 

The article then proceeds to describe the gathering, 
sorting and treatment of raw materials and emphasizes 
the strength of these materials when made into the finished 
product 

There is a suggestion regarding potential sales for Lib- 
erty string binders; an article on how long old records 
should be kept and a table giving statutes of limitations 
on judgments, notes and open accounts in the several states 
and territories. 

Other smaller items complete an interesting issue 


~<—_—_—_ 


Art Book Contains Many Suggestions 

The Milo Harding Company, Ltd., 1362 South Hill street, 
Los Angeles, has issued a “Tempo Art Book” containing 
36 pages of art work on letter-size paper, one page of sug- 
gestions for each month of the year. There are alphabets, 
cartoons, art instructions, etc 

The book has an attractive cover and is held together 
with paper fasteners, making it convenient to take out the 
sheets for tracing. 

“Tempo Art Book” retails for seventy-five cents 

a 

New Editor for Canadian Bookseller and Stationer 

D. R. Shepherd has been appointed editor of the Book- 
seller and Stationer and Office Equipment Journal, Mon- 
treal, Canada. That is one of a number of business pub- 
lications issued by The MacLean Publishing Company. 
Prior to his advancement to the new post, Mr. Shepherd 
was editor of one of the other business papers published 
by his company He has had thorough preparation for 


the new duties he is undertaking. 
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WHAT ARE SOME OF THE USES 
FOR VARITYPER? 





The Varityper has great flexibility. 
Over 200 type faces, instantly in- 
terchangeable on one machine,can be 
written at several different spac- 
ings both horizontally and vertical- 
ly. Uniformity of writing is obtain- 
ed by mechanical control of the op- 
erator's touch. 


Mimeograph Printing 


Varityper increases the use of the 
Mimeograph enabling work to be done 
that previously necessitated type- 
setting, especially office forms. 
Savings can be made in supplies and 
labor by condensation. 


ePoemocseocP®cs@#@cs@cs@ecsec@escsec@ec@ec@ececensn 


Photo Offset Lithography 


Composition is the most expensive 
item in printing and inasmuch as the 
Varityper completely eliminates the 
necessity of setting type in most 
instance, savings of sixty percent 
or more are not uncommon. 


Condensing Statistical Statements 


Large accounting reports can be writ- 
ten in a more convenient size by 
using a smaller type at the same time 
improving quality and readability. 


Varityper offers the dealer protect- 
ed territory. Write for descriptive 
pamphlet. 


RALPH C. COXHEAD CORPORATION 
17 Park Prace, New Yorx,N.Y. 


This 4d was composed on a Varityper 
o@c@eoec@ec@ecec@ecece0 se 
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REBUILD 
THROUGH 


Creative 





This installation of 176 Do/More 

Health Chairs replaced an equal 

number of ordinary office.chairs. 
That’s rebuilding! 


How many similar opportunities for replace- 
ments are there in your city? 

Your sales can be profitably rebuilt locally 
through creative effort with DO/MORE Health 
Seating. 

DO/MORE recognition in this field turns the 


sales door knobs for the dealer. 


DO/MORE 


Chair Company, Inc. 
1101 Monger Building 
ELKHART, INDIANA 
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Comments from the Tenth District 


By E. Frank Winfield 
Che illustration of the Winfield car is of interest to 
those who would understand the type of car used for long 
distance work in the mountains. To those who care for 
scenery, the background is truly striking. Nature seems 


to have formed a castle on a hill overlooking a palisade. 

E. H. Daniels, formerly of Indianapolis, and for some 
time connected with Winfield’s, wholesale and retail sta- 
tioners at Grand Junction, Colo., assures us that hunting 
prospects in Colorado is much different than hunting them 


in Indiana. With a sparse population and mountain passes 
| in four or five directions, the problem of finding the 


elusive customer has features of interest not found in morte 
' 





One of Winfield’s Desert Delivery Cars with Its “Chauffeur.” 
E. H. Daniels, Leaning Nonchalantly Against the Front Fender 
to Have His Picture Taken 


populous sections. Nevertheless he has found business 
good since he began using his Ford V8 to cover some four 


hundred square miles. 
* * a 


It is believed by those in close touch with the National 
Stationers Association that the industry will have to take 
seriously the fact that self-government can be done better 
through a fairly representative association and an open 
price set-up. Every dealer should add the weight of his 
membership now. 

* * * 

E. B. Healy of Santa Fe, N. M., says: “We know our 
costs every month and it is no trouble to fill out the asso- 
ciation blank to get at present-day costs of doing business 
in this industry.” This is more than some rather large 





organizations can say. Mr. Healy is to be congratulated 
* * * 

L. R. Kendrick of Kendrick & Bellamy Company, Den 
ver, takes an active interest in association work. Business 
is gaining and Mr. Kendrick, though very busy, finds time 
to take an active interest in association affairs 

* + x 

Frank Miller of Miller Book & Stationery Company, 

Fort Collins, Colo., is a new member, but he says that 


anything to help along association work in District 10 he 


considers his job 
* * * 


Harry Herkert of Herkert’s Typewriter Exchange, Boul- 
der, Colo., believes that even the smaller organizations 
should belong to the National Association and do their 
part toward making the National organization a truly rep 


resentative body 
































Pressboard 
Guides 











We improved our line of Metal Tabbed Pressboard Guides and Indexes; then came the 
radical change in boxing them—an improvement that has drawn many a commen- 
dation from a large number of our dealers. Today we offer the entire metal tabbed 
pressboard guide line as an equal to any, and superior to many. On the 
vertical guides the pressboard is the heavy 25 point kind, pearl gray in color. 
The metal tabs are 18", 2" and 4" wide, attached to the pressboard by the 
eyeletiess, rivetting method. Your clerks and salesmen should have our Metal 
Tab Sample Sets—they show the pressboard, the three widths of tabs, the two 
colors—green and black—and com- 

plete information regarding all sizes 

ff Cle of metal tabbed guides and in- 

dexes with prices. You can sell from 

these sample sets—no extra price list 

required. We have window display 

ecards and handsome eight page 


The Weis Manufacturing Co. , . 
circulars which tell the story of Weis 


Monroe, Michigan Metal Tabbed Guides. All of which 
are free with your initial order 





or anytime. See third cover page of 


New York: A.H.Denny, Inc., 356 Broadway 
Chicago: Associated Stationers Supply Co. our price list for other numbers of 
Boston: Adams, Cushing & Foster Inc. 


circulars and displays. 














Wits 
Celluloid 
Insertable 

Pressboard 
Guides 

















Those having card or check records that require frequent changing of the indexing 
headings, will appreciate the adaptability of Weis Celluloid Insertable Pressboard Guides. 
Headings may be readily changed and if it is desired to use reverse of guide, it can be 
done—the tabs are two-faced—alike front and back. This new style is formed by 
attaching a sheet of transparent celluloid to the guide by a fusing process, making the 
celluloid adhere tightly to the guide. To make the matter of indexing easy, we 
furnish free with each order 34 inch wide strips of heavy white index bristol slashed 
into 50 separate indexing labels—which can be typed at one time with headings, then 
the unslashed sides can be trimmed, 

leaving each heading a separate unit 

to insert in Insertable Celluloid Tab. bf cls 

Stock sizes are 3x5, 4x6, 5x8, 8x5, 6x9 Ft the 

and 4x9, made on 20-point Gray Press- 

board, three tabs across unless other- 

wise — clear tens sensicaee The Weis Manufacturing Co. 
celluloid unless red or green is wanted. 

Can also be furnished on buff, blue Monroe, Michigan 

or salmon Standard grade index stock 


if preferred. Send for Sample Set New York: A.H.Denny, Inc., 356 Broadway 


No. 5 showing samples and listing Chicago: Associated Stationers Supply Co. 


prices of Celluloid Insertable Guides. wae nw, oe 
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THE BETTER PENCHI 


D: 





PROVED CASH REGISTER RINGING PENCIL DISPLAYS! 
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Complete AUTOPOINT and REALITE Merchandising Profit-Builders 


TTRACT more customers and make 
quicker cash sales with these new, 
tested OPEN DISPLAYS! These beauti- 
ful, compact easels come to you all ready 
to set up and start selling for you immedi- 
ately. Each style display, in appealing de- 
sign and colors, presents a dozen pencils 
in assorted colors. The Tri-Wing display 
(above) features the six fastest selling styles 
in six colors each, at six popular prices, 
also leads and erasers— order E102, A 
WHOLE PENCIL DEPARTMENT! 


Get these displays up now. The holiday 
gift pencil season is commencing. AUTO- 
POINT National Advertising is attracting 
over five million pencil buyers to AUTO- 
POINT Dealer Stores. Get your share of 
this business on AUTOPOINT and REAL- 
ITE pencils with “the tip that GRIPS the 
lead” and other popular, quick selling fea- 
tures. Send for the AUTOPOINT-REAL- 
ITE Catalogue now for prices, terms, dis- 
counts and full facts. Order TODAY, 
either direct or through your jobber. 


“The 8 Better Pencil 


Autopoint Company, 1801 Foster Ave., 


Dept.OA-11,Chicago, Illinois 


Canadian Distributor — Brown Bros. Ltd., 
Toronto, Can. 
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With a third of a century of experience behind them 
Ames workmen have developed an uncanny ability 
to guess right—to stick a thumb nail into a platen and 
tell you exactly how hard it is. But Ames workmen 
never guess when a precision tool can be built to do 
a better job. They know that the scientific hardness 
tester in the laboratory is a hundred times more 
accurate than the toughest thumb nail in the shop. 
They know that their Timken bearing special ma- 
chines grind truer than the sharpest eye can see. 


Here is the real reason for Ames world wide suprem- 
acy—a never ending effort to find some better way 


to do the job. 


That is why in Ames perfection you will find the 
surest way to built up good will and certain profits 
in your own business. You can rely on Ames’ 
platens, parts and supplies. You can trust Ames 
quick, complete service. You can be confident of 
fair dealing when you deal with Ames. 

\MESCO 


PLATENS 
STAND FOR 


Ames Supply Company QUALIT) 


37 Murray Street 564 W. Randolph Street 583 Market Street 
New York, N. Y. Chicago, Ill. San Francisco, Calif. 
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Albert E. Riddle 


Albert E. Riddle, widely known in the commercial sta- 
tionery field in the midwest, succumbed to complications 
October 24, after a prolonged illness. He had his early 





business training in Canada where he profited by the rigid 
training given to the assistants in stationery stores of the 
larger cities. On his arrival in Chicago his training was 














The Late Albert E. Riddle 
(From a Photograph Made Many Years Ago) 





continued in the store of Geo. E. Cole & Company, where 
he served many years, and formed a wide circle of friend 
ships 

In 1900 the firm of Riddle & Wunderle was organized, 
\. E. Riddle having charge of the stationery business, and 
Mr. Wunderle conducting the printing department. From 
modest beginnings this establishment grew to be an im- 
portant factor in the stationery trade, with a wide follow- 
ing among business and professional men. 

Early this year Mr. Riddle’s health was impaired, and 
after a time he was forced to forego his daily visits to the 
business. Mr. Riddle was active in the Chicago Stationers 
Association, and had served as its secretary. 

Surviving are his widow, Mrs. Susanna Riddle and Ed- 
ward A. Riddle, a son. Funeral services were held Friday, 
October 26, at the Church of the Holy Comforter, Kenil- 
worth, Ill, with special church honors 
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T. E. Bryant 

T. E. Bryant, president of the Bryant & Douglas Sta- 
tionery Company, 922 Grand avenue, Kansas City, Mo., 
died early on Wednesday, October 3, at his home in Kan- 
sas City 

Mr. Bryant was eighty-one years old and had lived in 
Kansas City for more than sixty years. He remained active 
in business until four months ago when the illness that 
caused his death made it necessary for him to retire 

Mr. Bryant was born at Independence, Mo., and it is 
related that when a boy he used occasionally to sit on a 
rail fence and watch the wagon trains pass along the dusty 
Santa Fe trail on their way to the Golden West. He was 
also accustomed to relate some of the stirring events 
brought about by the Civil War which he as a boy was able 
to observe. 

Mr. Bryant went to Kansas City in October, 1870, after 
graduating from a private school at Independence, and 
entered the book and stationery house of Matt Foster & 
Company on Main street. This company was bought some 








SEND FOR THIS 
NEW, ATTRACTIVE 
MERCHANDISING PLAN 






A mew MONEY 
MAKING GIFT IDEA 


This new and different type of fountain pen has met 
with instant and popular favor. Effective advertising 
and merchandising material to help you create a profit- 
able demand for this better pen is ready for you now. 


Through the use of solid Duracrome, a new, non-corro- 
sive metal developed by Esterbrook, it is now possible to 
eliminate the use of precious metals and to produce 
a superior fountain pen for less money. But, best of all, 
the pen point is an Esterbrook, and through a new prin- 

ciple of fountain pen construction, 

it is easily replaceable by the user. 


The new Esterbrook Re-New-Point 
Fountain Pen is a quality pen, made to 
the same high standards that have made 
Esterbrook steel pens famous all over 
the world. It is priced to give the 
stationer a RELIABLE, QUALITY 
FOUNTAIN PEN selling at $1.00 up. 
With the new Esterbrook Fountain Pen 
you have a point to suit the require- 
ments of every type of customer at 
a price that fits every pocketbook, 


Write for our special folder outlining 
our attractive merchandise deals, 


ESTERBROOK STEEL PEN MFG. COMPANY 
85 Cooper St., Camden, N. J. 
or Brown Bros., Ltd., Toronto, Canada 


dstevtivok 


RE-NEW-POINT 
FOUNTAIN PENS 
AND STEEL PENS 


Esterbrook steel 
pens and Re-New- 
Point Fountain 
Pens write as one 
for both have the 
same type of point. 














The New Improved 8-100 
Stapling Plier 





IN FULL NICKEL FINISH 


EVA-CLOG S-100 Stapling Pliers will be 

furnished in full nickel plate on your 

future orders—another added improve- 
ment. 
Every possible improvement shown by test and 
use to be an advance in operation, durability and 
appearance is being added, or has already been 
featured on this machine. Engineering skill and 
expense has not been spared in adding refine- 
ments of construction, design and finish, with a 
view to making this machine the finest possible 
precision tool. 
Probably nine out of every ten pliers you sell will 
never be put to hard usage which these pliers are 
intended to endure. Yet—it is important for 
you to know that, no matter what purpose this 
machine is sold for, it will deliver satisfaction. 
Its close tolerances and accurately fitted parts 
make this more than just a paper fastening 
machine. Its construction and leverage are such 
that day in and day out production is its regular 
performance. 
And may we remind you that the price has not 
been advanced. At $4.50 it is a standard of 
value. 
You will have continual profit from the sale of 
genuine NEVA-CLOG Stapling Machines and 
genuine NEVA-CLOG Staples. 


NEVA-CLOG No. A-1000 Staples 





These staples are made of strong, rust-proof steel and 
are held together in strips of 100 staples each by a 
special process which makes a firmer strip. They are 
sharpened. Manufactured erpressly for the NEV A- 
CLOG Stapling Plier. 
List Price 35e M 
Packed | M to a box, 10 M to a carton 
No. L-1000 Long Staples 


NEVACLOG PRODUCTS. Inc. 


BRIDGEPORT, CONN. 
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years later by M. H. Dickinson & Company, 620 Main 
street, and the merged concerns soon became the largest 
retail and wholesale stationery and wall paper house in 
the city 

In 1883, Mr. Bryant and E. E. Phelps, another employee 
of Dickinson & Company, bought the book and stationery 
business of Woolworth & Colt at St. Joseph, Mo., and 
entered business under the name of Phelps & Bryant. 
Less than two years later Mr. Bryant was induced to 
become manager of the retail department of Dickinson & 
Company, and sold his interest in the St. Joseph store to 
Mr. Phelps, returning to Kansas City in January, 1885. 
At St. Joseph he married Miss Lucy Bland Trice, daughter 
of a Missouri pioneer, who came from Kentucky by oxcart. 

The death of Mr. Dickinson in 1892 brought the business 
to an end and Mr. Bryant and the late Percy Douglas, 
another Dickinson employee, bought a small book and sta- 
tionery business at 1108 Walnut street. In about a month, 
they moved the stock to 1002 Walnut and the business was 
incorporated as Bryant & Douglas Book & Stationery Com- 
pany 

In 1907, the business was moved to its present location 
on Grand avenue, where it became the largest book store 
in the city. 

In 1920, the book department was sold to Doubleday 
Page & Company and the enlarged stationery department 
was incorporated as the Bryant & Douglas Stationery 
Company. Mr. Douglas died in 1926 and his interests were 
purchased from his widow. 

Mr. Bryant was almost a life-long member of the Chris- 
tian Church. He is survived by his widow, two sons, Trice 
Bryant of Kansas City, and Vaughn Bryant, Glencoe, IIL; 
Bryant and 


two brothers, John A. Bryant and Charles T 


a sister, Miss Bessie Bryant, all of Kansas City, and by 
two grandchildren. Funeral services were held at 3:30 


o’clock, Friday, October 5 at a mortuary chapel. 
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Addison J. Campbell 


Addison J. Campbell of Brooklyn, N. Y., exhibit direc- 
tor of the Underwood Elliott Fisher Company of New 
York City, died of acute indigestion on the afternoon of 
October 17 at the Port Authority building, where he was 
supervising the Underwood Elliott Fisher exhibit at the 
National Business Show. He was fifty-two years of age. 
He is survived by his wife, Mrs. Mabel Talbot Campbell; 
two daughters, the Misses Doris and Frances Campbell, 
and two sons, Robert and John Campbell. 

In his official capacity, Mr. Campbell had charge of de- 
signing, erection and staging of industrial exhibits for his 
company at business shows and expositions throughout 
the country. One of his best known productions was the 
Illusion show exhibited on the Atlantic City boardwalk 
for many years. He also had charge of the installation 
of the company’s exhibit at A Century of Progress expo- 
sition, Chicago. This exhibit, with human models, de- 
picted by a series of fading tableaux the progress of busi- 
ness writing from earliest times to the present day’s mod- 


ern typewriters 
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H. B. Andersen 


H. B. Andersen, middle western representative of Neva- 
Clog Products, Inc., Bridgeport, Conn., died September 12 
His home was in Bridgeport where he had resided for a 
number of years. He came originally from West Virginia, 
where he had been employed by the West Virginia Rail- 
road 

Mr. Andersen's first experience in the stationery trade 
was coincident with his appointment to the staff of Neva- 
Clog Products, Inc., in 1924 At first he covered New 
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ALWAYS GOING AHEAD:— 


WE ANNOUNCE 
THE NEW 8E AND 10E 
ELECTRIC DESK MODELS 


ALLEN-WALES 
ADDING MACHINE S 


These two new models are the same size and weight as our 
hand operated models of like capacity. The same scientific 
care in design and construction as in the past. The same 
capacity to take punishment and give service as the ma- 
chines which built the reputation of this line for exceptional 
performance and durability. 


SPECIAL NOTICE 
Don't miss the announcement next month of two more 
important additions to our Electric Desk Model Line - No. 9E 
and No. 1iE. The creation of these machines will provide 
additional preference for Allen-Wales’ Dealers. 


This continued expansion of the line cannot fail to increase 
materially dealer sales opportunities. 

Reliable dealers throughout the world should know the 
value of an exclusive Allen-Wales Dealer Franchise-— the 
quickest, easiest, surest way to dealership profits. 


AUTOMATIC SPEED 
CONTROL— 


NO RHEOSTAT 


New 8 Electric 





* 
WATCH FOR 
THE DECEMBER 
ANNOUNCEMENT. 





ADDING and SUBTRACTING MACHINES 


W. J. PICKERING, * President 


GENERAL OFFICES: 515 MADISON AVENUE, NEW YORK, U. S. A. 
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From where we stand it certainly looks as if 
4. W. Faber has scored another Bull's Eve. America 
is Discovering Columbus the New Five-Cent, 
American Made Pencil! * * Five popular degrees 


of the fameas A.W. Faber tead, encased in fine 


Southern cred cedar Hexagon rounded corners 
and hexagon ferrule Polished in yellow with 
ced cubber tip . . . Packed in beautiful New litho- 
graphed cartons ... Today, Columbus is the 


biggest nickel’s worth of pencil on the market! 
® *® Send in your order now to obtain the colorful 
New Free Counter Display shown at the right. 
* # A. W. Faber, Inc., Newark, N. J. 


The Ideal Commercial Pencil seo 
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York, Pennsylvania and New Jersey, but in 1930 he took 
the middle western states and covered the latter territory 
until his death. He was sixty-three years of age. 

Mr. Andersen was conservative and had a large number 
of friends throughout the east and middle west. He was 
a man of strict integrity and assisted his company greatly 
in carrying out their plans for cooperation with dealers. 

t of 
Charles S. Lippman 

Charles S. Lippman, for over twenty-nine years con- 
nected with the office machine industry, passed away at his 
home in St. Louis about the middle of September. At the 
time of his death he was in charge of the St. Louis terri- 
tory for the Victor Adding Machine Company. He was 
outside the field for a short time following a connection of 





The Late Charles S. Lippman 


fifteen years with the Remington Typewriter Company 
and one year with the American Can Company. He joined 
the Victor after leaving the American Can Company and 
remained with them for ten years. The year following the 
severance of his connection with Victor, he was Chicago 
agent for the Gardner Company for a time. On the ter- 
mination of his connection with Gardner, he spent a few 
months with a manufacturer of vending machines, return- 
ing to the Victor organization about two and one-half 
years ago. 

Mr. Lippman was a man of great energy and industry 
Instinctively a salesman, he made his salesmanship a pro- 
fession for which he developed a fine technique and by 
which he achieved outstanding records in each of his sev- 
eral connections. He enjoyed the affectionate esteem of 
many for his good cheer and steadfast kindness. His 
many friends sympathize with the family in their loss. 

i oh oh 
Ben. Young 

Ben. Young, one of the owners of the Shepard Stationery 
Company, Kansas City, Mo., passed away on Monday, Sep 
tember 3, from a heart attack while visiting the Century 
of Progress Exposition at Chicago. He enjoyed the respect 
and esteem of all who knew him. 

koh bh 


W. A. Pierson 


Wm. A. Pierson, 1220 Park avenue, resident of Indian- 
apolis for many years, died at a Louisville, Ky., hospital 
October 17. He was 75 years of age. Mrs. Pierson was 
with him at time of his death. The funeral took place 
at New Albany, Ind., his former home, on October 19. 
His wife, three sons and several grandchildren survive. 

Mr. Pierson was Indiana representative of the American 
Seating’ Company, with offices in the Bankers Trust build- 
ing until he retired recently on account of ill health. He 
was a native of Orange county and a superintendent of 
schools before joining the American Seating Company 





A beautiful, useful gift 


for man or woman 
in office or home 


Here is just the type of gift people are 
looking for this year. The cost is only 
$2.50, and it will be used day in and 
day out the year through. 

Redesigned in four rich plastic finishes, 
Bates Indexes make a wonderful display 
in your windows or on your counters. 


the New Bates 


Telephone Index 


"Spin the knob and follow the green line’’ 





Junior Indexes in 3 finishes retail at $1.00 


The Bates Mfg. Co., Orange, N.]. 


New York Office, 20 Vesey Street 


Bates Numbering Machines, Bates Staplers, Bates File 
Fasteners, Bates Eyeleters, Mun-Kee Stamp Pads 
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To Sewe You 


In these days of rapidly increasing sales, 
Stencil Dealers demand service with SPEED. 
FIBROIN meets this demand of its dealers 
with FOUR branches, located to assure over- 
night service to any part of the United States, 
and to afford our dealers greatly reduced 
freight and express rates. 


Dealers who sell FIBROIN Indestructible 
Stencils and Duplicator Supplies know that, 
in addition to selling the best stencil on the 
market, they are also assured of service that 
cannot be bettered by any other Stencil com- 
pany in America. 

If you are not selling the FIBROIN brand— 
Investigate it NOW. Dropacard tothe branch 
nearest you, and you will receive by return 
mail samples that will convince you that Fl- 
BROIN has more selling points than any other 
stencil on the market today. 


A limited number of exclusive territories 
are open to dealers who are looking for a sten- 
cil that will meet eyery duplicator demand. 


FIGROON 


STENCIL CORPORATION 
306 WEST ADAMS STREET... . .. JACKSONVILLE, FLORIDA 


Branches BOSTON, CINCINNATI, DALLAS, LOS ANGELES 
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He served also in the city council of New Albany, and 


in 1912 was the Progressive candidate for Secretary of 


State. He was prominent as a churchman.—CG 
ols ole pls 
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Mrs. L. H. Sears 


Mrs. Loesa Hunter Sears, 1929 Parkwood avenue, To 
ledo, Ohio, mother of Lucius J. Sears, secretary and gen 
eral manager of the Franklin Printing & Engraving Com 
pany, died suddenly in her home October 6 

Mrs. Sears, a resident of Toledo for 63 years was a char 
ter member of the Collingwood Avenue Presbyterian 
church and was a member of the Wolcott chapter, D.A.R 

Mrs. Sears was the widow of Henry B. Sears. Besides 
her son she is survived by her sisters, Mrs. H. H. Lucas, 
Minneapolis, and Mrs. James P. Thomson, Maple Plains, 
Minn 

Funeral services were held in the residence the follow 
ing Monday at 2:30 p. m. 
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Charles Westphal 

Charles Westphal, a New York City representative of 
the Boorum & Pease Company, died on September 28 
He had been operated on for intestinal trouble and had 
been in the hospital for a week. He was forty-seven years 
of age and leaves a wife and daughter, two brothers and 
a sister 

He was a sergeant in the 77th division, A. E. F., during 
the World War. Mr. Westphal belonged to the Masonic 
order and the J. O. U. A. M. He had been with the 
Boorum & Pease organization for twenty-eight years, call 
ing on the New York City trade 

Office Appliances extends sympathy to family and asso 


ciates 


Charles F. Herrmann 

On September 3, 1934, Charles F. Herrmann, well known 
stationer of Milwaukee, Wis., succumbed to a heart attack 
at the age of fifty-four years. Mr. Herrmann died at his 
home 

Born in Germany, Mr. Herrmann was still an infant 
when he was brought to Milwaukee. When he was four 
teen years of age he began to work for the Brumder Book 
Store and remained with that firm during the entire span 
of his life. Seven years ago he bought the business and 
subsequently conducted it under his own name 

In the business circles of Milwaukee, Mr. Herrmann 


was known for his honesty, dependability, and unfailing 


courtesy His passing is regretted. 
he mh oh 


Walter J. Stange 
The trade lost one of its best known members in the 
West when Walter J. Stange passed away at San Fran- 
cisco in October after a short illness. Stange had spent 
thirty-eight years with the trade in San Francisco, and 
was widely known for his mechanical skill, and as an ex- 
pert tool maker. He was first connected in San Francisco 
with the Remington branch; then he was for a while super- 
intendent of the Typewritorium, and afterward for years 
with the Wholesale Typewriter Company. He was highly 
esteemed by all the trade, and a large representation paid 
respect to his memory by attending the final rites. Mr. 

Stange leaves a widow but no children 
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R. C. Wayne 


R. C. Wayne, a veteran stationer and bookseller of 
Rochester, N. Y., succumbed to a heart attack October 17, 
at the home of his son, Elmer C. Wayne. He had been 
in ill health several weeks, but his condition did not be- 


come critical until the day of his passing. He was eighty- 
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A L L THAT YOUR MOST PARTICULAR 
CUSTOMERS COULD DEMAND 


SPEED() 
SAMPLES of these 


two new products, with TRANSPARENT 


full data, may be had 
by writing us at once. 


TABS 











ae 


. This durable, legible new Index Tab is a modern 

office convenience that you can sell to your select 
trade, VERY PROFITABLY. Made in our own factory, 
featured by careful, clean-cut workmanship, presented 
in EIGHT colors, and in THREE exposures ('4 inch for 
1 line; 34 inch for 2 lines; \4 inch for 3 lines). Furnished 
in 6 inch strips, with rugged cloth backing, gummed for 
long and unflinching service. Ideally flexible. Index 
labels with each unit. A distinguished addition to the 


PARROT line. 


+ 








Vacuum Cup 


FINGER TIPS 


Four sizes . . . deep-cupped 
Splendidly ventilated for easy wearing 
Packed 12 boxes to a smart sales carton, 
each box holding 12 tips 








LATEX Featherweight Rubber 


@ An accurately made red rubber A — 
A\) 
IN \ ACR: 





finger for speeding up clerical 
work. Cool, comfortable, long-wear- 


ing ... and its deep cups make it ee wi = ; 
A : >? ae Ll, : ‘ Aghter, but mighty strong .. . with unusua 
really GRIP! Sizes 11, 11! 12, 13 stretch, comfort and durability to make it a 
and 14. A decided improvement for favorite. A vacuum-cupped lightweight office 
. . . : convenience that does the work of a heavy- 

customers interested in office effi- . 


weight! Same sizes available. 





ciency. 





* Two distinctive NE W specialties 
just introduced by 


PARROT Speed Fastener Corp. 


863 Broadway NEW YORK CITY 
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ANNOUNCING THE NEW 


Electric MopEL K 
COMPTOMETER 


with the Automatic CONTROLLED-KEY SAFEGUARD 





To PRODUCE an electrically actuated Comptometer 
with all the speed, accuracy and especially the auto- 
matic safeguards against operating errors that for so 
many years have distinguished the standard Comp- 
tometer, was a high point to attain. 


The new electric Model K Comptometer, here in- 
troduced, represents the successful achievement of 


that result. 


Along with other characteristic Comptometer fea- 
tures, this machine is equipped with the Controlled- 
Key for the prevention of errors from faulty key 
strokes, even in high-speed operation. 


Naturally, the shortness of key stroke in electric 
machines of this type makes them all the more sus- 
ceptible to such faulty operation. Without the Con- 
trolled-Key neither the standard key-driven nor the 


electrically-powered, key-responsive type is capable 
of maximum accuracy. 


The new Model K is abundantly qualified to uphold 
the splendid record of the standard Model J Comp- 
tometer for high-speed, accuracy and economy on all 
figure work. Both machines are built to merit the 
wide recognition and approval that has placed 
““COMPTOMETER” high among the Who’s Who of 
adding-calculating machines. 


Both are good machines. Each is unsurpassed in 
its respective type. It’s simply a question of pre- 
ference. A matter of choice. 

A Comptometer representative will esteem it a 
privilege to demonstrate either one or both of these 
machines in your office. Telephone the Comptometer 
office in your locality, or write to us direct. 


FELT & TARRANT MEG. CO., 1719 N. Paulina St., Chicago 


COMPTOMETER 


TRADE-MARK 
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eight years old. Surviving are his son; a brother, James 
R. Wayne; a grandson, Robert D. Wayne, of Seneca Falls, 
N. 
bt 
Arthur E. Perkins 
Arthur E. Perkins, who had been associated with the 
Boston stationery business of William M. L. MacAdams, 
Inc., thirty years, passed away some weeks ago. He was 
a member of the Boston Stationers Association. Surviv- 
ing are two sisters—Mrs. James S. Shaw, Quincy, and 
Miss Clara P. Perkins, Cambridge. 


rls oo rl 
O. J. Korby 


Oliver J. Korby, for fifteen years buyer for the Fritz- 
Cross Company, and later for their successors, the A. & E. 
Supply Company of Duluth, Minn., died on September 21 
at the age of thirty-three years. His untimely end is 
greatly regretted. 

ee 
“Johnson Typewriters” Hold First Place 
in Bowling League 

The Johnson Typewriter Company of Princeton, III, is 
the sponsor for a bowling team which operates under the 
name “Johnson Typewriters.” The team is composed of 
“Art” Johnson, Johnson Typewriter Company; “Jim” 
Fletcher, county clerk; “Doc” Gill, a dentist; John Cana- 
kis, restaurant man, and Lawrence Gregory, insurance man. 
The team competes in a league composed of eight entries 
and has won each of the six games played thus far. Al- 
though the team average of 798 is not particularly high, 
the members feel that having won every one of the six 
games played since the season started is worthy of men- 
tion. We agree. 


ne 
Has Anybody Seen These Pens? 

The S. G. Adams Company, Adams building, St. Louis, 
Missouri, was robbed on Sunday, September 23, of a quan- 
tity of fountain pens and mechanical pencils valued at more 
than $1,000. In the lot stolen there were fifteen Conklin 
pens and four Conklin pencils; forty-eight pens and twen- 
ty-five pencils of Wahl manufacture; eleven pens and ten 
pencils made by Parker, and 113 Sheaffer pens and twenty- 
three Sheaffer pencils. Seventy-five of the Sheaffer pens 
were Lifetimes each of which had a serial number stamped 
on the gold point. The S. G. Adams Company has a list 
of these numbers. 

The cooperation of the trade is requested in the recovery 
of these pens and pencils or any portion of them 

— 


Chicago Furniture House Moves to Jackson Street 

The Kendrick Furniture Company has moved from 208 
West Randolph street to 218-20 West Jackson street, Chi- 
cago, on one of the leading thoroughfares of the business 
district, and on the daily route of numerous commuters 
The building occupied houses many commercial concerns 
of importance. Practically the whole floor display is visi- 
ble from the elevator lobby of the building. The store 
has an unusually high ceiling, with excellent illumination. 
Space is provided for the desks of a corps of outside sales- 
men. ‘This business is conducted by W. J. and J. M. Ken- 
drick, and has been operated the past sixteen years 

——$_<—————— 
Fargo Stationer Buys Printing Company’s 
Stationery Stock 

The Pierce Company recently bought the stationery 
stock of the Hannaher-Anderson Printing Company of 
Fargo, N. D., and has added it to their stock already on 
hand. The Hannaher-Anderson Company will confine its 
efforts hereafter entirely to the printing business. 








I|SAY TO 


DEALERS:— 


Almost 


Everybody 


Who Enters 
Your Store 





Is A Likely Purchaser 


of 


FIBERSTOK Filing Devices! 


The student needing a portfolio for schoolwork, the 
salesman in search of a wallet in which to carry im- 
portant papers, the banker, insurance broker as well as 
every business, need one or more of the many available 
styles and sizes of FiberstoK Filing Devices. 


You needlessly sacrifice potential profits if you do not 
at all times keep an assortment of FiberstoK Filing 
Devices prominently displayed. Let those who enter 
your store SEE the available variety of FiberstoK mer- 
chandise—let the power of suggestion SELL for you! 


Hundreds of dealers enjoy a most substantial day by 
day FiberstoK business by using the FiberstoK Metal 
Cabinet Assortment—a most attractive, yet compact 
display that constantly re- 


FiberstoK needs. 


sortment! 


minds shoppers of their 
Write NOW for details of 
the FiberstoK Cabinet as- w+ a 
A ° 
. a 


President 





NATIONAL FIBERSTOK ENVELOPE CO. 
429-447 Moyer Street, Philadelphia, Penna. 


Chicago, 54 W. Lake St. 


@ Mutual Stationery Co., 368 B'way, New York 
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Q(’anpon Paver SELLING | 


IMPLIFIED! 








Dealers have waited for years for some manu- 
facturer to really simplify the handling and selling of 


carbon paper. 


A concise, Ae BR. Ge form was necessary, above all. 
so that the dealer would not have to absorb a lot of 
knowledge to recommend intelligently to his customer 


the precise sheet for the particular carbon paper need. 


The Imperial Carbon Paper Merchan- 
diser—, unique, handy pocket-size sample carbon 


portfolio (patent applied for) performs for the dealer 
and the dealer's salesmen the service of simplifying the 


handling and selling of carbon paper. 


Made to order tor the Dealer—The IMPERIAL 
CARBON PAPER MERCHANDISER will be welcomed 
by the stationer and office equipment merchant whe is 
dissatisfied because of his comparatively small carbon 
business but who feels that if he had some real mer- 
chandising aid on carbon paper, he and his salesmen 
could go and get some substantial business. The IM- 
PERIAL CARBON PAPER MERCHANDISER will do 


a real job for any dealer. 


Write Us 


IMPERIAL MANUFACTURING CO. 
101 Mulberry St. NEWARK, N. J. 
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Sidney Collins Looks Up Old Friends 
of the 
cil Sharpener Company, Chicago, spent several weeks on 
Jos 


southeastern 


Sidney Collins, vice-president Automatic Pen 
Strauss, who travels for the company 
Mr 


many old friends in this section whom he had called on 


the road with 


in eastern and territories Collins met 


while traveling territory, and many whom he had met 
year after year at conventions of The National Stationers 
Association. 


The 


every 


faithful car of Jos. Strauss was on the job early 
morning for a good getaway, and it also logged 
many late afternoon miles to get in a few additional calls 
before calling it a day. 

The territory covered included parts of New York State, 
Pennsylvania, parts of Ohio, North and South Carolina, 
and Virginia. 

The Georgia territory of the Automatic Pencil Sharp 
ener Company is handled by Jimmy “Cigar” Stites. 

deieiaeiiiaiaocaness 
Kyle Wins Monroe Southern Division Sales Trophy 

T. R. Kyle of New Orleans, manager of the southern 
division of the 
Orange, N 


Machine Company, 
the 


reward 


Monroe Calculating 


Inc., J., was recently awarded Monroe 


division cup presented by his company as a for 
leading the country in percentage of sales quota obtained 
since the first of the year. 

The third Monroe division trophy 


tion in January of this year to be awarded at the end of 


was put in competi- 


each quarterly period to the leading division for that quar 
The trophy will be retained permanently by the divi- 
three 


ter 
sion which succeeds in winning it for consecutive 


quarters 
Mr Kyle, whose division covers eight of the southern 


and southeastern states, has now won the cup permanently 


with the highest percentage of quota ever recorded in a 
Monroe division trophy contest. 
~ =i ----- 


Syracuse Machine Dealer Moves 
to care for an increased 
Adding Machine 
from a second floor location recently 
space at 232 Harrison street, Syracuse, N. Y. 
Lynch, the business has grown 


In order adequately business 
moved 
ground floor 


Under the 


volume, the Syracuse Exchange 


to a 
proprietorship of R. P. 
steadily and now offers to customers a complete line of 
new and used office machines. In addition an efficient r« 
pair and service department is maintained 


eae 
Tavernier on Coast Trip 

Louis Tavernier of the Fulton Specialty Company, Eliza 

beth, N. J., is on a trip by boat to the Pacific Coast states 

He will stop at Havana the The 

Stationers Square Club and the Stationers 12:30 Club gave 

Mr 


he 


on out-bound voyage 


Tavernier a farewell dinner on October 17, at which 
the of 
happy and prosperous voyage and a safe return 
ee ee 
Baltimore Dictating Machine Company Takes 
Larger Space 

An increased business volume resulted recently in 
removal of the Baltimore Dictating Machine Company 
from 107 East Pleasant street, Baltimore, Md., to 105 East 
the 


received good wishes every one present for a 


the 


business now occupies rooms 


Pleasant street, wher« 
201 to 304. 


—_—_——__—_ 
Balaban Returns from Trip 


Jalaban, president of the Service Office Supply 


Nathan 
Company, 314 East Jefferson avenue, Detroit, Mich., re- 
trip, during 


He ré 


returned from an extended buying 


visited with a number of manufacturers 


cently 


which he 


ports satisfactory results. 
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Office Machinery 


Imagine trying to conduct modern business without Type- 
writers, Adding and Accounting Machines, Duplicating 
Devices, Addressing Machines, and the many other mechan- 
ical labor-saving devices which we now accept as a matter 
of course. 


Yet, regardless of mechanical perfection, this machinery 
is still largely dependent for efficient operation upon the— 


Human Element 


The MANUFACTURERS of office machinery recognize the 
importance of reducing fatigue, and that is why they design 
machines (when possible) to permit the operator to work in 
a seated position. 


More and more PURCHASERS of mechanical devices are 
realizing that it is poor economy to spend hundreds and 
thousandsof dollars on machinery, and givenothought tothe 
comfort of the operators—hence the growing popularity of— 


HARTER POSTURE CHAIRS 


No. 0517T—Swivel Posture Stenographic Chair No. 0522T—Swivel Posture Chair for High Work 


Wide awake Dealers are cashing in on the opportunities to sell HARTER 
POSTURE CHAIRS that are constantly being created through the 


sale of mechanical devices. 


The Harter Franchise Is Valuable 


THE HARTER CORPORATION STURGIS, MICHIGAN 
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NOTE THESE features 


Direct, front feed 

Automatically elevating feed tray 
Ream-feed— feeds very last sheet 
Automatic roller release 

Selective inking—closed drum 
9-inch printing range adjuster 
Re-set counter 


Slip-sheeter attached or removed 
in 10 seconds 


Receiving tray stacks work ac- 
curately 


@ 4-speed electric drive 
e Any speed instantly 
e AND MANY OTHER FEATURES 
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HERE’S THE 
DUPLICATOR 


YOU'VE 
WANTED/ 


The Niagara Model AF Electric is a business- 
@..:-: for dealers, a money-maker for 
owners. Its simplicity, flexibility and ability to 
handle work classed as ‘‘impossible’’ for a 
duplicating machine is truly amazing. 


The Niagara Model AF is outstanding in per- 
formance. With accuracy it feeds automati- 
cally postcards to legal size sheets, onion-skin 
paper to cardboard. Complicated layout, mani- 
fold form and color work is made practical and 
sure by the Niagara feeding and reproducing 
features. The Niagara is compact. Any aver- 
age office employee can operate it easily and 
efficiently. 


There is a Niagara Duplicator for every purse 
and purpose, priced from $75 to $320, and a 
complete group of Niagara Appliances, led by the 
remarkable Niagara Slip-Sheeter. This revela- 
tion in simplicity and effective performance can 
be attached or removed in Ten Seconds! It is 
priced at only $45. 


The Niagara line is highly profitable to the 
dealer. Discounts are liberal. Excellent terri- 
tory is still available. Write for descriptive 
folder and dealer proposition. 


NIAGARA MODEL B 


A sturdy, light, accurate, closed-drum 
duplicator with automatic roller release, 
counter and many other features. Carries 
the Niagara guarantee for workmanship 
a _— of registration. A sensation 
at . 


NIAGARA DUPLICATOR CO. 


1736 PER'ALTA STREET, OAKLAND, CALIFORNIA 


Uo. KM. 
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New Moore Revolving Display Cabinet 

The new revolving display cabinet of the Moore Push 
Pin Company, Philadelphia, has unique and attractive fea 
tures as well as points of utility that make it an asset to 
the stationer. The cabinet is made of metal throughout, 
and when filled with the seven differently colored packets 
of the company’s products—Moore aluminum push-pins, 
Moore glass head push-pins in two sizes, and Moore Push- 
less hangers in four sizes—it is said not only to attract 
attention, but to be a maker of immediate sales. 

When filled, this cabinet holds seventy-two window-front 
packets of the Moore Push-Pin Company’s products, any 
one of which can be easily removed and replaced by a cor- 
responding packet from stock. Notwithstanding the fact 
that the cabinet holds and displays half a gross of packets, 
it occupies a counter space of only six inches. 

At the top of the display is a special box-like receptacle 
of metal in which circulars are stored telling the customers 





The Moore Push Pin Revolving Cabinet 


how to hang pictures and other wall decorations. The 
company will publish other helpful material from time to 
time for the use of dealers in connection with this cabinet 

The company says that nearly all stationery jobbers 
throughout the country are supplied with these cabinets, 
so that dealers will find them not difficult to obtain. No 
charge is made for the cabinet, one being given with each 
order for the full assortment of seventy-two packets. Re- 
fills may be quickly obtained from the jobbers 

nigattengiiiniaveatias 
Design in Industry 

In a recent address on Design in Industry before the 
Pittsburgh Advertising Club, Wilbur Henry Adams, presi- 
dent of Wilbur Henry Adams & Associates of Cleveland, 
discussed the tendency toward better design in machines 
and other objects in common use, holding that the world 
needs a “dressing up.” In a paragraph referring to office 
furniture and appliances, Mr. Adams states a fact long 
known to members of the office equipment industry, viz., 
the redesigning of many office equipment items so as to 
promote harmony and beauty, and avoid dust-catching 
surfaces. 

> 
Hamm Calls on North Dakota Stationers 

L. W. Hamm, governor of the seventh district of the 
National Stationers Association, and manager of The 
Pierce Company, Fargo, N. D., recently completed a trip 
about North Dakota, calling on all the stationers in the 
territory covered. He states that everybody reports im- 
proved conditions in spite of the fact that a considerable 
part of the territory is in the drought district. 
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IMPERIAL 
OFFICE CHAIRS 


as well as a 


Complete Line 
of Executive 
Office Furniture 


Imperial Office Chairs are as distinguished for 
their distinctive styling as for their quality and 
utility. 

Yet these fine chairs cost you no more than those 
of inferior workmanship, less, in fact than most 
other chairs of comparable excellence, because 
Imperial’s superior production facilities permit im- 
portant economies. And this vital advantage 
applies equally to Imperial’s entire line of office 
furniture. 


If you are interested in substantial savings and 
greater satisfaction in your selection of executive 
office furniture, send for the Imperial catalog. 


IMPERIAL FURNITURE CO. 


GRAND 
RAPIDS 
MICHIGAN 
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NATIONAL 
DISTRIBUTION 





CARBON PAPERS 


and 


) INKED RIBBONS. 


MADE IN U-S-A> 


Inked ribbons and carbon paper for every purpose. 


Exclusive dealers and stationers who desire to 
build successful distribution of carbon papers and 
typewriter ribbons with the assurance of satisfied, 
permanent customers, as well as dependable profit, 
will find the outstanding quality and extra points 
of value built into OLD DUTCH LINES will pay 
big dividends in consumer confidence and attending 
good will. 


Old Dutch Line of carbon papers and inked 
ribbons are engineered to meet a broad spread of 
consumer requirement and price range. We have 

scientifically allocated each quality number of 
auiee in formula charts as to weight of tissue, 
strength of write and price range, which will enable 
your sales organization to readily prescribe the 
correct quality for a given requirement, thus 
rendering @ superior service which builds good will, 
wins repeat business with attending profits. 


If there isn’t an Old Dutch dealer in your city, 
write for details of dealer franchise. 





OLD DUTCH CARBON & RIBBON CO. 


WATERS G& WATER 
SION OF NEIDICH PROCESS COMPANY 
ST LOUIS, MO. 
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News from the Northwest Travelers 


By Fred. C. Schafer 

Art. Bergstrom of the Parkins Brothers Company of 
Sioux City visited Sioux Falls recently, where he called 
on an old friend in the person of George Willig. Any 
other friends visiting Sioux Falls are requested to get in 
touch with Mr. Willig. 

* * * 

Carl Kaufman, who has been off the territory for some 
time, has been calling on his old friends in Milwaukee, the 
Twin Cities, and other towns which he formerly made. 
Carl is looking well and the travelers are all glad to see 
him back again. He is now representing the National 
FiberstoK Company. 

* * * 

B. J. Bristoll of Koch Brothers, Des Moines, and his 
family left on October first for a visit with Mr. Bristoll’s 
mother in Tennessee. They expected to be gone about 
ten days. 

* * * 

The Aberdeen Paper Company of Aberdeen, South Da- 
kota, has been taken over by the Nash-Finch Grocery Com- 
pany and is now known as the Dakota Paper Company. 
Mr. Mead, who was manager for the old firm, will con- 
tinue in the same capacity. 

* * * 

Three of the famous duck hunters of the Twin Cities, 
Art Grayston of Thomas & Grayston; Ed Hansen of 
Miller-Davis Company; and Roy Clarke of the F. S. Web- 
ster Company, were on the job when the season opened 
on October 2. These hunters can always be depended on 
to bring home the limit of ducks. 

* * ae 

J. Russell Larcombe, editor of the Phillips County News 
and the Havre Daily News, at Havre, Montana, was in the 
Twin Cities during the early part of October on a business 
and pleasure trip 3esides being a newspaper editor, Mr 
Larcombe also conducts an office supply business 

* * * 

Several months ago we were of the opinion that agrt- 
cultural and business conditions in the Northwest wer« 
coming back. Since that time this prediction has been 
fulfilled. The rainfall in September was above normal and 
all late crops have gone far beyond expectations. The 
outlook for next year is the best it has been for some 
years, because of the copious September rains, and pro- 
ductive sections are assured of a good beginning for 1935 

ok * * 

Bobby Campbell, Minnesota state amateur golf cham- 
pion, has joined the selling staff of the Steele-Lounsberry 
Company of Duluth, Minn., printers and dealers in office 
equipment and supplies. Before his final initiation into the 
ranks of outside salesmen he will undergo a training period 
not less arduous than that which helped to lift him to 
championship heights in golf. Bobby is 21 years old. If 
he puts the same spirit into business that he put into sport 

and there is every indication that he will—he will be a 
top-notcher before he is half a decade older. Henceforth, 
golf will be a spare-time interest 

— —_ 
Morris Bernstein Business Expanding 

Morris Bernstein, proprietor of Mobells, 149 Grand 
street, New York, N. Y., has opened another store at 411 
Broadway for the purpose of handling all kinds of office 
furniture and partitions. Mr. Bernstein is an old timer in 
the industry, having devoted his entire life to this business. 
His friends throughout the country will be interested to 


learn of his recent business expansion 
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$27 850. 00 FOR TWO ADS ALONE 


Besides 18 Other Covers in Four Colors for 
Fall and Christmas Advertising 


Sheaffer’s four color Christmas advertising is the 
greatest in the industry! Two ads alone, one in the 
December ist Saturday Evening Post, and one in De- 
cember 2nd American Weekly costing $27,850.00 
will be read by more than 30,000,000 people. Add 
to this, 18 other four color covers appearing this fall 
and Christmas! 


Think of this tremendous pulling power which is 
supplemented by black and white newspaper ads in 
over 50 leading dailies in the United States. More 
than 70,000,000 people will see Sheaffer’s adver- 
tising. 

These ads will bring demand for Sheaffer’s one- 
stroke lever and visible barrel pens singly and in sets. 
You can profit to the fullest extent and swell your 
Christmas pen sales only if your stock is complete. 


Prepare for this demand. Complete your Sheaffer 
stock, watch and tie up with the ads—and do the best 
Christmas business in years. 


SHEAFFERS 


PENS - PENCILS +« DESK SETS + SKRIP 
SKRIP-GRIP oa LASTIK 
W. A. Sheaffer Pen Company, Fort Madis owa, U.S.A, 
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Hotchkiss Model No. 
1A—Weight, 21% lbs. 
Uses No. 1A wire sla- 
ples, 4" crown, yy" 
leg, 210 per strip 
5,000 per box. 





Hotchkiss Model No. 
Weight, 1% lbs. 
Uses No. 1 flat steel 
staples, %" crown, %" 
leg, 25 per strip—500 
per box. The universal 
office machine. 
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| KNOWN NAMES SELL— 


—And You Get All the Other 
Selling Reasons as Well With 


qcHKisrs 


Total up all the reasons for concentrating on 
any one line and you'll find that the one line to 
concentrate on among paper fastening devices is 


HOTCHKISS. With Hotchkiss you get— 








Reputation—a name known for reliability to the trade and 
to your customers; 


The most complete line from one source—convenience to 
you, service to your customers; 


~S 


A square deal policy that protects the dealer and his profit 
no direct selling; 


National advertising, advertising helps, sales cooperation 
they boost business; 


— w 


A line that broadens your market—gets more customers— 
items appealing to everybody; 


s 


Automatic repeat business—staples are used and have to be 
reordered—continuous profits; 


Guaranteed quality that eliminates complaints, builds good 
will and more sales; 


Wider distribution—more Hotchkiss machines in use be- 
cause Hotchkiss is the world’s oldest and largest manufac- 
turer—that means more demand for Hotchkiss Staples and 
new Staplers. 


oN DS 


Concentrate, standardize, specialize on HOTCHKISS — and 
you'll get the bulk of the business—the profitable business—in 
your territory. Look over the Hotchkiss line and see that you 
have a representative assortment now. 














; Staples! 
Hotchkiss Model H53—-NEW! You can buy cheaper staples than genuine Hotchkiss 
Large capacity, heary duty sta- Staples but you'll be taking chances if you do. Imitations 
pling plier for office, store, fac- are often of inferior, wrong size wire, produced carelessly 
tory. Weighs 14 ounces. Stapling and consequently unfit for use in stapling machines of 
range 1%4". folds Hotchkiss quality. It will pay you in every way to buy 
125 staples, \4" or staples only from manufacturers of known reputation—see 
56” legs, fastens up to it that your customers get Hotchkiss Staples for Hotch- 
to 50 sheets of 16-Ib. kiss Staplers. 
paper. 

























THE HOTCHKISS SALES COMPANY 
NORWALK CONNECTICUT 
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Lakewood, Ohio, Paper Honors “Doc” Hanson 

A recent issue of The Suburban News and Herald, pub- 
lished in Lakewood, a suburb of Cleveland, pays tribute to 
the progressive work in the field of industry carried on by 
Walter Hanson, a resident of Lakewood and president of 
the Hanson Machines, Inc., and the Hanson 
Typewriter Service Company, both at 2082 East Fourth 


3usiness 


street, Cleveland. 
Mr. Hanson has been an active distributor of office ma- 





Walter “Doc” Hanson 


chines for the last twenty-nine years, twenty-one years of 
which period he has been in business on his own account. 

Walter (“Doc”) Hanson—typewriter doctor—is a native 
of Cleveland, the date of his birth being October 1, 1890. 
He has the Northern Ohio agency for the Varityper, other 
machines, Beck duplicators, Speed Keys, etc. 

Mr. Hanson is a veteran member of the Cleveland Ki- 
wanis Club, and second vice-president of the Commercial 
Men’s Association of America. 


———— 
Notes from Pacific Northwest 
A. C. Gfeller the Lowman & Hanford Company, 
Seattle, has been made a director of the controllers group 
of the Seattle 3ureau. This group was re- 
cently formed. 


of 
Retail Trade 


* * * 


Mrs. Hazel Hartzell of Hartzell’s stationery store in the 
University district, Seattle, has been busy this fall in 
Olympia, Wash., assisting in the organization of a club of 
business and professional women in that city. 

+ * a 

Claude Pettibone, well known in the Seattle stationery 
field, has been added to the staff of A. E. Fransen Com- 
pany, stationers and printers of Seattle. 

“2 

A few days ago the firm of Trick & Murray, Seattle, 
sent out cards like those on which the politicians’ promises 
are printed, urging voters to vote for Trick & Murray, and 
the assurance was given that a vote for that firm would 
be a vote for good stationery, loose leaf ledgers and other 
office accessories. 

‘+ + 2 

A healthy tone to fall business is reported by more than 
one stationer in Seattle. 

* * * 

The DeVoss Desk Company of Third Avenue, Seattle, 
recently received an award for furnishings in connection 
with the opening of the spectacular Davy Jones Locker, 
an unique nautical rendezvous which has attracted much 
attention in Seattle. The company helped to create sev- 
eral of the unusual effects. 

a ae 

Huxley’s is a new stationery and greeting card store 
which opened in October at 1320 Fifth avenue, Seattle — 
CML 














From Italy’s vales to 
mountains high, 

The typists used to 
fret and sigh; 

But now no errors 
tempers try, 

Because they always 
use TRI-PLY! 





| HE fact that Weldon Rob- 

erts Erasers are used all 

| over the world means some- 

| thing to you. It is evidence that the 

| whole world recognizes Weldon Rob- 

| erts quality, and that Weldon Roberts 
Erasers are easier to sell. 





It doesn’t take many mistakes to prove 
the value of an eraser—whether it’s 
quick, clean, non-smudging, easy to 
| handle, durable. It doesn’t take long 
| to prove that Weldon Roberts Erasers 
are profitable. 


| TRI-PLY 399 is an example—With its 
two plies of red eraser to take care of 
| pencil marks and carbon and its center 
| ply of soft gray rubber for ink or typ- 
| ing TRI-PLY is the natural favorite 
| of office workers. It insures that all- 
| important factor in your business— 
satisfied customers! 








WELDON ROBERTS 
RUBBER CO. 
| America’s Eraser Specialists 


| Newark 





New Jersey 





Waerdon Rotenrtr 


Lorract mirstkalcer uy any Dangquagé 
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Stationers Enthusiastic! 


ower results obtained in 


y J SALES instead of I 


Campaign 


Of Bing! Speed Binder and Forms 


TAKE 


ADVANTAGE of these two unusual sales- 


getters and profit-makers NOW! if you have 


not already done so. 


Here is a business-build- 


ing combination that assures almost on the 


mere showing, 


Two Sales instead of One. | 


Every business is a prospect, every profession 


a potential buyer. 
Free 


\ complete assortment of 
Sales Helps is included in this profit- 


increasing opportunity. 


The Bing! Speed Binder is a sturdy, compact and efficient post 


binder, light in weight- 
its ease of operation . . . 
meet every particular need. 


you'll like its speed . 
almost automatic! 


. its simplicity . . . 
A size and style to 


Standard B § P Professional and Business Forms are a vital ad- 


junct to the Bing! Speed Binder 
for sales possibilities. These forms 
have been designed with extreme 
care and in cooperation with suc- 
cessful accountants in each busi- 
ness in which the forms are to be 
used. Convenient . . . time-saving 
and economical. 


Make Two Sales 
Instead of One! 


Wrile for Details or Ask 
Our Salesman 


Boorum & Pease Co. 


P. O. Box 272, City Hall Station, New Y ork City 


ST. LOUIS, MO. 
7th St. 


BOSTON, MASS. 


NEW YORK 
349 Broadway 
BROOKLYN, N. Y. 
84 Hudson Ave. 29 Otis Street 

CHICAGO, ILL. 
538 S. Wells St. 


212-214 S. 








the combination unparalleled 

























Sissce' 
+3 I 








Send for Complete 
Details at Once! 
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The New Post-O-Graf Catalogue 

By printing its most recent catalogue entirely on Post- 
O-Graf and Spartan duplicators, Post-O-Graf, Inc., Wilkes- 
Barre, Penna., achieved an impressive effect that indicates 
without words just what these duplicators can do. Brown 
and red ink is used in combination throughout the cata- 
| logue, which contains twenty pages exclusive of covers 
The latter are of tan stock with the 
an attractive design produced by the 
are of cream stock carrying 
Spartan Chief, th« 


front cover carrying 
stencil duplicating 
process. The inside 
illustrations and descriptions of the 
Spartan and the Post-O-Graf rotary stencil duplicator, th 
| Menuprinter duplicator, the Postoscope, inks, stencils, styli, 
Copies of the catalogue are avail 


pages 


| impression rollers, etc. 


| able to dealers on request. 





Leather Goods Display of the Marshall-Jackson Company, 26 
South Clark Street, Chicago, Which Made Passers-by Conscious 
of Their Needs for Items of Leather Required for Personal Use. 











WEDDING S 


Mac Dougall-Boyd 

Miss Clare Elizabeth MacDougall was married October 
6 to William Joseph Boyd. Mr. Boyd has been appointed 
district manager in the middle Acco Products, 
Inc. The past five years he had been metropolitan repre- 
York. 

Se 

Holland-Botterell 

Miss Leila Holland of Gallipolis, Ohio, was married sev- 
eral weeks ago to Eugene Archibald, systems salesman at 
the Cincinnati branch of Remington Rand. He started 
with the organization as a Baker-Vawter salesman 





west for 


sentative in New 





OL’ $ TOR K 
The Raymonds Introduce a Daughter 
Mr. and Mrs. Ellis Raymond of Fort Smith, Ark., have 
announced the birth of a daughter. Felicitations are of 
fered. May happiness and long life attend her! 
Mr. Raymond is foreman of the local shop of the Un 
derwood Elliott Fisher Company. 
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TRI- GUARD FILES 
HAVE IMPORTANT EXCLUSIVE 
eo FEATURES THAT HELP INCREASE 
— ee SALES AND PROFITS 


‘swaycheck’’ for guides and 
folders, keeping them sub 
stantially erect and always 


visible. 


MAKES WORK EASIER 


Unnecessary to frequently 
adjust follower in a Tri-Guard 


file. Guides slide easily on TRI-GUARD FILES MEAN TRIPLE SLUMPING FILES MEAN SLUGGISH 
three rods that support con SPEED OFFICES 





tents and provide ample A perfect ‘“V"' shaped filing pocket is In the ordinary file, the contents slump 

working space formed by a mere touch of the fingers at backward or forward every time the drawer 
any subdivision of the file. This provides is opened or closed. It is push and pull 
ample working space at all times, saves for the file clerk all day long—hard use and 
time, work and money. abuse of guides, folders, and contents. 





The Tri-Guard file provides the fastest, simplest, best, and easiest way 
of filing and finding. It insures greater accuracy, and more efficiency 
with less work. 


Like all Globe-Wernicke products, Tri-Guard files and guides are sold 


SAVES TIME AND only by our dealers. Their exclusive and distinctive features enable 
MONEY our dealers to substantially increase sales and make satisfied customers. 


The ‘‘sway-check"’ principle As a business man, investigate the opportunity to make money with 
is obtained without the use this outstanding merchandise. Write for the facts today! 


of mechanical accessories 
There are no inserts to buy 


nothing more to install 


GlobeWernicke 








Gitar elem elite 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFIC 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving 
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WHY YOU Found G-E MOTORS on 


so Many Office Devices at the 
National Business Show 


BECAUSE .. . Good appliances demand good motors. The reputa- 


tion of G-E motors is built on their record of performance— 
the result of high standards of design, materials, and 


manufacture—high standards consistently maintained. 


BECAUSE ... Office devices motorized by General Electric are 


equipped with exactly the RIGHT motor for the job, 
Dependability and long life are assured by codperation 


between equipment manufacturers and General Electric. 


AND : 
BECAUSE .. . G-E motors are efficient, of fine appearance, and as 


thoroughly up-to-the-minute in every detail as the devices 


they drive. 
. 


At the 31st Annual National Business Show in the Port of 
New York Authority Building, October 15-20, the great 
variety and number of office devices equipped with G-E 
motors were indicative of the reputation for quality 


represented by the g monogram. General Electric, 
Schenectady, N. Y. 


070-70 


GENERAL @ ELECTRIC 
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Knoxville Dealer Profits from New Deal Activities 

Recently W. AA. Johnston of Knoxville, Tenn, accompa- 
nied by Mrs. Johnston, took a two weeks’ vacation, mo- 
toring to Washington, Baltimore, Philadelphia, New York 
City, Montreal, Ottawa, Toronto, Niagara, Buffalo, Cleve- 
land and back to Knoxville. On this trip they drove nearly 
three thousand miles, 

During the trip Mr. Johnston visited a number of dealers 
in the several states in which they traveled, with reference 
to leasing the Johnston copyrighted keyboard for exclusive 
use by one dealer in a city. The response to his efforts 
was favorable and resulted in a number of orders, 

Mr. Johnston reports that during the past year business 
has greatly improved in Knoxville. His company employs 
eight people and all departments are rushed. He reports 





W. AA. Johnston 


that this year he has sold nearly six hundred machines, 
about five hundred of which were new. This impetus to 
sales he believes has resulted from the various government 
activities such as the Tennessee Valley Authority, which 
employs about ten thousand people in the valley, Knox- 
ville being their headquarters. Other government agencies 
active in Knoxville include the Emergency Relief Associa- 
tion and one or two others. Knoxville is the headquarters 
for the Great Smoky Mountains National Park at present 
in process of development. 

Accompanying his letter, Mr. Johnston sent some news- 
paper clippings, one containing a telegram requesting him 
to make delivery of two hundred fifty L. C. Smith type- 
writers to the Emergency Relief Administration. 

Another clipping refers to the order mentioned in the 
telegram and gives a news story with reference to this 
order in connection with the Emergency Relief Adminis- 
tration offices. The order came from W. L. Coile, of the 
State T. E. R. A. Mr. Johnston believes this to be the 
largest single order for typewriters ever given in the state. 
This additional new deal business has made it necessary 
for the Johnston organization to increase the number of his 
employees by one hundred per cent. 

In the Knoxville News Sentinel in September, Mr. 
Johnston carried an advertisement in which various ma- 
chines were grouped in a circle, including L. C. Smith, 
Smith Corona and Dictaphone, topped by a likeness of Mr. 
Johnston himself. Within the circle were the words: “A 
circle of efficiency, of economy, of sales, of profits.” 

Another advertisement giving by the use of lines an ef- 
fect of perspective, with a panel at the center in white on 
black, appeared in the Knoxville News Sentinel of another 
date. The perspective effect was eye-arresting. 


———— 
But How Good a Chauffeur? 
Young person in need of work advertises as follows in 
a southern paper: 
Situation Wanted—Combination secretary and chauf- 
feur; good typist. References furnished. Address - 
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Shipman-Ward 


Complete Services 


1. All Makes of Typewriter parts 


2. Typewriter Tools and Ac- 
cessories 


3. Super-Grade Platens (all 
makes) 


4. Retyping (Underwoods only) 
. Enameling (anything) 


5 
6. Nickel Plating (anything) 
7. Welding (anything) 

8 


. 100% Rebuilt Underwoods 
and Royals 


9, Crusader Grade Underwoods 
and Royals 


10. Blue Ribbon Rough Under- 
woods and Royals 


11. Underwood Fanfolds 
12. 100% Rebuilding 


Write for our Latest 
Parts Catalog and 


Typewriter Prices 


Shipman-Ward 


Manufacturing Co. 
4401 Ravenswood Ave. 
CHICAGO, ILLINOIS 
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STENCIL 
DUPLICATORS 


pe 22 vesks 


For a period of 22 years The Rotospeed 
Company has EXCLUSIVELY manufac- 
tured stencil duplicating machines and 
supplies—one of the oldest records in the 
duplicating field. Dealers over this period 
have looked to ROTOSPEED for the type 
of products on which to build a permanent 
business. More than _ ever, 
Rotospeed dealerships today are valuable. 


New Model 


Machines 


successful 


New model Rotospeed machines in modern 
morocco finish form a complete line at 
wide price ranges. 


Rotospeed 
Supplies 
NO-WAX STENCILS ARE CELLULOSE. 


Rotospeed supplies are dependable and 
guarantee steady repeat business. 


National 

Advertising 

Rotospeed sales have increased 68°) in 
the last three months due to trade paper 
and direct mail advertising. 

There are still a few good territories left 
for the better dealers who can see profit- 
able machine sales as well as profit from 
easy supply sales to Reliable 
dealers are invited to write for full in- 


follow. 


formation. 


The 


ROTOSPEED 


Company 


332 South Wilkinson St. Dayton, Ohio 
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Canadian Stationers Guild Moves 

rhe headquarters of the Stationers Guild of Canada have 
been moved to Room 614, New Wellington building, 137 
Wellington street, W., Toronto. The membership of the 
guild five classifications—manufacturers, whole- 
salers, manufacturers agents, retailers and paper distribu 
tors. The manufacturer classification includes a number 
of concerns with home offices and factories in the United 
States, and branches or manufacturing plants in the Do- 
minion. Among the objects of the guild is securing further 
co-operation of manufacturer members with regard to the 
issuance of established resale prices to consumers on their 


covers 


own products 


Manufacturer Members 
Acco Canadian Company, 
Toronto 
Canadian Pad & Paper Company, 
Ltd., Toronto 
Canadian Staples, Ltd., Montreal 


Ltd., 


Chas. Chapman Company, Lon- 
don 

Cutting, Ltd., Toronto 

W. V. Dawson, Ltd., Montreal 

Dennison Mfg. Co. of Canada, 
Ltd . Toronto 

Dixon Pencil Company, Ltd., 


Newmarket 
Dominion Blank 

Ltd., St. Johns 
Dunlop 


Book Company, 

Tire & Rubber Goods 
Company, Ltd., Toronto 

Eberhard Faber Pencil Company, 
Toronto 


Gilmour Bros. & Company, Ltd. 
(LePage’s glue) Montreal 
Hotchkiss Sales Company, Nor- 


walk, Conn. 
Index Card Company. Toronto 


Luckett Loose Leaf Company, 
Toronto 
Parker Fountain Pen Company, 


Ltd., Ts rronto 


Spencerian Pen Company, New 
York, N. Y. 

Venus Pencil Company, Ltd., 
Toronto 


Viceroy Manufacturing Company, 
Toronto 

Villemaire Fréres, Montreal 

Wahl Company, Ltd., Toronto 

L. E. Waterman Company, Ltd., 
Montreal 


Barnes & Company, St. Johns 
Barwick, Ltd., Montreal 


Thos. V. Bell, Ltd., Montreal 


Bixby-Beattie & Company, St. 
Catharines 
Blanchard Stationery Company, 


Winnipeg 
E. E. Bossence, Hamilton 
Brown & Collett, Ltd., Toronto 
Callow Brothers, Toronto 
Charters & Charters, Ltd., 
treal 
fos. A. Cook & Son, Ltd., Toronto 
Jawson Brothers, Ltd., Montreal 
Chas, F. Dawson, Ltd., Montreal 
Geo. L. Dodds, Montreal 
Dominion Office Supply 
pany, Walkerville 
Eugene Doucett, Ltée., Montreal 
Jos. Fortier, Ltée, Montreal 
A. T. Gilbert & Son, Toronto 
Grand & Toy, Ltd., Toronto 
Gregory - Cartwright Stationers 
Ltd., Winnipeg 
O. H. Manning & Company, 
Montreal 
May’s Stationery, Niagara Falls 
J. & A. McMillan, Ltd., St. Johns 
McMurray Book & 


Mon- 


Com- 


Stationery 
Company, Frederickton 

H. P. Nichols, Hamilton 

Peninsula Press, St. Catharines 

Stainton & Evis, Ltd., Toronto 

Underwood Elliott Fisher Com- 
pany, Toronto 

Willson Stationery Company and 
branches, Winnipeg 

Wilson Stationery & 
Company, Toronto 


Printing 





Manufacturers’ Agents 


Wholesalers Walter Dickinson & Company, 
Brown Bros., Ltd., Toronto Ltd., Toronto 
tuntin, Gillies & Company, Ltd., Paper Distributors 
Hamilton Buntin Reid Company, Ltd., 
W. J. Gage & Company, Ltd., Toronto 
Toronto Canada Paper “Wholesale” Ltd., 


Granger Fréres Ltée, Montreal Toronto 


La Cie Alf. Guay, Ltée, Montreal Fred W. Halls Paper Company, 
Libraire Beauchemin, Ltée, Mon- Toronto Fz 
treal United Paper Mills, Ltd., Toronto 
McFarlane Son & Hodgson, Ltd.. Whyte-Hooke Paper Company, 
Montreal Toronto 
Warwick Bros. & Rutter, Ltd., Wilson Munroe Company, Toronto 
Toronto. 
Retailers 


D. A. Balfour & Company, Ltd., 


Toronto 
The list of members of the Canadian Stationers Guild 
and other information in this item came to us through the 
courtesy of The Bookseller and Stationer, of Toronto. 
———— 
Ideal L. T. Company Establishes New York Office 
On October 15 the Ideal L. T. Company, 420 North Clark 
street, Chicago, IIl., opened an office at 23-25 Beaver street, 
New York, N. Y., in charge of William C. Hanan. This 
office serves the metropolitan New York territory and the 
New England and Atlantic States. The complete line of 
the company’s Easy-roll chair mats, Ideal linoleum desk 
tops, cellulose mending tape, cellulose decorating tape and 
photo cellulose tape will be handled 
Oe 
Woodmansee Buys Harris-Woodmansee Stock 
After having sold his interest in the Harris-Woodmansee 
Sismarck, N. D., to Mrs. Will Harry 
W oodmansec bought back the 
including stock and good will, and is again in active man 
agement of the The said to have 
one of the best located and best arranged stationery stores 


Company of Harris, 


recently entire company, 


company is 


business 


in or around Bismarck, 
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“ door 
“= REMINGTON!” 





Re 
mn A 


GRADE SCHOOL...A portable typewriter HIGH SCHOOL AND COLLEGE... ADULTS...A portable typewriter “~~ 
e 





will raise the marks of children in elemen- Students want portable typewriters be- Dad when he brings work home from t 
tary grades as much as 17%... give them cause of the manual labor it saves them... _ office. Mother uses it for correspondence, 
new interest in school work. the time it gives them for other things. recipes, a dozen odd writing jobs. 


7 PRACTICAL MODELS 
TO FIT EVERY BUYER’S 
PURSE... 
$33.50 TO $79.50 





Junior . . . $33.50 retail Model #5 .. . $45 retail Model #1 . . $60.00 retail 





Noiseless . . $64.50 retail Model 9.. $69.50 retail Model #7 .. $69.50 retail Model #8 .. $79.50 retail 
Norn, south, east, west... the words ** Remington All Prices Subject to Change 


Portable” are being added to Christmas lists the country 

over. From little Johnny to Grandma, every member RE MINGTON RAND 
of the family wants a portable typewriter—and a great 

advertising campaign in more than 250 magazines and INC. 

pete 27 a on an improved line of seven machines, 


are making Remington the * people’s choice”! Hop on PORTABLE TYPEWRITER DIVISION 
the Remington bandwagon—ride with Remington for 

the greatest sales thrill in portable history! With a 205 EAST 42nd STREET, NEW YORK CITY 
model for absolutely every type of prospect, Remington 
dealers just can’t miss. 
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TRANSFILE 


(TRADE-MARK) 


presents 
€ 


the new 


STEEL FRONT 
DE LUXE 




















The new Steel Front DE LUXE is made of corru- 
gated board and collapsible but you’d never 
know it. With a complete front of steel and 
the entire outside of the case beautifully fin- 
ished in olive green, this new TRANSFILE is a 
“knock-out” for appearance. 








And with the latest TRANSFILE exclusive fea- 


tures: STEEL REINFORCEMENT ON ALL EDGES of 7 A geig ; 
THE SUPER-TEST TRANSFILE with the steel 


the case, both front and rear, covering all 
points of stress and strain—STEEL ROLLER 
BEARING DRAWER SUSPENSION giving free, easy 


roller bearing drawer suspension has amazingly free, 
easy and positive drawer action. You would expect it 
only in files at three times the price. A real heavy- 


drawer movement regardless of the load— duty storage case for semi-active records. 


SIMPLE, EFFECTIVE 2-WAY INTERLOCK to weld 
the units into staunch batteries and without 
the use of tools—-NO SCREWS, BOLTS OR TAPING 
required to set up-—FOLLOW BLOCK to keep 
active and semi-active records in usable con- 
dition. 


There is no need to hide semi-active records in 
the store room. With the new Steel Front 
DE LUXE you can bring them out where they 
are always easy to get at. 





THE REGULAR TRANSFILE upholds all the 
PRANSFILE traditions for strength, rigidity, ease of 
operation, safety of records, appearance and ac- 
cessibility for storage of inactive records. Used 
with extreme satisfaction by thousands of con- 


The Steel Front DE LUXE TRANSFILE is a com- 
plete, serviceable, durable filing unit—it looks 
like a regular office steel file but at a fraction 
of the cost. Try a sample today. cerns. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET, NEW YORK, N.Y. 


PATENT NO. 1,946,516 pss AND PATENTS PENDING 
Ma 
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UEF News Has New Editor 


Elmer I. Campbell has been appointed editor of the UEF 
Underwood Elliott Fisher Company, 


News, 


to succeed Stewart Schackne, 


published by 
resigned. 

Mr. Campbell has spent the last eleven years in pub- 
work He joined the 
York Telephone Company in 1923 


advertising 
of the New 


licity and 


partment 


In 1925 he became editor of The Telephone Review. Later, 





Elmer I. CampDBell 


edited The Compass for the Vacuum Oil Company. 
This was followed by publicity and advertising work for 
the Irving Trust Company. 

Before joining the Underwood Elliott Fisher Company 
he was engaged in sales promotion work for Schenley 
Distilleries, Inc. 

In addition to his regular work, Mr. Campbell has con- 
tributed to Telephony, The Fall River 
Line Journal, The Soda Fountain magazine and other 
Some of his lively stories of college 


he 


business articles 


trade publications. 
life have appeared in College Humor. 

Mr. Campbell was graduated from Clark University, 
Worcester, Mass., in 1922, where he was a member of 
Kappa Phi fraternity. He was literary editor of the Clark 
Monthly and editor-in-chief of the Senior Class Year Book. 

———— 
Mid-West Travelers News Notes 

Thomas Edwin Bryant, former president of the Bryant 
& Douglas Stationery Company, Kansas City, Mo., who 
passed away October 4, had transferred 126%4 shares of his 
company’s capital stock to his son, Edwin Trice Bryant, 
to whose efforts he ascribed much of his company’s suc- 


cess. 
* * * 
All travelers calling on the stationery trade in the 
Eighth Regional District, who are not members of the 


Mid-West Travelers Club, are invited to call at the of- 
fice of Secretary Moore, 204 Dwight building, Kansas City, 
Mo. Mr. Moore will be happy to explain the advantages of 
club membership, the principal object being better cooper- 
Mr. Moore will ac- 
cept applications for membership in the club. All members 
of the Mid-West Club as well as dealers are also invited 
to visit headquarters whenever they are in Kansas City. 
Mid-West News Notes every month will try to carry a list 
of members and dealers who call at the office and any items 


ation between dealers and salesmen. 


of interest to the trade which come up during their visits. 
* ” * 

Judging by the number of Mid-West Travelers who have 
been calling at the secretary’s office during the past month, 
it seems that interest is already being felt in the 1935 
National convention to be held in Kansas City, although 


the convention will not meet until about a year hence. 
* * + 


Oscar E. Hug of the F. S. Webster Company, president 


publicity de- 
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They Fit All 
Standard Machines 


Made in our own plants, under 
mostefficientmanufacturingproc- 
esses and supervision, accurately 
formed, perfectly cohered and at- 
tractively packed. Like all Vail 
products, Vail Staples meet every 
requirement as to service, qual- 
ity and price. 


| PAPER CLIPS—PINS 
BRASS FASTENERS 
THUMB TACKS 











Write for Dealers Price 
_ List No. 3134B 


| 


Vail 
Manufacturing 


Company 
1752-58 East 75th Street 
CHICAGO, ILL. 








IT TO VAIL’? 




















PROTECTION 


For safety, you invest your money in Press- 








board guides and folders to obtain lasting 
service—to insure protection of your valuable 
records that may be needed many years hence 
—records that comprise the history of your 


business. 


How important it is, therefore, to specify the 
kind of Pressboard to be used on your order. 
Consider the brutal punishment those guides 
and folders have to take. You expect them 
to stand up for many years under hard every- 
day use. And of such service you may be 
absolutely assured if you insist upon getting 
Case Brothers Pressboard because Case Qual- 


ity has always stood up. 


Specify Case Brothers Pressboard on every 
order—insist upon getting it—and that will 


assure 


TECTION 


CASE BROTHERS, INC. 
HIGHLAND PARK, CONN. 














Compare CASE Quality 


CASE BROTHERS, INC. 
Highland Park, Conn. 


Please send sample guides made from Case Brothers Pressboard. 
that we may compare them with guides we usually get. 


Firm 
Attention of Mr 


Address 
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Mid-West 


cently and attempted to call a meeting 


ot the Iravelers Club, visited headquarters re 
on short notice to 
discuss plans for the coming year. It was impossible to 


get enough men together, however, to make the meeting 
it should be, and it was decided to hold a 
\ notice of the 


sent to all members of 


what meeting 


immediately after the first of the year. tim< 


and place of this gathering will be 


the club 
> & =& 

Fred C. Schaefer, Saniord Manufacturing Company, Chi 
cago, and W. R. (Bill) Braden of the Stationers Loose 
Leaf Company, Milwaukee, both officers of the Mid-West 
Travelers Club, paid a visit to the secretary's office early 


Both 
and the 
that 
are favorable, and Mr. 


in October enthusiastic about plans for club 
the general Mr. 
Northwest 


reception 


were 


activities future of club in 


Schaefer says business conditions in the 


Braden reports a hearty 


and good prospects for business in Texas and Oklahoma 


ce = 

E. J. Mitchell of Levison & Blythe Company was a vis- 
itor at Mid-West Travelers headquarters the first part of 
last month. He had the ill fortune on a previous visit to 
be a witness to the gangster killing which occurred in 


Kansas City not long ago. 





The Annual Red Cross Roll Call from 
Armistice Day to Thanksgiving Day. 
The picture tells the story. 


ae 


News Notes of Do More Activities 


Last month George Whitney, field representative of the 
Do/More Chair Company, spent several days at the home 
othce in Elkhart, Ind. This was his first factory stopover! 
since last spring. He spent most of his time in the cast, 


where he found an active interest among dealers in execu 


tive seating and higher priced clerical chair models 
\. E. Heidenreich, manaver of the Do/ More Chair Com 
pany branch in Detroit, Mich., reports having had a pleas 


ant meeting with “Dizzy” Dean and Rip Collins of the St 
Louis Cardinals and the noted film comedian Joe E 
immediately following the last game of the World Series 
Mr. Heidenreich 


fact he is an 


Brown, 


says he enjoy ed meeting these celebrities 


in spite of the ardent Detroit fan 


onsin distributors of Do/ More chairs who re- 


Bill Manthey of the Stueb« 


wo Wis 


»wing sales volume are 


porta gi 
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ZZ WE SAW WHICH WAY 
_Z THE WIND WAS BLOWING 





When 1933 was blown through the exit door, we saw which way the wind was 
blowing and formulated a policy for 1934. ‘*The Trade wins,” we said, “‘when 


it sails before the trade-winds.”’ 


We went into a conference with our dealers; read weather-vanes to determine 
our common direction; agreed sound price, fair profits, quality goods were the 
safest course—the direction in which the Trade-winds were blowing. 


Now, looking back, we are pleased to know that we’ve been sailing in the right 
direction. The office appliance business is on a sound basis. Close cooperation 
with our dealers, strict attention to quality merchandise and fair-dealing, a de- 
velopment policy that has brought out new products where needed, have pointed 


the right way. 


Dealers who handle the famous Yellow Box Line generally report a good year. 
The position of Oakville products has been strengthened everywhere. 


In the future, if we all read the weather-vanes correctly, the same trade-winds 
are going to carry us farther in the same direction. 


This year’s additions to the YELLOW BOX LINE include: 


OAKVILLE AWIAK WIRE STAPLES OAKVILLE JUMBO GRIPIT CLIPS 
OAKVILLE ONE-PIECE THUMB TACKS DEFENDER STEEL ROUND AND FLAT HEAD 
OAKVILLE HANDI-GRIP CLIPS FASTENERS 

OAKVILLE JUMBO GEM CLIPS DEFENDER STEEL WASHERS 


DIVISION SCOVILL MANUFACTURING COMPANY 
Waterbury Connecticut 


Fen Ss G&S &P Ss PASTENERS, T HUM B TACKS, TAK-4A4-PINS, ETC, 








NEW YORK CHICAGO SAN FRANCISCO 
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More large installations 
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There will be plenty others like these 
sold this transfer time—get your share, 
with the time tested leaders among cor- 
on ’ rugated board files — Oxford Heavy 
= : Duty Files for transfer, and Oxford 
7 CIPO EUS stake + Standard Series Files for storage. 
iS f= ’ 
3 a OXFORD FILING 
he — — - . 2 





SUPPLY COMPANY 


340-A Morgan Ave., Brooklyn, N.Y. 
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Bindings and Printing ( Mpany, (;reen Bay, il d | er Bhed 


of Blied Ottce Supple : Madison 





Dr. J. R. Garner, Atlanta, Ga., medical director of the 






Bea UN KN 
= iy 


Do/More Chair Company, was recently further honored 






>| 
4 

. ~ . 

| 7 ab 


by the appointment as visiting professor of forensic medi 















cine at the University f Georgia School of Medicine in 





Augusta, Ga. This appointment was made in recognition 
of Dr. Garner’s knowledge of the legal side of medicine, 


stated Vice-Dean Kelly 

In addition to his activities as Do/More’s medical di- 
rector, Dr. Garner is chief surgeon of the Atlanta & West 
Point Railroad Company, the Western Railway of Ala- 





bama, and the Georgia Railroad. He is a member of the 


editorial staff of the International Journal of Medicine and 





Surgery, and prominent in many medical organizations 










throughout the country. Fd geo 


{ ¢ 


he 
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POSTINDEX 
ealer sales 
increase 


with home office support 





%* Stories of Postindex agents’ success with home 


On the Roof of the Underwood Building at 63 Vesey Street, office support come from every part of the country. 

New York, During a Recent Visit of Robert Auschutz and Willi Here is one from: a California agent: 

Walbrodt, Manufacturing Executives of the Mercedes Plant in | This agent made a survey of an automobile equip- 

Germany. Pictured are Mr. Anschutz, UEF Service Manager ment — The survey report was sent to the 
George Crossan and Mr. Walbrodt Postindex home office. Within a few days the home 


hee office sent the agent a complete proposal built around 

: , the prospect’s particular requirements and including 

Leeming Now a Fulton Sales Representative information on installations of other concerns in the 
The Fulton Specialty Company of Elizabeth, N. J., manu- same line of business. 

The agent submitted the ae ay prepared by the 

home office and secured an order for $200.00 — one- 


facturers of stamp pads, daters and rubber stamps, toy 


rinting an oloring sets, has appointed Robert D. : ; . - . 
P d « ee ee ee half of the proposed installation. The agent is now in 
Leeming as new sales representative for the metropolitan line for an equal amount of business at an early date. 
New York territory. Active Postindex agents everywhere are finding visible 
. ee . — swete aawv 7 ; oncti > - Ss 
Mr. Leeming comes to his new position with practical record systems easy to sell with Postindex home office 


support. [tis the type of assistance that salesmen need and 
—— ——________. the Postindex office is equipped and ready to provide it. 
The many features of Postindex — compactness (four 
sides to write on), ease of transferring cards and the con- 
venience and speed of posting —- make them easy to sell. 
There is a chance = local representation in many 
cities. Write for complete information. 


AGENCY DIVISION, THE POSTINDEX COMPANY, 
JAMESTOWN, NEW YORK 








Sostindex 








R. D. Leeming 


V’sthle Hiles 


knowledge and experience in selling, as well as an ac- | 
quaintance with the stationery and office equipment in- | 
dustry gained through a previous connection with Tower | 
Brothers, well known in New York City. | 
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TOO MANY 


LINES 


TOO MANY 


LAGGARDS 





Result? Too big an inventory, too little profit. 
This year, concentrate on one line of metal 
waste baskets—the Canco Profit Line. Give yourself 


a break. 


Canco metal, fireproof baskets are good looking. 
Customers like them on sight. They come in styles 
for every type of market—beautifully styled and dec- 
orated for home use; oak, mahogany and walnut for 
offices; and for institutions, green and white. They’re 
inexpensive. And backed by a name that is famous in 
metal work. 





Galvanized Ware Department 
AMERICAN CAN COMPANY 


City Park Avenue and Hamilton St. 
TOLEDO, OHIO 
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Hooper Returns to Woodstock 


S. L. Hooper has been re-appointed branch sales man 
ager for the Woodstock Typewriter Company in New 
York City, after an absence of more than two vears, dé 


voted mostly to another line of business 

Mr. Hooper has had twenty-four years of typewriter ex 
perience raking his first job as a country salesman tor 
the Oliver in 1911, he joined the Remington organization in 
1914 in San Francisco. In 1918, he became sales manager 
of the Noiseless Typewriter Distributing Company, formed 





S. L. Hooper 


to handle the Noiseless typewriter on the Pacific Coast. In 
a year the company was reorganized and Mr. Hooper be- 
came its president and general manager until its merger 
with the Remington Company in 1924. 

After three years spent in another line of business Mr. 
Hooper returned to the typewriter field. He operated for 
a time out of the Remington office in Chicago, then was 
called to the home office in 1928, and, as assistant sales 
manager, continued to supervise field operations with a 
greatly increased scope. 

In 1929 he joined the Woodstock Company as New York 
manager. After leaving that position in 1932 he was asso- 
ciated with the L. C. Smith & Corona Typewriters Inc., as 
assistant sales manager. Recently he has been with the 
Sonotone Company with headquarters in Kansas City. 

——— 
A Handy-Book on Binding Record Books 

The Tenacity Manufacturing Company of Cincinnati, 
Ohio, recently published a Handy-Book on record book- 
binding. It is intended to aid bookbinders and salesmen 
in binding and selling metal hinge record books 

Of pocket size, the new Handy-Book is a volume bear 
ing data for reference. While it is of interest to record 
bookbinders generally, it also contains useful information 
with regard to the Tenacity patented metal hinge record 
book metal. 

Following are a few of the headings in the new book 
Standard Record Book Sizes; How to Determine Capac- 
ities; Standard Post Spacing; Post Sizes; Binding Sugges- 
tions; Selling Features, and other recent ideas on record 
bookbinding and selling. 

eS 
Sheaffer Plant at Fort Madison Burglarized 

\n Associated Press dispatch from Fort Madison, lowa, 
indicates that the four watchmen of the W. A. Sheaffer 
Company plant were overpowered by five men October 28, 
who drilled through a brick wall and escaped with mer- 
chandise estimated at $100,000, some cash and postage 
stamps. W. A. Sheaffer, president of the company, was 
called to the plant by Sheriff F. L. Klopsenstein. One of 
the watchmen managed to release the wire binding his 
hands and feet, and to signal the telephone operator, who 


called the sheriff 
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YOUR PROFITS ARE GREATER 


YOUR CUSTOMERS ARE BETTER SATISFIED 
WITH 


Ce Steel | TRANSFER CASES 


“The Finest Money Can Buy ” 
wa eS : ‘i 
SS ec GG so Hf PERMANENT— ECONOMICAL 


Maximum Strength and Capacity 
in Minimum Space 














1. Fire resisting — non combustible. 
2. Moisture and rodent proof. 

4, 3. No gummed tape to come of. 

FH 4. No troublesome assembly. 

+# 5. No accident hazard from sharp edges. 


" 6. Drawer strong and firm — will not pull apart when 
overloaded. 








7. Drawer front will not warp, admitting dust. 
Zi, 8. High drawer back facilitates operation and protects 


, contents. 
he 


| 9. Will not break down if loaded cases are often moved. 
| 12. Will last a business lifetime. 







| 


10 Drawers work easily when loaded to capacity. 
fat. Positive interlocking — vertically and horizontally. 









GET YOUR ORDERS 
FOR TRANSFER 
EQUIPMENT AND 
SUPPLIES IN NOW — 
EARLY DELIVERY 
QUICK TURNOVER 
SATIS PFIE O 
CUSTOMERS 


MERCHANDISE PLUS SYSTEM and SALES SERVICE 


YAWMAN n> FRBE MFG.(O. 


1155 JAY STREET ROCHESTER, N. Y. 
“Save With Steel”’ Sica Systems and Sepvlen  . Visible index Equipment +» » Bank ond Library 
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RUBBER CUSHION 
CHAIR SLIDES 





NOMAR FURNITURE 






DIAMOND ARROW 
CHAIR CASTERS 





NOMAR RUBBER 


DESK SHOES 
DIAMOND VELVET 


CHAIR CASTERS 





NOMAR “ATLASITE”’ 
DESK CUPS 


The Complete Qualify Line of Caster and 
Floor Protection Products 


Concentrate on Bassick floor protec- Progressive office supply dealers are 
tion equipment. Bassick assures you daily building steady patronageon this 
a complete line—a line that moves dependable, popular-priced floor pro- 
—for customers know that Bassick tection equipment. Catalog and U8 

means quality and assured service. complete information on request. @#™®© 


THE BASSICK COMPANY, BRIDGEPORT, CONN. 


CANADIAN FACTORY: STEWART-WARNER-ALEMITE CORP. OF CANADA, LTD., BELLEVILLE, ONT. Printed in U.S. A. 











NOVEMBER, 1934 


(New Machines and Devices—Continued from page 47) 
is said to 
using cash trays in desk drawers. 

Both the 


fire proof chest. 


above described trays will fit in any 


the trays for convenience in removing them from the chest 


Four screw legs hold the trays at proper height in the 
chest, and where these new trays are ordered with Meilink 
fireproof chests the factory is including special steel 








Meilink Steel Trays for Home and Office.—As indicated in the 
top picture, the trays fit any Meilink fire-proof chest. 


brackets to hold the trays, 
offices and homes, such as for letter files, holding miscel- 


which will find many uses in 


laneous papers, jewelry, etc. 

The new Meilink fireproof chests ar« 
Felt Flox at 
satisfactory volume of business on the little fireproof chests 


being lined with 


no extra charge The company reports a 


since the first of the year and this article with the new 


inside finish should be more desirable than ever. 
insite 


Metalstand Company Introduces New Features 
Che Metalstand Company, 909 Walnut street, Philadel 





Illustrating New Construction Features of Metalstands 


phia, Penna., has introduced what they declare to be a 


revolutionary type 


be particularly useful in offices which are now 


Meilink 


Finger holes are punched in each end of 


...and 


now 
€EN-TR-KOTED 


“‘The Carbon Paper that combines 
every modern idea”’ 








© @ @ made of the finest Imported tissue in the world 

@ @ e@_ inked with the finest ink we have produced in our 
entire 25 years of experience 

@ @ @ sizes 84x11, and 8144x113; the extra % inch 
forming a natural ‘“‘tab’’ for removing carbons 
quickly 

@ @ @ made with uncoated margins for greater cleanliness 
and to assure non-curling 

@ @ @ upper left and lower right corners are cut to facili- 
tate removing carbons from copies (both corners 
are cut to allow changing carbon around for in- 
creased wear) 

@ @ @- every box contains one of our new, perfected Back- 


ing Sheets and Alining Fold*, which has three per- 
forations near the bottom on both sides, to warn 
the typist that she is nearing the end of the letter- 
head. By using this sheet, all copies and carbons 
are easily and properly alined; “treeing” is elimi- 
nated; the platen of the typewriter is protected 
against pitting. 


*Also each 25 sheets is packed in one of 
these improved Backing Sheets and 
Alining Fold. 


Here is a carbon paper that will “Repeat” and 
“Repeat” and “REPEAT.” Samples will be sent 
you upon request. 


GRAND PRIZE 
CARBONS and RIBBONS 


PACIFIC CARBON AND 
RIBBON MFG. CO. 


J. FRANCIS O'CONNOR, Pres. 


Head Office and Factory: 
1451 Harrison St., San Francisco, Calif. 
Chicago Office: New York Office: 
608 So. Dearborn St. 42 Exchange Place 


Boston Office: Los Angeles Office: 
66 Franklin St. 406 So. Main St. 
Denver Office: Atlanta Office 


1030 15th St. 503 Volunteer Bldg. 


Send for BOOKLET 
WRITE FOR YOUR 
COPY OF “CARBON PAPER 


FACTS” Containing interesting data concerning the 
manufacture and use of carbon paper and typewriter rib- 
bon—this booklet will help to increase your sales. It’s 
free and yours for the asking. 4 
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Transfer Time 
Will Soon Be Here 
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VERTICAL FILE JACKETS 





a < 
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Quality-Bilt Ropemanila Vertical 
File Jackets meet the requirements 
of successful filing—-for bulk cor- 


respondence. 


INCREASE YOUR PROFITS 


Thousands will be sold. Concen- 
trate your energies Now and get 


your share of this business. 





CARRIED IN STOCK 

FOR IMMEDIATE DELIVERY 

in both letter and legal sizes with 
1”, 142" and 2” expansions. 











FOR SAMPLES, PRICES, ETC., ADDRESS 


Quality Park Envelope Co. 


11-116 Merchandise Mart 
IR CHICAGO 


Factory at St. Paul, Minn. 


wt oo ove mast 
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Metalstand 


and has a new and more 


assemble than previous models The new 
17 by 24 inches 


company says that the 


is of large size 
durable finish The construction 
of all their 
interlocking device 
offer. Metalstands are shipped knocked down and 


are easy to assemble Chev are sold through dealers only 


stands has been improved, and that the new 
is something of unusual merit for deal 


ers to 





The Bates Cocktail Index Made by the Bates Manufacturing 

Company, 20 Vesey Street, New York, N. Y.—It tells how to 

mix 173 drinks and shows the proper type of glass in which 

to serve each one. It is finished in black and chromium. 
The retail price is $1.00. 


—___<@>— 


A Portable Autographic Register 


\n attractive substitute for the old fashioned sales bux 


} 


or pad appears to have been discovered in the “Bantam,” 


a new portable autographic register. 


Che Bantam is made of aluminum and is so light that it 





The Bantam Portable Autographic Register 


hand the same as a sales book 


It is ready for immediate use 


can be held in one’s fre 


when one is writing in it 
and it is not necessary to use carbons or interleave each 
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Variety, Quality, Service 


The illustrations in this advertisement suggest 
the wide variety of Columbia products. 

The Columbia, Apex, Colonial and Atlas lines 
include five drawer, standard, counter and desk 
height files; wide and half sections, card indexes, 
short depth files; posting trays, ledger desks, 
check sorting desks, cross files, transfer cases; 
desks, storage cabinets, etc. No matter what filing 
equipment is desired, Columbia can furnish it. 


Columbia products are known for their all- 
around quality. Through many years Columbia 
has earned a reputation for fine workmanship and 
sound construction. The quality of Columbia 
products not only remains unimpaired today but 
includes many refinements. 

Columbia gives unfailing service. Large stocks, 
quick assembly, and unusual shipping facilities 
permit immediate shipment of standard equip- 
ment, while built-to-order work is furnished 
promptly. 

Dealers interested in learning more about 
Columbia products are invited to communicate 
with us. 






























Columbia Steel Equipment Co. 
Office and Showroom 


Lincoln-Liberty Building 
N. E. Cor. Broad & Chestnut Sts. 


PrP. 0. Box 2244 Philadelphia, Pa. 


COLUMBIA 


The Quality Line of Steel Office Equipment 
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PRONTO °* 


COLLAPSIBLE STORAGE FILES 





SELL the LINE that's 
COMPLETE! 


When your customers call for storage files at 
in sizes, other than the very most popular, nf 
don't lose sales. Sell Prontos! 


You can be sure at least one of the available 
twenty-six Pronto sizes will fit the bill each 
time. “A box for every purpose" means 


satisfied customers. 


Remember too, Prontos are the only corru- 
gated storage files with 100°/, rigid shells 
and the only ones with steel reinforced cor- 
ners in every drawer. Prontos are now avail- 
able in grained walnut or olive green. 


This new steel sliding block 
makes Pronto an active 





cabinet. It prevents rec- Letter size. 1236” w. x 10/4” h. x 24” I. 
ords from sliding and slump- 
ing when the drawer is but . 
partly filled—40c ea. 
ANOTHER PRONTO TALKING POINT! PRONTO FILE CORPORATION 
636 BROADWAY NEW YORK, N. Y. 
’ 
4 
Suitable for many uses. 836” w. x 5%” h. x 15” I. Suitable for many uses. 16!/2” w. x 4'/2” h. x 24” |. 


- 











PATENTS 
PENDING 
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new set of forms. The Bantam keeps the record in the 
record compartment so that there are no misplaced entries 
or forms, Autofold continuous forms in various lengths, 
widths and colors are supplied by the manufacturers of the 
Bantam, the Autographic Register Company of Hoboken, 


N. J. 





Six New Models in the Meilicke Calculator Line.— 
These new items made by Meilicke Systems, Inc., 3466 
North Clark Street, Chicago, IIL, were referred to 
briefly in the October issue of Office Appliances on 
page 28. The illustrations were received too late for 
use with the item. The brilliance of the colors— 
cardinal red, royal blue and jade green—in which the 
new models are offered is unfortunately lost in the 
halftone reproduction. 


- > —— 
A Leather Portfolio with Indexed Pockets 
The Portindex, designed particularly for the use of the 
traveling business man, has been placed on the market by 
Gutteridge, Sampson & Company, 143 Farringdon road, 





The Portindex Open, Showing Its 
Indexed Pockets, 
London, E.C.1, England. It is a portfolio equipped with 
either six or twelve pockets each indexed for rapid filing 
and finding of papers. The pocket divisions are made of 





The Portindex Closed for 
Carrying. 
fiberboard. The case itself is equipped with a handle, a 
key lock and two fasteners, and zipper fasteners along each 
side enclosing the gussets when the case is locked. The 
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Stimulate 


Your Customer’s Interest in 


OFFICE CHAIRS 


The chairs we are now producing for offices, banks, libraries, 
schools and public buildings, embody new and useful ideas in 
construction and upholstering. They are actually better mer- 
chandise—more than ever “The Right Chair at the Right 
Price.” Our recent catalog No. 9 illustrates and describes 
these fine chairs in detail, BUT, to get the right slant on this 
outstanding office furniture opportunity, send us your order 
for a few of these popular designs. Putting them in your 
showroom puts you in position for most effective selling. 


JASPER CHAIR COMPANY 


JASPER 
INDIANA 


Chiecage Representative: 
W. H. Brown, 
6708 Glenwood Ave., 
Tel. ROGers Park 3644 
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The easies 
way... 


The easiest way to help your custom- 
ers keep office essentials free from 
dust and readily found is to sell them 
the new Browne-Morse B-Grade Steel 
Storage Cabinet. 

Doors swing on piano hinges from top 
to bottom—easily and in alignment. 
The quickly adjustable shelves (with- 
out any bolts or the use of tools) are 
held rigidly in place. 

\s with all Browne-Morse products, 
you, Mr. Merchandiser, can proudly 
show these commercial size storage 
cabinets to your best and most ex- 
acting customers. 

When buying any steel office equip- 
ment always keep in mind the value 
of merchandise that brings repeat 
business 

Complete catalog on request—with- 


out obligation. 


Browne-Morse 
COMPAN Y 








MUSKEGON, MICHIGAN 


ObrICT APPLIANCES 


Portindex is made in two sizes and is covered either with 


black 


1 


or brown Geehide or black and brown leather 


Sampson & Company are now represented 
in the ten western states of the United States by 
Davis, P. O. Box 1273, Los Angeles, Calif 


other parts of the United States should be 


Gutteridge, 
Raynes 
For the present 
inquiries from 


directed to the office in London 


company’s home 





Una Merkel and Johnny Bull 

Are Shown in Conference with 

Their Royal Typewriter in the 

New M.G.M. Picture “Have a 
Heart.” 


ae 
New Autopoint Distributors in New York 


Che Mutual Stationery Company, 368 Broadway, New 
York City, is now distributor for greater New York of 
the products of the Autopoint Company of Chicago. The 


new distributor carries the complete Autopoint lines, in 


cluding the various up-to-date styles, leads, erasers, and 
\utopoint desk pads. 
lead 


feature strongly the 


Che company will maintain a full stock of all the 
They will 
dubbed 


open display ‘* 


ing Autopoint numbers. 


new Big Six easel which is “a complete pencil 


department on one 


The Mutual 


; 


Stationery Company will cover the East 


principally, including New England, New York state, 
Pennsylvania, etc., and they will also serve a considerabl 
number of stationery dealers in the Middle West 


oe 





“Cabin” of the Charles L. Mitchells on Shore of Grand Lake, 


Colo.—Declared to be 100 per cent quiet and restful. -Some 
guests in the foreground. Mrs. Mitchell behind tree. 
-— ~~ —_ 
Royal Manager at Little Rock Attends St. Louis 
Meeting 
James S. Neff, manager of the Royal Typewriter Com 


recently returned 


Rock, Arkansas, 


St. Louis where tl 


pany’s branch at Little 


from a district meeting at newest 


Rovals were demonstrated before about a hundred enthu 


salesmen.—CG 


siasth 
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FOR PROVED VALUE 


A 


AGQUUUNLUOCOUO UNDA UILIUNIONECOUEE 


‘Pay 


INNACLE quality has been consistently 
maintained in the face of the “‘price’ 


competition of cheaper merchandises 


Less exacting methods of manufacture can- 
not give the proved value and service that 
PINNACLE has consistently delivered to 
customers. The overwhelming su- 


periority of the ‘Quick Extraction” 
feature alone, makes PINNACLE 


an outstanding value. 


Don’t envy PINNACLE profits— 
make them! There IS A DIFFER- 
ENCE! 


COLUMBIA 


TYPEWRITER RIBBONS 
AND CARBON PAPERS 


COLUMBIA RIBBON & CARBON MFG. CO., INC. 
Glen Cove Long Island, N. Y. 
Export Department: 305-313 Last 45th St. New York, N. Y 


DIFFERENCE IN TYPEWRITER RIBBONS AND CARBON 


UUNSUISTUUGCUUUE ELT 
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ACCO ORIGINATES AND DEVELOPS 


Aeeo No. 10 Punch 


Exclusive sales features 


of the ACCO 10— 


Short drive of lever—only finger- 
tip action needed. 





Lever will not hit the hand that 
holds the papers. 

Steel punch pins and die plate in- 
sure clean cut holes, even in thin 
tissue. 

Unbreakable, non-rusting alloy die- 
casted base and lever. 


Manually operated gauge lock. 





Two \4-in. round holes, 2°4-in. centers 


Kzy punch No. 110 


A Medium-priced Punch of Pressed 
Steel—lacquered a rich olive green 
Has steel cutters—short drive lever—center mark 
and nickel-plated gauge—and a tray which can be 
removed when punch is screwed to table. 


Made under the same patents as the popular No. 10 


S50 


Acco Punches are made for every loose-leaf gauge and hole. 
. te] eS 


ACCO PRODUCTS, INC. 


39th Ave. and 24th St., Long Island City, N. Y. 


CANADA EUROPE 
Acco Canadian Co., Ltd.. () Acco Company, Lid... 
454 King St., West, 18 Whitefriars St., 
"Rage waht 


London, E. C. 4 





Two !(-in. round holes, 25(-in. centers 


Toronto 


AC C @O PRODUCTS 
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Continued 


(The New York Business Show Exhibits 


from page 33) 


branch office manager and K. M 


Henderson, general sales manager, 
were in attendance 

EDISON, INC., THOMAS A.,, 
rhe Pro-technic Ediphone, 
technique in “balanced” voice recording, and the Secretarial Ediphone 
New York Manager S. E. Charles 
of the New York sales staff. Also 
in attendance were Vice-President Nelson C. Durand and Sales Man- 
ager J. E 

ELECTROMATIC TYPEWRITERS 
tional Business Machines Corporation.) 

ELLIOTT ADDRESSING MACHINE COMPANY, Cambridge, 
Mass., and New York, N. Y., demonstrated fifteen different model ad- 
Especially featured were the Elliott Post Card 
Printing and Addressing machine, which feeds government postcards 


Orange, N. J. and New York, N. Y. 
featuring complete enclosure and the latest 


on a desk carriage were here shown, 
was in charge, assisted by members 
ease. 


DIVISION. (See Interna- 


dressing machines 


automatically and prints name and address in one operation; and the 
Elliott Record Control stencil system, a combination index card and 
stencil all in one These systems are especially made for department 
store customer control, office form record control and coal dealer’s cus- 
tomer control. New York Manager R. DePace was in charge. 
EMERSON RADIO & PHONOGRAPH COMPANY, New York, 
| # 
particularly adapted for office and business use were here displayed. 


Various models and types of the latest radio receiving equipment 


H. Karlesruher, sales manager, was in charge of the display. 

FABER PENCIL COMPANY, EBERHARD, Brooklyn, N. Y. 
Here were shown some of the company’s principal items of commercial 
and business interest, such as Microtomic Van Dyke drawing pencil; 
Mongol pencil; Mongol colored pencils; erasers; ‘‘Kleenit” cleaner, 
etc. W. J. Crangle was in charge. 

FORD MOTOR COMPANY, Dearborn, Mich. 


commercial and pleasure vehicles was on display. 


“ FRIGIDAIRE CORPORATION, Dayton, Ohio, and New York, 


A complete line of 


N. Y. Air conditioning equipment, water coolers and household models 
of Frigidaire were on exhibition. Worthe Faulkner was in charge. 

GARDNER COMPANY. (See Monroe Calculating Machine Com- 
pany.) 


GLOBE-WERNICKE COMPANY, THE, Cincinnati, Ohio, and 
New York, N. Y., featured visible record equipment as well as wood 
Tri-Guard filing systems. New 
President J. S. Sprott was 


vertical filing cabinets equipped with 
York Manager Claud Allen was in charge 
in attendance part of the time. 

GOWA & COMPANY, J., New York, N. Y. 
Machines Company.) 

GRAHAM STATIONERY CO., New York, N. Y. Under the direc- 
tion of William Bonin, manager, a complete line of commercial sta- 
Many lines familiar to all were displayed and 


(See Standard Mailing 


tionery was shown 
their merits expounded. 

GUIDE SYSTEM & SUPPLY COMPANY, New York, N. Y., intro- 
rransfile, fitting companion for the 
This new steel front is finished in 


duced the new steel front De Luxe 
Super-Test and regular Transfiles 
olive green. It has steel roller bearing drawer suspension, two-way in- 
terlocking, inset back and is assembled without the use of screws, bolts 
It is steel reinforced at all points of stress and strain. Gussco 
I President Irving Kremsdorf was in 


filing supplies were also shown 
Mazin, Barnett Meltzer, Leo Kirstel and 


or tape. 


charge, assisted by Miss L, 
Harry Lefkowitz 

HIRES COMPANY, THE CHARLES E., Brooklyn, N. Y., dis- 
played Frigidaire (cold flow) water coolers in various models for office 
and factory drinking water requirements. This equipment may be rented 
on monthly basis or purchased outright on financial terms to suit cus- 
Water, cooled to just the right temperature, was on tap for the 
thirsty. General Manager Karl R. Leinbach was in charge, assisted by 
George Reed, R. Grant, J. O'Loughlin, A. M. Anthony and Miss Edna 
King. 

HOLMES ELECTRIC PROTECTIVE COMPANY, New York, 


N. Y., gave information about their watchman service and the trained 


tomer, 


and bonded men in uniform available for all kinds of watch or guard 


duty. 
HOTEL NEW YORKER, New York, N. Y. Accommodations were 
maintained here for those who became weary in their trek up and down 


the aisles 

IMPROVED PENCIL COMPANY, Pawtucket, R. I. The new 
combination cigar or cigarette lighter and mechanical pencil was dis- 
played and sold here. E. R. Rodriguez was in charge of the booth 

INTERNATIONAL BUSINESS MACHINES CORPORATION, 
New York, N. Y., displayed representative models of its latest electric 
accounting and tabulating machines, time recorders and electric time 
systems, industrial scales and Electromatic typewriters A demonstra- 
tion entitled, ““‘The A B C of Punched Card Accounting” attracted wide 
attention. By means of a lecture, a typical set of automatic electric 
tabulating and accounting machines in actual operation and an enlarged, 
illuminated replica of a tabulating card, the method of accounting was 


demonstrated at short intervals throughout the week. Another feature 


of the exhibit was a completely mechanical accounting method for the 
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Attention! 


Alert dealers are not content to fea- 
ture typewriter ribbons and carbon 
papers only, but are breaking down 
sales resistance and increasing sales 
and profits selling the following special 
items in the extensive “M & \ “6 
line—viz. :— 


STENCIL DUPLICATING INK 


for all Rotary Stencil duplicating 
machines. 


METAL TYPE INK 


for Postage Meter and Check en- 
dorsing machines. 


OMEGA TYPE CLEANER 


in attractive Bakelite top bottle 
with handy spiral brush—Display 
card furnished. 


ALPHA ODORLESS OIL 
in new clear white crystal Bake- 
lite top bottle with wire dropper 
—Display card supplied. 
TYPEWRITER BACKING SHEET 


protects and prolongs life of both 
typewriter ribbon and carbon 


paper. 


Write for prices and complete in- 
formation. We will gladly explain 
in detail how many salesmen have 
used these “leaders” to arouse new 
interest and return to the money 
making class. 


MITTAG & VOLGER, Inc. 
Principal Office and Factories: 


PARK RIDGE, N. J. 
Agencies throughout the world 
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LEAF 


LOOSE 


EQUIPMENT 


EXCLUSIVE 
AGENCIES! 


If you do enjoy full territory protection 
on your present Loose Leaf Line or are 
handling several lines, we earnestly so- 
licit an opportunity of submitting our 
Agency Plan. Loose Leaf is an impor- 
tant part of a dealer’s business—it can be 
made one of the most profitable. Our 
agencies are available only to well estab- 
lished, progressive dealers. Investigat- 
ing takes just a few minutes—the results 
may mean much. 


THE C. E. SHEPPARD CO. 
4401-4429 ua?) 
ems? 


Long Island City 


New York 


Twenty First St. 














CROWN 


RIBBONS 
AND 


CARBONS 


—Also win the 
second order ! 





Carbon paper and typewriter ribbons are service sup- 
plies. If the service is good, sales grow. CROWN Rib- 


bons and Carbons are growing in use. Salesmen are 


successfully introducing them farther afield. The qual- 
ity of the line and the accurate application to needs 
of the business office combines to make an excellent 
opportunity for qualified salesmen, with whom we are 
always pleased to go into the proposition in detail, on 
request. 


CROWN RIBBON 
& CARBON MFG. CO. 


782-790 St. Paul Street 
Rochester, is Be 


Making Good Impressions for 
More than a Quarter Century 
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bi kerage business which makes every record necessary for the conduct 
e business and increases the speed, accuracy and economy of brok 
erage accounting Of particular interest was a bank proof machine 
which has just been added to the I. B. M. line An operator demon 
trated the use of the machine in sorting and listing bank checks and 
verifying deposit slips The exhibit was in charge of general office 
executives and representatives from the company’s New York office 
INTERNATIONAL TIME RECORDING COMPANY See In 
ternational Business Machines Corporation.) 


KEE LOX MANUFACTURING COMPANY, Rochester, N. Y., 
and New York, N. Y., showed the company’s line of carbon papers and 
inked ribbons ] n A. Noonan, manager wa im « arwe was als 
Assistant Manager Edward R. Foudy 

KIDDE & COMPANY, IN¢ WALTER, New Yor N.Y Severa 
models of the Lux fire extinguishet articularly adaptable to thee and 

istrial use were here plave an e! nstrated by I Zub ind DD 
Leerburger 

LAVERTY & SON, J. M., New York, N. Y., displayed the Lav 
handcounters and tally registers \. J. Laverty was in charg 

MANAGEMENT PUBLICATIONS, INC., New York, N , 
Norman C, Firt! 


editor and vice-president; James R. Hayes, vice-president, and G,. J 


showed System and Business Management magazine 


McMillan, circulation manager, were in attendance 


MARCHANT CALCULATING MACHINE COMPANY, Oakland 


Calif., and New York, N. Y \ full line of calculating machines was 
on display, including the new Model D all-electric, said to have a speed 
of six hundred revolutions per minute The machine is compact and 
quiet of operation New York Manager John K. Conway was in. charge, 


assisted by Harry A. Daniels, Harold M. Prager, Jame 


H. Munson, 
Roy A. Wengert and Hall M. Deming I t 


A number of eastern district 


agents were also in attendance, President and General Manager |! ib 
le sup was present, 

MATHETON CALCULATING MACHINI DIVISION se 
Ralph C. Coxhead Corporation.) 

McCASKEY REGISTER COMPANY THE, Alliance, O un 
New York, N. ¥ Various types of visible filing eauipment uc 
boards and cabinets used in connection with the company’s dual contr: 

inventory, tool check and tool investment control, cost and produc 
tion control, mac ne control and various other factory controls, made 
up this display. rhis exhibit was in charge of (¢ Swoboda, manage 
of the industrial division; assisted by New York Representative ( l 
Donoghue; W \. Young, New Jersey representative; I I West 
Philadelphia representative, and Roy W Price, New England rey 


resentative 

MONROE CALCULATING MACHINE COMPANY, Orange, N. J., 
featured the Monroe-Gardner line of listing, accounting and bookkeeping 
nachines, including simplex, duplex, grand total and other models wit! 


narrow, wide, shuttle, and tabulating carriages in nine, ten and thirteen 


bank capacities Also shown were Monroe-Defiance check writing ma 
chines in several models suc as check signers adapted to andle single 
checks or voucher checks, check writers, dividend machines and the 


’ 

adding-listing check writer R. M. Farmer, assistant division manager 

f the northeastern sales division of Newark, was in charge, assisted by 

nanagers of the districts in the metropolitan area, R. Treg lowntown 

New York; A. J. Zonnevylle, uptown New York; | M. Zelinski., 

Brooklyn and I * troome, Newark. Members of the sales personnel 
f these offices were also in attendance 


MULTIGRAPH COMPANY DIVISION, ADDRESSOGRAPH 


MULTIGRAPH CORPORATION (See Addressograph-Multigrap! 
Corporation. ) 

NASCON SERVICE, New York, N. \ The new “Week-at-a-glance” 
combination desk calendar, address book and telephone index was shown 


by its creator, Gordon Laurence 


NATIONAL CASH REGISTER COMPANY, THE, Dayton, Ohio 


Cash registers; typewriting-bookkeeping machines; posting machines; 
analysis machines; bank bookkeeping machines; check writing and sign 
ing machines; postage meter machines and correct posture chairs made 
up this interesting exhibit Competent demonstrators were in attend 
ance 

NEW YORK Y M C A SCHOOLS, New York, N. Y., explained the 
educational pportunities offered by the school for young men and 
women Under the direction of James J. Cronin 

OFFICE APPLIANCE COMPANY, THE, Chicag I and New 
York, N Vas explained Ofhce Apphance s, the news and technical trade 
journal f the fice equipment industry, and its service to readers 
Eastern Manager ( H. Everly was in charge, assisted by George ( 
Wheeler Also in attendance was Secretary J. A. Gilbert of the home 
face 

ORMIG CORPORATION, New York, N. ¥ Duplicating machines, 
which work n the principle of reproducing hectographic mirror script 
riginals on copy paper previously moistened with an alcoholic com 
pound, hand or electrically driven models were demonstrated Shown 


eliminates the feed 


} 


for the first time was an electric duplicator whict 
! prints unto a continuous roll of paper 


single sheets and whicl 
which is conveyed from a feed roll and is cut by the machine into sheet 
of optional size after it has been printed, There was also a new line 


rinting machine wit which one can print single lines from a Tit 
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uot Ni eta : 


cdlealere cooperatiwe 


acdwertising 


Art Metal as well as providing the 
dealer with the most complete line 
of high-grade office equipment, also 
provides consistent sales help to 
keep dealer stocks moving. 

Typical of this advertising activity 
is the current direct mail campaign 
of three attractive siX-page folders in 
color featuring various lines of Art 
Metal equipment. One page of each 
folder was given to the dealer imprint 
and to the advertising of other than 
Art Metal products of his stock. 


AGENCY DIVISION, 


* Ql 
e a 
There, sev ya 


ee ie 


Art Y\etal 


Jamestown New 3 





These folders were prepared by Art 
Metal and mailed by the dealer to 
his prospects on a cooperative basis. 

The agency division has a corps 
of men in the field whose sole job it 
is to help agencies do more business. 
The home office is always ready to 
give prompt sound advice on any 
question. Art Metal catalogs are 
more than reference books; they 
provide real sales ammunition. Vari- 


ART METAL CONSTRUCTION CO., 





ous models of desks and files are 


illustrated, many of them with 
appropriate settings and in color. 

Art Metal has every model of its 
complete line, which includes 107 
types of desks, ready for prompt 
shipment. With a full line of sturdy, 
reasonably priced office equipment 
to sell and active sales assistance 
from the home office, dealers find the 
Art Metal franchise a profitable one. 
A few territories are still open. Write 


today for complete information. 


JAMESTOWN, N. Y. 











132 OFFICE APPLIANCES 





Wircree 


IN THE 


UT) ) 


\) 
M, 


y 
sz ll 
Fs 
MW) 








4 


is 





BRASS PINS HAVE LOST 
THEIR PRIMACY! 
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original into small cards, tags, envelopes, etc. Im charge were A. F 
Nionderff, E. M. Benello and J. M. O’Brien. 
OXFORD FILING SUPPLY COMPANY, 
age files and filing supplies are here displayed. 
S. A. Wood and C. E 
bers of the New York metr« 
POLICE DEPARTMENT 


X. Knowles and a number of 


Brooklyn, N. Y. Stor 
R. A. Jonas, Jr., R. P 
Jonas, Reynell were in charge, assisted by mem- 
ypolitan district sales staff 


OF NEW YORK. 


subordinates explained the 


Lieutenant Francis 


intricacies of 


numerous police systems. The radio police car was a popular part of 
the exhibit This work was part of the safety campaign now being con- 
ducted in New York City 

PORT OF NEW YORK UTHORITY, New York, N. Y A 
pictorial display of the various completed and contemplated projects 


of the Port Authority 


POSTINDEX COMPANY, INC., Jamestown, N. Y., and New York, 
N. Y. Showed Model S, tray type visible cabinets; Model S, aluminum 
flat books and cabinets to house books; Model 1 rapid stacks; Model 3B 
and Model 12R reference files; as well as Model 7 cabinets to house 
Model 5 aluminum books hese cabinets are open at both ends, which 


yssible to work at the 


by different people, at the 
cabinet. Also displayed was a Post 
can be used in all Post 


> hinge clips to take of heavy 


makes it px cabinet, 


same time at opposite ends of the 


cket whicl standard 


Model 


index celluloid tipped p« 


index equipment as well as care 


card stock New York Manager W. N. Dervee was in charge. 
PRONTO FILE CORPORATION, New York, N. Y. Pronto col 
lapsible storage files in twenty-six different sizes were shown These 
files have an all steel drawer front, finished in olive green and grained 
mahogany. When stacked alongside of each other, they have the ap 
pearance of a battery of steel cabinets. S. Scheinman was in charge 
RAILWAY EXPRESS AGENCY, INC., New York, N. Y. This 
exhibit treated on the rail and air express service of the company. E. 
P. Prendergast, superintendent of the commercial division, was in charge 


RECORDAK CORPORATION, New York, N. Y. A of 
Eastman Kodak Company accounting by photography. 


RECTIGRAPH COMPANY, Rochester, N. Y., New York, 


subsidiary 
illustrated 
and 


N. Y., displayed their line of direct photo copying machines and paper; 
the new Daylight duplex machine, as well as one making copies of a 
subject on two sides of a single sensitized sheet without the use or 
necessity of a dark room There was also a new device for projecting 


ree hundred times and reproducing the enlargement by 
direct photography without removing the film from the projector. New 
York Manager A. A. Krieg was in charge. Also in attendance were 
President George C. Beidler, and Tom Sheridan, vice-president in charge 
ot sales, 

REMINGTON RAND, INC., Buffalo, N. Y. This display consisted 
of twelve sections as follows: The Office of the Future, 
rangement of the newest office equipment in chromium and black motif; 
a demonstration of practical, proved 
methods which 


film enlarging th 


a model ar- 


Sales, the greatest need of business 
sales; 


f-stock 


methods helping management increase Inventory 


conditions and eliminate 


will increase turnover, prevent out- 
overstocking; Ledgers, pen and machine-posted, accounts receivable, 
accounts payable, payrolls and general records; Filing, new advances 


made in filing equipment for quicker and more accurate control of busi- 
of equipment for all banking 


Safe-Cabinet savings 


ness papers; Banks, new types administra 


tive functions, trust accounting, unit posting, new 

desk; Public Utilities, everything for the most profitable control of sales, 
ervice, internal and external functions; Insurance, machines and 
methods for the most improved ways of handling home office business 
and relations with agencies and policy-holders; Dexigraph, new speed, 
low cost and results obtained by a new conception of photography 
applied to business routine; Typewriters; supplies; adding machines; 


omplete line of Remington portables ; 
the new electric adding machine; 
“Remote Control” accounting 
and billing; Telephone 


the new Remington Noiseless; the « 


Remtico ribbons and carbon papers; 
Powers punched card accounting, the new 
method for sales, 
a display of special interest to all concerned with prob- 
telegraph This 
planned and executed by Advertising Manager S. H. Ensinger 
RETAIL LEDGER PUBLISHING COMPANY, Philadelphia, 


Penna., and York, N. Y., explained the service of the magazine 


of Retail Management. 


production, credit, inventory 


and telegraph, 
of 


telephone and administration exhibit was 


lems 


New 


RICHIE, ROBERT Y., New York, N. Y. An interesting exhibit of 
photo murals, aerial photography, applied photography and candid 
camera photography Robert Y. Richie and Martha V. Hoagland were 


in charge 


RIPNEN COMPANY, KENNETH H., New York, N. Y. “The 
Complete Office Layout Service” and various features of their work 
were portrayed through the medium of Template Layouts In at- 


tendance were David Lehti, Sydney Freake, Carl Klaube, Fred Duncan 
and Kenneth H. Ripnen 
ROYAL TYPEWRITER 
complete line of Royal typewriters, 
the Royal portables 


typewriter featured, as 


New York, N. Y. A 


yal 


COMPANY, INC 
including the new 
and Roytype 
also the 


and greater Re« 
ribbons and carbons 
Royal talking 
and Metropolitan 
New York sales 


for office, three 
and 


typewriter 


were was 
Manager W. H. Beckwith 
assisted by the 


supplies 

Advertising 
' 

in charge, 


wshay were 


Manager J. H. F: 
torce. 
SCHOLFIELD 


SERVICE, INC., New York, N. Y., displayed a 
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When you hear that the “‘Little”’ 


b 


ARBON PAPI R 


Nex . 2 SS) SS 


Ex ERED EE 


A. P. Little, Inc., Rochester, N.Y. 


New York Office: Bible House, Astor Place 


factory is maintaining a 
regular five-day week 
schedule, producing qual- 
ity ribbons and carbons— 


WHEN you discover that 
**Little”’ brands are made 
in extensive variety to 
provide for every known 
office requirement— 


== z= 


z= art 


WHEN you are told that 
men experienced in vari- 
ous other branches of 
office equipment selling 
have found a greater op- 
portunity in the distribu- 
tion of “Little’’ Ribbons 
and Carbons, are you not 
interested in what “Little” 
has to offer in your terri- 
tory? 


seesvensessts0000001 
z= Sa ae = 


<x es os es 


Full details on request. 














NOW... 


Koh-t-noor presents 
COMMERCIAL and SCHOOL PENCILS 


An important addition to line 
of well known quality merchandise 


@ Just as Koh-I-Noor Pencils for all phases 
of art work maintain the highest standard 
of quality, so each number of this line will 
be found supreme in its respective class. 


Prices, 


samples and full descriptions of 


each of these pencils will gladly be sent on 


request. 


For 
Office Work 
Navigator 
Elf 
Elf Hexagon 
Gold Seal 
Blue Ribbon 
American Press 


KOH-I-NOOR PENCIL C 


For General 
School ‘Use 


Navigator 

Elf and Elf Hexagon 
Gold Seal 

Blue Ribbon 
Buffalo 

Acme 

Zulu 

American Press 


373 FOURTH AVE. 
* NEW YORK CITY 
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NEW MODEL “O” TEMPOGRAPH 


8 





| Compare it with the higher priced, hand feed 


machines 
Open Drum with Brush inside — Perforated Cylinder 
Cover plate over open part of drum. 

Aluminum Feed Table with large easily adjusted 
paper guides. 

Precision Registration 

Full Legal Size-—Printing Surface 74 x 14. New Type 
Paper Strippers. 

Hand feed with speed—Paper feeds up to the drum. 

Substantially Built—-Weighs 25 pounds Beautifully 
Finished Nickel parts Chromium Plated 

Price $45.00. 


Write today for full particulars. 


435 N. Wells St. 710 Third Ave. 
Chicago Seattle 


‘MILO HARDING CO., LTD. 


1362 S. Hill St. Los Angeles, Calif. 








Today more than ever 


THE BEST KNOWN LINE IS 
THE EASIEST AND MOST 
PROFITABLE ONE TO SELL 





BERKSHIRE TYPEWRITER PAPERS have been 
known and used for more than 40 years. Their 
leadership is UNIVERSALLY RECOGNIZED 
due to their QUALITY and UNIFORMITY 
which have insured COMPLETE SATISFAC- 
TION to millions of users. 

Dealers who feature BERKSHIRE PAPERS are 
building a profitable repeat business on a firm 
foundation. Sample book and prices furnished 
dealers on request 


EATON PAPER CORPORATION 


PITTSFIELD, MASS. 
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ete line of Wheeldex rotary wheel filing and finding systems 


comp 
capable of meeting practically all the requirements of office and factory 
Featured were the small files for use on desks, and several new modernly 
designed cabinets of wood. Among the new models shown was a Stand 
By unit for desk side use, mounted on a special base equipped with cas 
ters. New Wheeldex units set at an angle and operated from the side 
like a book, were also displayed The exhibit was in charge of Miss 
R. P. Scholfield 
SMITH & CORONA TYPEWRITERS INC., L. C., Syracuse, N. ¥ 

Here were all standard L C Smith models, the new Silent L C Smith; 


all models of Corona in black and colors; portable adding machines; 


Vivid conveyor and non-conveyor models of duplicators and Vivid 
Juniors and Dupli-Kit, as well as the various supplies used and sold by 
the company There was also a special demonstration of the new Silent 
L. C., Smith by an experienced speed operator at various intervals 
throughout each day The exhibit was in charge of J]. W. Kiplinger, 


sales manager of the standard machine division and T. D. DeWitt, as 
sisted by product sales managers of the executive staff H. W. Smith 
was also in attendance 

STANDARD MAILING MACHINES COMPANY, Everett, Mass., 
and New York, N. Y., displayed Standard envelope sealers, stamp 
affixers and postal permit printers in seven models and three models 
of the Standard New Process duplicator, which duplicates copies direct 
from an original; also three models of gelatin duplicators, one of which 
was the Standard portable duplicator which was shown for the first time 
Joseph Gowa and Mark Weisberg, principals of J. Gowa & Company, 
New York distributors were in charge. Also in attendance were Presi 
dent F. W. Storck and General Sales Manager A. W. Vanderhoof of 
the home office. 

STANDARD REGISTER COMPANY, THE, Dayton, Ohio, and 
New York, N. Y Kant-Slip autographic registers, representative of 
i line of portable, counter type, electric and cash registers; Aristocrat 
registers, a new and efficient line of portable autographic registers; 
Registrator platen and Kant-Slip business machines forms for use with 
typewriters, accounting, billing and tabulating machines were featured. 
Of special interest was the Xray Test showing the effect of improper 
ulignment of multiple copy business forms and the Speed Tester testing 
forms at the rate of 15,000 per hour for alignment and registration 
accuracy. 

SWIFT COMPANY, INC., JOHN S., New York, N. Y., exhibited 
a huge chart of the U. S. business activity from 1855 to 1934, showing 
the low point reached in the very recent past and emphasizing economy 
through the use of their process Different types of planographed 
material were displayed, also a demonstration of the method of copy 
preparation. James Oastler and Gene Recker were in charge 

SYSTEM & BUSINESS MANAGEMENT. (See Management Pub- 
lications, Inc.) 

TABULATING MACHINE COMPANY. (See International Busi- 
ness Machines Corporation.) 

rICKETOGRAPH COMPANY, (See International Business Ma 
chines Corporation.) 

UNDERWOOD ELLIOTT FISHER COMPANY, New York, 


N. ¥ \ complete display of Underwood typewriters in all models, in 


cluding the new Champion keyboard portable shown for the first time; 
Elliott-Fisher billing machines; Sundstrand accounting machines, as well 
as supplies fer the various units, attracted much attentior George 
Crouch and F \. Greis were in charge 


UNITED STATES GOVERNMENT POST OFFICE DEPART 


MENT Under the direction of Foreman ¢ O'Rourke, the Post Office 
exhibitors and 


set up a temporary post fhee for the convenience tf 


visitors There were a number of interesting services of the post fice 


explained 

VARITYPER DIVISION, RALPH (¢ COXHEAD CORPORA 
TION (See Ralph C. Coxhead Corporation.) 

VISIBLE RECORDS EQUIPMENT COMPANY, Chicago, IIL, and 
New York, N. Y., showed various visible loose leaf records, and 
featured the new Multi-Flex visible record device, displayed for the 
first time in New York. A new improved index sheet of black 
board wa ilso featured, New York Manager R. W Brown was im 


charge 

WESTERN UNION TELEGRAPH COMPANY, New York, N. ¥ 
A temporary accommodation office for the convemience of people at the 
Show 

WOODSTOCK TYPEWRITER COMPANY, Chicag Ill., and 
New York, N. ¥ Woodstock typewriters in various models embodying 
all the new developments were here displayed I. C. Hullett was im 


charge, assisted by Miss Dorothy Dow 
YAWMAN AND ERBE MANUFACTURING COMPANY Rocl 
ester, N. Y (See Accesso Desk Tray Agency.) 
— ---_ — - 
New York Business Show Guest Book 
The following friends visited Office Appliances’ booth 
and signed The Guest Book: 


\ 
Cc. H. Ame Ames Supply Company; Mrs. D. R. Ames, Ames Sup 
ply Company; H. R. Ames, Ames Supply Company, Chicago, III 
B 


Stanley M. Babson, Bates Manufacturing Company; W. A. Beckwith, 
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ARE YOU MISSING THIS PROFIT? 


DEALERS everywhere are enjoying a very profit- 
able experience with new National ‘‘Eye-Ease”’ 
Record-keeping items. And it is easy to see why. 
Consumers prefer National ““Eye-Ease"’ records be- 
cause the green-white Hammermill paper, with rest- 
ful brown and green ruling, gives them the eye com- 
fort they have long wanted. Right now is an ideal 
time to cash-in on ‘‘Eye-Ease” products by ordering 


a supply to meet your first-of-the-year requirements. 


IT WILL PAY YOU TO STOCK THESE 
NEW EYE-EASE ITEMS 


END-BOUND COLUMN BOOKS, 2780-82-88 Series 
END-BOUND ACCOUNT BOOKS, 2764 Series 
LOOSE LEAF LEDGER SHEETS, 7148A-D-E Series 
LOOSE LEAF COLUMNAR SHEETS, 7048-2E Series 
LOOSE LEAF RING BOOK SHEETS, 5920E Series 


NATIONAL TUMBLER ANALYSIS PADS, 5209E Series 
Sheets Turn Back Easily - Lie Flat (coil wire bound) 


NATIONAL TUMBLER NOTE BOOKS, 3734 Series 
Lie Flat - Stand Upright (coil wire bound) 


ATTRACTIVE SALES PROMOTION 
MATERIAL TO HELP YOU SELL 


Unique and convincing Eye-Ease Displays and 
Booklets are available for your use. Write for 
copy of National Eye-Ease Booklet No. E6. 








ra an NATIONAL BLANK BOOK COMPANY 
Bound Books—Loose Leaf—Visible Records—Machine Bookkeeping Equipment wt 00 OUR Pant 
NEW YORK HOLYOKE, CHICAGO 


100 Sixth Ave. MASS. 328 S. Jefferson St. 
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Carbon Papers 


Inked Ribbons 
Stencil Inks 


Lead the World For— 


Neat Writing 
Long Service 
True Economy 





é 
ley i 


No product, having attained perfection, can hold its 
position without eternal vigilance. 

So, the Miller-Bryant-Pierce Company, throughout all its 
processes, from the intensive procuring of the raw ma- 
terials forming its products, to the carefully wrapped 
reception of those products by their users, countenances 
no curtailing of care, no reduction of quality, no relaxing 
of vigilance anywhere along the line. 

That is the reason the inked ribbon you find in a Miller 
Line enameled container always measures up to specifi- 
cations for the purpose for which it was manufactured. 
That is the reason a Miller Line carbon sheet always 
fulfills its intended requirements. 


Manufactured Exclusively by 


THE MILLER-BRYANT-PIERCE COMPANY 
AURORA, ILLINOIS 


Established 1896 
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Royal Typewriter Co., Inc.; Charles H. Blad, Corry-Jamestown Man- 
ufacturing Corporation; R. W. Blomquist; J. J. Brady, Munson Supply 
Company; Dwight N. Briggs, Sun Rubber Company; F. E. Brown, 
Hall-Welter Company, Rochester, N. Y.; I. S. Brown, Rutherford, 
NJ: 4.5 Philadelphia, Penna. ; 
Ladson Butler, Ladson Butler, Inc. 
c 
Cal Cameron, representing Browne-Morse Company and Jasper Chair 
Company; Nathan L. Caro, Multipost Company; Andrew Cerruti, Un- 
derwood Elliott Fisher Company; C. W. Chabot, Ladson Butler, Inc. ; 
Blanchard W. Cleland, Burroughs Adding Machine Company, Detroit, 
Mich.; Claude Conger, Trussell Pough- 
keepsie, N. Y.; Seymour Conover; H. G. Convery, Alcon Typewriter 
Company; V. M. Coolidge, Thomas A. Edison, Inc., Orange, N. J.; 
D. J. Cutillo, Underwood Elliott Fisher Company. 
D 


Granville Davis, Acco Products, Inc., 


Bundy, Bundy Typewriter Company, 


Manufacturing Company, 


Long Island City, N. Y.; Uri 
Doolittle, Chamberlain & Company, Syracuse, N. Y. 
E 
H. D. Eldert, Schick Dry Shaver, Inc., Stamford, Conn.; W. W. 
Erskine, Kensington Supply Company. 
F 
Marion M. Farrell, National Typewriter Company, Hartford, Conn. ; 
Gustave Fischer, Hartford, Conn.; Adolf Fleischhauer, Stationers Spe- 
Stuart Foote, Imperial Furniture Company, Grand 
A. Force, William A, Force Company; Paul L. Fos- 
ter, Mittag & Volger, Inc., Park Ridge, N. J.; William Franz, Royal 
Typewriter Company, Inc.; J. A. Fried, Allen-Wales Adding Machine 
Company, Ithaca, N. Y.; Herbert E. Frost, Speed Key Manufacturing 
Company, 


cialty Company; F. 


Rapids, Mich.; W. 


G 
D. N. Garrett, Southern Duplicator Company, Atlanta, Ga.; C. A. 
Goodrich, Case Bros., Inc., Highland Park, Conn.; E. H. Gorton; 
W. H. Greenleaf, Stationers Association of New York. 
H 
Harrington, L. C. Smith & Corona Typewriters, 
Inc., Philadelphia, Penna.; Richard T. Harris, Dictaphone Sales Cor- 
poration; W. H. Hartley; Marcus Harwitz, Regal Typewriter Com- 
pany; A. B. Holmes, Columbia Ribbon & Carbon Company, Glen Cove, 
L. I.; George L. Hossfield, Underwood Elliott Fisher Company; T. A. 
Hughes, Underwood Elliott Fisher Company; H. J. Humphrey. 


Sam B, Hall; L. J 


J 
E. H. Jeffers, Burt & Jeffers, Hartford, Conn.; J. M. Jemison, Stam- 
ford, Conn. 
K 
Wendell P. Keene, Remington-Rand, Inc.; W. E. Kelsey, West Hart- 
ford, Conn.; Adam Kunze; W. H. Kurth, Heyer Corporation, Chicago. 
L 
Thomas D, Laird, Thomas D. Laird Company, Charleston, W. Va.; 
Pencil Company; Irving M. Levy, Art 
Parrot Speed Fastener Corporation; R. H. 


Maurice I. Levine, Reliance 
Steel Company ; Jack Linsky, 
Llewellyn, Manchester, N. H, 
M 
C. S. McAlister, Allen-Wales Adding Machine Company, Ithaca, 
N. Y.; Jerry McEvoy, Acco Products, Inc., Long Island City, N. Y.; 
Donald McLeod, Spencerian Pen Company; W. A. Metzger, Royal 
[ypewriter Company, Inc.; E. B. Miller, Mill-Green Publishing Com- 
pany; G. L, Mills, L. C. Smith & Corona Typewriters, Inc.; Louis H. 
Mory, Rotaprint, Branford, Conn.; R. J. Moulton, Victor Safe & Equip- 
ment Co, 
N 
Jim Neary, Geyer’s Stationer; Dora E. Neumayer, Wethersfield, 
Richard Neumayer, National Typewriter Company, Hartford, 
Conn.; Ed. Newton, Springfield, Mass.; F. R. Nichols, Columbia Rib- 
bon & Carbon Company, Glen Cove, L. I.; George A, Nitschke, Auto- 
matic Pencil Sharpener Company; E. L. Nugent, Security Steel Equip 
ment Corporation, Avenel, N. J. 


Conn. ; 


O 
W. B. O'Donnell, International Business Machines Corporation. 
P 
D. P. Parker, Alma Desk Company, High Point, N. C.; Deane S. 


Patton, Victor Adding Machine Company, Montclair, N. J.; Lora V. 
Perry, Southern Duplicator Company, Atlanta, Ga.; A. P. Pohl, Jr., 
T. Powell, Myrtle Desk Com- 
Buffalo, 


Business Machines Service Company; W 
pany, High Point, N, C.; C. F. Price, Remington Rand, Inc., 
_ oe 


Q 
James Quartz, F. S. Webster Company, Boston, Mass. 
R 
H. J. Richardson, Spencerian Pen Company. 
S 
George B. Samuels, L. C. Smith & Corona Typewriters, Inc., Boston, 
Mass.; Herb Sauer; R. E. Signor, Ames Specialty Company; Mrs. A. 
Signor, Ames Specialty Company; W. D. M. Simmons, Underwood 
Elliott Fisher Company; Charles E. Smith; H. C. Smith, Typewriter 
Rental & Sales Company; H. W. Smith, L. C. Smith & Corona Type- 
writers, Inc., Syracuse; Harry D. Snyder, Acco Products, Inc., Long 
Island City, N. Y.; J. H. Sorham, Remington Rand, Inc., Buffalo, 
N. Y.; J. S. Sprott, The Globe-Wernicke Company, Cincinnati, Ohio; 
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FLOOR STAND GLOBES FOR 
YOUR HOLIDAY SALES! 


An ideal leader to stimu- 
late your Holiday Globe 
Sales—the first W.-C. floor 
stand at a popular price. 


No. 54-23—Full meridian 
and fork mounting (illus- 


trated). RETAILS AT $5.95. 


There is also a semi- 
meridian (No. 54-21) that 


RETAILS AT $5.25 


An exceptional value for a 
conten assembled Dun- 
can Phyfe type walnut fin- 
ished stand. This is packed 
with beautifully colored, 
complete 12-inch Globe 
Ball, framed in a diecast 
non-breakable fork (pat- 
ented) and meridian. 
Bronze plated. 


Order these today!! 





A complete catalog 
of W.-C. Globes is just 
off the press. Send for 
your copy immediate- 
ly.AddressDept.AOHl. 























WEBER COSTELLO CO. 


MANELFACILEILTELS -_ « |e HMC acd PEGE ES, GEE. 


IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 





Quick 
Shipment 











FILES 
DESKS 
CHAIRS 
GUIDES 
FOLDERS 





FROM 


NEW YORK STOCK 








CAL CAMERON 
140 MAIDEN LANE 
NEW YORK, N. Y. 


















Graffco | 
MAPTACKS 


DIN down essential facts on maps or 

charts with these keen little business 

aids. The Graffco name assures you better 
maptacks for a better job. 

They're durable; with uniform unbreak- 
able heads and tool steel points. They're 
easy to see; with 20 bright plain colors and 
many color combinations. Three sizes, to 
fit any need. 

The wise buyer insists on Graffco Map- 
tacks. 

Samples, prices, and trade discounts on 
request. 


GEORGE B. GRAFF COMPANY 


64 Washburn Avenue Cambridge, Mass. 








NATIONALLY KNOWN MERCHANDISE 
SELLS FASTER 
THAN UNKNOWN BRANDS AT A PRICE 





WHEN YOU SELL 


INTERNATIONAL 


G0G000080608 


YOU SELL A QUALITY PRODUCT AND THE REPUTATION 
OF THE MANUFACTURER 


il 
Munson Surety Co., 348 Hudson St... New York City 
Please send information about the New Key 


New Package and Counter Display to 





Vane 


iddress 











Cily Slate. 
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Ba y Stape Underw I t Fi ( 1 W M.S J 
Yawman and Erbe Manufacturing Compar 
r 
James F. Tate, Montclau N ! Isabelle R Taylor, Globe Typ 
writer Company; Mr Tessie [, Taylor, Globe Typewriter Company ; 


W. H. Taylor; J. R. Teeter, Wholesale Typewriter Company; G. A 
lefft, Tefft Typewriter Company, White Plains, N. Y.; H. S. Thon 
son, Check Protector Company; R. M. Tussing, Victor Safe & Equip 


ment Company, North Tonawanda, N. Y.; Edith Tuttle, Burroughs 
Wellcome Company, Tuckahoe, N. Y. 
U 
C. R. Underwood, American Writing Machine Company 
W 
“Tach Walder, Booru & Pease Company; Joseph Wallace, repre 
senting Myrtle and Alma Desk Companies; Hug Ward, Gevyer’s Sta 


tioner; Charles J. Watson, Peerless Key Company; G. S. Wilcox, The 
Shaw-Walker Company; Harry R. Williams; Frances H. Wolowit 

United Typewriter Company, Washington, D. C.; W. H. W witz 
United Typewriter Company, Washington, D. C.; C. W. Woosley, Yaw 
man and Erbe Manufacturing Company; George B. Wray, Imperial 
Furniture Company 


~~ 





Mason Babson, Son of Sales Manager Babson of the Bates Manu- 
facturing Company, with “The Biggest Numbering Machine in 
Captivity.”—-Recently Office Appliances presented a picture of 
Ned Williams admiring a gigantic Bates stapler. After viewing 
the picture, Mason Babson said, “All Mr. Williams has to do is 
make these things. My dad has to sell them.” The big Bates 
numberer is an actual working model. When the handle is de- 
pressed electric lights illuminate the internal mechanism. The 
machine was made for permanent exhibit with the giant Bates 
stapler at the Franklin Institute, Philadelphia. 
a 
Jack Hallam Appointed Hotchkiss Representative 
J. H. (Jack) Hallam, well known manufacturers’ repr« 
sentative covering the states of Ohio, Michigan, Indiana, 
Kentucky, West Virginia, and western Pennsylvania, spent 


most of September on the road. The majority of this time 





J. H. Hallam 


he devoted to calling on dealers, but he also included a ten- 
day stay in New York City doing some special work fot 
George E. Fox & Company. While in the east he visited 
the factory of the Hotchkiss Sales Company, Norwalk, 
Conn., and completed negotiations for representation of 


the Hotchkiss line in his territory 
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MISS DOROTHY DOW 
Declared World's Champion School Typist, 1 









Marie Thiem 


1934 CHAMPION 


ATION a oes HOOLS CON 
WOODSTOCK 


capable competition—a sple nd 
a ee and univers The writing ma 
chine 


ne 
C. Smiths, 29 Woodstocks; 21 ed Is; 2 
Underw oods, and 2 2 Remingtons. 
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DEALERS GET ACQUAINTED WITH THIS 
COMPLETE LINE OF PAPER FASTENERS 















ACE PAPER FAST- 
ENER carries a lifetime 
guarantee. The world’s 
recognized leader. For 
excellent service and 
satisfaction, buy an 
ACE FASTENER. 

Loads 210 standard 

staples. 
Weight 20 oz. 
Retail price—$6.00. 





THE CADET—A 
small, sturdy and inex- 
pensive fastener. De- 
signed for compactness 
and light weight. De- 
tails same as Pilot. 
Ideal for use in home, 
school or office. 

Loads 105 standard 

staples. 

Weight II oz. 

Retail price 

ACE, PILOT and CADET machines 


are “_— plated with heavy chrome 
finish. Prices apply east of the Rockies. 


$3.00. 











THE PILOT will give 
years of satisfaction. 
Built along the same 
lines as the Ace. The 
Pilot has no equal in its 
price range. 

Loads 210 standard 

staples. 

Weight 14 oz. 

Retail price—$4.00. 








ACE STAPLES are 
guaranteed to give per- 
fect be- 


cause they are precision 


performance 


made, hand inspected 
and uniformly perfect. 
For full guarantee on 
ACE, PILOT and CA- 
DET stapling machines 
2025 


& 


use genuine No. 


ACE STAPLES. 


ACE FASTENER CORP. 


Manufactured by 


3415 North Ashland Ave. 


- 
@ - 2 ree5, 
oo 


ce =. er 
tl pn ACE a 
= SiS i 
~ — i 
Guaranteed 


Jam-Proof, Fool-Proof 


Chicago, I1l. 














‘Typewriter Men for Typewriter Men 











Morris Rudin, Cincinnati 
Branch Manager, AWMCO., For 
the biggest part of 25 years, 
Morris has been the AWMCO 
manager in Cincinnati. He is 
the oldest representative in 
point of service. Keen, alert, a 
friendly and capable business 
man, eager and ready to help 
with any typewriter sales or 
service problem. A typical 
AWMCO man. 


American 





oe Machine 


A football team or a business is no better 

than its “‘line.’’ And the line in each 
case is a combination of Material and 
Coaching. AWMCO supplies the best of 
each, 

Material—vouched for by more than fifty 
years of satisfaction to typewriter Dealers. 
Coaching—or Service if you prefer—by 
AWMCO’s staff of typewriter experts, 
trained in the school of experience, and 
each with an enviable record of success. 
The sole job of each is to help your “‘line”’ 
so that you may make the touchdowns of 
profit. 

For example, take new problems that 
arise. The tremendous swing of business 
toward Noiseless typewriters brings ques- 
tions of service and parts. 

Every AWMCO man is a Noiseless expert. 
He knows the answers. He will supply 
you with genuine Noiseless parts at list 
about your Noiseless 





price. See him 
problems. 


You will find it pleasant and profitable to 
know the AWMCO man in your territory. 


BRANCHES IN PRINCIPAL Cc aTumES 











W. J. Zilka, Pittsburgh Branch 
Manager, A 
as WJZ is known in the Pitts- 
burgh region, 
AWMCO manager in 
years and service. 

many young 
day, 
suce 
fidence and respect of all the 
typewriter dealers in his terri- 
tory. 


Co.., 





WMCO,. “Slim,”’ 
is the youngest 
~oint of 
But like 
“*“coaches”’ of to- 
he has been an immediate 


ess. He enjoys the full con- 


A typical AWMCO man. 


374 Broadway 
New York City 
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Fort Smith Man Celebrates Long Typewriter 
Activity 
R. O. Matthews of Fort Smith, Ark., celebrated twenty- 
two years in the typewriter business by purchasing a 1934 
model Chevrolet. He has sold Royal typewriters in that 
city for the last twelve years, making Service his watch- 
word. He is said to have one of the best-equipped shops in 





ee 





R. O. Matthews and His New Chevrolet Delivery Car 


the southwest. He covers ten counties, and has been able 
to do a profitable business even during the last five years. 

The illustration here shown depicts the emblem of Serv- 
ice and is displayed in every town in Mr. Matthews’ terri- 
tory. To his customers, to the typewriter companies, and 
e extends cordial thanks for 


to the wholesale dealers | 
their share in the upbuilding of his business. 


5 


Customers and Sales Staff Respond to Maverick- 
Clarke Contests 

Maverick-Clarke Litho Company, San Antonio, Texas, 
have begun publication of a monthly house organ, the first 
issue being brought out in September. It is a four-page, 
well-written organ, the name yet to be selected from a 
contest now under way. It is devoted to personal items 
of employes, inspirational items, announcements, etc. 

This firm is now in the throes of a contest for typewriter 
ribbons and carbon paper. The contest is based on the 
principle of a race track, the event being six furlongs (or 
weeks) in length, and odds being given on winners. As 
prizes, six per cent of all the sales for typewriter ribbons 
and carbon paper during the entire length of the contest 
will be divided among the three top salesmen: three-sixths 
to the winner, two-sixths to second or place horse, and 
one-sixth for the third or show position. The event has 
aroused considerable interest and enthusiasm among the 
salesmen, and a close finish promises to make this one of 
the outstanding campaigns of this firm for the year. 

Prosperity has come back to numerous employes of 
Maverick-Clarke, and all is forgiven. Among those who 
are sporting new purchases as evidence are R. P. Grieve, 
general manager, Chevrolet; Marvin Warren, Pontiac; 
W. H. Lacy, Pontiac; “Judge” Martyn, Ford; Emmett 
Zuercher, Ford; and Al Eiseman, manager of the station- 
ery department, a new baby girl, name—Mary Jo—BCR 


———— 


Germans Expected to Read Newspapers 
The Irish Printer reports that a citizen of Bamberg, Ger- 
many, was criticized by a judge, in stating that he had not 
read the regulations concerning currency. He had been 
out of the country when the regulations were published. 
The judge ruled that it was the duty of citizens to read 


the newspapers. 
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STURGIS 


POSTURE CHAIRS 


e@ EASY TO DEMONSTRATE 
@ EASY TO SELL 
e@ A SMALL STOCK ON HAND 


@ WILL SURE PAY YOU WELL 
No. 515 Stenographic Model 


Boxed, SADDLE Shaped, 
Swivel seat (12 x 16") and 
form fitting back (5 x 14"), 
upholstered in GENUINE 
leather over curled hair. 
Seat height adjustable 17 to 
21°, WITHOUT TOOLS. 
Back adjustable vertically and horizon- 
tally WITHOUT TOOLS. Screw guard 
covers threaded spindle. RUBBER 
BUMPERS on back post standard 
equipment. Hard rubber casters et 
diameter. Name plate on back of back. 





The STURGIS line 
is complete. 
DEALERS 
EVERYWHERE 
are finding it a real 
source of extra 
profits. YOU 
WILL, TOO. 


Write today for copy of our New 17-page catalog 


STURGIS POSTURE CHAIR CO. 
STURGIS, MICHIGAN 
MANUFACTURERS OF STURGIS ALL-METAL STANDS 











Items that will appeal 
to the Christmas trade 


x * 


RESPIRATOR CHAIR Retail Price Range 
CUSHIONS 
Four Types of Covers, $3.75 to $4.50 
‘elt (3 colors) 
Velour (7 colors) 
Mohair (4 colors) 
Pantasote (5 colors) 
BICKETT CUSHION PADS $1.50 to $2.25 
Same cover materials as 
used on Respirator Cush- 


ions. 
BICKETT CHAIR PADS $1.25 to $1.50 
Velour covers only (7 colors) 
BICKETT TYPEWRITER Retail Price 
PADS 
No. 513 Size 11 in. x 18 in. $1.00 
No. 615 Size 15 in. x 15 in. $1.50 
Cushion Pads and Chair Pads can be sold for 
home use ... An unlimited market. 


We herewith list three group assortments which 

we recommend for Christmas sales: 
Assortment No.1 8 Respirator Cushions 
List Value, $100.00 


Assortment No. 2 
List Value, $75.00 


Assortment No. 3 Respirator Cushions 
List Value, $50.00 12 Cushion Pads 

8&8 Chair Pads 

8 No.513 Typewriter Pads 
2 No.515 Typewriter Pads 


Order now for future delivery. 


L. M. BICKETT COMPANY 


WATERTOWN, WIS, 





























is lee) 
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ZIPPER CASES 
Make Ideal Christmas Gifts 
JUST THE THING! No doubt about that. They’re 


so useful and good looking. Not expensive, either 

another important consideration. Suggest STEBCOS 
to your trade. Start now. You can sell a lot of 
Zipper Folios, Brief Cases, Ring Books and Envel- 
opes for holiday gifts. A big market awaits you. 
this real opportunity 
and increased profits. 


Take advantage of 
for pleasing service 


Stebco Zipper Cases are made in modern, 
original designs of highest quality materials. 
Large assortment covers every practical need. 
Low prices permit substantial profit. Send 
lor catalog and samples now. 


STEIN BROS. MFG. CO. INC. 
564 W. Adams St., Chicago 








RECOMMENDED 
ool Saal 
ESTABLISHED in 





Reg. U.S. Pat. Off. fa vor. 





CUSTOM BUILT 


PENCIL 


hy Mohican 


Offer this excellent 
quality as many Sta- 
tioners do now con- 
vincingly and profit- 
ably. Its better service 
distinguishes you as a 
successful merchant. 


Mohican Pencil Company 


( Formerly United States Pencil Co.) MANUFACTURERS 


5935-49 Woodland Ave., PHILADELPHIA, PA. 














OFFICE APPLIANCES 


Reliable Issues New Bargain Bulletin 





The Reliable Typewriter & Adding Machine Corpora- 
ition, 303 West Monroe Street, Chicago, has just issued 
| Confidential Wholesale Bargain Bulletin No. 825 for the 
}winter of 1934-1935. This Bulletin presents four large 
| mimeographed pages containing quotations on all types 
lof office machines. Prices are such, it is said, as to enabl 
ldealers to resell at a satisfactory profit. The Bulletin is 
substantially bound in flexible covers of blue and black 
Chere is a page devoted to terms and conditions; the in 
side back cover bears a radio advertisement, and the out 
side back cover contains a striking advertisement of the 
Barrett Desk Electric adding machine. One of the en | 
closures which came with the Bulletin is a reprint of Vice 
President and General Manager Froehlich’s article on | 
Office Machine Costs and Prices, published in Office Ap 
pliances last month 
Page 3 of the Bulletin leads off with a few words of ex 
planation to the effect that the shortage of desirable ma 


chines predicted more than a year ago has come to pass, 
for which condition there is no remedy until such time as 
out 


beginning to trade 


the dealer should con 


big business are again 


concerns 
meantime, 


In the 
] 


e disposal of such 


old equipment 


centrate on tl machines as are still avail 


able 





View of the Newest Woodstock Typewriter Company Branch, 
301 West Fayette street, Baltimore, Md.—This branch, the open- 
ing of which was recently announced by J. M. Hackney, vice- 
president and general sales manager of the Woodstock Type- 
|writer Company, is under the managment of P. O. Burt, a 
| Woodstock enthusiast, who formerly held the positions of 
| Woodstock district manager for Pennsylvania and branch man- 
ager at Milwaukee. 


--- -——~< 
Atlanta Stationer Renovates Building 
Phe Allen-Marshall Building, 


and Marietta Streets, in Atlanta, has been completely ren 


Ivan at the corner of Broad 


| vated in cooperation with Atlanta’s Better Housing Cam 
to 100-foot 
been taken down and changed from 
Ac Mr Allen, even thre 
is now thoroughly modern and in line with NRA policies, 
having gone off the gold basis and adopted the silver stand 


ard!—JHR 


sien, the letters olf 
gold leal 


building 


paign, even the famous 





| which have 


to silve1 plate ording to 
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UFIL 


QUALITY 


Always full value and thoroly 


SATISFACTORY 





Every dealer who sells, and every business that uses 
“Little Dandy’’ Stands will agree that UHL QUALITY 
is always full value and thoroly satisfactory. Any 
stand that is less than that, costs too much, no matter 
what the price. UHL construction is permanently 
rigid, formed of heavy gauge special analysis cold 
rolled smooth finish steel—topped with birch faced 
bed and side leaves, with neatly rounded edges sanded 
smooth and finished with four coats of lacquer 
mounted on large hard rubber wheels with soft rub- 
ber treads. Shipped set up, staunch and rigid, all 
ready for use. 


Why should any office equipment merchant risk his 
standing and reputation on a doubtful combination 
of inferior merchandise, slim margin and uncertain 
service, just to quote a lower price? ‘‘Little Dandy” 
Stands assure satisfactory use, maintain your good 
standing with the trade and pay you a full share. 
UHL steel office furniture is worth a good stock and 
display; the more people see of it, the more they be- 
come convinced of its*‘quality. Check up now and 
replenish your supply. 









us 





No. 671-TS 
‘Little Dandy” 
Stand 


The Toledo Metal 


Furniture Co. 


WE DO OUR PaRT 






1562 Hastings St., Toledo , Ohio, U.S. A 











No. 246 


founded and 





Sixty Years of 


continued production support 
our claim of superior service 
for JASPER DESK CO. 


DESKS 


lar design in genuine wal- 
nut veneer. 


Business men understand and approve the 
power and stability built into the various 
designs of JASPER DESK CO. DESKS. 
The product of an organization sixty years 
young inspired by the thought of well 


designs introduced and improved for 
business service, this furniture is of dura- 
bility assuring a lifetime of usefulness. 


The merchant who places his faith upon 
a wisely selected stock of JASPER 
DESK CO. DESKS, adds to his profit op- 
portunity. Catalog No. 421 fully illus- 
trates and describes this excellent line. 





anew and popu- 






















worthy origin and of famous 





THE JASPER 
DESK CO. 


JASPER, INDIANA 


Chicago Representative: 
Louis H. Farber, 7610 Phillips Ave. 
Telephone: SAGinaw 5027 
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The things that count / 


Even a poor player ean look like a star—until the game is on. 
Then class tells. Likewise, all rebuilt typewriters may look 
alike—until they are actually put in service. Then the care- 
ful attention to the little things plus precision rebuilding. gen- 
uine replacement parts and inherent quality show the superior 


elass of 


MASTER GRADE 


UNDERWOOD S 


THE WHOLESALE TYPEWRITER COMPANY 


FACTORY AND GENERAL OFFICES: 155 SIXTH AVENUE, NEW YORK CITY, U.S. A. 
Cable: SALETYPE, NEW YORK 







Write for the Wholesale list of complete 
stocks of rebuilts and select roughs. 











Built-in os 
CURL-RESIS TANCE 


H. M. Storms Company offer their latest invention, a car- 
bon paper with original, practical and exclusive advantages. 


CLEANGRIP distributors will be able to demonstrate 


easier loading of forms, less tendency to curl or wrinkle, and Cds 

a method of removing carbon sheets without soil to the CARBON 

operator's hands or work. CLEANGRIP is the first practical PAPER 

carbon paper with BUILT IN CURL RESISTANCE. ors 
Patent application has been made for CLEANGRIP Carbon 

Paper. WRITE NOW for full information and samples of 

CLEANGRIP. 


H.M.Stor™MsS Co 
Right prices—-Right goods and Protection for the dealer. vata 





THE PERFECT CARBON SHEET. 


wes 





H. 4. STORMS COMPANY 


Makers of T he Compl te Line” of Carbon Pa pe rs and Inked Ribbons 
561 Grand Avenue Brooklyn, N.Y. 
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News of the Stationery Field in San Antonio 


By B. C. Reber 

Business in the stationery and office equipment field 
is marking time here, following good business in Septem- 
ber, and enjoying a substantial increase over volume for 
the same period in 1933. General business conditions have 
been quiet, and there is little anticipation of improvement 
until cold weather arrives, a condition which seems far 
away with the thermometer hovering in the 70s. Code 
conditions are good, with general satisfaction being ex- 
pressed on operation and enforcement. 

as & 

L. Y. Hagan, Southern district manager for Underwood 
Elliott Fisher Co 
month, making a periodical call on branches. He reported 
to local manager, W. R. Van Derveer, that conditions in 
this territory were very good. The local branch of Under- 
wood Elliott Fisher has enjoyed good business this year, 


, Was a visitor in San Antonio this past 


being 100 per cent over last year. 
* * 7 

First preliminary plans for the annual convention of the 
9th District stationers which will be held next March, were 
completed with selection of the Plaza Hotel for the con- 
vention headquarters. Other arrangements will be taken 
up at a later date. 

* * * 

J. T. Jackson, San Antonio branch manager for the 
Royal Typewriter Company for the past eleven years, has 
been going great guns in sales quota achievement, his 
present position being that of 220 per cent of his quota 
for this year, and fifty per cent of the October quota being 
made before noon on October 1. Mr. Jackson has been 
one of the leading typewriter men in San Antonio for 
many years, and has been awarded a number of prizes by 
his company for outstanding sales achievement. 

+ * * 

J. H. Hankins, formerly with Burroughs Adding Ma- 
chine Company, is now employed by the San Antonio 
branch of Remington-Rand, Inc., in the typewriter divi- 
sion. 

* * * 

R. W. Eubank, who recently joined the systems division 
of this branch, has returned from Buffalo where he com- 
pleted an intensive training course at Remington-Rand 
headquarters. 

2 * 

L. B. Clegg of The Clegg Company is one of the lead- 
ing San Antonio business men to be selected as directors 
for the new Bexar County National Bank, which opened 
for business October 22. It was a succession of the Com- 
mercial National Bank, closed when stolen bonds were 
found in its vaults. 

* * * 

Paul Anderson Company has a rather unusual arrange- 
ment in the promotion of their office and business equip- 
ment furniture. This department is located across the 
street from the main store in a business place of its own. 
Here it has plenty of display, and a good view of the 
equipment and furniture is convenient for passersby. 
Floyd Jett is in charge of this department. 

* * * 

After two of the toughest terms ever had by a president, 
W. C. (Bill) Clegg, who has been president (or chairman) 
of the 9th district through the past two years, has turned 
the reins over to P. T. Pearce of The Cargill Company of 
Houston. Mr. Clegg had the chairmanship of the associa- 
tion during the worst of the depression and the masterly 
manner in which he guided the association through these 
trying times should not go without comment. 
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“DESKS IS DESKS” 


UNLESS THEY ARE 
WAGEMAKER “10 POINT DESKS” 





MAKE BUYING EASIER FOR YOUR PROS- 
PECT. He is in a quandary between comparable 
competitive prices and styles. He wants a deciding 
factor, not mere whim, to dictate his choice. 


WAGEMAKER FEATURES CLOSE THOSE 
HAIR LINE SALES, ask about them. 


Grand 


Rapids Michigan 





















FILE 
POCKETS 


still lead the way to 
greatest filing satisfac- 
tion. 

Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap- 


est buy in the long run. 


“Vertex” Pockets will 
satisfy your customers 












































ALVAH BUSHNELL CO. 
+4 


925 Filbert Street PHILADELPHIA 





wa po ove mat 
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FONE MORE= 
MONTH 


and the rush starts! 


When this ad appears, you Il have only 
a short time left to stock up on 


FULTON 
Daters & Stamp Pads 


The end of the year the rush will start 
for the date bands on thousands of 
rubber stamp daters will expire. New 
daters suggest new stamp pads, with 


| Schutz Resumes Management of “Business Control” 
Carl M. Schutz, who on August 8 last resigned his posi- 





tion as sales manager of the Quill Ink Company, is again 
in active charge of his own business at 307 Fifth avenue, 
New York City. 

This business, organized late in 1931 and now known 
as “Business Control,” functions in business management 


exclusively in the stationery and office furniture industry 









































a chance tor double profit 
FULTON DATERS SERVICE DATERS 
Li. -4 1 Real —< vn = mah " the world's finest. Have fixed 
sell at a price t neet cheat nob, knurled duralumin drum 
mpetition. Have dee; \ preventing band slipping 
wearing band . , " 
frame and other features found Duco-coated knot heavy sill 
nly inhigh priced daters and steel finish, deep moulded live 
numberers rubber bands carry six years 
A Fulton Made Stamp Pad For Every Dealer 
DRI-KWIK STAMP PADS FULTON SELF-INKING 
for smudge proof, quick dryir STAMP PADS 
impressions liave r wdor 
give great wear W Thy rade’s standar . ” 
jure rubber or dry out in dea — d. Contains pure Carl M. Schutz 
ers’ stock or in use. Five ( 
> ‘ cerine rk unsurpassed in pur s . 
ae; nee Black, Blue, Viol ae =r Jesides management, merchandising, sales and credit coun- 
and (Csreen t ma str rt f cx ' " 
sel and supervision, the added features of accountancy and 
F | I I O N — a nag 4 “a N statistical work are offered Mr. Schutz has been active 
ular ” j J . 9 ° . 
MADE Daters and in this type of work in cooperation with the National Sta 
Stamp Pads _ > 
SPECIAL | Y CO tioners Association and the Metropolitan Office Furniture 
> 
, . Dealers Association during the code-forming period 
ELIZABETH, N. J. I 








His organization is experienced in the office equipment 


= E 5 ee 200 Fi ‘ | 
Sales Office:200 Fifth Ave., field, and renders constructive services not only to manu 
New York City facturers but to dealers also. 





= —— i Britton Takes Royal Agency for East Tennessee 


YY The following item was taken from a local paper pub 
D I lished at Johnson City, Tennessee: 


The Office Equipment Company, exclusive distributors 
| for Royal typewriters in East Tennessee, opened for busi 
ness on Monday, October 22, at 306 South Roan street, 


Johnson City, under the management and ownership of 


W. V. Britton, formerly of Greenville, Tennessee, with a 


complete stock of Royal typewriters and office supplies, 
together with a typewriter repair and service department 
This new company, centrally located on South Roan 
street between Main and Market streets, will be exclusive 
distributors for Royal typewriters in the territory from 
Knoxville to Bristol. 
Mr. Britton has been in Los Angeles for the past twelve 
years where he has been connected with some of the lead- 
ing office equipment houses. He feels that, with his wide 
range of experience, he will be able to serve this region 


well 





—__-—~=-_ -—- 
BOXED TYPEWRITER PAPERS Lipman on Western Trip 
Charlie Lipman of the George B. Graff Company, Bos 
Packed in attractive substantial boxes, finished in ton, recently covered considerable territory on his fall trip 
1 | Te ' 

a through the West and Middle West. He says—confiden 


hammered silver paper, printed in blue, and 
to prevent tarnishing 
i tially, of course—that he made the trip as an election drive 


Complete in a variety of gr ides, weights and colors for : 
every office need on Graffco products, and encountered heavy registration 
Distributed under an EXCLUSIVE DEALER arrange ms) SS whe re In other words, business is good, the ma 
ment. Desirable territories still available | jority of merchants in the cities visited reporting steady 
WRITE FOR CATALOG No. 932 upward progress 
oe 
B C ' | Eugene Burke Resigns 
LW " , | ’ 
ROCKW ELL-DARNES OMPANY Eugene Burke, for several years manager of the sta 
1511 W. 38th Street Chicago tionery department of the Bennett Printing and Stamp 


Company, Atlanta, Ga., has resigned. His plans for the 





future have not yet been announced.—JHR 
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: No. 305 SOFA 
ei CHAIR TO 
3} MATCH 

— 


a 





A REAL BEAUTY—POPULAR PRICED! 


MAJESTIC LOUNGE CO., Inc. Just look at the luxuriousness, dignity and beauty of this 
ane Tak Rocce ea handsome Majestic number. You just wouldn’t believe it is a 
Factory at Bridgeport, Conn. popular priced suite. It’s an incomparable value with an 
MIDWEST ee SouTH eye-compelling sales appeal. Only Majestic craftsmen can 
220 Fairbenks Road eS). a do it. You'll find it described fully in the Majestic catalog, 
ee se a copy of which awaits the inquiry of a limited number of 

Bon 1764 Heteen Tex. Roche W.Va,” reputable dealers. 











A wow! 


EVELET REMOVER 





O THE CHALLENGE 
punch = EYELET PRESS 





Lists at $2.50. ‘ t 
Guaranteed for J 

5 years. Usual 6 tl 

liberal Sibley . P 
discounts. ‘ 


Any customer calling for eyelets of any kind is a hot 
prospect for the new ‘“*K-O” Punch. 


No first perforations with this tool, no inserting the eye- 
let with fingers and nursing the work to another post to 
crimp. No fuss nor bother. Simply squeeze the handles 
twice in quick order—once to drive it through the material 
and again to head it over. In all respects it functions as 
simply and perfectly as does the ‘*Challenge”’ Eyelet Press. 
Furthermore, this tool redeems (as well as removes) a set 
eyelet; more paper may be added and the original eyelet 
reset without taking it from the Punch. So sensible and 
convenient ‘it takes’? wherever introduced. Made by the 
makers of the ‘*Challenge’’ Eyelet Press. 


EKdw.L. Sibley Mfg. Co. Ine. 


BENNINGTON VERMONT 
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Another 
Superb 
Creation 
of the 
Indiana 
Desk 


Company 


—THE 
GEORGIAN 
SUITE 








No. 5000—-28x52 
32x52 
34x60 

36x72 


This modern development of the charm matched butt black walnut; all solid 
and culture of the eighteenth century parts, including drawer sides and 
will'be in especial demand the coming drawer backs, are genuine American 
season, particularly among the many black walnut. Matching this design, 
business men interested in the more _ table, costumer, waste basket, etc., are 
virile and dominating types of matched available. Only a general idea of the 









Pool shipments of these desks with al , ] é : : 
New Indiana Chairs, offer savings in office furniture. Altogether, it regis- impressive beauty can be expressed in 
time and freight, worth investigation ters greater accomplishment from the a photograph. To be properly and 


standpoint of 3 materials chosen, of _ sufficiently considered, it must be ex- 
e ot. a , construction, cabinetwork and finish. amined at first hand. Details, deliv- 
Indiana De sk Com pany Top, sides, back and drawer fronts are eries and prices will be quoted on 


JASPER, INDIANA finely figured American four joint application. 

















r 1 
KRAFT FOLDERS 


Single and Double Tops 
Medium and Heavy Weight 


- ETERS EF AT, 





NEW INDIANA OFFICE CHAIRS ° ° 
di : , Write for Samples and Prices 
Chairs of new design to match the desks now in 
vogue are easiest to sell, especially if you are 
ready to deliver. People who have been waiting ~ 4 


many months for the right conditions, don’t 
want to wait weeks longer for you to put the 
equipment where it can be inspected. The way 

to sell them is to show them and the way to show IMPERIAL METHODS co. 
them is to have them right at hand “‘in person.” 


Catalog and details on request. FOREST PARK ILLINOIS 














New Indiana Chair Co. Jasper, Indiana , : 
, R "7 , aK Gerard D. White Western Wholesale Stationers 
You can pick out a group of New Indiana . * . * 
Chairs to match up with your order of Indiana 100 Worth St. 307 East Third St. 
Desks and have them shipped together. Ask New York City Los Angeles 
us for details 
A 
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Bateman Made Branch Manager by Remington 
Rand 
November l, \ | 
the 
Rand 


was made by H. A. 


Effective Bateman became branch 


machine division ot 


rhe 


sales manager 


manager at adding-accounting 


Inc:, Louisville, Ky. appointment 


of the 


Remington 
Hicks, general 


adding-accounting machine division of Remington Rand 
Inc. 
Mr. Bateman has been connected with the office machine 


industry for thirteen years, From 1921 to 1923 he operated 
The Dalton sales agency in Chattanooga, Tenn. He then 
affliated the Adding Machine 
Company, serving in Chattanooga and Knoxville, Tenn., 
Atlanta and Savannah, Ga., in various capacities ranging 
from full line salesman, specialist, and sales instructor to 
assistant May, 1933, he joined the 
accounting machine division of Remington Rand as rep- 


became with Burroughs 


manager. In 


agency 


Five months later he 
where he 


Ga. was 


the 


resentative in Savannah, 


transferred to Chattanooga functioned in 
same capacity until his recent appointment 


$< >——__—__— 


VERMONT 
BUSINESS SERVICE 


oOFrFice EOUIPMENT 


—PPeTRT PR PES ¢ 


RUTLAND. VERMONT 





Exhibit of Art Metal Construction Company’s 
Lines by Their Newly Appointed Agents, The 
Vermont Business Service, Rutland, Vt. (lower 
picture) and a Group Picture Presenting Like- 
nesses of the Latter Company’s Owners and 
Employees at the Fair Held Recently in Rutland. 
omcesnuiiiiiaenitiiie 
Allen Active in Better Housing Campaign 
the Allen-Marshall Com 
pany, Atlanta, tf eS has been named chairman of the Model 
Home Atlanta Better Housing Campaign, 
which, it is expected, will result in $3,000,000 worth of re- 
A shack 


has been secured, worth $15.00, and moved to a prominent 


Ivan Allen, president of Ivan 


Division of the 
pair and remodelling work in the city this winter. 
corner on Peachtree Street, where it is being re-made into 
a model home in connection with the campaign. When 


the to be sold to the highest bid- 
der 


campaign 1S Over it Is 


JHR 
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Because the Vul-Cot sales policy assures good stationers a good 
profit on every sale! Because Vul-Cot is standard in 87 per cent 
of business offices in America. Because Vul-Cot is the only na- 
tionally known wastebasket. Vul-Cot—guaranteed for five years. 
Vul-Cot—in olive green, maroon, oak, walnut, mahogany. 


NATIONAL VULCANIZED FIBRE CO. 


Wilmington, Delaware Offices in Principal Cities 


Klean-Write Non-Cellulose Stencils 










An exceptionally 
sharp-writing 
stencil that is 
equally satisfac- 
tory for typing or 
stylus work—that 
is non-deteriorat- 
ing and that can 
be depended upon 
for absolute uni- 
formity. 


Klean-Write Rib- 
bons— Pure Silk 
Ribbons and Car- 
bon Paper, have 
been the standard 
of fine quality for 
more than a quar- 
ter of a century. 


WRITE US TODAY 
for Exclusive Sales Rights 
in Your City. 































Frankel Carbon & Ribbon Mfg. Co. 


DENVER, COLORADO 


NEW YORK 
DETROIT 
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STORAGE 
FILES 


Double Thick 







Entirely 
Dustproof 


No Trouble- 
some Fasten- 
ings 















Easily 
Accessible 


Already used by many banks and indus- 
trials the “GREEN-EDGE” Storage File 
solves the problem of quick, easy, and 
economical record storage. 


Substantial 
Pull Tabs 


Special patented dustproof cover keeps records clean. 
THERE IS NOTHING TO FASTEN OR UNFASTEN 
to reach the required records. Walls are double thick 
securely reinforced with cloth tape. 


DEALERS: With the approach of the year 


end transfer season you should have complete information 
on the GREEN-EDGE File. We shall be pleased to 
send sample file for your inspection and our re-sale plan 
at your request. 


C. L. BARKLEY & CO. 


PRODUCERS OF 
VERTICAL FILE HOLDERS 


CHICAGO 


DURATEX AND TUFTEX 


517 S. JEFFERSON ST. 










POSTAL 
SHIPPING 
AIR MAIL 


Make Your Postal 
Scales Department 
PAY — Let Hanson 
Ideas Show You How 











CF COURSE you want to 
handle a highly efficient 
finely constructed line of scales 
means Hanson scales. But scales that remain on your 
shelves do not fulfil their purpose—there must be a satis- 
factory volume of sales to make their handling profitable. 


and of course that 


Hanson service does not stop at mechanical perfection. 
There’s a tried-and-proved merchandising plan available 
to all Hanson dealers. It will enable you to make your 
scales department one of the most satisfactory activities 
Write for this plan today. 


HANSON SCALE CO. 
525 N. Ada St. Chicago, Ill. 


of your business. 
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Morrell Takes Boston Branch for Woodstock 
Morrell, well and favorably known in typ 
Hac knev, 
Wood 


stock Typewriter Company, as manager of the company’s 


( harles G 
writer circles, has just been appointed by J. M 


vice-president and general sales manager of the 


soston branch. 
Mr. Morrell has spent approximately twenty-four years 





C. G. Morrell 


in the typewriter business and has made enviable records 
as special salesman for the Underwood in Pittsburgh and 
branch manager for the Royal in Baltimore, Pittsburgh 
and Minneapolis. 

His many friends wish him an overflowing measure oi 


success in his new position. 


. iz —* : 
Shipman-Ward Opens Loop Office 


The increasing demand among typewriter dealers in 
Chicago for typewriters, typewriter parts, supplies, platens 
and accessories from the Shipman-Ward Manufacturing 
Company eventuated last month in the establishment of a 
189 W. Madison street. The new office 


occupies rooms 210 and 211 and carries a complete stock 


loop branch at 


of typewriters, parts and supplies, platens and accessories 
Location of the new office was carefully chosen so as 
to be within a few minutes walk from the majority of 
typewriter dealers and manufacturers’ branches in Chi 
cago In addition to convenience of location, the new 
branch offers a further service of free parking. 
Announcement of the loop branch was made to the 
trade by means of a well designed leaflet which carried 
on its front the words “Another Shipman-Ward 


Service!” A personal message from James P. Ward, pres 


page 


ident of the company, explaining the service and facilities 
offered by the new branch appears on the left hand page 
of the inside spread. The right hand page is completely 
covered by a reverse plate impression of a map of down 
town Chicago. This map indicates the exact location of 
the Shipman-Ward loop office, the branch offices of the 
typewriter manufacturers and the International Type- 
writer Exchange and Reliable Typewriter and Adding Ma- 
chine Corporation. A glance at the map emphasizes the 
convenience of the new Shipman-Ward office to any one 
familiar with the trade in Chicago 
_ 
Acme Chair Company Buys Howell Public 
Seating Line 

The Acme Chair Company of Reading, Mich., for the last 
fifteen years manufacturers of folding chairs and tables, 
announced the purchase by them of the public seating busi- 
ness of the Howell Company of Geneva, Ill. The Howell 
line consists of steel folding chairs, steel folding tables 
and bridge sets. The Acme Chair Company will hereatter 
manufacture the entire Howell line under the brand Acme- 


Howell, in their plant at Reading. 














OVEMBER, 1934 

















3200 
1200 
2200 








LINE—NO ROLLERS height. 


LINE—2 ROLI 
LINE—4 ROLI 


ERS 
JERS 


Corry. Penna. 


Export Dept.: 5716 Euclid Ave., Cleveland, Ohio. 


. » . . ve . . 
Branches in Principal Cities 





FURNITURE 


—Corry- AMESTOWN 
STEEL 


Cable Address Corjam 


TRANSFER TIME IS HERE 


Display and Demonstrate the Steel-Age 
Line That Leads in Quality and Low Cost 


Available in three grades—No Rollers, 2 Rollers, 4 Rollers. 


These Transfer Files are completely enclosed and do 
not have unsightly channels or bars on the outside of 
case. The sides and back are smooth, but a heavy bar 
concealed in the flange around the shell, gives it ade- 


quate strength and permits stacking to almost any 


Avoid That Last Minute Rush and Confusion 


ORDER YOUR STOCK NOW 
CORRY-JAMESTOWN MFG. CORP. 




















Turned Leg-Combination Walnut Only 
No. 


No 
No 
No 
No 


86-H . 
. 536-H . 
. 441-F 
. 551-H . 
. 451-F 


No. 86-H 






36 x 20 






. 36x20 
- 36x20 
. 40x 28 
. 50x 26 

50 x 28 


ALMA DESK COMPANY 


HIGH POINT, N. C. 


ALMA— 


makes a number of small desks 
suitable for the holiday trade 
which many dealers have 
found advantageous to stock 
at this season of the year. 
Write for folder. 


Combination Mahogany 


No 
No 
No 
No 


. 721-F . 


. 736-F 
. 141-F 
. 751-F 


- 36x20 
- 36x24 
- 40x 28 
- 50x28 


Square Leg-Combination Walnut and 
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CLASSIC MODERN-HOME DESK 





No. 4248-HF 
48 x 22 


Single Pedestal 
No. 4236-HF 
36 x 22 


Both sizes can be furnished 
with portable typewriter 
compartment. 





N harmony with the season's trend in design. Suitable for Homes— 
Professional Offices — Lobbies — Students — Secretaries. Furnished 
Walnut or Mahogany finish. Every inch a Myrtle Desk. 


MYRTLE DESK COMPANY 


WE 0O OUR PART HIGH POINT, N. C. 


CL CARBON 
o—-PAPERS 


Are Guaranteed! 














HAT a wonderful feel- 

ing it is to be “sold” on 
the quality of the carbon pa 
pers you sell! How satisfying 
it is to Anow that Codo Carbon 
Papers not only give the best 
possible service, but that the 
good will gained results in new 
and repeated sales—and at sub 


stantial proht. 





~ONFIDENCE in your met 


chandise is inevitably ce 1 UTILITY STATIONERY CABINET 


flected in increased sales. And 





) : - . . 

— tga pases in Code Se Here’s a number particularly designed to meet 
On aperTs iS amply ustihies 1¢€y always give stron Zz, Ciean- . . 
: i ~~ ; ys § 5 the stationery storage needs of thousands of 

cut impressions; are unusually long-lived; never flake off ; and . . ’ : 
: — small offices. It’s a sturdy job of full weight 

they cannot dry out! That's why Codo carbons are guaranteed : saab ties aa et ieee 
1 . furniture steel, 43" high, 15" deep and 24" wide 

against deterioration for five years. There's a Codo carbon 2 : 
with lock and corrugated keys. Strongly rein- 


sheet for every copying purpose and in all practical colors 
forced and in olive green, grained walnut and 


poner mag pone ae too, —_ on grained mahogany finishes. Think a minute 
queaeny. 2 CSREES Cy SG els oaee. and you'll visualize a hundred places for this 


Codo Mig. Corp. handy number. Try it! 
New York Coraopolis, Penna. Chicage ART STEEL CcO., Inc., 300 E. 145th St., New York City 
RE SEE ES LE TT 
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STATIONS R 


Ada, Ohio.—Dyoll Belote, formerly of Ashland, has become sole travel- 
ing representative of the office supply business founded by the late Dan 
Mohr. 

Atlanta, Ga.—-Tom Bryan has forsaken the stationery business to enter 
the insurance field He had been with the Foote & Davies Company 
stationery department 

Austin, Texas.—-P. L. Lowery has been appointed buyer for the Hull 
Stationery & Printing Company He had been with the Askew Company 
at Dallas the past three years 

Aztec, N. M.——-The Aztec Independent-Review has established a com 
mercial and social stationery store 

Bismarck, N. Dak.—Harry Woodmansee has bought the Harris-Wood 
mansee Company business from Mrs. Will Harris. Mr. Woodmansee had 
sold his interest in the business to Mrs. Harris previously, and now is in 
complete control. 

East Palestine, Ohio.—Elden Meek, formerly with the News Printing 
Company, Newton, Ohio, has established an office supply and equipment 
business here 

Fargo, N. Dak.—-The Pierce Company has bought the stationery stocks 
of the Hannaher-Anderson Printing Company, and has added them to its 
own lines of merchandise. The printing company will devote all its efforts 
to the printing business. 

Chicago, I1l.--Harry A. Washburn, president of the Messenger Paper 
Company, was appointed chairman of the paper, books and school supplies 
division of the Chicago Community Fund drive 

Chicago, tt).—Eari Miller, of the Marvin Envelope Company, attended a 
family reunion at Bonaparte, Iowa, in October. There were four males 
present for each of the Miller generations extant 

Chicago, t!.—The Merrill Stationery Company, 2136 East Seventy-fifth 
street (corner of Merrill) has been chartered to conduct a stationery, 
candy and tobacco business; capital stock, 100 shares; incorporators— 
Conrad Grossman, Victor E. Craje and Lazarre H. Kramer 

El Centro, Calif.—L. R. Philley, proprietor of the Office Supply Com- 
pany, was killed a short time ago in an auto accident. At the same time 
his wife and his sister lost their lives 

Huntington Park, Calif.—J. L. Atkinson, formerly connected with the 
Crocker Company and with the Industrial & Stationery Company, has 
opened a stationery store at 2828 Santa Fe avenue 

Los Angeles, Calif.—Commercial! stationery has been added to the school 
supplies lines of the General Paper Company 

Los Angeles, Calif.—The General Paper Company, wholesaler, 1231 
South San Pedro street, has added a line of commercial stationery to its 
school supply and fine stationery departments. O. L. Lundberg, formerly 
with the Chieftain Stationery Company, is manager of the new department 

New York, N. Y.—The Ever Ready Label Corporation has moved from 
257 West Seventeenth street to 141 East Twenty-fifth street. 

New York, N. Y¥.—Sidney Lesser is operating Lesser’s Stationery store 
at 357 Canal street. He is a son of Harry Lesser, who was in the local 
stationery fleld many years 

Peoria, t11.—The Central Book & Toy Store has been established at 519 
Main street, by Gene Lohnes and Eddie McClarence. Office and school 
supplies are included in the lines carried. Mr. Lohnes had conducted a 
store at Pekin under the same name. 

Philadelphia, Penna.—James Lamb has retired from Lamb Brothers. 
The former partnership will be continued by William A. Lamb, trading 
at Lamb Brothers, 601 Chestnut street. 

Portiand, Ore.—-Dan H. Andres has taken charge of sales for the Office 
Supply Company. This company recently took up more spacious quarters 
at East Sixth and Alder streets. The proprietor, S. Pullen, has found it 
necessary to add to his sales staff to meet the pressure of improving 
business. 

San Francisco, Calif.—A visitor in October was A. B. Pembroke, of the 
Pembroke Company, Salt Lake City. They are stationers, printers, en- 
gravers, and office outfitters. 

San Francisco, Calif.—I. Magnin & Co., Geary and Grant street, report 
stationery sales up thirty per cent. Theodore E. Smith is buyer 

San Jose, Calif.—Bert Jackson has joined Melvin, Roberts and Hor- 
warth. He had been a manufacturers’ agent traveling the western terri- 
tory prior to his new connection 

Willows, Calif.—Robert Poland has taken over the stationery business 
hitherto conducted by A. Long in the Bank of America Building. 











PENS AND PENCILS 


Los Angeles, Calif.—James L. Jeffrey, 10507 Tlona avenue, has been 
appointed exclusive representative of J. S. Staedtler, Inc., covering the 
state of California. 

New York, N. ¥.—The Avon Products Company, fountain pens, pencils 
and novelties, has leased space at 1140 Broadway. 

New York, N. Y.—J. Harris & Company has leased a floor at 115 East 
Twenty-third street for a fountain pen shop. 

New York, N. Y.—The Mutual Stationery Company, 368 Broadway, 
has become distributor for the Autopoint Company in greater New York, 
New England, New York state, Pennsylvania and parts of the middle west 

St. Louis, Mo.—The S. G. Adams Company, Adams building, suffered a 
loss of about $1,000 in fountain pens and mechanical pencils through 
burglary. The lines taken include products of Conklin, Wahl, Parker and 
Shaeffer. 

Seattle, Wash.—Joseph T. Carew, 300 Westlake avenue, North, has been 
appointed representative of J. S. Staedtler, Inc., calling on dealers in 
Washington, Oregon and Idaho. 


———— 
Blind Astronomer’s Writing Paper 


Prof. F. B. Frost, director of the Yerkes Observatory at Williams Bay. 
Wis., lost his eyesight because of years of reading the skies through 
observatory instruments. His correspondence with friends is through the 
medium of adding machine roll paper. He tears the paper into twenty- 
two inch lengths. With lead pencil he prints his letters, following the 
upper edge of the paper to keep the line straight. When he finishes a 
letter, the strips are pinned together in the customary manner, and 
placed in the envelope. 

Betty Cass, who does a column for The Wisconsin State Journal, dug 
out this information. 
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» THE 
i POPULAR 
STANDARD 


— hens | In Popular Sizes 
a3: or = and Prices 

MM mm 
HIGGINS’ DRAWING BOARD and LIBRARY PASTE 

















Now standardized in popular- 
priced 3 oz. and 6 oz. jars—as 
well as in the usual pint and 
quart sizes for greater consump- 
tion, HIGGINS’ DRAWING 
BOARD and LIBRARY PASTE 
is a profitable product to feature 
and to sell. 


Its wide versatility and adapt- 
ability for mending and labeling 
books, mounting paper on the 
drawing board and countless other uses 
where paper or cloth must be stuck to Write for new 
each other or to wood, cloth, leather or price list 


glass, assure a most satisfactory turnover. 








CHAS. M. HIGGINS & CO., INC, 


271 Ninth St. Brooklyn, N. Y. 
TM 











HIS OWN BUSINESS 


So many things can happen to your customer's 
business and so few of the protection services 
offered can be definitely proven to give a definite 
service, that SCHWAB SAFES offer something 
unique in the present day picture. Constructed to 
withstand high temperatures, SCHWAB SAFES are 
given laboratory tests in which a fierce heat of 2000 
degrees F. surrounding the safe cannot raise the 
inside temperature to exceed 229 degrees. And 
their efficiency has been proven in hundreds of 
**use’’ tests, both of fire and theft. 

The meaning of and need for this important func- 
tion is set forth in the Schwab sales plan, whereby 
the office equipment dealer is able to determine the 
possibilities and provide for them. Dealers inter- 
ested in becoming the Schwab representative will 
receive full information on application. 


SCHWAB 
SAFES 


The Schwab Safe Company 
Lafayette, Indiana 
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= = s 
ANTED 

By , 

Your Customers 


& Supplies 


Addressographs 
Multigraphs 

Folders sh os 
Sealers " ™ 
4 «=Dictating Machines 
Check Writers 
Mimeographs . 
Ditto Machines we i 


ss ss 



































Mailometers i - 
I Kardex Systems ” " 
: , 
Wire or Write for Low Prices 
to Your Customers — Big Profit to You {f 
2° ° ° a“s 
on Fine Rebuilt Equipment 
ss 
ss 
172 N. LaSalle St. Chicago, Ill. 
“ 














A New Line of Desks to Bring You 





| 


NEW DESK PROFITS 





No.[76—An Authentic Sherato 
Reproductionjin Walnut withjCrotch Front 


ee its line of standard and period office 
£X furniture, Imperial’s knee-hole desks, table desks 
and bookcases enable dealers to reach new fields of profit. 
This smartly-styled, moderately-priced furniture brings 
a note of distinctive bea y into the home-like office and 
into the business man’s home. 


Be prepared to supply good-looking, inexpensive Imperial 
desks for professional offices and reception rooms this 
Fall. Be prepared to meet the demand for Imperial 
household desks during the approaching holiday season. 
Write today for details of Imperial’s comprehensive line. 
No obligation. 


IMPERIAL DESK COMPANY 


EVANSVILLE, INDIANA 











‘7 VPeawRITEaR S 


Atlanta, Ga.—The Foddrill Typewriter Company, operated by Harry 
Foddrill, has moved to 11 Forsyth street, N. W. The former location was 
in the Peters building 

Boston, Mass.—-Charles G. Morrell has been appointed manager of the 
local branch of the Woodstock Typewriter Company 

Chicago, tll._-W. A 
division, Royal Typewriter Company, Inc 
tober 17 

Chicago, I1l.--Joseph Burton has rejoined the local branch of the Under 
wood Elliott Fisher Company. The past two years he had been engaged ir 
the typewriter supplies field 

Chicago, Il!.--The Shipman-Ward 
lished a loop branch at 189 West 
typewriters, parts, supplies and accessories is carried for the 
f dealers 

Muncie, Ind.-l). V. Pearson has been appointed manager of the new 
factory branch sales office of the Royal Typewriter Company, Inc 

New York, N. Y.—-Elmer I. Campbell has been appointed editor of the 
UEF News, published by the Underwood Elliott Fisher Company He suc 
ceeds Stewart Schackne, who has resigned 

New York, N. Y¥.—S. L. Hooper has rejoined the service of the Wood 
stock Typewriter Company, becoming branch sales manager here. He had 
been engaged in another line since he left about two years ago 

Oakland, Calif.—-Tom Turner and Kenneth Torgerson have opened a new 
typewriter business at 926 Arlington street 

Omaha, Nebr.—-Harry Ferer, president of the All-Makes Typewriter 
Company, was reported in the Omaha Bee to plan new branch offices at 
Lincoln and Sioux City, and sub-branches at Grand Island and Sioux Falls 


San Francisco, Calif... H 





Metzger, sales manager of the portable 
visited the local 


typewriter 
branch Oc 


Manufacturing Company has estab 
Madison street A complete stock of 
convenience 


Billington, in charge of the Smith-Corona 
branch, reports a heavy increase in sales, with deliveries awaiting ship 
ments. To care for the increasing business, two salesmen have been added 
These are L. E. Krause, formerly with the Underwood, who has the City 
Hall district ; and L. D. Carnahan, formerly with the. Remington, who takes 
a portion of the industrial territory. 

San Francisco, Calif.—-C. E. F. Russ, in charge of the Royal branch, re 
ports a high pitch of enthusiasm among the entire force. The sales volume 
has been steadily increasing with the result that by the eighteenth of Oc 
tober the salesmen had passed the sales of the previous year for the month, 
ind were scoring the heaviest sales the office has yet made. This business 
is mostly commercial Many offices are increasing forces, and are also 
making replacements that were due several years ago 

Spokane, Wash.—The Royal Typewriter Company, Inc., has opened a 
branch office in Spokane, with G. C. Peterson in charge. The office covers 
eastern Washington, northern Idaho, western Montana, and northeastern 
Oregon, the district commonly known as the ‘‘Inland Empire.’’ The office 
opens with a staff of four, besides a salesman for the city of Spokane, and 
with six distributing agents in the principal cities of the ‘‘Inland Empire.”’ 
The new organization scored its first sale with a bunch of machines for the 
Kinman Business University, a purchase made necessary by enlarged en 
roliment. 

Washington, D. C.—-A direct factory branch of the Varityper division of 
the Ralph C. Coxhead Corporation has been established in the Transporta 
tion building. Walter J. Hausman, general manager, is in charge per 
sonally 

Washington, D. C.—-Charles J. Rogers has joined the local sales organ 
ization of the Underwood Elliott Fisher Company. He has had a long con 
nection with the typewriter business, most recently as sales manager of the 
L. C. Smith & Corona Typewriters Inc 








ADDING MACHINES 


Detroit, Mich.—.L. V. Britt, a veteran of the Burroughs Adding Machine 
Company, has been elected to the board of directors 

Louisville, Ky.—-A. L. Bateman has been appointed manager of the 
adding and accounting machine division of Remington Rand Inc Mr 
Bateman has had an extended experience in the adding machine field 

Syracuse, N. Y.—-The Syracuse Adding Machine Exchange has moved to 
a store at 232 Harrison street. This business is conducted by R. P. Lynch 
handling a complete line of used office machines, and conducting a repair 
and service department 


OTHER MACHINE S 


Baltimore, Md.—The Baltimore Dictating Machine Company has moved 
from 107 East Pleasant street to 105 East Pleasant street 

Buffalo, N. Y.—The Dictating Machine Service Company, 319 
street, has expanded, taking increased space at that address 

Chariotte, N. C.-The Business Equipment Company, business machines 
has moved from 321 South Church street to 316-18 South Tryon street 

Chicago, IN.--Sidney Collins, vice-president of the Automatic Pencil 
Sharpener Company, made an extensive tour of the eastern and south- 
eastern states several weeks ago He accompanied Jos. Strauss, the te 
ritorial visiting dealers in New England, parts of New York 
state North and South Carolina, and Vir 
ginia 

Columbus, Ohio.—Th« 
chartered ; capital stock, 100 shares no par value; 
\. MacDermott, Victor Alvin Ketcham, Sr., May 
Myron B. Gessman, 22 East Gay street 

Los Angeles, Calif.—Weaver Service, 307 South Spring street, is a new 
concern handling office machines and specialties. 

San Francisco, Calif.—-O. H. Davidson, representing the Neva-Clog 
products on the Pacific coast, has returned from a trip over the territory 
and reports exceptionally good business. The trade is pleased at having a 
convenient distribution stock near at hand, with headquarters at 72 New 
Montgomery street. 

San Francisco, Calif..L. U. Jerman, general sales manager for the 
Hotchkiss Sales Company, Norwalk, Conn., has arranged a tour of the 
Pacific coast to survey conditions in the stapling machine and staple in- 
dustry A. L. Jones, of San Francisco, having met Mr. Jerman In Seattle. 

making the territory with hin Mr. Jones is the western representative 




















Main 


salesman 
Pennsylvania, parts of Ohio, 


Uniform Duplicator Products Company has been 
incorporators—Charles 
Clare Ketcham and 
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You dont have to “kid” 


Your Customers 


Made in the 


with Imported U.S.A. 


Duplicating 
Stencils 





When 
You Can 
Guarantee 
Super Per- 
formance with a 
BETTER 
“AMERICAN MADE” 
STENCIL 








Safeguard Your Business 
Handle Quality Domestic Products 


Our unqualified guarantee 





Dura-Flex b poeny must make good or we will. May we send 
samples and quote prices on your requirements. A real profit and 
business building opportunity for Dealers and Distributors. 
Also Addressing Stencil Inserts and Duplicating Ink 
DURA-FLEX COMPANY, INC. 
255-259 E. 95th St. Chicago, Hlinois 







SUPER 
QUALITY 























BRADNER SMITH & CO. 
333 SOUTH DESPLAINES STREET 
CHICAGO, ILLINOIS 








Quick, Accurate 
FIGURES 


END MISTAKES —DOUBLE SPEED WITH 
PRECALCULATED, VERIFIED ANSWERS 


Meilicke ready-made answers to routine problems cut 
calculating time in half for Western Union, Western 
Electric and many other users, Any employee can use 
Meilicke Systems without training. There are no keys 
to punch, no levers to pull. Just turn the card and copy 
the answer. 


The Meilicke line consists of 
the following devices: 


N.R.A. Payroll Calculators 
The Dictaform for letiers, 
Paragraphs and all data 
Savings Bank Calculators 
Commercial Calculators 
Yard Goods Calculators 
Dozen Basis Calculators 
Unit Basis Calculators 
Electric Bill Extenders 
Water Bill Extenders 
Butter-fat Calculators 
Discount Calculators 
Interest Calculators 
Vertical Cataloging 
Payroll Calculators 
Express Calculators 
Freight Calculators 
Lumber Calculators 
Coal Calculators 
Bonus Calculators 
Time Calculators 
Price Checkers 
Phone Indexes 


hz ORs — . 
ns ~ 


Meilicke Systems meet every need, and spe- 
cial Calculators can be supplied to meet any 
special requirements. Let us show you with- 
out obligation how Meilicke systems can save 
money for your business. Dealers, send for 
our new catalog. 


Meilicke Systems, Inc. 




















GZ» 3466 No.Clark St. Chicago, Illinois 








WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility 
and tolerance for checking postage. 


Forty-eight cents to $2.00 per pound prevailing postage 


cost must be checked by every mailer to prevent 
costly postage waste. 


Over-Under Weight 


indicator at end of beam 
indicates an unmistakable 
hair-line balance 












Airmail No. 1—Capacity 1 Ib. x oz. with computing chart. 
Airmail No. 4—Capacity 4 Ib. x oz. with computing chart. 
Airmail No. 9—Capacity 9 oz. x oz. without computing chart. 


Computing chart shows all mail and parcels post rates up to full capacity 


Over 20,000 Triner New-Type Scales 


recently installed by the U. S. Postoffice Department 
because a variation of only a FEW GRAINS is now 
permitted between each ounce division—such a fine 
variation is not apparent on any ordinary scale. 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicage, Hlineois 
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INGENTO CUTTERS 





8 sizes 
2 models 


A Necessity and 
a Convenience 
Saves Time and Labor 


Whether it be a small card or photo, or heavier 

materials, such as corrugated board, cloth, leather, 

rubber, sheet metal, etc., one or more of the eight 

sizes (6 to 30-inch blades) will do the cutting job 
perfectly. 





Manulactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8346 Birkhoff Avenue 
CHICAGO, ILLINOIS 
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WARSHAW INDEX CARDS 


FULL ROTARY 
CcUT— 4 SIDES [|- 








Here’s a real ‘Buy’! 


Just a glance at a package of Warshaw Index 
Cards will convince you—it's modern merchan- 
dise. Break the Cellophane wrapping and there 
are 100 of the finest white cards in perfect condi- 
tion. No fuzzy edges nor imperfect margins. 


Clear, Beautiful stock. 


FOLDERS! 


Strong grade manillia 
—round cornered—accu- 


And at Warshaw prices 
—here's a real “buy”. 


Warshaw Mfg. Co., Inc. 


rately scored—excellent One Main Street 
workmanship—low 
prices. Brooklyn, N.Y. 
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This Globe 
Will Sell Fast 


In Your Store 
Because ...... 


Everybody wants a good 
globe, and the Cram 
Standard of Authen- 
ticity is known every- 
where. 


Retailing at $6.00, the 
12” globe illustrated, 
No. 147, is a typical 
Cram Value. 


Detailed, dependable 
information is shown 
on the legible, colorful 
map. The globe is con- 
structed by Cram’s 
Duramold Process. 
Bronzed semi-meridian 
holds the globe at the 
correct inclination, on 
well designed walnut 
finished pedestal. 






Similar values in Cram’s full 
line of 12”, 9” and 7” globes. 
New Maps, New Mountings, 
New Prices. Write for Globe 
Catalog No. 35. Complete 
line priced $.75 to $50.00. 


The 
George F. Cram 
Company 


ESTABLISHED 1867 INDIANAPOLIS 


STATIONERS / 175 your 


LINE... EXCLU S/VELY/ 


PRODUCTS ARE SOLD 
THROUGH DEALERS ONLY.... , 


“STEEL- STRONG 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . . . 
secure . .. with the guaranty of Members of The 
Nat’l Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, etc. ... and each product 
has been developed to tke highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


STEEL STRONG PRODUCTS 










bh} MANUAL 
¢ COIN 
«| COUNTER 








BILL STRAPS 





941 CLARK ST. 
CINCINNATI,O. 


THE C.L.DOWNEY CO. 
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RIBBONS AND CARBONS 


Atlanta, Ga.—J. B. Herndon, manager of the Atlanta Ribbon & Carbon 
Company, 10 Forsyth street building, made a business trip a short time 
ago to the plant of The Ault & Wiborg Company at Cincinnati. Mr. 
Herndon has received distribution of the stapling devices of the Star 
Paper Fastener Company 

Chicago, til.—C. Wohlfarath and A. Lowenthal have joined the city 
sales staff of the Columbia Ribbon & Carbon Manufacturing Company. 

Minneapolis, Minn.—The Miller-Bryant-Pierce Company has appointed 
Clair T. Lienau sales and service representative, serving northern Wis- 
consin and the upper Michigan peninsula. 

Mobile, Ala.—A Miller Line service station has been established here 
by L. G. Beauvais, in the Merchants National Bank building. 

San Francisco, Calif.—John H. Griffith, Secretary of the Carbon and Rib- 
bon Dealers Association of Northern California, announces a membership 
drive now being made 

San Francisco, Calif.—Fred L. Whalen, Pacific coast manager for the 
Carter’s Ink Company, arrived on the thirteenth from the northwest 
Carters are now carrying a carbon and ribbon distribution stock at 149 
New Montgomery street. 

Toledo, Ohio._-E. G. Gillhooley has been appointed manager of the 
Miller Line sales and service; he had been with the company’s Akron 
establishment before transfer to this city 











MARKING DEVICE S 





Chicago, I11.—E. A. Ludwig, of the American Stamp & Seal Company, 
notes an encouraging spirit in business, evidenced by more substantial 
orders. 

New York, N. Y.—Robert D. Leeming has been appointed sales repre- 
sentative for the metropolitan territory of the Fulton Specialty Company. 

Omaha, Nebr.—James Cooke has received patent No. 1,976,254 covering 
a new hand stamp mount 

San Francisco, Calif.—-Louis Tavernier, sales manager for the Fulton 
Specialty Company, Elizabeth, N. J., with office at 200 Fifth avenue, 
New York, is reported on his way to San Francisco by water. He will 
visit every important city on the coast; and will work eastward covering 
the territory of the northwest, the southwest and the south. He will op- 
erate in each territory with the Fulton representatives and visiting depart- 
ment stores, stationery stores, and jobbers in the interest of the various 
kinds of Fulton rubber stamps, pads, inks, daters, etc. 








FURNITURE 





Aurora, Ili.—Frederick B. Heitkamp has been appointed general sales 
manager of Lyon Metal Products, Incorporated. He had been general man- 
ager of The Cincinnati Milling Machine Company, Cincinnati, Ohio. 

Brooklyn, N. Y¥.—-The National Business & Store Equipment Company 
has been established at 325 Atlantic avenue by Jos. Young. 

Indianapolis, Ind.—-The Indianapolis Office Service Company has been 
established at 621 North Illinois street, handling both wood and steel 
furniture F. M. Rauscher is president and general manager; F. A 
Durnell is secretary-treasurer and George Mosher is sales manager. 

Los Angeles, Calif._-E. M. Enstrom called on the Los Angeles trade 
recently in the interests of the Columbia Steel Equipment Company. He 
had been connected many years with the Corry-Jamestown Manufacturing 
Company 

New York, N. Y.—The Mobell Liquidating Company, office furniture, has 
leased space at 411 Broadway. 

New York, N. Y.--The Joseph Meyer Company has succeeded the Meyer 
Desk Company, and moved to 413 Broadway This business is owned 
and operated by Sam Wax 

Reading, Mich.—The Acme Chair Company has acquired the public seat 
ing business of The Howell Company, Geneva, Ill. 

Seattle, Wash..-The DeVoss Desk Company, Third avenue, worked up 
a fine job in providing furnishings for the Davy Jones Locker, a new 
nautical place of entertainment 

San Francisco, Calif.—Edna Davis, representing the Oxford Filing Sup- 
ply Company, canvassed the trade of the San Francisco Bay district dur 
ing the past month, before going on to the Pacific northwest. 

Tucson, Ariz.—Peterson, Brooke, Steiner & Wist have opened a com 
mercial stationery store at 61 East Congress street. Grant Howard is man- 
ager; he had been manager at Prescott for the same interests. The com- 
pany’s lines include Globe-Wernicke office equipment, A. B. Dick Mimeo- 
graphs, and a general line of school and office supplies. 

Washington, D. C.—The Commercial Office Furniture Company has 
leased the ground floor and basement of the Oppenheimer building, south 
west corner of Eighth and E streets. The company had occupied a store 
at 430 Eighth street, Northwest. 

Washington, D. C.—The Remington Rand building, under construction 


at Thirteenth and ‘‘G’’ streets, will be finished in white stone. Rem- 
ington Rand will occupy the entire building, except for the ground floor 
wn > 





Australia Defers Duties on Typewriter Paper 


The United States Department of Commerce reports that the applica- 
tion of deferred duties on imports of plain writing and typewriter paper 
into Australia has been deferred to October 1, 1935. The present duties 
are thirty per cent ad valorem on the general tariff (which includes the 
United States) or ten per cent ad valorem under the preferential tariff; 
the deferred duties are forty per cent ad valorem and twenty per cent 
ad valorem, respectively 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 










RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 





Allen & Company 


11-13-15 Vandewater Street 
New York 
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A PosTuRE CHAIR 


Devoid of all 
Complicated 
Mechanism 


Just adjust for height 
.. . and this chair 
is ready to give 
hours, days and years 
of healthful, comfort- 
able sitting. Posture 
features are built in 
...not manipulated. 





Send now for complete facts about 
this correct posture, comfort induc- 
ing chair. Address Dept. OA 11 


Distributing arrangements with responsible dealers for 
other than educational institutions will be considered. 


American Seating Company 


9. Makers of Dependable Seating for Offices, Schools, 
Churches, Public Auditoriums. ~~ 


General Offices: GRAND RAPIDS, MICHIGAN 
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MANIFOLD BOOKS 








ORDER RECEIPT 
PURCHASE REQUISITION 
Penruled and Printed Lithographed 
Record Sheets, Ledger Leaves Letterheads, Envelopes 
Machine Accounting Forms Sestamente. lavelees 


Manifold Sets 

Accounting System Cards 
Office and Factory Forms 
Time and System Cards 
Difficult Press Numbered Work Advertising Coupons 


Checks, Bonds 
Stock Certificates 
Insurance Policies 

















A complete stationery manufacturing service for the dealer 


STATIONERS MANUFACTURING CO. 
800 East Monument Avenue DAYTON, OHIO 




















THE MARK OF QUALITY 


Tubular STANDS 
INCREASE 
TYPING 
OUTPUT 


Rising office machine prices expand 
the market for movable stands 
TUSCO tubular metal stands by 
their convenience and easy move- 
ment, make one typewriter available 
for use of several people. The im- 
provement in service of the type 
writer equipment and reduction in 
cost thus effected, stimulate TUSCO 
sales, increasing the dealer's oppor- 
tunity. 

The TUSCO 100 line stands are 
of rigid tubular steel] frame, black 
japanned, with tops and side leaves 
of Masonite tempered presdwood 
They are mounted on two cadmium 
plated casters and two rubber feet, 
or by means of the new footlock, 
the rear legs can be set down on 
rubber feet or raised up, bringing 
into action all four casters, and the 
stand is then rolled about as de- 


sired, without the necessity for REPRESENTATIVES: 
tipping up one side 1 rs c - Cc 359 B 
Hundreds of dealers handle t hese i eke _— pane 
fast selling models. Write for details < E. Ritter, 2451 E. 78th St., 
and prices Chicago: Phone REGent 1110 
r “ >. 
Tubular Specialty Mfg. Company 
* - * 
1940 Stanley Ave. Detroit, Michigan 














in Grippit TuBEs 


Grippit’s package fits the hand, is easy to see on a cluttered 
desk . . . Grippit rubs off work and fingers and leaves them 
clean . . . Grippit never wrinkles paper . . . It is Peelable, 
Waterproof, Transparent, Stainless, Non-inflammable . .. Write 
tor Free Tube and Profit Story to Harriman-Welts Products Co., 
200 Summer Street, Boston, Massachusetts 








BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of Orrice 
APPLIANCES, are tangible business opportunities. 


Wanted Here at Home 


Catalogues for New York Office Supply House.—-The Alpha Office Supply 
Company, 17 East Forty-fifth street, New York, N. Y., requests each manu- 
facturer mentioned in the October, 1934, issue of Office Appliances, to 
send catalogues, price lists, booklets and other sales literature Sales- 
men should make an appointment before calling. The Alpha Office Sup- 
ply Company has been engaged in the typewriter, adding machine, Mime- 
ograph and other equipment and supply lines several years Please mark 
mailings for the attention of Paul Orans. 

Office Equipment Catalogues Wanted.—The Filing Equipment Service 
Company, 1239 South Michigan avenue, requests catalogues from manu- 
facturers of desks, files, chairs, ete., accessories and supplies. The com- 
pany handles both new and used equipment It is now seeking a location 
in the loop district, but the address had not been decided at the time of 
going to press Please mark mailings for the attention of Frank W. 
Johnson, 1239 South Michigan avenue, Chicago, Ill. 


Error in Christian Name of Mr. Teucher 
in item on Page 141 of the September issue of Office Appliances, un- 





ler the heading of “Business Opportunities,’ offered facilities for thé 
listribution of American manufacturers in Germany and Czechoslovakia 
Through error the name was given as “Felix’’ Tauscher he ‘correct 


rendition is “‘Mr. Frits Teucher, Liebig Strasse, 19, Dresden A 24 
We apologize for any confusion which has resulted. 


New Enterprise 
Following is @ concern reported in further detail elsewhere in this issue. 
It offers possibilities of additional outlets for 
manufacturers in this field. 
New Arizona Stationer—E. Jay Dittmer, 125 Morley avenue, Nogales, 
Calif., is organizing a stationery business, and asks for catalogues. 


LOOSE CBA EC 


Chicago, t!.—-E. T. Battey, Chicago district manager for the Boorum & 
Pease Company, has arranged a sample display at the branch office, show 
ing the wide range of loose leaf and bound books in his line 

Poughkeepsie, N. Y.—The Trussell Manufacturing Company has com 
pleted an addition to its plant, covering an area of 16,000 square feet 

—_—_——_——_—— 
The Flexible ‘“‘Who'’s Who’"’ 

Credit and Financial Management offers the following contribution to 
biographical literature: “‘If anybody is getting out an edition of Who's 
Who in Germany at this time, it should be issued in loose leaf form.’’ 

















STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCULATION, 
ETC., REQUIRED BY THE ACT OF CONGRESS 
OF AUGUST 24, 1912 
of Office Appliances, published monthly at Chicago, Illinois, for November 
1, 1934 
STATE OF ILLINOIS, County of Cook—ss. 

Before me, a Notary Public in and for the State and county aforesaid, 
personally appeared John A. Gilbert, who, having been duly sworn accord- 
ing to law, deposes and says that he is the Business Manager of The Office 
Appliances Company and that the following is, to the best of his knowledge 
and belief, a true statement of the ownership, management (and if a daily 
paper, the circulation), ete., of the aforesaid publication for the date 
shown in the above caption, required by the Act of August 24, 1912, em- 
bodied in section 411, Postal Laws and Regulations, printed on the reverse 
of this form, to wit: 

1. That the names and addresses of the publisher, editor, managing 
editor, and business managers are: Publisher—The Office Appliance 
Company, 417 South Dearborn street, Chicago, Ill. Editor—Evan Johnson, 
312 North Kenilworth avenue, Oak Park, Ill.; Managing Editor—Evan 
Johnson, 312 North Kenilworth avenue, Oak Park, Ill.; Business Manager, 
John A. Gilbert, 310 Forest avenue, Glen Ellyn, Il. 

2. That the owner is: (If owned by a corporation, its name and address 
must be stated and also immediately thereunder the names and addresses 
of stockholders owning or holding one per cent or more of total amount 
of stock. If not owned by a corporation, the names and addresses Of the 
individual owners must be given. If owned by a firm, company, or other 
unincorporated concern, its name and address, as well as those of each 
individual member, must be given.) The Office Appliance Company, 417 
South Dearborn street, Chicago, Ill. ; Evan Johnson, 3212 North Kenilworth 
avenue, Oak Park, Ill.; John A. Gilbert, 310 Forest avenue, Glen Ellyn, 
Ill.; Donald C. Miller, 6756 Cornell avenue, Chicago, [ll.; C. F. Mala- 
testa, 7205 Yates avenue, Chicago, Ill. 

3. That the known bondholders, mortgagees, and other security holders 
owning or holding 1 per cent or more of total amount of bonds, mort- 
gages, or other securities are: (If there are none, so state.) None 

4. That the two paragraphs next above, giving the names of the owners, 
stockholders, and security holders, if any, contain not only the list of 
stockholders and security holders as they appear upon the books of the 
company but also, in cases where the stockholder or security holder ap 
pears upon the books of the company as trustee or in any other fiduciary 
relation, the name of the person or corporation for whom such trusteé is 
acting, is given; also that the said two paragraphs contain statements em- 
bracing affiant’s full knowledge and belief as to the circumstances and 
conditions under which stockholders and security holders who do not ap- 
pear upon the books of the company as trustees, hold stock and securities 
in a capacity other than that of a bona fide owner; and this affiant has 
no reason to believe that any other person, association, or corporation has 
any interest direct or indirect in the said stock, bonds, or other securities 
than as so stated by him. 

5. That the average number of copies of each issue of this publication 
sold or distributed, through the mails or otherwise, to paid subscribers 
during the twelve months preceding the date shown above is........ (This 
information is required from daily publications only.) 

THE OFFICE APPLIANCE COMPANY. 
JOHN A. GILBERT, Business Manager. 
Sworn to and subscribed before me this 21st day of September, 1934. 
{Seal.] ALICE M. WALLSTEN, Notary Publid. 
(My commission expires March 20, 1935.) 
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RIBBONS 


Dealers 


Sansom at Tenth Street 





U.S. TYPEWRITER RIBBON MEG. CO. 





ESTABLISHED 1895 


Inquiries Solicited 


LR 


CARBONS 


Philadelphia, Penna. 












CHRISTMAS 
| LETTERHEADS | 


| EXCLUSIVE DESIGNS 


Order early and give yourself 
ample time to do the imprinting 





—— 





—— 


LUTZ & SHEINKMAN, Inc. 


Lithographers since 1896 


New York, N. ¥. | 





2-Duane Street 
O.A.11. 


—— a 

















MANUFACTURERS’ AGENTS 


If you are interested in a de- 
pendable line of quality staples 


the new 
HOLDSTITCH “Nn NORWALK 
BLAL® STAPLES "Ete" 


may be available for your territory. 
Write C. Fred Kuch, Jr., Pres. 
NORWALK MACHINE & STAPLE COMPANY, Inc. 


NORWALK, CONN. 
FIFTEEN YEARS MANUFACTURING EXPER ENCE BEHIND OUR PRODUCTS 








SAVE MONEY 


SELLING NEW YORK 


SALES—Experienced salesmen with recognized followings 
insure distribution. 

WAREHOUSE—Strictly modern, sprinklers, night patrol, 
lowest insurance rates insure safety. 

DELIVERY AND INSTALLATION—Prompt, efficient 
and skilled to insure satisfaction. 

Here is a real selling service for furniture manufacturers who 
are in need distribution in the New York territory 
—at minimum cost. Get full information about this excellent 
opportunity at once. It will pay you. 


METROPOLITAN FURNITURE SERVICE 
627-29 W. 43rd St. New York City 





u-dia- 
Brands 


DUPLICATOR INKS 





more copies to pound 
minimum flow through the 
possibility of offset or smudg 


d, obvia' the 
. Makes 


clean prints . . . no oily outline. Used with 
satisfaction by the Army, Navy and other gov 
ernment educational tutions, ete. 





Also Manufacturers 
of Multigraph Inks 


Duntam-Gdatson @] 


Ink Specialties 
644 So. Clark St. 











his metal is deseribed in 
our No, 34 Metal Part 
catalog. Have you a 
copy? 


BOOKBINDERS—HAVE YOU SEEN TENACITY’S 
PATENTED METAL HINGE RECORD BOOK METAL? 








THE TENACITY MANUFACTURING CO. 





Our HANDY-BOOK on 

record book binding will 

interest you. A copy is 
yours for the asking. 


CINCINNATI, OHIO 
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1 Revolutionary 
eNew Construc- 
tion. Far more Rigid. 
Easier to Assemble. 


2 An Additional 
eLine! A New 
Large size Metal- 


stand... I17x24. 


3 A New and More 
eDurable Finish. 








METALSTAND CO., Manufacturers 


METALSTAND Introduces 3 NEW FEATURES 


for Greater Profits to Dealers 


The distinctly new interlocking device and the greatly 
improved construction in all Metalstands obsoletes all 
previous types and enables you to offer your customers 
the sturdiest and most serviceable tables at no increase 
in price. 

Metalstand continues to be a fast moving item. It is 
attractive, economical, rigid and durable. Shipped KD 
and easier to assemble. 


Metalstands are sold only to dealers. Write for 


illustrated folder and prices. 
909 WALNUT ST. 
PHILADELPHIA, PA. 





Loose Leaf Rings 


No Large 
Joint to Tear 
Paper 


Brass 
Nickel Plated 
FIVE SIZES 


Inside Diameters 
i2 "—1.35 Per 100 
%”—1.50 
1”—1.75 “ 

1%"—3.25 “ “ 
2”—3.50 “ * 


Open Easily, 
Close 
Securely 


For loose leaf books, binding reports, blueprints, etc. 
Write for information Loose Leaf Metals 


on our line of 


The E. W. Carpenter Mfg. Co. 
Bridgeport, Conn. 


BARGAIN BULLETIN 


No. 801 Summer 1934 


CHUCKFULL OF BARGAINS in 
Adding Machines 
Billing-Bookkeeping Machines 
Calculating Machines 
Typewriters 


WRITE OR WIRE FOR YOUR COPY TODAY! 


Reliable 


DISTINCTIVE INDIVIDUALITY 


TYPEWRITERZcADDING 
MACHINE (Corsmation 


303 W. MONROE ST. CHICAGO 











AICO DESK PADS 


UNIQUE ATTRACTIVE DESIGNS 
EXCEPTIONAL CRAFTSMANSHIP 


Ilustrations and listings for the asking. 


G. J. AIGNER CO., MFRS. | 


DESK PADS—iINDEXES—L LEAF 
503 S. Jefferson St., Chicago 


























AUTOMATIC 


ELECTRIC 
DEMONSTRATION 


WILL BOOST YOUR 
FOUNTAIN PEN SALES 
UR NEW DEMONSTRATOR will bring customers to your 


window and into your store. MONOCHROME PENS sat- 
isfy in performance and design. Priced to sell for $1.00 and up. 


Write for Special Proposition 


Monochrome Pen Co. - - St. Charles, Ill. 














ACME VISIBLE RECORD EQUIPMENT _ 
10 DIVISIONS 


At many points 
dealer franchise 
available. 


New catalog and 
September Ist price | 
list sent on request. 


ACME CARD SYSTEM COMPANY | 
8 So. 8 So. Michigan Ave. Chicago | 


























MARTENS 


TYPE CLEANER 


Cleaning type is not the mussy, 
dirty job it used to be—not with 
Martens Type Cleaner. The pat- 
ented applicator does the trick. 
Typists like its quick, thorough 
cleanirg action. You'll like its 
quick turnover and repeat profits. 
Retail price 50 cents. 


MARTENS 
TYPE CLEANER CoO. 
120 E. 28th St., New York, N.Y. 





FREE INTRO: 
DUCTORY OFFER! 


Write for it and our lib- 
eral discount schedule. 
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Bronze, 


Write for new catalog. 





NATIONAL, 4 lbs. 
COLUMBIAN, 2% Ibs. 
CRESCENT, 1 Ib. 


Made in several styles. Intended for the individual 
desk, library, office or shipping room. 


For sale by all leading dealers. 


Warranted Accurate 


PELOUZE MANUFACTURING CO. 
232 East Ohio Street, Chicago, Illinois 


Pelouze Postal Scales— ‘1 
Make Useful and Acceptable Xmas Gifts 


HE dials show the exact amount of postage in cents 
required on all mail matter, including parcel post 
rates by zones. Beautifully finished in Green or Gold 








“STANDARD” CAPACITY 
2 POUNDS AND 4 POUNDS 











N u Wa y —the simplest, 


most practical 


TYPEWRITER FASTENER 


NuWay holds the type- 
justing, etc. Two small 
in the typewriter 
brings price and terms 





- bes - j ] i 
writer securely, yet re- eet ——— a 
leases it easily for G ar = = JOE 
removal, cleaning, ad- <= CH =~ 
™\& 
wood screws hold the = *|| U 
fastener to the type- \* ry T 
writer bed; two studs 44322: ae a 
frame engage slots in { ‘% = _ = 
the fastener ends. A = a 
line on your letterhead —__ ee a. - 





NuWay Typewriter Fastener Co. (not inc.) 
6322 Cottage Grove Ave. Chicago 


Distributors in territory east of Pittsburgh and for Export: 
Typewriter Circle Co., 359 Broadway, New York 











ROOCO 


All-Purpose Ink 


for Duplicating Machines 






‘one OUsD wd 
Durer aliné 


Int < 
| 













Whether used on open or closed 
types of machines, the result is 
always the same—dense black, uni- 
formly distributed. Unvarying high 
quality makes Rooco a satisfactory 
and profitable item for you to 
handle. 


Send for Samples and Prices 


H. D. ROOSEN COMPANY 
Brooklyn, N. Y. Chicago 
Factory, foot 20th St. 609 S. Clark St. 


gp. PHOOSEN EL: 
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Markile Celluloid Products 


are made of the acetate (non-inflammable) cellulose, and 
embody features of our own 
design. 

Envelopes for ring binders, 
—billfolds, cards, papers, etc. 
Indexer strips (blank-label) 
and tabs, celluloid fasteners. 
Book markers, book covers, 
etc. The Dozen System vs. 
Decimals, Booklet 25c. 


MARKILO CO., Mfrs. 
9360 W.63rd St.,C hicago, U. S.A 











IARKILO 


to mind in the same thought with Washington, ¢ D. c, 
office supplies. The Barton, Duer & 
Koch Paper Co, 


uses cards; and if you make a bid for ,. cnatield Paper Co. 

the business, it’s a ten-to-one chance Detroit 

you'll get it. For business cards come ~ le 

to build a repeating postecse ve Carpenter Paper Co. 

Wiggins Compact Binders an oo! 

Form Cards. L. 8. Fm ay barton Inc. 

Tumbus, Olevela 

The JOHN B. WIGGINS COMPANY 


(Originators of Scored Cards) 
1162 Fullerton Avenue Chicago 


The Central on 
Paper Company 


Wissins 


BOOK FORM CARDS COMPACT BINDERS 


This business is YOURS! mete co. 
Pittsburgh 
A MOST The Chatfield & 
L f every customer ) ree adh 
Ask any paper merchant here how Grand Rapids 
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1 The “Aluminum” Pocket Seal 
and other MARKING DEVICES 
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POCKET SEALS SPECIMEN IMPRESSION 


LEVER SEALS 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 
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COPIES WITHOUT 
CARBON PAPER for general 


use and for continuous forms 


HE COPY-GRAPH 


Operates without costly onetime carbon paper, 
substantially reducing the cost of forms. Func- 
tions easily. Speeds up work. Money and 
time-saver. Kecommended by users everywhere. 


COPY DEVICES, Inc., 103 PARK AVENUE, NEW YORK 
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Dopperaft modern zipper cases increase your profits 


‘Get on the band wagon!” is a familiar saying 
that has special significance for dealers in 
briefcases and portfolios. In other words, it 
means: Meet the large and increasing de- 
mand for Doppcraft Zipper Cases with an 
assortment suited to the requirements of your 
trade. Doppcraft efficiency zippers are de- 
signed for particular needs, exceedingly at- 
tractive, built of finest quality materials and 
low priced. 


The new Doppelt catalog has just come 
from the press It offers opportunities for 
greater service to your trade and increased 
profits for you. Your copy awaits you— 
send for it at once. 


Chas. Doppelt & Company 
412 Orleans St. Chieage, Ill. 
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Add to Your Gift Season Business 











Every Office Worker who sees our 
New Revolving 
Display Cabinet 
will want these world-famous devices to 
Hang up Things: 
Moore Aluminum Push-Pins 
Moore Glass Head Push-Pins 
Moore Push-less Hangers 


Contains 72 Window-front Packets 
Order the assortment and get Cabinet Free. 
Your Jobber has them. Easy to refill. 


MOORE PUSH-PIN COMPANY 
113-125 Berkley Street Philadelphia, Pa. 
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vith Rite-Rite No. 24K Travel Kit, appropriate as a Christmas re mbrar 
bridge prise, premiur *opular priced package. original in keuy 
design. Consists of beautiful new Fingerfit Sr. Pencil with celluloid tut 
Micrometric leads and extra erasers, packed in a self aling clear lluloid t 
with hinged cc r ach kit furnished wit! ard bearing Christm 

ings Packed tw k in advertising display car all detail 


Rite-Rite Manufacturing Co. 
1501 West Polk St. Chicago 
Ae hn. 


ZIPIT || AMCODATER 


THE NEW 
TIME SAVING NOW with D size TYPES 
‘ VERN CA RBON TINY TYPE REGULAR TYPE 

CARBON PAPER Territory now being NOV 18%2 NOV 18 "4? 


allotted. 


oc Send for samples and Sharp, engraved type— 
agency proposition — Self -inking — 
Pt sg $9) 95 
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IT SELLS Retails for....... 
PHILLIPS PROCESS CO., Inc. American Numbering Machine Co. 


82 ST. PAUL ST., ROCHESTER, N. Y. 224 Shepherd Ave., Brooklyn, N. Y. 
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OOSE LEAF Dip-No-More 


= vial style INK 
ERADICATOR 


wes seme FOR CLOTHING. 
mone 08 los Peas: 20: shed wy seen deme 






ibd 











Bind sheets orderly and se - 
curely. Fit any width of sheets es Si mple— 
or distance between punch cen- —— : "oP _e 
ters, capacity regulated by in Efficient 
terchangeable posts. $3.50 per H Oo L D E R 
dozen sets, f.o.b. N. Y. Re Guaranteed to Remove Ink from Paper and White 
quest on your letterhead brings Clothing. EVERYONE can find a use for this handy 
sample and details. Ink Eradicator. Originated by the makers of ‘‘H. A.”’ 

B 1228 Intervale Ave. H. A, IN K ERADICATOR COMPAN y 
E es s fg a C oO. ’ New York, N. Y. 1707 Zerega Ave., NEW YORK 

Cable Address “ERADICATOR"” 
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ALBRIGHT’S Inked 
Typewriter Ribbons 
for all makes 
Typewriters & Adding Machines 


The Best Ribbon for new low price 
Agents wanted everywhere 
St. Louis Typewriter Exchange 


Established 50 years 
718 Pine St.. St. Leuis, Mo. 





“** WE HAVE PROVED 


that Carter’s gay Midnight Carbon does at- 
tract, and that its dashing star-splashed de- 
sign impresses itself on the user’s memory. 
And small wonder—for it is a joy to look at, 
and such a capable worker. All weights for 
type-bar and noiseless machines, for all uses. 
The Carter’s Ink Company, Boston, New 
York, Chicago, Montreal. 


Carter’s 


MIDNIGHT 
CARBON PAPERS 











* * 











Pens — 


WHY NOT TURNER & HARRISON? 


High Grade Pens 
iR Our One Product 
~ Since 1876 


TURNER & HARRISON PEN MBG. CoO. INC. 
PHILADELPHIA 





succeeds the 
obsolete toothbrush 


We are not belittling the toothbrush, in its prope 


= we modern dauber 


place. But when it comes to cleaning typewriter 


/ type, the stenographer needs Clarotype’s handy dau 
ber which eliminates spattering, and soiled hands 
and clothes. 

This handy 


dauber comes In the same modern way Clarotype is superior to or 
with eac h dinary cleaning fluids. Its cleaning action is instant 
i 


bottle and thorough. It is designed specially for cleaning 
you. Order a trial dozen from us or your jobber. 


typewriters and office machines. Its efficiency pleases 
R 
se THE CLAROTYPE CO. INC. 


the stenographer. 
a 16-M Hudson St. 





These simple facts make Clarotype a leading repeat 
item—nationally. The profits being made by over 
3500 dealers is Clarotype’s best recommendation to 


New York 














MASTER 
SPEED KEYS 


Permanent PURE 
WHITE Characters— 
No Rubber to wear 
out—Guaranteed to 
wear 3 years. 





Excellent Seller—Deal- 
erships being allotted— 
(1 in a territory) 


Write for proposition. 
Speed Key Mfg. Co., 
nc. 


296 Columbus Place 
Brooklyn N. Y. 
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Have You 


a Friend—o business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with 

our compliments. 


THE OFFICE APPLIANCE COMPANY 
417 S. DEARBORN STREET, CHICAGO, U. S. A. 
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ACME MIDGET 
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Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 





Stanley R.Bristow 
24 Central Ave.West Orange,N.J. 





The stapler for your personal use 

and all office stapling. The lever 

presser action is vulet and velvet- 

like. Note the superior MID- 
GET sta 


TheOutstanding Quality 
Fastener 











The New Midget 


ACME 
STAPLE CO. 


1643 Haddon A 
Camden, N. J. 


convinces. 
Bush yeur 
trial » 








Old style staple 
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Announcement of 
importance to the Distributor: 
SUPREME BRAND CARBON PAPER 

We are now ready to market this new grade of type- 
writer carbon paper. It possesses outstanding wearing 
quality, making it supreme in performance as well as 
in name. 

SUPREME BRAND TYPEWRITER RIBBON 

This popular ribbon, unsurpassed in quality, is now 
available in a sealed air-tight round box. It maintains 
ribbon freshness and prevents deterioration in any 
climate. 

THE BUCKEYE RIBBON & CARBON CO. 
1458-1468 East 55th St., CLEVELAND, OHIO 


“Makers of the famous Raven Line of carbon paper and 
Dictator Brand Silk ribbon.” 


















For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is exceptionally valuable 
in its field. 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co., Inc. 


6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representatioe: S.& D. Loose Leaf Co., 427 N. San 
Pedre St., Lea Angeles, Calif. 
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SHER-MAN STANDS 


Top Notch 
Quality— 


The Most Economical 






They satisfy discrimi- 
nating business men, 
making office machines 
available for more 
people, placing them in 
best production posi- 
tion, saving office space 
—in short serving all 
the details that total 
perfect convenience. 
Electrically welded 3 
tubular steel— 
stronger, lighter, 
cleaner—a record of 30 years’ high grade service. 
Your choice of flush or raised shelves, either or both 
sides. 
Dealers in first quality machines and furniture in- 
clude Sher-Man Stands to make theirs a wholly high 
grade service. Full information on request. 


Sherman-Manson Mig. Co. 
621-631 S. Kolmar Avenue Chicage 
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For More 
and Better Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains 
thoughts that many identi- 
fied with office equipment 
can use to advantage. It is 
a common meeting place for 
the exchange of worth-while 
information. 


If you want more and bet- 
ter business, you can profit 
by a subscription to Office 
Appliances. Domestic rates 
are $2.00 a year, two years 
for $3.00; Canada, $2.50 and 
$4.00; Foreign, $3.00 and 
$5.00. 


The Office Appliance Company 
417 S. Dearborn Street 
Chicago, Ill. 
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IN EVERY COUNTRY 


You will find ONE leading office equip- 


ment trade journal of national importance. 


IN 
FRANCE 


First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ETC. 


Include “METHODES” in your ad- 
vertising appropriation: It pays. 
Send for free copy today. 


METHODES 


27 rue des Petites Ecuries 
Paris X¢ France 

















165 





Brighten Your 
Office Stationery 
Display with 


CLIP-ONS 


The Ever Fast PaperClip 






Show CLIP-ONS! Often a first 
purchase, made possibly as a mat- 
ter of fancy, results in a regular 
demand and a satisfied customer. 


cc) 
Good looks (bright brass or 

nickel finish), easily applied, per- 8 

mit access to matter written a half Ce 

inch from the binding margin, i) 

made in three sizes providing for o 

every office paper fastening need. & 

Packed 100 to a box, ten boxes to a 

carton. Request on your letter- cc) 

head brings samples and prices. rea) 


Clip-On Corporation 
OSWEGO, N. Y. 
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KILIA 

M tal O ~p ¥ ~& 
e ture 
i} (U. &. Patent 1,782,622. pao nd Pateat 324,059. Pow ns 
All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in an 
desired shape. (No soft stampings used whatsoever. 
For cradle slides our ball bearings and rivets are in one 
unit for — assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
und bearings. Samples made to your specifi- 

cations. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 


Ad 
the 
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HOW ROY 


BEHIND THE 


ROYAL PORTABLE DE LUXE 





ROYAL PORTABLE DE LUXE... In- 
cludes many exclusive refinements. The 
ideal portable for the experienced op- 
erator. $60, including carrying case. 


ROYAL STANDARD PORTABLE... 
Complete in every respect. Sturdily 
built for a lifetime of writing conven- 


ience. $45, including carrying case. 


ROYAL PORTABLE — Writers Model 
. . . Specially designed for authors, news- 
paper men and editors. 88-character 
keyboard. $60, including carrying case. 


ROYAL 


Peer lLABLE 
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STANDS SQUARELY 


MAN BEHIND THE COUNTER 
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WRITERS ROYAL PORTABLE 


3. To develop Royal 








Royal’s principles of policy are 
few in number, simple, four- 
square! 


Year after year, to “put more 
into” its writing machines than 
promised; thus to support the 
dealer in all of his claims to the 
customer. 


To sell Royal Portable Type- 
writers only through recognized 
dealers, thus protecting and pro- 
moting the retailer, ensuring him 
full profits at all times. 


Portable 
dealers, increasing and enhancing 
their markets through carefully 
planned advertising, both national 
and point-of-purchase. 


LINK TO LEADERSHIP! 
Royal Typewriter Company, Inc. 
2 Park Avenue, New York City 


Canadian: 362 Notre Dame Street W.., 
Montreal 
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No... 


LETTERGRAPH 


will not 
scramble eggs 


e MR. SPENCER, 
e2 








You’re 
absolutely correct in stating that the Letter- 


‘*We agree with you, Mr. Spencer. 


graph will not scramble eggs! But we’re 
mighty glad to see that you, like thousands 
of other Lettergraph owners, have found 
profitable uses for this wonderful little 
duplicator.”’ 

‘A slight investigation of the Lettergraph 
will reveal to anyone, as it has to you, that 
the Lettergraph serves a very definite pur- 
pose—that it can quickly pay for itself in the 
savings that it affords—that it makes pos- 
sible the production of a great many small 
printing jobs which every business and pro- 
fession need but often pass up because of 
high printing costs.’’ 

‘‘Jobs of a few thousand copies can often 
be produced on the Lettergraph at a total 
cost, including paper, stencil and ink, much 
lower than the cost of just setting the type 
for such a job. And the Lettergraphed job 
will be finished and in the hands of the audi- 
ence in the time it would take to get the first 
proof from the printer.”’ 


**‘We know that you’re sold on the Letter- 
graph, Mr. Spencer, simply because it is 
doing a worth while job for you and earning 
its way. Don’t you agree that a great many 
businesses need just such a machine as the 
Lettergraph? Don’t you feel that a sales- 
man who has acquainted himself with this 
outstanding duplicator could sell it in real 
quantities and make good money for him- 
self?’’ 

**You’re right, Mr. Spencer, it can be done 
—the experience of hundreds of machine 
dealers has already established this fact. 
And what’s more, Mr. Spencer, the market 
has barely been teuched as you can quickly 
see by a simple survey of the people in your 
vicinity who would have use for a Letter- 
graph. We'd like to tell our story to those 
interested in the possibilities of the Letter- 
graph—show them how easy it is to sell— 
how a profitable business can be built from 
the sale of it. All they have to do is write in, 
Mr. Spencer. It’s that easy!’’ 


THE HEYER CORPORATION 


CHICAGO, 


Branches: New York 


ILLINOIS 


Boston Los Angeles 
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PORTAR LE 
Underwood's Newest 
is the World’s Greatest 
SEE PAGE 71 





on rtable is backed 
nder od Service 





ee Underwood Ediiott Basher Speeds the World’s Busines 
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